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$2 


Regular DM Assortment of 13 J 
bis... Sizes: 4", 46", 4", Ke", | * Sales 


J A V4 / 13/ 
ye 5) ws 4%", YW", yy", x", 


+ 6 
Ke, Hel", 1". a. * Appeal 50% mark-up for you 


2 Regular Irwin DM Set of 
13 Bits in solid walnut chest 


Colorful “Merry Christmas” wrapping. 
High “buy” appeal for handymen, hobbyists, 





Solid Walnut Chest... 
Rubbed and lacquered to 
bring out the full beauty Sells at Irwin’s regular DM price. 
of this durable wood, Brass Full dealer mark-up. 

hinges and lock. 


»rofessional woodworkers. 
] 


Nationally advertised in some of America’s 
leading magazines — including the Saturday 
Evening Post. 


Suggested Retail ... $15.50 

Dealer Cost .......- 10.33 
Srilliant Red Merry Christmas You Make eeeeeeecee $ 5.17 per set 
Sleeve . . . Two-tone box with To Order: Specify DM Set in Walnut Chest 


wood grain top and ivory bot- 
lom. Sleeve is removable. 





y 
Ceeeeeeveeevee ee e280 


* Set of 5 genuine tenite plastic drivers. 
" ° / Contents: O 
* Displayed in colorful scarlet and ivory box - 7s? ge Ap 
i / : ’ A. % . each of 3”, 4” and 
with open cellophane window. VA 6” sizes in No. 400 
* Drivers mounted on snow-like base, held by ' ; ae oor oo 
ye ‘ ‘ y ype. One size—No. 
brilliant red band. y ; ys 400-C series, thin blode 
* Higher unit sales, all-year appeal. ~~" fy J type. One 3” size—No. | 


* Full dealer mark-up, nationally advertised. onal Hew ng dy 


genuine tenite handles, 
Suggested Retail... $ 2.49 
Dealer Cost @eeee0eee? e 1.66 . — ‘ _ : 
Y M k 833 Order Today! Stocks of Irwin’s Big the original solid 
OU Make ..+e++e- $ ° per set 2 for Christmas are limited. Orders t sonter eager Se 
To Order: Specify 45-X screw driver set filled — first come, first served. euew ditvere 


screw driver bits 
THE IRWIN AUGER BIT COMPANY _¢ _WILMINGTON, OHIO 








A SALESMAN WHO NEVER FORGETS A SALES POINT 


HE CAN INCREASE 
RULE SALES 29%: 





Here is a salesman guaranteed 
to increase your steel tape and 
wood rule sales volume as much 


as 25%. Why? 
HE KNOWS THE SECRET OF IMPULSE SALES! 


Only 75% of the rule sales made today are planned. The other 25% are 
purely impulse sales. The Master Merchant gets these impulse sales for you 
. « « gets them and assures you of repeat sales. Its wares are always at their 
clean and shiny best. It attracts attention and takes full advantage of a 
customers impulse to buy ... you pick up the added sales. 


Customers buy more than one rule. Most customers do not know that 
there's a right rule for every job, that each rule is designed to do a specific 
job better than another. Master Merchant tells them the difference between 
rules, shows them the right rule for the job. Complete descriptions of every 
rule and its uses are clearly visible, at a glance. 


Display Master Merchant any one of these three ways: (a) as a-counter display, 
(b) screw fast to the wall, (c) hang from screw eyes. You save valuable display 
space for other items, yet sell more and more rules. 


Write to Master Rule Mfg. Co., 40 Mulberry St., Middletown, New York 





JOBBERS' SAVE 
PACKING COSTS 


Order the Master Merchant 
deluxe assortment package. 
In one compact corrugated 
carton you get the Master 
Merchant display, ready to 
set up . . . plus your own 
choice of a complete rule 
assortment. The carton 
comes to you expertly 
packed, with a special ad- 
dress label for dealer's 
name. Your factory-fresh 
order is ready to go 
straight to the dealer. 
You by-pass ali packaging 
problems. 
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continuous research 


and development 


modern high test 
materials and methods 


precision 


manufacturing 


The working parts of KWIKSET locksets are of 
high test quality brass stampings and pressure 
cast Zamak No. 5, the modern high test alloy 
that has given years of reliable, trouble-free 
service. The dependability of these materials 
_ has been proven by the more than 
18,000,000 KWIKSET locksets now 
in unconditionally guaranteed service. 
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, UNIVERSAL 


FULL LINE of Automatic Coffeemakers 


A Size tor Every Family 
A Price tr Every Purse 





Bigger! Faster! New Styling! 


Now... the Big, New Jubilee Coffeematic makes 
up to fen cups... an extra, more-for-the money 
feature. New speed, too . . . with a fast 600 watt 
unit to serve finer coffee faster. And it’s 


. i completely restyled inside and out for greater 
Jubilee Coffeematic—De- Coffeematic at a new low —eauty and convenience . . . more salability. 
luxe ten-cup automatic with price—Automatic eight-cup 


“Hi-Speed” unit and del with the f Fla- a ft 
new syling $2095. aeSclecur snes = BUT...no price increase! SIL ONLY 29-95 
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See Your Distributor—Get your complete a 

Jubilee package with its new Coffeematic 4 

Counter Display, mat ads, mailing pieces, 4 

everything you need for more Coffeematic sales! 4 

For price-conscious buyers The answer te “Instant” 
—Six-cup automatic perco- (Coffee—Four-cup automatic 3 
lator, solid copper body model brews quickly, keeps 
chrome finished—$19.95. coffee hot ’til poured—$17.95. 
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DOG CHAINS 


and Dog Chain Assortments 


Dogs Are Friends of Yours 


® Man’s best friend is also a good friend of the hardware dealer because 
he promotes sales of dog chains. Dog leads have always been a good a 
seller. And now there’s a new item that’s growing fast in popularity— - ) Hetite } pe 
the ACCO Spiraloc Dog Stake Chains: —6 Ey . if fe pm 
This new ACCO Spiraloc Stake Chain (in 6’ and 9’ lengths) gives the 
dog freedom of movement and allows the owner to move him around 
frequently. The 3%” x 15” stake holds well in the ground and the free- 
swiveling S-hook and snap keep chain from tangling. Spiral-twisted 
links are smooth and have a bright zinc finish. 
ACCO Dog Leads come in a variety of types, some with plastic 
handles; all with easy to operate swiveling snaps. Several types are 
available on attractive metal hangers which you can hang up in your 
store. 
You'll sell plenty of ACCO Dog Chains if you display them. 
Order at once from your AMERICAN CHAIN wholesaler, 
or write our York, Pa., office for information. 


In Canada: Dominion Chain Co., Ltd. : Am e rl Cd n 


AMERICAN CHAIN DIVISION Chain — 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


A Cooling Thought 
In a Heat Wave 


Each year, just about when the summer’s heat 
is at its worst, hardware dealers must turn their 
attention to such matters as snow shovels and 
sleds, Christmas toys and ammunition, weather 
stripping and lawn mowers. 


The task of worrying about such seemingly un- 
related matters is superimposed upon the job of 
maintaining the day-to-day routine of running 
a store with green help, lost shipments and mar- 
gin headaches. 


There is little wonder why it is so frequently 
suggested that it helps to be a little crazy when 
you’re in the hardware business. 


Perhaps its the need to be able to handle such 
double-barreled problems that gives rise to such 
sturdy individuals in the hardware trade. They 
probably have to be rugged to succeed. 


This is being written with the temperature 
hovering in the mid-90’s; the humidity is too 
gol durned high. The perspiration is running 
down our back in warm, annoying streams. 


We find it very difficult to keep our mind on 
the subject of this discussion. Our thoughts 
keep wandering to some of the cool spots we’ve 
visited and fished in Wisconsin and Minnesota; 
they wander to those small creeks in New 
England that tinkle over the rocks with a sound 
much like ice cubes bumping against the side of 
a glass; they wander to those trout streams in 
the Rockies where the water always feels as 
though its on the verge of freezing. 


Never again, we vow, will we complain of sub- 
zero weather when we visit Duluth; or of the 
blizzards that always seem to hit Milwaukee the 
day we arrive. 


In short it’s very hot and we’d enjoy being 
any place but where we are. 
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By W. A. Phair 


But time is not made for any mortal’s con- 
venience. And just as the readers of HARDWARE 
AGE are giving thought to fall and winter sell- 
ing problems, so is our editorial staff knee deep 
in toys, red-robed Santas and snow pictures, as 
our annua) Christmas Merchandising Guide is 
readied for the printer. 


Despite the dulling effect of the heat, the en- 
tire staff is enthusiastic over the contents of 
the Christmas Guide, which will be delivered to 
you on Oct. 1. 


Each year more and more readers write us 
and tell us how helpful they have found the 
Guide. Many have told us that they have 
fashioned their entire holiday selling program 
around the recommendations made in this Guide 
in past years. 


Last year several dealers were kind enough 
to write us that the details of lay-away plans, 
which we gave in the Guide, paid off handsomely 
for them, the first time they tried it. 


This encouragement from the readers of HA 
has spurred us to greater efforts. Despite the 
distractions of the heat wave, we are preparing 
what we think you’ll agree is one of the most 
helpful Christmas Merchandising Guides ever 
published. 


While we’re doing this, why don’t you, too, go 
back to planning your fall and holiday pro- 
grams, and give some more thought to next 
spring’s lawn mower needs. 


Little Things Help 
Make Big Profits 


Those of us willing enough to admit that we 
don’t know all the answers, or in fact very many 
answers at all, must also admit that every now 
and then our thinking wanders a little off cen- 
ter and we have to stop a while to get it back 
on the track. 












































I saw some figures recently that showed how 
the sale of milk filter disks was expanding in 
grocery stores, feed stores and creameries, and 
declining proportionately in hardware stores. 


Now, filter disks in themselves are not a make 
or break proposition with a hardware store. But 
they are very important as a symbol of the suc- 
cessful hardware store... service. 


If you ask a dealer why he doesn’t give bet- 
ter display to filter disks, he’ll probably tell you 
that he can’t compete with the local creamery 
that sells them almost at cost and delivers them 
to the farmer along with the empty can returns. 


There is logic in his reasoning. But why does 
the creamery go to the trouble of handling them 
at cost? There are several reasons for it, but 
the one big, important reason is that it repre- 
sents a service to the creamery customers. 


Why, then, wouldn’t it also be a service to 
hardware store customers? Filter disks are a 
consumable item; they have to be replaced regu- 
larly. 


How many people might come into your store 
for disks, then buy other items. How many peo- 
ple come into your store for dairy supplies and 
then have to go elsewhere for this service item? 
Can you truthfully claim to carry dairy supplies 
if you don’t carry filter disks? 


These are questions you should ask yourself 
if you’ve been inclined to neglect filter disks. 


It’s these little things that make for the big- 


ger profits; the disks in the dairy section; the 
paint brushes in the paint section; cleaning 
fluids with the brushes and mops, etc. 


The Number of Mistakes 
Is Unlimited 


The lightning-like spread of shopping centers 
and their obvious effects upon trading areas, has 
caused much concern to many dealers. 


We have discussed various aspects of this de- 
velopment in these pages, and we have stressed 
the importance of moving with extreme caution 
when considering opening a store in a shopping 
center. 


It was our observation that these centers are, 
basically, profit making business propositions 


8 


« Just Among Ourselves «=: 


informal editorial comments 


for the promoter; there is no guarantee of suc- 
cess for a store moving into a center. 


We also noted that the rapid growth of these 
centers was giving rise to strong competition 
between centers; a new center may tend to draw 
trade from an older one. 


These were all personal observations, based on 
discussions with dealers in many sections of the 
country. 


Now we see that these opinions are substanti- 
ated by the Urban Land Institute, an independent 
research organization. 


In a recent statement the institute warns that 
construction of centers has become a highly com- 
petitive business and no longer is a sure-fire 
formula for success. 


Too many small shopping centers are being 
built without adequate market study and as a 
result some of these centers are likely to fail, 
the Institute points out. 


“The number of mistakes that a sponsor of a 
shopping center can make seems unlimited,” the 
report emphasizes. 


In some cities, the report goes on, it would 
appear that shopping center construction has 
gone ahead so fast that the competition now is 
between centers themselves and not between es- 
tablished downtown retailers and the centers. 


The report also notes that some centers may 
be built too large. A site that is too large can 
produce a congested area witheproblems rivaling 
those in a central business district. 


To this view we can only repeat the advice 
that you move very slowly and carefully before 
jumping into a shopping center. 


Worth Repeating 


“I don’t believe in a law to prevent a man 
from getting rich; it would do more harm than 
good. So while we do not propose any war upon 
capital, we do wish to allow the humblest man 
an equal chance to get rich with everybody else. 


“When one starts poor, as most do in the race 
of life, free society is such that he knows he can 
better his condition; he knows that there is no 
fixed condition of labor for his whole life.” 

—Abraham Lincoln 
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TUBULAR LATCH SET — A 
smooth-working set that’s 
been a best-seller for years. 
Latch bolt is operated by 
knob or lever; slide stop in- 
side locks both knob and 
lever. Wrought steel, dull 
brass finish. For use on right 
or left hand doors. Backset 
1%”. No. 5597. 





PUSH-PULL LATCH SET — The 
new, easily installed set with 
push-pull action. Door un- 
latches when inside lever is pushed 
or outside lever is pulled. Slide but- 
ton inside locks outside lever. Easily 
installed by boring through door 
stile. Attached by machine screws. 
Brass lacquer finish. No. 4120. 
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RIM LATCH SET — Re- 
quires no mortising. 
Latch bolt is op- 
erated by knob or 
lever; slide stop in- 
side locks both knob 
and lever. Latch case 
is cast iron, trim is 
wrought steel, dull 
brass finish. For use 
on right or left hand 
doors. Backset 14”. 
No. 4115. 


CYLINDER LOCK SEY — Provides real security for 
combination doors. Locked by key in cylinder 
outside or slide-button inside. Easily installed; 
available in polished or dull brass or satin 
aluminum finish. Backset 1%”. Priced for vol- 
ume selling. No. 8595 for 13s” doors; No. 8596 
for 1%” doors. 


THESE 


ockwood leeaders 


guarantee your stake in the 


storm door market 


Be prepared for extra Fall business 
by stocking a line of combination 
door hardware you can depend on 
for high quality and smooth per- 
formance. These LOCKWOOD 
LEADERS give you the merchan- 
dise that’s in demand for installa- 
tions of all kinds. 





LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 





STORM DOOR CLOSER — Deluxe Model No. 
3002, top quality in storm and screen door 
closers, has protective cushion spring, metal- 
escent gray finish. Reversible for either right 
or left hand doors. Packed with complete 
instructions for installation. Also available, 
Senior model with exposed spring. No. 3001. 
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NEWS and VIEWS 








By Washington Bureau of 
HARDWARE AGE 


Congress Expected to Revamp 
Entire Federal Tax Basis 


Incorporated retail stores and individual wage 
earners should be in healthier shape—tax-wise—next 
Spring than they are today. 

Scheduled drops in Federal tax rates, unaffected by 
this year’s revenue wrangle in Congress, should be 
worth about $2 billion a year to incorporated business. 

Time-table of reductions in excises next year calls 
for the easing or ending of another $1 billion in taxes. 

Government experts believe that many buyers will 
take advantage of the savings by increasing their 
purchases. 

Individual income levies are due for a cut of about 
10 pet on Dec. 31. This will mean, for the married 
couple with two children, and an income of $7,500 
a year, a saving of almost $100. 

Many Congressmen believe the time is near at 
hand for voting relief to new business firms. New 
companies are hard-hit by existing tax laws. They 
find it well-nigh impossible to retain sufficient earn- 
ings after taxes to finance normal expansion. 


OUTLOOK—Look for Congress and the 
program next year. Reduced rates, ending of 


inequities, and closing of loopholes are to be 
included in the new recommendations. 





* 


States May Join Fight Against 
Levying A National Sales Tax 


State governments can be expected to hoist a “No 
Trespassing” sign, and thus give aid to the retailer 
if a real drive for a National Sales Tax takes place 
when Congress resumes sessions. 

More than 30 states now place levies on sales and 
gross receipts. This action has proved an excellent 
method of acquiring money, putting $2.4 billion in 
the various state tills in fiscal 1953. 

Results of this kind are tempting signs to the Fed- 
eral Government, worried by thoughts of revenue 
losses after Dec. 31. 

Motives that are basically selfish could bring the 


10 


Treasury to turn out a worthwhile new tax 
‘ 


states into any sales tax fight. They are annoyed at 
the prospect of the “Washington crowd” shouldering 
its way into a revenue area, considered by the states 
to be their own, and they are anxious to voice their 
views. 

The best arguments against a national levy on sales 
are, as usual, being stated by businessmen who point 
out that holding down the rate of such a tax, once 
imposed, might be impossible. They also stress the 
dangers of increasing the small merchant’s bookkeep- 
ing burden. 


OUTLOOK—There’s no assurance that the 

Administration actually will push for a Fed- 

# eral Sales Tax. Treasury Secretary Humphrey 

is considering the idea, but is also studying 
many other ways to get added revenue. 


Home Building Slowing Down 
Due to Mortgage Troubles 


Home builders grow more skittish over starting any 
projects for which they do not have firm, preferably 
written commitments. Shortage of mortgage money 
is the reason. 

The home building market has been sagging in 
many sections of the country, although this summer's 
construction activity had been expected to hit new 
highs. 

The National Association of Home Builders is tell- 
ing its members to postpone now projects until the 
mortgage market returns to a reasonable rate of 
normalcy. 

The danger of this trend (if it be that) lies in the 
possibility of reduced orders for builders’ hardware, 
home appliances, and housewares. The appliance 
trade, in particular, has been experiencing spotty 
markets for months. 

Any further cut-backs in new home construction 
point to further reductions in the output of furnaces, 
stoves, washers, and refrigerators, plus the many 
other smaller products that home-buyers usually insist 
upon when furnishing new residences. 


(Continued on page 246) 
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NO. 4 — $2.00 Retail 
1%" case. Strong, dependable ..... 
patented protection against jarring 
open. Practically unlimited key changes. 


NO. 8 — $1.50 Retail 


1-3/16” case. Small, compact 
-.. yet provides maximum pro- 
tection. 750 key changes. 





NO. 2 
$2.50 Retail 


1%" case. Powerful protection 
. extra-strength riveting. Prac- 


ee SECRET SERVICE PADLOCKS 








In brass, as in steel, Master’s laminated case 
construction is the world’s strongest .. . layers of 

wrought brass riveted under pressures up to 300,000 Ibs. 
In brass, as in steel, the skill and experience of 

Master craftsmen produce padlock values unequaled in 

the industry. For your customers who prefer brass, 

there is no finer protection than Master’s laminated 

brass Secret Service series. 








VCHECK THESE OUTSTANDING FEATURES: 


V Tough alloy steel shackle V Available with 1” or 2” shackles 
— tempered and hardened —$3.00 retail per doz. extra. 


for extra strength. : 
Master-keyed — $6.00 retail per 


V Coined nickel-silver keys, doz. extra. 
precision cut. y Keyed-alik , » 
$3. eyed-alike — no extra charge. 
3.00 Retail V 9” attached chains—$3.00 weet: 
2” case. Ruggedly byilt...heavy- retail per doz. extra. Vv Each padiock individuglly pack- 
duty brass locking lever. Practical- aged ... 6 to display carton. 


ly unlimited key ch es. Brass shackles available — 
: oe Vv $1.20 retail per doz. extra. 


‘BRASS 


NDER, M 
cvul Make sales faster with 
pin-TuMert® 
pat WER OSU'S 
s 
an 4 Pre diocks x : 
serviced ese ee EVERY NE AN TANDING VALUE 
ho e* 
s TER res: ° 3 
a oe Woeld's Leading Padlock Manufacturers 





~ Master Jock Company, Milwaukee 45, Wis. 
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LATEST 


Christmas Tree Holder 
Saf-tre Christmas tree holder 

has 3 gal. water reservoir to keep 

tree safely fresh. Solid metal ring 





with eye screws and welded base 
hold tree firmly erect. Holder is 
finished in green enamel. It was 
formerly manufactured by the Can- 
ton Stamping & Mfg. Co. Federal 
Enameling & Stamping Co. 


For more data circle No. 1 on postcard, p. 259 


Work Warning Flashlight 


Two individual units, the work 
light and the Life Guarder, make 
up this work warning flashlight set. 
Work light is 6-volt light that 
throws a It has 


1,500 ft. beam. 





12 


INFORMATION ON 


square shape, flat base and swive: 
head, and stands by itself. Life 
Guarder is a red flashing warning 
light, visible for miles in alli direc- 
tions. Designed mainly for marking 
temporary hazards, it can also be 
converted into a steady white light. 
Bright flashing beam will burn con- 
tinuously for 20 hours. Both units 
operate on four cells. Set retails for 
$7.75. Justrite Mfg. Co. 


For more data circle No. 2 on postcard, p. 259 


Locking Wrench 


The jaws of this adjustable 


wrench can be locked rigid at any 
setting. Called the No. 92 Locking 
also acts as 


Wrench, it a vise- 





wrench exerting a 100-lb. grip on 
bolt or machine component to which 
it is fastened. It can do the work of 
an entire kit of open-end wrenches. 
Lever, 3 in. long, snaps over handle 
and operates on the knurl, controls 
the jaw locking and unlocking ac- 
tion. Wrench comes in 8 in., 10 in. 
and 12 in. sizes and is made of alloy 
steel with extra-hardened jaws. 
Utica Drop Forge & Tool Corp. 


For more data circle No. 3 on postcard, p. 259 


NEW PRODUCTS AND SERVICES 


Two-Bar Towel Rack 

No. 792 two-bar towel rack 
mounts on right or left 
cupboard or wall. At a touch it 








pulls in or out on ball bearing car- 
rier. Added to K-Venience line of 
kitchen fixtures, it is designed for 
use where space is limited. Fin- 
ished in chrome, it is 20 in. long, 
314 in. wide and comes complete 
with screws. Knape & Vogt Mfg. 
Co. 


Fer more data circle No. 4 on postcard, p. 259 


Dinnerware Starter Set 


Brookpark Modern Design din- 
nerware starter set consists of 16 
pieces. Called the Casualette, it in- 
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For more data 
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on handle, a 
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Priced to se 
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Gardex, Inc. 
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RVICES FOR THE HARDWARE DEALER 

k cludes four place settings of lunch- Skate Blades 

! eon plates, soup bowls, cups and This 1954 line of Union Hard- 

ywel rack saucers. Designed for casual ser- als, 

ft side of : : ware hockey and figure skate blades 
eed vice, breakfast or luncheon, §it Xe ae get ee fect 

| touch it ff comes in chartreuse, emerald, bur- ee a oe a oo 


gundy or pearl gray. Sets come 
packed in display carton and retail 
for $14.95. Displays, counter cards 
and newspaper ads are available. 
International Molded Plastics, Inc. 


For more data circle No. 5 on postcard, p. 259 


=, | Snow Shovel-Snow Pusher 


Called the Push-R-Shovl, this 
lightweight, aluminum tool is a 
snow pusher and snow shovel in 
one. Moving down wing-nut collar 


aring car- 
ice line of 
signed for 
lited. Fin- 
0 in. long, 
s complete 
Vogt Mfg. 





ostcard, p. 259 


r Set 

esign din- 
sists of 16 
lette, it in- 





on handle, attached to back of blade 
by two supporting arms, moves up- 
per two-thirds of blade forward on 
piano hinge and converts shovel to 
pusher. Unit weights 414 lIb., has 
18x143, in. aluminum blade with 
carbon steel wearing edge, and 
bright yellow hardwood handle. 
Priced to sell for $4.98, a sample 
unit is offered to dealer for $2.49. 
Gardex, Inc. 





For more data circle No. 6 on postcard, p. 259 


IR 17, 195 











balance and control. Blades ave 
ho.low ground with sapphires and 
diamond tested. Each blade is 
tempered to hold its edge and has 
unilite finish for beauty and pro- 
tection. Blades provide fast start- 
ing, turning, skating and stopping. 
Sealand, Ine. 


For more data circle No. 7 on postcard, p. 259 


Educational Tool Set 


Called the Junior Me-Kan-Ik No. 
10, this educational tool set for 
boys can be used for building and 
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(Continued on page 256) 
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Want more information on these 
products? Then use free post 
card on Page 259. 


in hardware merchandise... 


TO HELP YOU 


SELL 
[NEW DISPLAYS | 





AND OTHER DEALER 
SALES Bas 





Holiday Tool Display 
Point-of-purchase Christmas dis- 
play for electric hand tools is 28 in 
wide and 29 in. high, for window 
or counter. Manufacturer is featur- 
ing a Christmas merchandising 
assortment of 1% in. drill, 1 in. all- 
purpose drill, sander and % in. 


ae mis curr HOO! or ] 
pon HIS he 
aD Se) F 


ELECTRIC 
TOOLS — 5 





drill kit; merchandising aids and 
two dealer contests to promote holi- 
day sales. Black & Decker Mfg. Co. 


For more data circle No. 8 on postcard, p. 259 


Cellophane Tape Deal 


Promotion on cellophane tape 
ending Oct. 31 offers 3 deals which 
can be bought as a group or sepa- 
rately. Deal “DS” includes two 
semi-automatic dispensers and 12 
rolls 1%x2,592-in. tape. Deal “V” 
includes two deluxe heavy-duty dis- 





(Continued on page 277) 
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Hot Weather Spell 
Causes Sales Drop, 
But Outlook Is Good 


Merchants, except for those deal- 
ing in cooling devices and liquid 
refreshments, were just as hot un- 
der the collar as their customers in 
the torrid pre-holiday weeks. Such 
weather was not conducive to shop- 
ping. 

While everyone was talking about 
the weather no one had yet done 
anything about it, but New York’s 
Fifth Avenue Association, compris- 
ing top-flight stores, did do some- 
thing about the weather reports. 

The Association complained that 
the metropolitan radio, TV and 
press had exaggerated the heat sit- 
uation with the result that custom- 
ers were staying away in droves. 

The association president inti- 
mated that the discouraging 
weather reports were largely re- 
sponsible for the 13 pct drop in 
New York department store volume 
in the week ended Aug. 29. 

In the same week, department 
store sales throughout the country 
were 9 pct lower than they were in 
the corresponding week of 1952. 

However, for the four weeks 
period ended on Aug. 29, they were 
only 2 pet below sales in the like 
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> Heat Hits Store Sales 


> Personal Earnings Higher 


> Sears Sets Monthly Record 


period, last year. For the first 
eight months of this year, the de- 
partment stores had done 4 pct 
more business than in the same 
period last year. 

This 4 pet increase in sales is not 
as great as might have been ex- 
pected, for personal income in the 
first seven months was 7 pct higher 
than a year ago. Wages and sal- 
aries were even higher—9.7 pct 
higher. 





Billion $$$ Saved 
Are Billions Earned 
Crawford A. Greenewalt, presi- 
ident of E. I. du Pont de Ne- 
mours, says he can see no signs, 
of a depression following the 
Korean Armistice since busi- 
ness “has far more to gain from 
a drop in government spending 
than it has to lose.” 











Vacations Caused Dip in Industrial Output; 
July Retdil Sales Rose—So Did Prices 


The Federal 


says, 


Reserve Board 
“largely because of vaca- 
tions,” the nation’s industrial pro- 
duction fell in July from 240 to 
233 pet of the 1935-39 average. 
The index for August is expected 
to climb back to about 238, the 
board says. 

Much of the July drop was laid 
to plant-wide vacations in various 
manufacturing industries and coal 
mining. The board says “the rela- 
tively new practice of plant-wide 
vacations is not yet adequately 
reflected in the board’s seasonal 
adjustments of its production 
index.” 

The board gave this summary 
of economic conditions: 


HARDWARE AGE 


Total retail sales in July were 
“substantially” above those of 4 
year ago—as they had been in 
preceding months. Consumer and 
wholesale prices rose in July but 
wholesale prices changed little in 
August. 

The value of construction con 
tracts made in July increased 
sharply, largely for business col 
struction. New housing “starts” 
declined slightly in July to 96,00 
units, compared with 103,000 in 
June and July, 1952. 

Employment -reached a_ nev 
peak, seasonally adjusted, of 49 
700,000 in July. This reflected 
small increases in employment it 

(Continued on page 316) 
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# flip up the top .. . fill from the tap, without messy 
ynnels, or measuring cups. Casco’s expensive stainless steel 
wnstruction means you can use plain tap water...any- 
here... without fear of corrosion! 


STEAMS LONGER...BETTER' 





Casco steams up to an hour or more on a single filling! You breeze through all ironing and 
pressing jobs without constant refilling, as with ordinary drip type irons, Casco steams more 
generously, smooths out wrinkles, brings out texture . . . thanks to its larger, more efficient 
steam-making chamber, its strategically placed steam vents. And imagine—Casco has 5 settings 
for steam ironing rayon, silk, cotton, wool, linen— and 5 more for dry ironing, too! 


t the finishing touches on your woolen jackets without taking them off the Casco is a 2-in-1 iron—steam or dry for any fabric! It weighs Jess than 

ngers. Roll-press sleeves without a sleeve board — even iron those difficult many dry irons . . . does more than other steam irons! Your wrist doesn’t get 

ie oulder seams this easy way, without doing contortions. For unlike ordinary tired, your back doesn’t strain . . . Casco is so perfectly balanced! Ask to see 

ae drip type steam irons, CASCO steams upright as well as flat on the ironing board, all the exclusive features of the work-saving CASCO at appliance, department, 
enables you to to do endless “fresh-up” jobs all over the house! jewelry, hardware stores everywhere, $19.95 


| Fuitat home gf. .15 Days Five 


See your jocal dealer today... Another famous Casco product! Casco 


Just ask him for your work-saving Casco! electric heating pads give relaxing comfort 
for aches and pains. $5.95 to $8.95. 


CASCO PRODUCTS CORP., « d “3 BRIDGEPORT 2, CONN. 








oven, for ali handles are heat-proof! Lids are intercha ble 
collection today. See Farberware at quality stores everywhere 


PRED Laclasare callertion 01 ¢ 


Ly Write S. W. FamaER, is. is 


FARBERWARE 
COrtEs nosor 
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CAN-O-MAT, JR. 


auty, smooth performance, and quality are combined with economy 
p this popular can opener. Its single action handle opens a// cans 
.. all sizes, all shapes. Leaves safe drinking-cup edge! Die-cast. 
lds back against wall when not in use. Combination gleaming 
fe and choice of red, white or yellow. 


CAT. NO. 150 

















AN-O-MAT STEEL CAN OPENERS 





le Action 
netic Model 


lO levers. Exclusive 
cking swing-brack- 
- Chrome with 
ice of white, red or 
llow baked enamel. 


CAT. NO. 255 


ITHOUT MAGNET 
CAT. NO. 155 


Magnetic 
Chrome Model 
Pierces cans quickly 
and easily. Locking 
swing-bracket. White 
body; Chrome lever, 
handle, bracket; Red 
magnet, knobs. 


CAT. NO. 265 


WITHOUT MAGNET 
CAT. NO. 165 


Magnetic 
Standard Model 


Genuine magnetic can 
opener at a thrifty 
price. Magnet remov- 
able. Lustrous, white 
baked enamel; plated 
lever and bracket. 


CAT. NO. 270 


WITHOUT MAGNET 
CAT. NO. 170 


RIVAL MANUFACTURING CO. KANSAS CITY, MO. 
MONTREAL 
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RIVAL MANUFACTURING CO. OF CANADA, LTD. «+ 






DELUXE 
CAN-O-MAT* 


The can opener that’s years ahead! In styling .. . 
in features. Single action handle . . . no levers. No 
oiling. Exclusive removable cutter and magnet! 
Combination gleaming chrome and white, red 
or yellow baked enamel. Also in all chrome. 


CAT._NO. DL245 


Deluxe Model (without magnet) 


CAT._NO. DL145 


All Chrome Magnetic Model 
CAT. NO. AK345 
All Chrome Model (without magnet) 


CAT. NO. AK245 


PARENTS 
MAGATING 






A touch changes 
it for TABLE 
or WALL use. 








VAC-0-MA " PORTABLE 


CAN OPENER 
Use it anywhere, on table or wall. Vacuum b 
tightly S8tPps any smooth, non-porous adiead, 
ae tile or glass! Your extra can opener for the 
me, Picnics, trailers. It’s magnetic. Chr 
with choice of white, red or yellow. "os 


CAT. NO. 285 


WITHOUT MAGNET 
CAT. NO. 185 






































Semanal 





ICE-O-/ AA 
TWO-WAY WALL MODE 


Crushes ice fine or coarse! 
safe. Patented metal finge 
guide ice. Stainless blad 
Chrome with choice of whig 
red, yellow. 


CAT. NO. DL347 











All Chrome Model 
CAT. NO. AK347 





PORTABLE "VOGuE”" 
Dial for fine, mediyn 
coarse crushed ice, All 
enclosed, no-drip 
Chrome with choir 
white, red or yellow, 


CAT. NO. DL455 





Chrome, Black Trim Mog 
CAT. NO. NK455 


JUICE-O-MAT 




















SINGLE ACTION MODEL TILT-TOP MODEL 
Exclusive! Juices easily with Compact. Juices 6 oranges 
no seeds, pulp or bitter rind in only 90 seconds. Chrome; 
| oil. Chrome top, handle; white, red or yellow base. 
white or red base. CAT. NO. 848 
CAT. NO. 462C All Chrome Model 


CAT. NO. AK848 






LARGE 
REMOVABLE 
HOPPER 


Se cRIND-0-MAT 


OD CHOPPER 


7 GRINDER and FO 


MEA 
+ STAINLESS STEEL 



















CUTTERS =_ 
+ PORTABLE— } 
NO CLAMPS SHRED-O-MAI 
NEW + FREE MENU MAKER » Suction cup base holds tight to any smooth, non4 
VACUUM her hand-gperated porous surface. Portable, no clamps! 4 interchange 
BASE ‘ch less effort than any ot a performance. able stainless discs. Easy to use and clean. Fre 
Grinds meat er sign packs meat for mar pe screw, won't 16-p. recipe book. Stainless Steel, red, white, yellow 
grinder. New oor’ Magaloy® hopper 206 Te ice or yellow: CAT. NO. 600A ad 
Exclusive remy ation Chrome ao ; 
turn black. Combina CAT. NO. NK350 All Chrome Model 


CAT. NO. AK600A Features th 
only 21% x 

* , convenient 
Rival COFFEE-MIll F comers 
Adjustable for every gritl! Design qual 


Economical, easy. Feed sct# 





SPEED-MIXER 


WHIPS, BEATS, MIXES 






















. 4 / installatior 
<t) Stainless steel counter-rotat- tt beans betoce Sa floor space 
ing blades; no splatter! High- eng ap, Sa vice record 


speed, enclosed gears. 3 Chrome top, handle, dial ity has bi 





attachments. FREE zipper bag white, red or yellow hop lt sales cost, 
& gear case cover. Chrome CAT. NO. 450 an 
with red, white or yellow. Conall freezer es 
CAT. NO. 425 CAT. NO. AK450 Distributor 
. F woe, Wisc. 
Na All Chrome Model See Me 
CAT. NO. AK425 
RIVAL MANUFACTURING CO. + KANSAS CITY, MO. HARDWALE 
RIVAL MANUFACTURING CO. OF CANADA, LTD. + MONTREAL 
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A Features that freezer buyers want most — up to 18% cu. ft. in L - 
only 21/, x 3 ft. of floor area... Cold-Hold inner doors for more {| Manitowoc Equipment Works, Manitowoc, Wis. | 
FFI : Mill! convenient storage .. . full width door to eliminate hidden shelf [| Please rush me all the details on the Manitowoc | 
cc- r corners . . . kitchen keyed styling. freezer line. l 

" eve rint: 
.' me! at Design qualities that make profits for you — compact design cuts {  Narme ....-.c..ccsssesssossssuvecessnssssseesuvansnseunnnseensnnneennne 
sfore grindia installation time and costs — lets you sell homes with limited | Tus | 
" Ball. bear floor space. Thousands in use have earned an unsurpassed ser- | SO ddan cessed aiieaaheibeibaaaledadieilasinlblanaivindindineaptiadidnnainnaaibeanabeantetsiak | 
idle, dial wy Yi Tecord — you keep the profits you make. Manitowoc qual- OE eee Ree ee ! 
| : ity has built consistent referral business everywhere at low [ | 
yellow hopr sales cost. EEE SS ee a re ee OT Te | 
0. 450 ; ee | 
Now is the time to begin building a secure future in the EE oe eee ee EE Rae ee eae | 
1e Model reezer business — now is the time to contact your Manitowoc [ ! 
 AK450 Distributor, or write to Manitowoc Equipment Works, Manito- [_] DEALER (_] DISTRIBUTOR ! 
, woe, Wisconsin. Hi Ee ee Pe) Os Sada 

See Manitowoc Advertising in Saturday Evening Post © Better Homes and Gardens ® Good Housekeeping © Outdoor Life 
Successful Farming © Progressive Farmer ® Capper's Farmer ® Farm Journal ® Country Gentleman © Sunset 
S CITY, MO. HARDWARE AGE, SEPTEMBER 17, 1953 21 
_ «© MONTREAL 








oe outa Fhoyit: Foam. with 
Glectresteem 


world’s largest advertisers of electric steam products 


We’re going all-out to pre-sell millions of prospects 
for you—prospects for ELECTRESTEEM, the world’s 
finest supplementary space heater. We’re upping 
production tremendously to avoid last year’s 
critical shortage among. dealers who failed to ‘ 
anticipate demand and lost out on thousands of dollars 
worth of profits. Advance orders point to record 
sales—so—be smart—order early . . . order enough 
to keep on earning healthy profits all season long. 


IT’S EASY TO SELL ELECTRESTEEM SUPERIORITY 


© Safest Auxiliary Space Heater in the World 


@ Highest Efficiency of Any Supplementary Heater 
© Highest Economy—Less Than 2¢ Per Operational Hour 
@ Portable, Healthy, Safe Steam Heat from Any Wall Plug. 


Don’t Get Caught Short—Order Your Stock Early — 
Order Both Models (8-section and 10-section) 


ELECTRIC STEAM RADIATOR CORP. 


ots Spe sanenat: Sdiebis (Nea s 


Here’s the BIG PUSH for You! 
Slectresteem's 


GREATEST CONSUMER CAMPAIGN 


30,809,868 


BIG-SPACE ELECTRESTEEM 
RADIATOR SELLING MESSAGES 
IN THE NEXT 5 MONTHS 


SUNDAY ROTOGRAVURE IN 
ALL 26 MAJOR MARKET AREAS 
Hits ’em right in your own backyard 


ATLANTA Journal 
BALTIMORE Sun 
BOSTON Globe 
BUFFALO Courier Express 
CHICAGO Tribune 
CINCINNATI Enquirer 
CLEVELAND Plain Dealer 
COLUMBUS Dispatch 
DENVER Post 

DES MOINES Register 
DETROIT News 
HOUSTON Chronicle 
INDIANAPOLIS Star 


LOS ANGELES Times 
LOUISVILLE Courier Journal 
MILWAUKEE Journal 
MINNEAPOLIS Tribune 
NEW ORLEANS Times-Picayune & States 
NEW YORK News 
PHILADELPHIA Inquirer 
PITTSBURGH Press 
PROVIDENCE Journal 

ST. LOUIS Post Dispatch, 
SEATTLE Times 

ST. PAUL Pioneer Press 
WASHINGTON Star 


GET YOUR NAME 
IN THE ADS: 


Yes, as an ELECTRESTEEM 
Dealer, your name and 
address appears right in 
the ads in your Sunday 
newspaper—for the maxi- 
mum local selling boost 
you want. Wholesalers in 
the above cities have the 
details. Ask them about it. 


ORDER 
YOUR STOCK NOW 
—GET INTO THE ADS 


HARDWARE AGE, SEPTEMBER 17, 195 








Bigger, Better Pay-off Promotions from 
Presto ...In Store for YOUR Store! 


Now is the time to look ahead to greater sales and 
profits with PRESTO ... promotions that triple traffic 
in your store, move more merchandise day after 
day, insure more sales and profits for you! Backed by 
hard-hitting national ads in top circulation maga- 
zines, free newspaper mats, hard-hitting point-of-sale 
aids that make buyers out of lookers, the PRESTO 
program is made to order for alert dealers. 


Get complete details for increased sales: 
Terrific pad and cover offer with PKt>!O rupor-Steam 
Irons .. . big extra-profit incentive with PRESTO 
Deep-Fryers . . . more profit promotions for 
PRESTO Cookers! 


CONTACT YOUR DISTRIBUTOR NOW! 





AUTOMATIC 


Deep-Fryer 


TRADE mARK 








NATIONAL ASY@MBAVIG 
PRESTO INDUSTRIES, INC. Vapor Steam /ton 
Eau Claire, Wisconsin 


OVER 19 MILLION SATISFIED PRESTO USERS 
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INDIVIDUAL CASSEROLE 
No. 2020B 16 Oz. $1.19 
24 to ctn. Wt. 16 Ibs. 


IT’S READY TO ROLL... 


. « « the most powerful Fall-Christmas 
Basketware promotion in Glasbake history ! 


NATIONAL CONSUMER ADS 
- - » IN COLOR 


appearing in November 
Good Houskeeping, Ladies’ 


Home Journal — on news- 
stands October 20. 


SALES-TESTED 
NEWSPAPER MATS 


for local tie-in with Mc- 
Kee’s national Basketware 
promotion. 





spake 4 


eo 
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No. 225B | 


Kicks off 


to ctn. Wet. 37 Ibs. 





OVAL CASSEROLE with Knob Cover 


Qt. $2.19 


12 to ctn. Wt. 35 Ibs. 


COLORFUL 
ENVELOPE ENCLOSURES 


to mail to your customers 
—return order space on back. 


HARD-HITTING 
RADIO SPOTS 
20 second and 1 minute 


spots to make your store 
BasKetware headquarters. 


PLUS 


THESE DISPLAY AIDS 


and counter display sug- 
gestions. 
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READI-MIX CAKE DISH 
No. 247B 9” Square $2.49 


PARTITIC 
No. 239B 
12 to ctn. 


HARDWAR 









KE DISH 
are $2.49 
Ibs. 


PARTITIONED BAKING DISH 


No. 239B 18 Oz. each compart. $2.49 i 
12 to ctn. Wet. 35 Ibs. UTILITY DISH | 


No. 263B 2'2 Qt. $2.49 Wt. 45 Ibs. 
No. 264B 12 Qt. $2.29 Wet. 30 Ibs. 


12 to ctn. 



























ROUND CASSEROLE with Knob Cover 


No. 205B 2 Qt. $2.49 Wt. 44 lbs. 
No. 206B 1I'2 Qt. $2.29 Wet. 37 Ibs. 


12 to ctn. 


















E YOUR PLANS NOW ‘ 
ht ow toh eo lots is Fall cod NEW GLASBAKE CATALOG |“ 
the complete Glasbake Basketware line. . . 8 spark- 


bake - and- serve dishes in charming imported SEND FOR IT TODAY! 
baskets. 


MMEDIATE DELIVERY GUARANTEED 

emember: You may now order Glasbake Basketware 
atever quantities you want. We positively guar- 
delivery on every order. Don't delay a single —™————— CLIP & MAIL—————- 
by. . . contact you McKee copremepee or jobber McKEE GLASS | 
ig now. Or McKee s direct. Division of Thatcher Glass Mfg. Co., Inc. 
3 , 1009 Grand Central Ave, Elmira, N.Y. 
Please send me latest Glasbake catalog. 
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CLIP AND BEN-HUR MFG. COMPANY 
RETURN THIS DEPT. HA, 634 E. Keefe Ave., Milwaukee 12, Wis. 

QUICK! Give me all the facts about BEN-HUR'S SENSATIONAL 
COUPON TODAY PRE-TESTED, ven.eneven PROMOTION. 


on this GUARANTEED 
Ben-Hur Sales 


Promotion Plan...  _—=«-«_§_« A AM OSS oo eecessereceeeernceeserrenensrensescnrnnsneaseessnisassnenacssnnstasanseneneere 


ai cateiatestineeinananunentiiadl 
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Which KNEES just made Housewares History? 


History-making knees? There they are, rested comfort- 
ably beneath the new Rid-Jid Knee Room Adjustable 
All-Steel Ironing Table. They belong to George Mikan, 
6-foot 10-inch star of world’s champion Minneapolis 
Laker basketball team. He demonstrated the revolu- 
tionary new table in ads in LIFE, WOMAN’S DAY, 
LADIES’ HOME JOURNAL and elsewhere—proving 
that comfortable sit-down ironing was possible at last. 

So many smoothly-rounded feminine knees followed 
his beneath the Rid-Jid table that sales quickly hit an 
all-time record high for housewares. Within a few weeks 
after the 1953 Chicago Housewares Show, Knee Room 
was a top seller in leading stores from coast to coast. 

Aggressive advertising helped, of course. So did our 
big, complete merchandising kit (which is still working 


hard for smart dealers, and still available). 

But what really sells the table is the table itself—the 
world’s first table designed for sit-down ironing. The 
unusual curved legs of the patented Rid-Jid Knee 
Room table make it possible to sit into the table, iron 
right over your lap. Ten automatic height adjustments 
from 24 to 36 inches make the Knee Room more com- 
fortable for stand-up ironing, too. 

And Knee Room is strikingly beautiful, with gleam- 
ing chrome legs and sunshine yellow baked enamel top 
that harmonize with the smartest modern kitchens. 
Rid-Jid’s patented open-mesh fully ventilated top 
makes ironing faster, easier, cooler—because heat and 
moisture flow right through. A history-making table 
naturally is a money-making table! 








The J. R. CLARK COMPANY Spring Park, Minnesota 
e 


é ADJUSTABLE ALL-STEEL IRONING TABLE 
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Adjustable to 10 different 
: heights. Comfort level iron- 
2 RidJid’s potented fully ing, sitting or standing. 
i ted open- mesh 
makes ironing fast- 
_ @, easier, cooler. 


Gleaming chrome legs of 

—— tubular steel curve gracefully 
outward to provide extra 
knee room. : 


<—— Non-slip plastic feet can't 
mar floors—and pad can't 
touch floor, either. 















National 
HARDWARE SHOW 
BOOTH 54 
Grand Central 
Palace 
New York City 
OCT. 5 thru 9 


| The consistently 
advertised line of 


 2uality KITCHEN elpe 


































| wheel for regu- edges to a razor sharpness . . . the other a high-speed wheel 
cers In red only. Retail ” for regular sharpening. Has *'Hold-Vac"’ vacuum mounting 
_ cup for attaching firmly to any flat, smooth, non-porous work- 
table surface made of formica, metal, porcelain, plate 
glass, etc. No screws, nails or tools necessary. In red only. 
Retails for $7.25. 
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mai Bdge ; F Guaranteed by 
Sood Housekeeping 
Model 910—DAZEY WALL TYPE TWIN SHARPIT ‘ MENS 
Regular Dazey wall bracket model of the same fs) 


sharpener as No. 915C. Model #910 (Dazite finish) 
$4.25—Model #910C White, Yellow, Black, Green, 
and Red $5.25—Model #910AC (All chrome) $5.95. 


@eeeeeeeaeoeoeeeeoeoeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 


Be sure 


Medel 900—DAZEY WALL TYPE SHARPIT 

Regular Dazey wall bracket model of the same 
sharpener as No. 905. Model #900 (Dazite finish) 
$3.25—Model #900C (White, yellow, black, creen, 
and red) $4.25—Model #900AC (All chrome) $4.95. 





American Home, Good H keeping, hold, Ladies’ Home Journal, McCall's, Parents’, 
Redbook, House Beautiful, Saturday Scaning Post, Sunset, Family Circle, Today's Woman, Woman's 
Home Companion, Better Living, Woman's Day, Better Homes & Gardens, Capper's Farmer, Country 


yas Farm Journal, Successful Farming. 








DAZEY “CORPORATION ot. &£OUsS v% MISSOURI! 
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é 
Medel 905C— "Medel 915—DAZEY TABLE-TOPPER TWIN SHARPIT © 
DAZEY TABLE-TOPPER SHARPIT Table top knife and scissors sharpener with two wheels—one 
Same as Model 915C except that it a special slow-speed fine honing wheel for finishing cutting - 
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A promotion set-up 



















to step up your 


BROOKPARK 











_ sales! 

National Plone ( Sante al 
PWARE SHOW Smite 
ind Central ait =o 
York Ci this FULL PAGE in FULL COLOR ——— 





T. 5 thru 9 
ncnetncenetill 


appearing in BETTER HOMES and GARDENS 


7 (NOVEMBER ISSUE) 


Dius: Full display in your store with this ] 


attention-getting rack. 





New! “Casualette” starter set in Brookpark Modern Design 
to retail at $14.95. Really a sales starter for extra 
volume and extra sales! 


Prepackaged sets to give you big unit sales at package prices. 
Open stock in two patterns for a complete line and added sales. 





Display Brookpark so customers can handle it, 

see for themselves its lustrous beauty and break-resistance. 
There's no shrinkage—no damaged stock — to cut into 

ga a your profits with Brookpark...the non-chipping, actually 
Display Rack—demonstrates Brookpark’s hard-to-break dinnerware of Melamine plastic! 


break-resistance...shows off its beauty 
«Stocks it...sells it! Good deliveries 
minimize inventory! 








Ask your jobber for the 
complete story now! 


international molded plastics, inc. 
Dept. HA917, Cleveland 9, Ohio 
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~ ‘Hottest chemical housewares items” 


‘. 


z 
‘ 


That’s what we hear North-South-East- West 


— 


silver 
cleaner 


OVEN 
CLEANER 


Silver 
Sparkles 


Removes 
in Seconds 


Burnt-on Food 
and Grease Fast * 


it oles | 


* No Chipping 
No Scraping 


fe No Scrubbing 


No Other Oven Cleaner 
Like It— Works 
faster, more thor- 
oughly. No odor. 
Pure white cream --- 
easier to see On dark 
surfaces. FREE ap- 
plicator «+> to save 
your hands. 


Everybody's Reading 
it — Tested by 
a large, independent, 
scientific laboratory- 
Recommended by a 
famous national mag- 
azine. People every- 
where are enthusiastic 
over the time it saves 
_, . the brilliant job it 
does .. - the labor it 
eliminates. 


Easy-Aid products ore widely advertised in magazines, 
newspapers, radio, and Tv. 

Easy-Aid’s well-known policy of dealer cooperation pays 
Vo of dealer's own advertising. 

Ask for FREE mats and display material. 
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Put Yourse/f in 


This PROTECTED 
PICTURE! 


PROFIT 


DURABLE 4 ALUMINUM 


WARE 


Speaks for Itself 


PRISCILLA WARE’S 
Exclustue 
PROFIT POINTS 


Non-competitive Trading Area — 
Only one Priscilla Ware dealer in a 
given area assures favorable competi- 
tive position. 


Unconditional Guarantee — proof 
Positive of Priscilla Ware quality; fully 
protects you and your customers. 


Complete Selection — from a wide 
range of modernly designed alumi 
cooking utensils. 








You acquire advantages rarely 
experienced in handling aluminum 
utensils when you feature PRISCILLA 
WARE! For instance, with the Priscilla 
Exclusive Dealership franchise, you 
are the sole PRISCILLA WARE 

outlet in your neighborhood. Then, 
too, you have no worries on the score 
of quality, for every utensil carries 
the Priscilla Unconditional Guarantee. 
You can feature a wide selection 

of smartly styled kitchen pieces. 
Priscilla dealers everywhere agree 

— it all adds up to a really 
unbeatable proposition! 


Mail The Coupon for the full facts. 


LEYSE ALUMINUM COMPANY 


KEWAUNEE 2, WISCONSIN 


Half a Century Of Craftsmanship In Aluminum 


[ SEND COMPLETE INFORMATION 
regarding the Priscilla Ware Exclusive 
Dealership Franchise, and newest catalog. 














Te 


Speaks for Itself 
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“The Future sure looks radiant... 


since we have invisible heating 


in our new development!” 


Yes, real estate men, along with architects, 
engineers and plumbing and heating contractors, 


know that radiant heated properties are easier to’ 


rent and sell, command a maximum figure, reduce 
tenant and owner turnover, and minimize main- 
tenance, cleaning and decorating costs. 
Looking at it from ether the owners’ or ten- 
ants’ side, it’s easy to understand. Uniformly 
comfortable heat with no hot or cold spots, warm, 
draft-free floors to protect the health of the 
family, cleaner air, complete freedom of decora- 
tion from unobstructed wall and floor space... 
all add up to good reasons for mutual satisfaction. 
Investment-wise, too, stee/ pipe encourages the 
use of popular radiant panel heating, in one or 


ag BE 


WR 
AS Gabe 





hundreds of dwellings. For in this single heat 
transmission medium is blended the advantages 
of economy, formability, weldability, and dura- 
bility .. . all backed up by more than 60 years of 
proved performance in conventional hot water 
and steam heating applications. 

That’s why, for radiant panel heating, snow 
melting and other applications stee/ is the most 
widely used pipe in the world! 

x * * 

A free 48 page color booklet, “Radiant Panel 
Heating with Steel Pipe’”’, is still available. A new, 
free companion booklet, “Snow Melting and Ice 
Removal Systems” is also ready! Ask for one or 
both, without obligation. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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ACTION 
NO LEAKS 
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Angle and straight Angle and straight 
for tube compression connections for slip-joint connections 
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HARCRAFT BRASS STOPS guarantee you 
and your customer maximum value per 
plumbing doilar. Precision machined from 
solid, extruded brass, Harcraft Stops are free 
from hidden casting defects. They feature a 
two-piece packing with brass cap nut so de- 
signed that the Neoprene gland acts as 
stuffing box. Fast acting, positive closing 
Harcraft Stops are available in a wide range 
of styles and sizes, triple chrome plated for 
lifetime luster. If there’s a Harcraft Brass 
Stop in your “flexible supply” kit, you know 
you and your customer are getting full valuc. 


Inside contour of the brass cap applies high pres- 
sure to the cylindrical Neoprene gland, acting as 


. on stuffing box. Means no leaks. 





Harcraft 
BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, 
bar stock, forging stock, tubing and related mill products. 


All available with standard wheel 
handles or in the loose key style. 





Angle and straight 
for iron pipe connections 
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NO W Popular Aetna and Sachem sash cords are famous every- 
| n § m a rt ty ew where for strength, toughness and durability. And now they 


come to you in the brightest, cleanest-looking cartons on the 


Double Cartons I market — building extra sales for you at no extra cost! 


Each red, white and blue double carton holds two 


THE Yy B Uli D 100-ft. hanks of size 7 or 8. They're easy to stack — easy to 


see —easy to sell! And the convenient two-hank package 


EXTRA SALES invites larger unit sales. 


Once again Samson gives you the best! 


FOR You! | ee 


| SAamMoon CORDAGE WORKS » 


Boston 10, Massachusetts 











Exclusive manufacturers of world famous Spot Cord —the solid 
braided cord with the colored spots. 
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When you sell the Griffin line of fine builders’ hardware, 
you sell a fast moving line . . . more sales— more profit. 


Griffin products are produced from highest quality steel, rolled in our own 
mill, by experienced craftsmen. Griffin butts and hinges will bring increased 


business into your store. 
When a customer asks for builders’ hardware, sell him Griffin . . . you'll 


be selling the best. 


ants 
ee 
ag 
RI : | ; IN MF Euery DOOR NEEDS THREE 
N = MANUFACTURING COMPANY 
—— GRIFFIN PRODUCTS 
4 ERIE «© PENNSYLVANIA 
REPRESENTATIVES 
CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
2430-17th Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Iilinois San Francisco 10, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE 8. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 


WILBUR H. DAVIS 
1639 W. Fargo Avenue 
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ALUMINUM PRODUCTS 


Presold 
for You 


Bake) gece an 32,882,000 





Consumer Advertising 
Messages 


CHROMTRIM 


Big Space, Mass Market Advertising presells your customers 
on Werner Chromtrim Metal Moulding. Now is the time to 
‘“‘cash"’ in—set the Werner Chromtrim Display where it will 
flag passersby...and watch this silent salesman go to work. 


Werner Chromtrim Aluminum or Stainless Steel Mouldings are 
proven products for the big booming “Do-It-Yourself” 
Market. Easy to cut — simple to apply — with a complete 
variety of shapes, to satisfy every need . . . 6-foot lengths, 
protectively wrapped and brand name labeled. 


Werner Chromtrim Merchandiser. FREE — with starting assort- 
ment. Occupies less than 2 sq. ft., holds a full stock of 14 
tubes in neat sections. Strips are easily handled yet always 
orderly. Ask your distributor now about 8/60 Aluminum or 
8/60 Stainless Steel Assortment—or write direct for new 
catalog, 














FREE—SALES AIDS — MATS — LITERATURE. 


LIGHTER + BETTER PRODUCTS FOR HOME AND INDUSTRY 
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CHROMTRIM 


Metal Mouldings, 
Aluminum or 
Stainless Steel 


ALUMILADDERS 


Steps, Extensions, 
Step Stools 


ALUMIDRYERS 


Tite Lolo) mm @]Uh ce lele) a 
Bathroom-types 


See us at the National Hardware 
Show; Booth Nos. 20 and 21 


ALUMILADDERS 


Trade up to more profit with the Ladder Line that is perfect Wew/ 

for home owners—the ‘'Do-lIt-Yourself’’ Market. Easier to ¥ 

handle, Alumiladders help do jobs faster, with less fatigue Alumidryers—All 

and last a lifetime. Painters, roofers and men who use aluminum for real 

ladders most are also seeing the savings to be made with lightness—no rust. 

Aluminum Ladders. New design- works easier. 
Werner Alumiladders are all aircraft-type tempered alumi- Priced right. Send for 
num (the strongest of the light metals) and exceed the folder of new lines. 4 
safety factors of all known metal ladder specifications. 

Start now to supply the call for lighter weight ladders. R. D. WERNER CO., Inc. 

Stock Werner Alumiladders for superior product, faster 295 Fifth Ave., Dept. CLD-7, New York 16, N. Y. 
sales, better profit. Ask your distributor—or write today for 
catalog and price list. 





Please send me the following: 


[_] Catalog material for Werner Chromtrim 


COMPLETE LINES [] Catalog material for Werner Alumiladders 
Extensions — | i 

we po ne padi on og hat Rent Alumiladders — for 

20 ft. to 52 ft. good year ‘round profits. ([) Other Material 

Singles — industrial weight and Send for folder outlining 


eto rental plans. 


Steps — 4 ft. to 10 ft. Name___ 
Step Stool — 26 inches 





() Catalog material for Werner Alumidryers 


My Distributor is 











Street_ 


R. D. WERNER COMPANY, Inc., 295 Fifth Ave 
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Only the pipe with the stripe 


en ee ad 4 
free from defer ocked and handle 
Pye antee 


Only CARLON ... the first real pipe that is plastic 
...+ gives you a genuine guarantee of quality and 
performance. Compare Carlon’s guarantee with any 
other ... it has no equal. CARLON is uncondition- 
ally guaranteed to render satisfactory service . 
otherwise, Carlon will replace the pipe or give you 
credit. You can’t go wrong with CARLON. 


As a leading producer of tubular goods, Carlon is 


* Buy the Pyoe with the Stripe! 


1512-CP 


GIVES YOU 


THIS Ps 


GUARANTEE 


aterial and 


ed to be alg when 
m satisf actorily ations. 
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ocessed for imp 
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re, non toxic materials pr ; 
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proud to supply the very best in thermoplastic ex- 
trusions. Only materials meeting Carlon’s rigid 
standards of quality are used in the manufacture of 
CARLON Plastic Pipe. Every foot is factory-tested 
at greater-than-working pressures for more 

than 8 hours to assure the most efficient serv- 

ice throughout the life of the pipe . 


cARlo, Send for ¥ 


literature today. 


CARLON PRODUCTS 
CORPORATION 
Proneers tn Plastic Pipe 


CARLON plastic pipe is produced In Ohio, Colorado, North Carolina, Oregon, Texas and Ontarie » Export: #.E. Botzew, New York City 10300 MEECH AVE. e CLEVELAND 5, OHIO 
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A Versatile Finish 
for Your Customers 


Natural Rez shades make it easy for the 
customer to create a variety of natural-wood 
finishes in smart tones of color. 


The popular Rez colors are Cedar, Drift- 
wood, Redwood, Sage and Mahogany. Each 
finish enhances the grain of the wood, show- 
ing its natural beauty. 


® Rez goes on the wood easily. Can be 
applied with brush or cloth, without blotch- 
ing or streaking. 

® Rez protects the wood, sealing pores 
against moisture, indoors or out. 

® The versatile Rez colors can also be used 
as primers for paints and enamels, giving 
surfaces free of grain raise. 
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..- At Lowest Inventory 
Expense to You 


The dealer in this picture is showing the 
complete line of Rez. He needs just six shades 
to give full help on finishing any natural 
wood. And with just this one short line in 
stock, he’s cashing in on the booming cus- 
tomer interest in wood finishing that has 
increased fourfold since 1940. 


The two standard colors in his low-inventory 
stock are Clear and White. 


221 


© And every can of Rez carries a 33%% margin 
of profit! 

To help you show your customers what's NEW in 
Rez, we've prepared displays, sales helps, actual 
“on the wood” color samples. Write MONSANTO 
CHEMICAL COMPANY, MERCHANDISING DIVI- 
SION, ST. LOUIS 4, MISSOURI. Laux Rez: Reg. U. S. Pat. Off. 




















































By Carton, Foot, or Pound 








in the 
Columbian COLPACK Coil Cartons 


LOOKS BETTER EASIER TO DISPENSE TAKES LESS ROOM 
































Always clean, compact, Simply punch out hand Compact cartons save room, 
neatly coiled. Free from hole at top of carton. Pull make room for complete 
dust, oils, abrasives. No rope end, cut. Remaining stock ... preventing lost sales. 
lashings to cut. end always easy to reach. Store or display anywhere. 


Columbian Coil Cartons are real time savers... . 
real sale-makers! 


COLPACK octagonal cartons hold approximately 25, 50 and 75 pounds of %” to 4” 
diameter Pure Manila or Radium Sisal. Rope stays properly coiled at all times. Each 


foot is in prime condition as it leaves the box! 


Shape of carton adapts it to your storage and display problems. Place it anywhere— 
on floor, on counter, under counter or in basement — and it serves as storage bin, 


display unit and dispenser. 


Order Columbian Pure Manila and Radium Sisal Rope in the versatile Colpack 


Cartons from your jobber. Price per pound same as ordinary coil. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
Auburn, "The Cordage City’’, N.Y. 



















4 TWINES Z 
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ROPEIS EASIER TO SE), 
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easy to operate...easy to sell 


CURVED TRACK 


Smooth, easy operation and simple in- 
stallation make Coburn Sliding Door 
Hardware a popular and easy-to-sell 
item with home owners and farmers. 
You get the advantage of broader cus- 
tomer coverage, too, because Coburn 
Sliding Door Hardware is available for 
doors of all the following types: garage, 
barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, 
folding partition and fire doors. 
Typical of the sales opportunities 


offered by the Coburn line is the new 
#5916 Sliding Door Set—easy to stock 
and handle because it comes complete 
in one convenient package—easy to sell 
because its moderate price appeals to 
economy-minded buyers. 

Why not get the full story on 
Coburn Sliding Door Hardware. Write 
for catalog and price list to Coburn 
Products Department, Sales and Engi- 
neering, 56 Sterling Street, Clinton, 
Massachusetts. 








THE COLORADO FUEL AND IRON CORPORATION — Denver, Colorado 
PACIFIC COAST DIVISION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlianta © Boston + Buffalo 
Chicago * Detroit * New Orleans * New York * Philadelphia 


COBURN PRODUCTS 
CF 


STRAIGHT TRACK 
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A Keystone representative will 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with- 
out delay. 








Yes, Keystone’s P.L. U. Plan 





does boost farm business 


It’s a proved fact. 

But first, what is P.L.U.? These 
letters mean Practical Land Use, a 
program that helps farmers put each 
acre of his farm to work most effec- 
tively, most profitably. 

Why should you, a dealer, get 
excited about that? Here’s why! 
Farmers who adopt a P.L.U. plan 
boost their income. Their land value 
increases. 

What’s more, to get under way, 
farmers have to spend money, for 
implements, for seed, for fence, for 


feed, for fertilizer. Soon, they dis- 
cover a need for farm buildings. 
Then they start to satisfy their de- 
sire for better home improvements. 

The Keystone P.L.U. plan helps 
overcome a reluctance among farm- 
ers to spend. They spend to make 
their position more secure, to assure 
continuing profits. 

And you, the Red Brand dealer, 
who helped start them ‘‘on the 
way,” get their business. 

It’s a natural business builder, it’sa 
powerful lever to boost sagging sales. 


KEYSTONE STEEL & 


RED BRAND FENCE + NON-CLIMBABLE FENCE » ORNAMENTAL FENCE 
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and 13 others ~ 


Keystone brings 
customers to you 


Year after year, Keystone has been taking the story 
of Red Brand fence and Red Top posts to farmers 
with magazine advertising and radio programs. 
We’re telling ’em, too, about how they can 
benefit from Practical Land Use. They’re 
learning about P.L.U. and Red Brand in other 
ways, too. And now, we’re ready to help 
boost your farm sales with the most 

effective program ever. Be sure you 

have the details. 


WIRE COMPAN Y trcnszuumon 


CORN CRIBBING - NAILS » GATES - KEYSTONE POULTRY NETTING 
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@ Retains all outstanding features of the famous 
GOULDS "wanes 


PACKAGED UNIT...completely assembled pumping unit 

as illustrated, with 34H.P., 3500 R.P.M. capacitor motor. 
a 

PUMP-TO-TANK FITTINGS packed in carton with pumping 

unit. 

WELL FITTINGS for Twin or Single Pipe Systems included 

—or may be ordered separately. 

GOULDS QUALITY DESIGN...has all famous Goulds Jet- 

O-Matic features for top performance. 


PRICED TO SELL... top value for your customers means 
top volume for you! 


\ 











another great N FW 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 











GOULD 


Here it is — the pump designed for low cost deep well jobs 
where the pumping level is not more than 130 ft. below the sur- 
face! Goulds Fig. 3658 has all outstanding features of the fa- 
méus Goulds Jet-O-Matic pumps — yet it is priced to meet the 
big demand for economical deep well water service on farms 
and suburban homes. Made of finest quality materials to insure 
long life and trouble-free service. 


MAXIMUM INSTALLATION FLEXIBILITY... 


Pump is designed for use with 18 gallon tank— but may be used 
with any standard storage tank. Easily installed for twin pipe 
systems in 3”, 4” and 4!” well casings, or for single pipe sys- 
tems in 2”, 2'4” and 3” well casings. Delivers capacities up to 
670 gallons per hour—plenty of water with plenty of pressure 
— at a price that promises profitable pump volume for you! 


SEE YOUR DISTRIBUTOR 
OR WRITE 


GOULDS PUMPS INC., 
Seneca Falls, N.Y. e U.S.A. 
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Hore’s the garden hose line with 


the famous US.RUBBER name! 


A HOSE FOR EVERY BUDGET 


Garden Hose by U. S. Rubber sells because the 
“U.S.” name is already known to your customers on 
hundreds of items — from U. S. Royal Tires to U. S. 
Keds®, U. S. Golf Balls. The “U.S.” name appears 
millions of times yearly in newspapers, magazines 
and on billboards. Because your customers are pre- 
sold on “U.S.”, you get quicker turnover, bigger 
profits. Look over these brands in the 1954 “U.S.” 
Line. There’s a type to satisfy any kind of customers: 


PLASTIC HOSE 


U. S. ROYALITE® — The finest plastic hose on the market. 
Sparkling red or green colors that can’t rub off In 25-, 50-, and 
75-ft. lengths. 


U. S. JEWELITE — A transparent ‘‘see-thru’’ green hose of 
unsurpassed quality. 25-, 50-, and 75-ft. lengths. 

U. S. FLEXLITE — A high quality plastic hose at low cost. Light- 
weight, in non-fading red or green. 25-, 50-, or 75-ft. lengths. 
U. S. MOGUL® — A fine budget-priced plastic hose, in green 
or red. 25-, 50-, or 75-ft. lengths. 


RUBBER HOSE 
U. S. RAINBOW® — Tough, hard-wearing, yet kinkproof and 
flexible. Resistant to abrasion and weathering. Two-ply censtruc- 





"ROYAL CORD 


U.S. PREMIER 


Standard 
Warranty 


U.S 





Standard 
Warranty 








tion. Green and black, 5’, 25-ft. and 50-ft. lengths. Black %”, 
50-ft. lengths. : 

U. S. NEPTUNE® — Light, flexible, extra-strong. Abrasion- 
resistant. One-ply construction. Red 5’, 25-, and 50-ft. lengths. 
U. S. PREMIER® — A strong, flexible low-priced hose. Black 
and red. Amazing value for the money. 25-, and 50-ft. lengths. 
U. S. ROYAL CORD — The best hose made — designed for 
tougher services — such as golf courses, parks, large estates. 
Most rugged garden hose cover ever made. Sizes %4" and 1” 
in 25-, and 50-ft. lengths. Brown color. 


Get ready for ’54 selling now. Keep in mind that 
United States Rubber Company is backing you up 
with all types of valuable aids to promote sales in 
your own store. 


All ‘“U. S.“’ Hose sold only through selected distributors. Stock up now. 
PRODUCTS OF 


UNITED STATES 


RUBBER COMPANY 


Rockefeller Center, New York 20, N. Y. 
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18 INCH MODEL LAWN-BOY 


Die-cast aluminum alloy housing Y 


18 inch cut 
Front ‘‘Grass-Spray” discharge 
2-cycle Iron Horse engine 
Weight — only 37 pounds 









HOW YOUR LAWNMOWER SALES SEASON 
CAN LAST THROUGH OCTOBER 




























| Leaves are picked up, So LS 
\. Smooth die-cast housing! aye 
. a '% | 
Here’s how to extend your spring and summer selling shredded through the -* .¥ 
season right through October . . . selling the LAWN-BOY - ; : adie + 
with its new Pulverator attachment. This new leaf mulcher PULVERATOR grill, then ejected in es 
makes leaf raking obsolete. And it’s easy to convince ay ‘he 
your customers that a lawnmower with a Pulverator - ‘4 tiny fragments 
makes good buying sense in the Fall. It’s the sales ticket | = 
| that makes profit for you. ie | Al iu st like a THE BIG 
Check the operation of this new mulcher. It’s easy to | ra The most 
install and it does a workman-like job of sweeping lawns — “ i it merchand 
clear of leaves. Better yet, once you show a prospect how |__ 4 os kitchen grater. In 1954, | 
easy it is . . . how much easier than raking .. . you've the LAW! 
all but made a sale. ads_ will 
RDENS 
Something else to keep in mind. The LAWN-BOY is hag 
made by R P M Manufacturing Company, a subsidiary of natadleash 
| : . : ghbor 
Outboard, Marine & Manufacturing Company, builders we ogee 
of the famous Johnson and Evinrude outboard motors. 
OTHER NEW FEATURES 
Sound-Silencer Muffler 
You can hardly hear it across the street! 








This all-new muffler makes the LAWN-BOY 





the quietest 2-cycle mower on the market. 18 INCH | 
It's die-cast as an integral part of the 
mower so it positively eliminates the Side “Ge 
sources of vibration that add squeaks 2-cycle 
and rattles. 
For mor 
Nationa 
QUICK-DISCONNECT HANDLE Hordwo 
It detaches without tools and it makes the LAWN-BOY easy to store AVAI 
and easy to put into the car. Yet the person who handles the mower 
while it’s in operation still gets absolute safety. Flanges keep the handle Ww 


from slipping up, off or over the top of the housing. That way, the 
operator is fully protected by a full length of the handle. That's safety 
plus! 
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JHUTHE IRON HORSE ENGINE 


Here’s a 2-cycle engine designed and 
built specifically for lawnmowers: High 
output, 100% waterproof magneto 
gives sure, quick starting. Quiet and 
simple, the Iron Horse engine gives 
more horsepower per pound, the most 





\ economical operation. 

OTHER FEATURES! 

@ The LAWN-BOY won't scalp. The staggered wheel placement 

guides the mower up and over humps and bumps. 
| @ All aluminum alloy construction . . . light enough for 
ON women and children to handle. 
Bs @ Completely guarded blade. 
ee @ The LAWN-BOY cuts any height grass. 


we nF One 


bd Se ae | . 
00 9 9% 4 @ It trims as close as % inch. 
ear ke PY ae" ee 





— > at ¢7 ‘ 
ro os : a 4 ~, Sa? ar 
ete, 1? 7 at coe , 
‘ ¢ °, A) > . aes aie : 
ie ghia © 2 oe ese, is : 
o 4 ga na ae eo: a! cor ef? 
© + waite * 4 . - ¢ Ce wiles : 
» t. . te = ee i tt 2 
THE BIGGEST LAWNMOWER PROMOTION EVER! , ° (“= 


The most extensive national advertising campaign in the history é lawnmower 
merchandising introduced the LAWN-BOY to millions of American home-owners. 
In 1954, another full-color, two-page ad in LIFE magazine on April 23rd will tell 
the LAWN-BOY story to more than 11 million readers. Other fractional-page 
ads will appear in THE SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, FARM JOURNAL, PATHFINDER and AMERICAN HOME. Every RPM 
dealer will get a free giant-sized merchandising kit that'll make his store the 
neighborhood center for lawnmowers. That’s the kind of advertising support that 
makes the LAWN-BOY America’s best known, most preferred lawnmower. 








18 INCH ECONOMY MODEL 21 INCH MODEL LAWN-BOY 17 INCH ELECTRIC LAWN-BOY 
18 inch cut 21 inch cut 17 inch cut 

Side ‘’Grass-Spray” discharge Rear “Grass-Spray”’ discharge All aluminum alloy housing 

2-cycle Iron Horse engine 4-cycle engine High speed 3450 R.P.M. motor 


5 feet of electric cord 


For more details on the LAWN-BOY see the RPM sales representatives at the 
National Hardware Show in Grand Central Palace, New York City or at the National 
Hardware Convention in Atlantic City. 


AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 
World’s Largest Manufacturer of Rotary Power Mowers 


RPM MANUFACTURING COMPANY 


Lamar, Missouri 


UU NNUUIL 


= LAWN - BOY 
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The NEW WAY... 


These sturdy corrugated-board pack- 
ages compactly store 16 dozen 
MANN axes in just 5-1/4 square 


feet of floor space. 


MANN’S 


modern-design package 








CUTS STORAGE SPACE 








Improvements are the habit at MANN 
110 years have seen many of them! This new ship- 
ping package is just one more in the long parade 


But more than Q years of research have made it 4 There’s | 
giant-stride in our packaging and shipping pro- Whether 
gram . . . providing maximum protection in you’l 


transit, greater safety in handling, better economy 


of chain | 
of storage space. 
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The OLD WAY... 


16 dozen axes use up 16 square feet 
of your storage space . . . three 


times as much as the new MANN 
package. 
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MANN EDGE TOOL COMPANY, Lewistown, Pennsylvania 
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You're linked to 


steady sales with 
HODELL CHAIN 

















There’s always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 
... you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell ... 
with a full line of high-quality welded and weldless chain 
... can fill all your needs. 

Hodell helps you sell by making a variety of chain 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


hy Xt, Vain. ee | han ’ 
td OW eS 


“i 






Home and Farm 

















TYPES OF CHAIN: Jack, woven sash, safety, pump, Bulldog, Samson, 
register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty 
coil, passing link. 

HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log 
chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 
anti-cow kickers, wagon and utility chains, chainvenders, household 
chain assortments. 

ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 
hooks, grab hooks and slip hooks. 





Industrial 










HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


Dietional - 
a 















FASTENERS S/ HODELL CHAINS CHESTER HOISTS 
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_ Where on this map 
do you need sales support 











There are 3,071 U. S. counties, and in the In every county, wherever you have cus- 
1,985 shaded ones more families are reached by tomers, the Journal will sell your best city fam- 
Country Gentleman than by the nation’s largest ilies . . . Country Gentleman will sell your best (J 
women’s magazine, Ladies’ Home Journal. rural customers. 
In fact, in nearly 2 out of 3 counties Country You are getting powerful selling support—right in 
Gent h bani h k your local trading area—when a manufacturer ad- a 
entleman has more circulation than any week~ vertises in Country Gentleman. Isn't that the kind 
ly, women’s or home service magazine! of advertising help you want? 











CIRCULATION NOW OVER 2,500,000 





A CURTIS PUBLICATION 216 S$. 
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Vlothing can 


what it holds for you 


New Self-Propelled Rotary Mower 


Now 20” Front Trimmer Rotary 


Mower 


Now 18” Side Trimmer Rotary 


Mower 


New Advertising Plan featuring a 


Bang-up Prize Contest 


Now Colorful Merchandising 


Materials 


— and it all means more sales, more 
profits for you in 1954 — with the 
bigger and better Mowamatic line. 


mowa: |]] ‘matic 






> 
~ 4 





Subsidiary of Feed Machinery and Chemical Corp. 
216 S$. PARK STREET © PORT WASHINGTON, WISCONSIN 
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HANDY 
oy) CLOTH 


FALL CLEAN UP MADE EASY! 
NOT THIS... 





BUT THIS! 
ia “y VP 














\VI4e. 


Nidsss 











Maybe leaf gathering the standard way isn’t 
quite this bad, but we know leaf clean up with a 
Handy Cloth is a heck of a lot easier! We figure 
it must be 78% easier and most of your customers 
will probably agree. Anyhow, the Handy Cloth 
has been a fast seller spring, summer and fall 

. and it’s probably good for a lot of jobs we 
haven't thought of. 











The King Cotton Handy Cloth is made from strong 
cotton duck, each corner has a strong carrying 
loop, cut size is. 72 feet by 72 feet. Each Handy 
Cloth is individually packaged in a reuseable, 
sheavy gauge polyethylene drawstring bag. 





Mr. Jobber—Send for prices, catalog pages, 
photographs, or electros for your catalog. 


- 

"i 
HANDY GROUND CLOTH names i 
USES FOR A 
HANDY eis 


CLOTH CHILDREN'S TENT DROP CLOTH 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET » NEW YORK 8, N. Y. 
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You'll take real pride and big profits in selling the 1 
Garden Hose line. It’s a top-quality line. It’s an ph ton ite 
a complete line. And it’s a fast-selling line. 


There’s hose to match every purse and every personal seit 
There’s timely national advertising support. There’s the “Tell-All” 
tag on every coil of hose. There’s the complete merchandising 
program. And all are combined with the greatest name in the 
industry to help you sell more hose to more people. 


POWERFUL NATIONAL ADVERTISING to proved hose buyers 
—in the magazines they read—another eye-catching, high reader- 
ship, Goodyear Garden Hose campaign—timed for the hose buy- 
ing season — designed to take full advantage of the round-the- 
calendar advertising of “The Greatest Name in Rubber’—on TV, 
radio and in leading publications. 


“TELL-ALL” TAGS — on every coil of hose — tell your customers 
exactly what theyre getting — in terms of hose quality and hose 
service—go hand in glove with the highly attractive, highly acces- 
sible Garden Hose rack to put most of the selling on a “self- 
service” basis. 


COMPLETE MERCHANDISING PROGRAM-—all the tools you 
need to build sine. iaelew banners, display cards, counter book- 
lets, display rack d selling newspaper mats, envelope stuffers 
—useful T- ur” for your customers—inform- 
“] ok! Sell Garden Hose” for you 





Been Coe: 





ALL Russi: WiligrOOT ep. quality pet Bs cover SE 
» grease, sun, aging and abrasion. Extremely flexible, soft, lightweight 9 
% high in strength. Resists kinking and snarling. a 


PATHFINDER high quality at moderate'cost: Reinforced with mia 
ibility and high burst strength. Weather — and wear-resistant green cov 


GLIDE high value hose at lowest price. Durably constructed for long se 
Red or black cover. Lightweight. Flexible. 


ALL-PLASTIC—VISILITE sparkling, crystal green, all-plastic hose with 10- ~ 
sided cover design. Gleaming beauty belies its toughness, strength and — 
abrasion resistance. Amazingly light and easy-handling. Appeals to style — 
minded buyer who wants the best in all-plastic hose. 


aire ‘JR. brilliant red or green, all-plastic 7 , pew 10-sided c 


design. Light as a feather. Tough as fea flexible. Easy 


THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
Dept. 1-5359, Akron 16, Ohio 


Please send me ‘The Lawn and Garden Calendar,” and full details on your 1954 Garden Hose program. 


Firm Name 
aa a , 


I i ctcsavussuiecdesueiaiyhs vustsnertastntonas xecvovnvepentlenciincniaconieaimiresberdiiedtoinip ; 


Fiesta, Wingfoot, Pathfinder, Glide, Visilite—T. M.'s The Goodyear Tire & Rubber Compa 





spotlights 
your 
Profit Picture 








®New Products 
@ Bigger and Better Sales 


® More Profit Dollars for You 
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Jacobsen Manufacturing Company 





A Statement of Policy 


from the President of Johnston Lawn Mower Corporation 


It is with the utmost sincerity that we make the following announcement: 


The Johnston Lawn Mower Corporation in its new modern plant in Brook- 
haven, Mississippi, is a decentralized operation—Management, Purchas- 
ing, Accounting, Sales and Service. 


This separate organization will supply a complete line of quality lawn 
mowers for home use. 


The Johnston Lawn Mower Corporation will sell and ship only to reliable 
recognized Wholesalers through salesmen employed only by Johnston. 
There will be no sales or shipments direct to retail dealers. 


The Johnston Lawn Mower Corporation will use on all power units only 
proven engines, Nationally known and recognized, which have adequate 
service facilities over the United States and Canada. 


The Johnston Lawn Mower Corporation prices will be consistent with 
quality. Prices, terms and anticipation discount will be in keeping with 
the Lawn Mower Industry and the same to all Wholesalers. Price de- 
clines, if any, will be guaranteed to all Wholesalers through the normal 
Wholesaler selling season. 


The Johnston Lawn Mower Corporation will maintain and continue to 
improve National field service facilities for the convenience of all its 
customers. 


The Johnston Lawn Mower Corporation will always employ good ethics 
in advertising. All advertising, Wholesaler and Dealer sales aids, will be 
used Nationally as a means to promote the sale of Johnston products 
to the ultimate user. , 


The Johnston Lawn Mower Corporation products are sold exclusively 
under the name JOHNSTON with sales policy, prices, terms and price 
guarantee as outlined. 


JOHNSTON LAWN MOWER CORPORATION 


Oscar T. Jacobsen 
President 


Racine, Wisconsin 





Worthington Mower Company 


Stroudsburg, Pennsylvania 
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GASOLINE ROTARIES 
20-inch and 18-inch jh 
cutting widths 








Here's Johnston's double-barreled answer to the growing 
demand for rotary-type power mowers: A new 20-inch 





tive. High velocity rear discharge with adjustable chute 
controls degree of mulching action. New 


shipping weight, 64 Ib. New 18-inch: 1.5 
hp, 4-cycle engine; cutting heights, 34” to 
2¥%,”; net wt., 52 |b.; shipping wt. 59 Ibe. 





\ \\ JOHNSTON CRUISER 
18-inch cutting width 

For the customer who has a small but 
well-landscaped lawn there's no better 
buy than the Johnston Cruiser. Johns- 
ton quality throughout, lightweight 
easy to handle and moderately priced. 
Cutting height: low, Y2 in., high, 2% 
in.; 1.1 hp, 4-cycle engine; net weight, 
81 Ib.; shipping weight, 91 tb. 








—— 





JOHNSTON ELECTRIC ROTARY 


18-inch cutting width 

Built by Johnston to fill the demand 
of thousands of homeowners who are 
not in the gasoline-powered mower 
market but want a quality electric 
powered rotary mower at the right 
price. Heavy-duty motor, 3 hp., 115- 
120 volts, single phase, 60-cycle, 3450 
rpm; cutting heights: 
¥%, in. to 2% in.; net 
weight, 45 |b.; shipping 
weight, 51 Ib. 





















SEE YOUR WHOLESALER FOR 
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JOHNSTON LAWN PATROL 
21-inch and 18-inch cutting widths 


Nationally accepted as top quality in its 
class. Precision-built with consumer appeal 
.. the Lawn Patrol is the type of power 
lawn mower that sells and stays sold. 21- 
inch: 1.6 hp, 4-cycle engine; cutting height: 
low, %”; high, 2%”; net weight, 95 Ib.; 
shipping weight, 105 Ib. 18 inch: 1.1 hp, 
4-cycle engine; cutting height, %” to 22”; 
net weight, 85 Ib.; shipping weight, 91 Ib. 






and new 18-inch rotary. Lightweight, easy to handle, yet * . 

rugged construction throughout. Streamlined and attrac- r in tr ef 
20-inch: 2 hp, 4-cycle engine; cutting ee over 40 
heights, 3%,” to 234”; net weight, 57 Ib.; 


For over 40 years the name JOHNSTON in the lawn mower 
industry has stood for quality and dependability. Today, 
this tradition of quality is backed with the most modern 
engineering designs and techniques. With its new plant 
at Brookhaven, Mississippi, two new gasoline powered 
rotary power mowers, and aggressive sales and merchan- 
dising plans... JOHNSTON is geared to, help you get 
a bigger share of the 1953-54 power lawn mower market. 





Watch for Dynamic, New 
1953-54 Promotion 
to be Announced Next Month 











JOWNSvoew 


LAWN MOWER CORPORATION 
BROOKHAVEN, MISSISSIPPI 


COMPLETE INFORMATION 


57 
































Made entirely of sturdy, 
non-corrosive metals. 









No. 700 
Suggested 
Retail 11.95 


Covers areas 


& up to 40’x50’ 


No. 1000 BRAND-NEW! 


Suggested 


Retail 13.95 Striking yellow 


and green color 





UNCONDITIONALLY GUARANTEED 
for one full year. 





byl rn RMA- SEALED” 


MOTOR UNIT 
tCompletely separates the water 
flow from the motor and retains 
motor lubrication — permanently! 
TROUBLE-FREE... because water = 
never enters motor. Grit and dirt 
stay out...lubrication stays in! 









oe Baal 














«eS combination! 









“et an saws 


A product with proven 
consumer acceptance 
...now in the indus- 
try's most outstanding 

modern design. ; 





Ads month after 
month... pre-selling 
more than 
55,000,000 home 
makers throughout 
the season! 


*Swingin’ Spray ranks first in nation for brand acceptance accoré 
ing to Hardware Retailer's latest annual store and market study 






















Greater 
Operate 
at lowe: 
pressure 


<= 





Plus the Most Powerful Advertising and Dealer Aid Progr 


* self-selling ¢ 
* Newspaper m: 
* Catalog elect 
* envelope enc 
* window displz 
* merchandise | 
* giveaway bool 
* tlessy photos 


MELNOR METAL PRODUCTS CO., INC.| 10404 
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NEW MODELS! __.-.. 


Melnor Line 


at the 


Nat'l. Hardware Show 


BOOTHS 


Rectangular Area 917 - 918 
Oscillating Sprinkler 








At last! A sprinkler with lifetime 
trouble-free "PERMA-SEALED’! motor! 
Because its entire mechanism is completely 
sealed and separate from the water intake 
system, dirt and water impurities never even 
come into contact with the motor. That's why you 
can count on Melnor's Swingin’ Spray to 

bring you greater sales, bigger profits, more 
satisfied customers than ever before! 


















pos 
NEW: / MORE Efe aparounn = [nut 
‘POWERFUL * DISPLAY Tai 
t <s) t a 
Greater coverage. Durably built. Eye-catching 3-color self-display 1M pre | 
Operates even -, comes with every unit, 


builds extra 

window and 
counter 
traffic. 


at lowest water 
pressures. 


Tsun MN 
i 





























* self-selling displays 
* newspaper mats 

* Catalog electros 

* envelope enclosures 
* window display cards 

* Merchandise hangtags 
* giveaway booklets 

* glossy photos 


10-40 45th Avenue, baa aed City 1, N.Y. 
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from BOSTON, MASS. 
THE BOSTON PUTTY & BUILDING SUPPLY CO. 
Salesman A. |. MILLER reports: 


“The town of Brookline has an indoor swimming pool under 
which is a wash room, used for the purpose of washing 
towels and so forth. At one time, loose tiles were detected in 
the pool. As a result, the pool was drained and the tile 
repaired. For some unknown reason, the pool developed 
a condition of seepage outside so bad, that it made con- 




























' PROTECTS MASONRY | ARE YOU GETTING YOUR SHARE 
AGAINST OF KAYTITE BUSINESS? 

WATER SEEPAGE WRITE FOR FACTS and PRICES 

FOR WHIT E 

Se - Cy2| BAY-TITE conranr 
cme CHE COMPANY 
pe LOK | ow tec: I. WEST ORANGE — : NEW JERSEY 
ROUGH MASONRY | saws wer _FFonicx neo | ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY. 
: UNGLAZED TILE COLORS 1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 








ditions in the washroom unbearable. 





“Mr. Talmanson of Brookline Hardware Co. was consulted. 
He recommended the use of Kay-Tite. As a result of this 
application, the seepage was stopped. The town of Brook- 
line now recommends and specifies Kay-Tite, and only Kay- 
Tite, for any similar condition, regardless of claims of com- 
petitive products.” 


from NEWARK, N. J. 
IGOE BROTHERS tell of two large suburban depart- 


ment stores with their entire outsides finished in Kay-Tite. 
They are Lord & Taylor at Millburn, N. J., and Best and 
Company in East Orange, N. J. 


from RICHMOND, VA. 
RICHMOND BUILDERS SUPPLY CORP. states: 


“We have recently sold sufficient of this material to do about 
nine houses in Maymont Section of Richmond. These houses 
are owned by Mr. Sid Jaffe who operated as Mohawk 
Improvement Company. He was well pleased with the job 
which Kay-Tite did for him and we shall be very happy to 
show this project to anyone who may be interested in seeing 
same.” 
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That’s right! Authoritative paint surveys prove 
that Lucas HOUSE PAINT, KEM-GLO, SUPER 
KEM-TONE and Lucas FLOOR-LIFE can ac- 
count for as much as 80% of your entire paint 
volume. 


These ‘‘BIG-4”’ paint products meet both interior 
and exterior requirements. 


MORE IMPORTANT —AIl four of these paint 
products are advertised and promoted Nationally 
and Locally. They’re pre-sold to your customers. 


So with a minimum inventory, you get maximum 
turnover and greater net profits when you sell 
the Lucas “‘BIG-4’’. 


Ask us about the strongest 
Merchandising Plan for dealers 
in the paint industry. 





a Great Name in PAINTS 





JOHN LUCAS & CO., INC., PHILADELPHIA 3, PA. 
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says Kansas Dealer 


ART EBERSOLE 





























Ebersole's Hardware & Plumbing 
Hutchinson, Kansas 
*Sinc ; 7 farni 

e our change to Chi-Namel Paints and Varnishes we’ve : 
had a marked increase in paint sales. More profits, too! Our Here are 17_ WAYS Chi-Namel e 
company is proud to be associated with Chi-Namel because we helps dealers get customers: , 
know that they will back up any and all of their products. Our @ Color Planning @ Special mailings 
customers are well satisfied with Chi-Namel (and so are we) Studio @ List mailers 
because it’s a good quality paint. We feel that with Chi-Namel’s - a mete © Special product 
many promotions and dealer services a good substantial paint camaiints promotion 
business can be built. We highly recommend Chi-Namel Paints @ Painters’ @ House-to-house 
and Varnishes to dealers interested in more paint sales!” promotions “ Baad ow ™ 
HOW MUCH NEW BUSINESS DOES YOUR PAINT LINE PRODUCE? | °"%STiOl. stimulators Birch 
Your paint line is probably a good one, but not all customers @ School Board © Decler stationery vi ae 
ask for paint by its brand name. The big question is not how ee vi paaeneodeeaaen \ SX 

: ’ ; @ Farm promotion ® Special Sale \ 

well known is your paint line, but rather how many new Cus- © Nemmpaper ods promotion 
tomers does it actually bring into your store. Testimonials from © Radio © Special Consumer 
Chi-Namel dealers everywhere prove that Chi-Namel’s high Announcements promotion “Ee 
quality products, promotions and services bring in many new a 








paint customers... customers who buy other merchandise as well. WRITE FOR THE CHI-NAMEL STORY— 


Learn how Chi-Namel is building new paint 
m business for its dealers with advertising that 
See ee ’ does more than just sell the idea of painting. 


It brings customers directly to each Chi-Namel 
PAINT & VARNISH CO. 


dealer’s store. 
1103 Third St. So., Minneapolis, Minn. 


See ico sy ChiNam -l 


PAINTS 
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Mz (ALK SPEED LOAD 





yy Available with or without nozzle 
yx Available in Off-White or Pure White color 


Nu-Calk Calking Compound “stays put'’ as away. Speed Loads are easy to use — user's 


the best seller in calking compounds — be- hands never touch the compound. Try high 
couse it's the most efficient, most practical : , 
load on the market. Nu-Calk “stays put’ — quality Nu-Calk Speed loads and you'll see 


will not dry out, run, crack, harden or pull why they're preferred nationwide! 


YEN — 


NEW HAND SQUEEZE TUBE 


available for small jobs! 


Here's the nation’s favorite calking com- 
pound in a practical, handy tube for those 
small repair jobs around the home. Useful 
for finishing touches on bigger jobs. The 
tube itself is your calking gun, nothing 
extra needed. Counter display carton con- 


tains one dozen tubes. 


Na (Atk Calking Compound in bulk, too! 


The ‘‘standard of quality’' in the calking field! The same 
fine product as in Speed Loads, available in '2-pint, 
pint, quart, gallon, 5-gallon cans. Also 55-gallon drums. 


Nu-Phalt Plastic Asphalt Cement 


— For sticking down asphalt shingles and general repair 
This CG-4 Speed Loader on roofs and flashings! Comes in popular load form with 
calking gun is light, or without nozzle, like M-D's famous SPEED LOAD for 
sturdy, fool-proof. Simply calking guns, or in 24 Ib., 10 Ib., 50 Ib., and 55-gallon 
slip in a load and you're containers. 
ready to calk. 


— Always use Na-Glaze Glazing 
/ 
Nj. G ale Compound instead of Putty: 


Nu-Glaze never dries out, hardens, cracks, or pulls away! It does the 
job of putty better than putty — sets to a rubber-like consistency. 
= Comes in -pint, pint, quart, 5 Ib. cans . . . and in drums — 25 Ibs., 
= 50 Ibs., 100 Ibs., and 880 Ibs. Order today. 








ae 
Alinc compou™ 


OROER NOW! 
Your order will be shipped same day 























Emphasize this point when you sell... 


Brushes with Du Pont Nylon Bristles 
are easy to clean 


\ 











\\ 
eet 











~ 


Brush cleaning is easy for your customers when they use 
brushes with Du Pont nylon bristles. This sales point is im- 
portant. By stressing it you can help yourself to extra brush 
sales and moresatisfied customers. Easy-to-clean paint brushes 
with Du Pont nylon bristles are made in all types and sizes 
by leading brush manufacturers, Always keep a full stock / 
on hand, 





And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles: 


LONG, FINE TIPS. Filaments of Du Pont nylon 
that have long, thin, slightly curled tips mean 


Point out the name ong, 
excellent paint pick-up and flow. 





SMOOTH PAINTING. Nylon bristies won't 
cut through paint film. They flow the paint 
smoothly... lay down a smooth, even coat. 


RIGHT FOR ALL PAINTS. Brushes with Du Pont 
nylon bristles are ideal for all paints—including 
caseins and rubber-base paints. 

DU PONT NYLON BRISTLES BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won’t break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 


eggs 





BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
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CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
—showing molded-in grooves for 
superior paint carrying capacity. 








OR FAST SALES, satisfied customers and 

repeat business, among professional paint- 
ers and homeownersalike, Pittsburgh Red Stripe 
brushes are your best bet! Red Stripe combines 
hogs’ bristle with scientific Neoceta, Pittsburgh’s 
new wonder-bristle designed specifically for 
painting. Both bristles wear at the same rate— 
your customers’ assurance of smoother, neater, 
faster work! And when your customers are 
happy, your sales show it! 


For the address of the Pittsburgh branch 
nearest you, write: PiITTsBuRGH PLaTE GLAss 
Company, Brush Division, Dept. A-9, 3221 
Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 






BRUSHES °e PAINTS bd 


PITTSBURGH PLATE GLASS COMPANY 
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Here’s why Pittsburgh 


Kad Stripe 


THERE’S A 
PITTSBURGH BRUSH 
FOR EVERY HOME 

AND INDUSTRIAL USE 














Sash 
Brush 





Enamel 
& Varnish 
Brushes 


Wall 
& Floor 
Brushes 


GLASS « 



















And | 
here’s your 

newest sales 
booster — 


New metol 
th || ferrule locks 
doubled 
e a bristles 
securely 
new t_ Metal ferruie 


HOME PAINTING KIT 


(| _—‘ featuring the 
- ’ MING 


WALL COATER! 
suggested retail price: $3.69 


It’s easy to sell Pittsburgh’s new Home Painting Kit, 
containing all the tools the homeowner needs for room 
painting! It includes the 7-inch wide FleetWing Watt 
Coarer; a 1l-inch Neoceta brush for trim; a Kitp-On 
pan for attaching to ladder; and a booklet describing 
the care and use of the FleetWing and Neoceta. 








Kad Stripe snvsues 


CHEMICALS °® PLASTICS °@ FIBER GLASS 









































































PAINTS - GLASS + CHEMICALS 
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blish Your Store 
Headquarters With 


9 PirtspuRGH Paints 


BRUSHES - 


S ts 2 














MASTER 


A Simple and Accurate 
the Home which Your 











Contains 151 Matched Colors of 
WALLHIDE Rubberized Satin Finish 
and New SATINHIDE Enamel. 
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PLASTICS + FIBER GLASS 


CO wr a a FS 
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Pittsburgh's 


As Home Decoratin 





New 














System of Color Selection For 















HANDY TAKE-HOME 
COLOR SAMPLES 


@ This new COLOR CHIP 
BOOK contains samples for 
prospective purchasers. Also 
included is a table which gives 
proper proportions for mix- 
ing desired shades in either 
rubberized WALLHIDE or 
new SATINHIDE ENAMEL. 



















Beautiful a. OP 
40-Page Book Pigg, . 


@ Pittsburgh also 





: 





offers to its dealers i 
a beautiful 40-page hea. 
book which explains , 19 /% - 
how to use COLOR ~“#. By 
DYNAMICS* in the " 
home. It contains scores of sug- 
gestions for decorating every type 
of room. Included are practical hints 
. that make painting better 
and less costly. Used as a 
mailing piece or on the 
sales counter, it can pro- 
duce many additional sales. 
T™ Reg 



















PITTSBURGH'S 
New Matching “TWINS” 
— Designed for Today's Decorating Trends — 
Will Bring More Sales to Your Store. 
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our | Customers Can Understand and Use! 


@ You'll sell customers more efficiently and 
quickly with Pittsburgh’s new MASTER 
COLOR GUIDE. It brings more prospective 
buyers into Pittsburgh Paint dealers’ stores, 
makes more sales, increases profits — and 
establishes them as decorating quarters 
in their communities. 

@ This handy guide to more accurate color 
selection contains several sets of large chips 
of all the 150 colors and white in which 
WALLHIDE Rubberized Satin Finish and 
SATINHIDE Enamel are available. In one 
section are shown practical suggestions for 
color harmonies that include floor coverings, 
draperies and other furnishings. Another 
part of the manual permits easy arrangement 
of color samples for convenient inspection. 
This service also includes,a COLOR CHIP 
BOOK of perforated samples that customers 
can take home for further consideration. 


@ Both MASTER COLOR GUIDE and COLOR 
CHIP BOOK are available at nominal cost. 
Pittsburgh also supplies to all dealers+-with- 
out cost—a giant-size wall hanger on which 
all colors are displayed. 


@ If you are interested in the added sales and 
profits this service brings to your store, send 
the coupon below. 


Pittsburgh Plate Giass Company, 
Paint Division, Dept. HA-93, Pittsburgh 22, Pa. 


COLOR GUIDE and COLOR CHIP BOOK. 








g 
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1 am interested in more complete details of your new MASTER 

























































































Sell thoce 


WEEK-END DECORATORS 


KLEAN-STRIP paint remover 


Stock KLEAN-STRIP, the fastest-selling non-inflam- 
mable remover on the market. Safe, it removes any 
finish from any surface. KLEAN-STRIP does a fast, 
clean job... actually peels off paint! Wax-free, it 
needs no neutralizing, saves time and labor. 


EASY OFF wallpaper remover 

Sell more wallpaper by stocking EASYOFF! Home- 
owners save up to $15 a room by removing their own 
paper. EASYOFF makes the job so clean, safe and 


simple . . . saves enough money to redecorate another 





room, increases your sales of wallpaper or paint! 


SS METAL TREAT rust remover 


ye People are asking for this new three-way metal treat- 





ment of many uses. Full-strength, it removes even 
heavy deposits of rust and corrosion; diluted with 
eight parts water, METAL TREAT prevents rusting, 
makes paint stick to any metal surface. 


PAINT TRAP brush cleaner 


Now it’s easy for anyone to clean and recondition 
old, hard brushes professionally. Excellent, too, for 
cleaning brushes after painting. PAINT TRAP won't 
harm any bristle, cleans away any type of finish. The 





only cleaner with the patented Stay-Clean Paint-Trap! 


COPPO preservative 


Get your share of the profits from the growing pre- 
servative market. Stock COPPO in the Up-Front 
Salesmaker Display! COPPO safely, surely stops rot, 
mildew and termites. Harmless to plant and animal 
life. Effective underground and underwater . . . you 
can paint over COPPO! 





AND GARDENS. 


Saturday Evening Post. 











PAINT TRAP 


Brush Cleaner 





Klean-Strip products are featured in the IHRA and Week- 
End Decorator promotions in LIFE and BETTER HOMES 


Your customers also see Klean-Strip products advértised the 
year round in Popular Mechanics, Popular Science and The 


Ask your jobber for prices and literature, or write: 
THE KLEAN-STRIP CO., INC., 2340 S. Lauderdale, Memphis 6, Tenn. 
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ANOTHER TRIUMPH 


from America’s Color Leaders! 
, MARTIN-SENOUR 


NEU-TONE ALKYD FLAT ENAMEL | 

























fast, foolproof —— 


produces 144 colors! | 
aan _ stock only We | 
dard colors ot 


16 stan t 
in the range © 


priced d Alkyd Flats! 


package 
aranteed wa 


ers— 
shable ! 








ei ay? 








4 Neu-Tone Alkyd Flat is the perfect finish for walls and F [ AT f N iy M E L 
woodwork. Glides on smooth as butter. Fast drying Stace nn wooowet 
with no painty odor—and it’s guaranteed washable, 

y dries enamel hard! 

ee >k Amazing new system is the simplest ever devised! 


Just sixteen colors in stock, plus sixteen tubes of color in 
three standard sizes produce 144 colors. No measuring 
—no chance of error! No expensive equipment—no 
costly training program—and best of all, it’s foolproof 
—anyone who can read can work it—FAST! 


Small inventory—no obsolescence—no mess—no trouble! 


And you can offer exact color choice in the price range 
of packaged Alkyd Flats. 





Find out about it~ Tod ay! Martin-Senour, 2520 South pry Chicago, Iinols 


Please send me FREE information about the new Martin-Senour 
Neu-Tone Customized System. ‘ 


4 | 
; | MARTIN-SENOUR | — 
} 








Company. - 





“ad America’s Color Leader 
2520 South Quarry, Chicago 8, Illinols IC 


City. 
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5,000 Paint Merchants Proved It! 


Now YOU Can Cash In On It! 

















PAINTS 


... fhe one and only 
paint color system 
with all these 
sales features! 


%& The only paint color system offering hundreds of colors in BOTH INTERIOR 
AND EXTERIOR FINISHES! 


e The only color system using so few tubes to make so many colors (16 colorants 
make 1,322 COLORS!) 

i 

e The only color system tested and proved for 15 years! 

oe The only color system with nationwide quality control, color control, and field 


_ testing. 


> The only color system with regional sources of supply and service — wherever 


you are. 


3% The only color system advertised, sold, and accepted internationally —in the 
U.S.A., Canada, and England. 


Read the Amazing Inside Facts About Colorizer on the Next Page! 


70 
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Customer finds her color quickly and 
easily in the Colorizer Album of 1,322 
colors. 


The most successful new idea in 
paint merchandising in the last 25 
years is Colorizer Paints, in 1,322 
colors. Nearly 5,000 dealers have en- 
joyed an amazing increase in paint 
profits with a stock of Colorizer. 
Here’s how it has worked for them... 
how it can work for you. 

You stock only two base paints, 
plus 16 colorants in absolutely fool- 
proof Colorizer tubes. This small in- 
expensive stock gives you 1,322 colors 
—not just flat wall paint, but in all 
interior AND EXTERIOR finishes. 





You stock only 16 colorants and two base 
paints. Stock investment is small, 


Each of the 16 colorants is used in 
making many paint colors, so all 
colorants keep busy working for you. 
There are no slow moving colors, and 
base paints turn over “like eggs in a 


COLORIZER PAINTS ARE 

MADE IN THE U.S.A., CANADA 
AND ENGLAND BY THESE 
OUTSTANDING PAINT 
MANUFACTURERS 





Coheriner. 
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grocery store.” Paint is always fresh. 

Colorants are scientifically pre- 
measured and packaged in one of the 
world’s most modern paint factories. 
Color control is so accurate that 


colors are always just the same— 
can be matched perfectly time after 





Month after month, national advertising 
brings customers into Colorizer dealers’ 
stores. 


time. There’s never any measuring 
or formulating required by you or the 
customer. 

Your customer selects from the 
Colorizer Album of 1,322 actual paint 
samples. They're arranged so she can 











find her color in a hurry—whether 
she’s looking for “ordinary green” or 
a special color to match her rug, 
draperies, or wallpaper. You imme- 
diately sell her the color she wants 
(no special-order colors, no custom 
mixing). You sell her only what she 
needs —not assorted quarts, pints and 
gallons to do a one-gallon job. 

As a Colorizer dealer, you are 
supported with heavy national adver- 
tising. You have the most outstand- 
ing color selection guides, decorating 





Colorizer Paints are made by 12 out- 
standing regional U.S. manufacturers, plus 
leading firms in Canada and England. 


helps, and point of sale merchandis- 
ing aids. Only one brand of paint 
gives you the perfect color system 
PLUS a proved program for increas- 
ing paint profits. Remember the 
name —Colorizer. 





THE WORLD’S NO. I PAINT COLOR SYSTEM 


TROT PAINTS 


in 1322 ~ COLORS 


For Full Facts, Write Colo 


Bennett's 
Salt Lake City, Utah, and Los Angeles, Calif. 
Blue Ribbon Paint Company 
Wheeling, West Virginia 
Walter N. Boysen Co. 
Ookland and Los Angeles, Calif. 
Brooklyn Paint and Varnish Co. 
Brooklyn, New York 
James Bute Company 
Houston, Texas 
Great Western Paint Mfg. Corp’n. 
Kansas City, Missouri 


IN CANADA 
Imperial Varnish & Color Co., Ltd. 
Toronto, Ontario 








Associates, 349 N. Western Ave., Chicago, Ill. 


Jewel Paint & Varnish Co. 
Chicago, Illinois 

Kohler-McLister Paint Company 
Denver, Colorado 

W. H. Sweney & Company 
St. Paul, Minnesota 

Vane-Calvert Paint Company 
St. Louis, Missouri 

Warren Raint and Color Company 
Nashville, Tennessee 

Geo. D. Wetherill & Co., Inc. 
Philadelphia, Pa. 


IN ENGLAND 
on & Nichol itd. 
London, England 































































Kit with even a wider range of accessories. ($52.50). 


Introduce Kits & Build Xmas Sales 


Black & Decker, using Life magazine, will spearhead 
the biggest promotion ever seen in the portable power 
tool field! A Life ad on October 5, in the IRHA pro- 
motion followed by 2 pages on November 30 —big 
ads throughout the Fall in The Saturday Evening 
Post, Better Homes & Gardens, This Week, the 
mechanics books and home craftsmen magazines — 
telephone book advertising —plus new displays, mat 
sheets, radio and TV scripts. Also the BRAND NEW 
Merchandising Assortment described at right. B&D’s 
1953 Fall-Christmas promotion is aimed at reaching 
every prospect in your neighborhood! 


And here’s more news! Featured throughout the pro- 
motion are the three new B&D Utility Kits, chock-full 
of accessories that make home repairs and hobby 
projects a cinch! There’s the big new U-4 4” Drill 
Kit .. . the new U-52 All-Purpose Drill Kit . . . and 
for beginners, the U-2 14” Drill Kit! 


72 


NEW U-4 1%” DELUXE DRILL KIT ($46.95) contains powerful 4” Drill, horizontal 
stand, wire wheel brush, grinding wheel, arbor, 13 bits, paint mixer, sanding F 
discs and backing pad, in steel kit box. Also available: U-52 All-Purpose Drill 


4 


TAND 








POPULAR U-2 1%” DRILL KIT has drill, 
7 drill bits, complete equipment 
for sanding and _ wire-brushing, 
plus room for more accessories. 


Plan now to tie in with this great promotion! Stock 
upon Utility Tools—especially the new Merchandising 
Assortment we’re featuring in the consumer ads. For 
complete details about the program, including the 
Display and Advertising Contests you can win, see 
your B&D Utility wholesaler. Or write: Bob Davis, 
Dealer Service Dept. H653, Brack & Decker Mra. 
Co., Towson 4, Maryland. 


Bob Davis says: 


Be sure fo see our Booth Nos. 50-51 at the 
National Hardware Show— October 5th-9th 
HERE‘S tHE NEW MERCHANDISING 
BROCHURE—FULL OF HELPFUL IDEAS! 
Authorized dealers get this new Mer- 
chandising Brochure that shows all the 


promotional material available and 
suggests lots of ideas for tying in with 



















this great campaign! 








HARDWARE AGE, SEPTEMBER 17, 1953 














THE 23,95 
this two-r 
a B&D L 


NEW U-1T 
power too 
Utility lin 
sists of bi 
\" Drill | 
Drill (U-£ 


wholesale: 


HARDWA 





THEY PUT THE ‘DO’ 
IN DO-IT-YOURSELF 


perfect gifts fer Christmas Day, save 
time-money-mustle ANY day 


Yor bait cut 


THE 23,950,000 READERS who see each issue of LII*E will find 
this two-page spread in the November 30th issue, as well as 
a B&D Utility ad in the hardware section of the October 


NEW U-1112 MERCHANDISING ASSORTMENT puts you in the 
power tool profit picture with the fastest selling tools in the 
Utility line. Display it—your selling job will be a snap! Con- 
sists of brilliant 8-color free display piece, 14” Drill (U-1), 
\%" Drill Kit (U-2), No. 44 Sander (U-44), 14” All-Purpose 
Drill (U-50). Total retail value: $135.80. Order from your 
wholesaler today! 
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FURNITURE WEF Hm ISHENS MOST POPULAR HOME TOOL 


5th issue. Note the prominent picture of the U-1112 Assort- 
ment, telling consumers to look for it in their neighborhoods! 
LIFE reprints furnished all B&D Authorized Dealers. 


ee 
crassifito) TEs 
TELEPHONE | WHERE TO 
TORY. BUY 7 


fin 
| 


TIE IN—OUR KING-SIZE NEWSPAPER MAT SHEET helps you build 
hard-selling ads for your store; radio and TV commercials 
help you cash in! 64,000,000 ads in leading magazines, plus 
telephone “‘yellow-page”’ advertising will reach every prospect 
in your neighborhood. Utility Authorized Dealers also receive 
special colorful Christmas display material. 
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DEALER'S RETAIL 
NO. LENGTH MARKING PRICE PerDOZ. PRICE EA. 


648W 4 Reqular 11.16 1.40 
672W 6 Regular 12.84 1.60 
696W 8" Regular 17.98 2.25 


With Folding Hook 
672WH ‘ Reqular 14.00 1.75 


With Folding Hook 
H 





Here is the greatest improvement ever 





made in Folding Rules. The joints will not 








get loose .. . and always stay in their new 





condition ... smoother in action... bet- 





Renular 19.20 
672WF ; Inside 12.84 


: 696WF Inside 17.98 


With Folding Hook 
672WFH Inside 14.00 1.75 


With Folding Hook 
696WFH 8° Inside 19.20 2.40 


672WR 6° Either Way 12.84 1.60 
610 6" Engineers 14.88 1.85 
ALL RULES PACKED '/, DOZ. PER BOX 
SEND THIS COUPON TO YOUR WHOLESALER 


SHIP US DOZ. ROYAL EAGLE RULES NO 


ter in accuracy .. . with always that fine 








new rule feeling and the knowledge by 





the user that he has bought extra service 








and longer rule life. Store customers will 








associate this fine quality with a fine store 























. yet the cost is no more than the next 





best brand on the market. Customers are 


quick to realize that in the end these rules 


Dealer 
Street 
City and State 


EAGLE RULE MFG. CORP.....5s:05 5. 
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cost far less. 
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Now Ready...CRESCENT TOOLS 
PACKAGED IN ATTRACTIVE 


CHRISTMAS GIFT BOXES! 





> Step up your Christmas sales by dis- TOOLS AVAILABLE 

playing these popular Crescent Tools ma * Ses --..... ae 
in bright red, green, white and silver ACIS Eight inch Crestoloy Wrench... $9.30) 
holiday boxes. Wrappings are applied ACTIO Tn,inch Crestor Wrench. $8.90 


over standard Crescent boxes and can’ Ge 
L26 Retail agen Agi se sk $1.20 


be removed after the Christmas season ae 
ww “aa... 


if any stock is unsold. Order from your 
jobber now. These quality tools make 















ideal gifts in the popular price bracket. 


CRESCENT TOOLS 


Jin Of the. fr0ésun 
iv Tym of Ecdllince 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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(Display card, as shown above takes only 7%” on your counter) 


® You STOCK, DISPLAY and SELL these attractive Century 
Drill-Bit Sets all at the same time with this colorful, 
new, free display unit. 





@ Shows the beauty and utility of Century’s exclusive 
all-plastic tool boxes and the quality of Century 
Drill-Bits, the finest drill-bits money can buy. 


© Areal “traffic-stopper.”” Show ’em—Sell "em—Cash in! 


For fastest turnover...it’s CENTURY! 


Survey proves more than 11,000,000 home 
workshops in the United States. 

VISIT OUR Take advantage of this fast growing market. 
BOOTH No. 52 
AT THE 
HARDWARE 


SHOW 


Call your Century Wholesaler or write 
direct to factory for Bulletin No. 85345 


CENTURY DRILL & TO 


e only by 
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LEADS WITH ANOTHER 


"FIRST" 


for the 
Profit-Minded 
Dealer 


Century presents the modern way 


1 
ew 
| 


to help you cash-in on the 
“Gift Shopping Trade”’ 


NEW SETS! 
FREE DISPLAYS! 


3 regular high quality Century Drill-Bit Sets 
packaged in Century’s exclusive 
All-Plastic Tool Boxes and 
"Pilfer-Proof’’ mounted on 
attractive display 

sell-cards. These 


cards are 
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' 


Warren-Teed sledges are DEEP heat treated for 
ORDINARY lll 
WEAT on even wear and longer life. 
| el A wannan 2 
‘ TOOL In a precision operation every Warren-Teed sledge 


is shock quenched by eight high-pressure nozzles— 
giving all working surfaces a uniform hardness of 
greater depth over a greater area. Each sledge is 
quenched from ten directions. The sledge eye is 
carefully shielded to give that area of every sledge 
the ability to absorb greater shock. 


Order Warren-Teed sledges today, sketch their 








deep-treated features for your customers, and watch 





them sell. For fast information on deep-treated 











Warren-Teed sledges . . . write, wire or phone today! 





WARREN-TEED 


trade 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . . 30 Church St., New York 7, N. Y. 



















WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS. exclusively 
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1527-24 
1616-20 
1616-28 
1618-30 
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GET A LARGER SHARE OF THE “DO-IT-YOURSELF” MARKET 


STOCK and SELL SUPERIOR WORK BENCHES, TOOL STANDS and STEEL BENCH LEGS 


Superior HEAVY DUTY STEEL LEGS 


THEY'RE PRACTICAL—With Superior legs you can make tool 
stands, work benches and utility tables into any length or 
width and any desired height from 20" to 32”. Deer legs in 
set, including two brackets for each leg for top and shelf 
mounting, together with nuts and bolts, conveniently packed 
in one carton. 


for such o § 


THEY'RE STRONG—Made of heavy gauge steel with a slight 
outward pitch for a rigid and solid foundation. Will support a 


e trade 
mplete 





¢ & & quarter of a ton... strong enough for factory assembly or 
oo work benches! 5/16" holes for 
245 fastening to floor. SPECIFICATIONS 
£25 THEY'RE INEXPENSIVE — Far less Per Set 
3 = a5 costly than buying wood and cut- Medel «Leng —_ 
- $ © ting it to fit perfectly for a work 1420 20" wry ~ 
s$2s E bench. Not everyone can afford a 1424 24" 6.95 
Shes work bench, but everyone can 1428 28" 7.45 
zano, afford Superior legs and "do it 1430 - 7.95 
yourself." 1432 3 ’ 





SUPERIOR 
POWER TOOL 
STANDS 


Lower list prices than any yet 
offered in the market—yet heavi- 
er and more rigid than conven- 
tional types! Power tools mount- 
ed on a wooden base are 4 ways 
better: 1) less vibration; 2) less 
noise in operation; 3) hold firmer 
to wood than steel; 4) tool and 
stand become practically one 
unit. Made of solid hardwood top 
1%4"' thick—shelf for motor 
mounting 1'' thick. Heavy gauge 
steel legs firmly fastened to top. 
Power tool sales will increase if 
you sell Superior Power Tool 
Stands, because they are priced 
right! 


@ Top and shelf completely 
@ All holes drilled and counter- 
sunk 


@ Bolts and nuts included for 
quick assembly. 


















SPECIFICATIONS 

Model Description se 
st 

1224-28 ¢ Jolabes Stand or is re Se ee $15.75 

x . top 29°" > 
1510-28 4°" Jointer Stand 15°’ x 10"° top—29"" high 11.75 
1527-24 6°" Belt Sander Stand 15" x a fop—25" a 14.85 
x 


1616-20 Tilting Arbor Saw Stand 16' 
enter 






1616-28 Shaper Stand 16"" ee + gel 5.00 
1618-30 Scroll Saw Stand 36" x 10°" top—31"" high 16.50 
1812-28 Drill Press Stand or 10 ‘' Bend Saw Stond 








See your jobber — he stocks our line. If not, contact us direct. 


SUPERIOR WORK BENCHES 





Most work benches cost more—but none are built better! Legs 
are one solid piece made of heavy gauge steel. Brackets and steel 
cross bars, for top and shelf, are securely bolted, eliminatin 
vibration. Top is heavy hardwood, tongu: and grooved, eac 
piece Lag together as one solid piece. Natural wood preserva- 
tive finish. Handy tool rack has graduated slots for holding screw- 
driver, hammers, etc. Shelf can be adjusted to various heights; 
back and side aprons prevent articles from falling off. Available 
in 5 different sizes. 
b 4 Comes k. d. in one carton @ Easy to assemble, only screw- 
river and pliers necessary. @ All bolts, nuts and wood screws 
included. @ Holes drilled for brackets, top and shelf assembly. 
@ Holes started for wood screws. 


SPECIFICATIONS 
Work 

Model Surface Height Thickness 
3236-20-8 20x36" 32" a 
3248-22-8 22x48" 32" ig 
3348-22-16 22"x48" 33" 1%" 
3360-22-16 22"x60" 33" 1%" 
3460-22-25 22"x60" 34" 1¥2" 





SUPERIOR PRESSED STEEL COMPANY 


Manufacturers of pressed and stamped steel products for over 25 years 
3 Maitland St. Boston 15, Mass. 
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DOUBLE YOUR POWER TOOL SALES] wit} 


<n 
cow 
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Shaping and 
Molding Unit 





Easily Converts aaa ~~ 


to Table Saw 





Your customer buys any one of six SKIL Home 


YO U & C U ST 0 ME we B U YS Shop or Homebuilders Saws at list price. He gets 


a Gift Merchandise Certificate in the package worth 


omen $20 on table and accessories that complete his saw, 
ANY SKIL HOME SAW b P 


shaping and sanding “‘shop’’...an all-purpose 


SAVES $2 0 ON combination tool set-up. Nothing extra for you 


to stock—no inventory problem—no paper work! 
COMBINATION SHOP TOOL SKIL handles all the details! 


Prices and specifications subject to change without notice 
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It took SKIL—biggest and best 
accepted line in the home shop 
field—to put such an amazing port- 
able power saw promotion in the 
hands of the hardware dealer—to 
bring you this ‘Secret Weapon” 
Campaign! Read all about this 
great plan—now—and be first with 
biggest sales, most profits in your 
trading area. It’s a sure-fire plan, 
one designed to protect your mar- 
gin on saw sales, yet give your cus- 
tomers the most for their dollars. 


SKIL is the Best Advertised Line 
in the Home Shop Field! 
We're telling every handyman and 


WITH THE SKIL “SECRET WEAPON’... 


Merchandise Certificat 
Home 


Merchandising dynamite that... 
@ BUILDS STORE TRAFFIC 
e TURNS PROSPECTS INTO CUSTOMERS 
e SELLS POWER TOOLS 
» MAKES BIG PROFITS 


hobbyist—82,000,000 national 
magazine readers—about the Saw 
Promotion. Powerful ads—most 
of them full pages—will appear in 
these magazines October, Novem- 
ber, December during our ‘‘Secret- 
Weapon” campaign. 


Life + Saturday Evening Post + Better 


Homes & Gardens + Homecraft & the 
Home Owner + Popular Science + Pop- 
ular Mechanics + The Family Handy- 
man +« The Home Craftsman. 

Plus!... THIS WEEK + PA- 
RADE «+ Locally Distributed Supple- 
ments to Deliver a ‘'Sunday Punch” 
in Your Market! 


SKIL is the Biggest Line 

in the Home Shop Field 
With 22 SKIL tools in the Home 
Shop Line, you never miss a sale 
because SKIL gives you a tool . 
ina pricerange... for Every Buyer! 
Merchandise Certificates wil sell 
saws—Saw Sales create other tool 
sales—Boost accessory volume! 


Call Your SKIL Wholesaler with- 
out a minute's delay—or send cou- 
pon direct to SKIL Corporation 
for important details on this amaz- 
ing fall and winter promotion— 
delay can cost you money! 


SAW PROMOTION BEGINS SEPTEMBER 15...ENDS DECEMBER 31, 1953. 
ACT NOW OR YOU'LL MISS BIG SALES, BIG PROFITS! 
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Made only by SKIL Corporation, formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


Campaign. 


SKIL Corporation, Dept. HA-93 
5033 Elston Avenue—Chicago 30, Illinois 


Please send me FREE Complete SKIL Merchandising Kit with window bonners, 
window spots, catalog sheets and full information on SKIL's "Secret Weapon” 











Address__. 
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handsome! different! 
will sell on sight! gift packaged 


Custom-tailored, rugged holster gives every home owner 
new PORTABILITY ...new CONVENIENCE for drilling, 
sanding, buffing—anywhere. Hook on belt. Display 

on home workshop wall. NEW! A FISTFUL OF POWER! 
Executive kit includes 200) %" SpeedDrill with 
HI-POLISHED CASTINGS « tough Exylin holster e geared 
key-operated JACOB'S CHUCK « 7 CHROME VANADIV 
steel bits e 4” rubber backer e 41” bonnet 

e 10 sanding discs and miscellaneous hardware. 


Heavy NATIONAL ADVERTISING will break 
in House Beautiful, Sunset, Town & Country, For- 
tune, House and Garden, and Sales Management 

. October, November, and December. Stock 
up now. Write for full details. 


HARDW 
iim col ” 


1836 £ . 52nd one Cicero 50. I 








LOOK AHEAD te Christmos Buying aud Propits 


Y%” SHANK WOOD BIT SETS No. H-23 A * 
Retail 6 sets | $19.68 ¢ 
_ Your cost 13.12 


“Frogit $6.56 


> POWER AUGER BIT SETS No. H-736 
Retail 6 sets | $33.00 
Your cost | 22.00 




















YOUR CUSTOMERS 

WILL LIKE THESE 

DOUBLE-CIRCLE 
TOOLS... 


they build 
Christmas 











$24.96 





12 sets 
Your cost 
























STRAIGHT SHANK DRILL SETS 
_ INFOLDING METAL CASES No. H-HE-26 


Retail 3 sets | $22.38 
Your cost| 14.92 


$7.46 




































@ Whether your customers are 
home workshop enthusiasts or tradesmen, 
they will prefer professional type DOUBLE CIRCLE 




























nt! Tools as gifts. 
DOUBLE CIRCLE TOOLS are merchandised with smart packaging to 
ickagec help move off your shelves. Their quality is unsurpassed . . . they build 
repeat sales. 
ay GIFT PACKAGING in the form of removable sleeves printed in bright 
isplay Christmas colors are provided with these DOUBLE CIRCLE TOOL sets. 
' . 
a 5 Suggesting DOUBLE CIRCLE TOOLS as gift items will meet with ready % oe ee oo SPEED 
© geared trade acceptance . . . you'll sell more... order a stock today... Retell 3 s $21.84 
E VANADIV display them. . . they'll sell themselves. no hA - 








Yourcost| 14.56 


“Prog itt| $7.28 


ire. 













AVAILABLE AT YOUR 
HARDWARE 
JOBBERS 















CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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ONT INSTALL 
ANY MORE 
LOCKS! 


UNTILYOU VE SEEN THE 
GREAT NEW LOW COST 


__ CORBIN 


Guardian 
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No MATTER WHAT locksets you're installing now, 
you owe it to yourself and your customers to see the 
new Corbin Guardian locks. These locks are unbeat- 
able for economy and ease of installation . . . un- 
matched in their price class for beauty, for trouble- 
free operation, for the prestige that the name 
“Corbin” means on a lock. 

Inside and out, the Corbin Guardian was designed and 
built to bring a standard of quality never before known 
in the low-price field. 

We know your time is valuable. But . . . it’s worth 
your while to visit your Corbin dealer and see these 
new Corbin Guardian locks. We firmly believe they 
are the best value in the low price class . . . and we 
back up that statement with a guarantee of our work- 
manship. 


See your Corbin dealer . . . soon! 


@ It’s in the lowest price class! 
@ 2-hole installation — easy, economical! 


@ Guaranteed by Corbin, makers of the world’s 
most widely-used builders’ hardware! 


@ It’s a trade name your customers know and trust! 
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P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut 


Corbin also makes DEFENDER standard duty cylindrical 
locks, heavy duty cylindrical locks, Unit Locks, mortise locks, 
and a complete line of builders’ hardware, 




















HERE’S THE GREATEST MAIL FEATURE SINCE THE PONY EXPRESS! 


THE, BRAND NEW--- 


MAIL BOX 


2K INGENIOUS LOUVRE 


DESIGN KEEPS OUT RAIN 
—LETS MAIL BE VIEWED! 


Every home in America will want 
this handsome, cast aluminum 
Mail Box with the new “Rain- 
Pruf” design feature. 
handsomely packaged for gift- 
giving ... all ready to give you 
the biggest Mail Box business in 
all time! 


It comes 


10 POWERFUL FEATURES 
FOR NEW SALES POWER! 
¢ Cast aluminum—won't rust 
© Sturdily constructed 
¢ Completely rainproof 

° Newest styles 

¢ Heavy magazine clips 
© Display packaged 

© Takes long envelopes 
e Keeps rain out 

¢ Durable finish 

¢ Space for name plate 


Advertised in leading 
newspapers by America’s 
leading stores! 


Representatives: A few 
choice territories still 
available. 


# AE35 


ALESATIONAL 


“Fleur de Lis" #BF28 


See them at the Hardware Show: Booth 591 


Place your order Today; 


usual Jobber and Retailer discounts 


WRITE TODAY for catalog sheet 


‘REMINGTON HARDWARE COMPANY 


Woodmere 6, L. I., N. Y. 
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Amerock October Ad-news 


Better Homes 


and Gardens 













Starting September 25 
your customers will be 
seeing these beautiful 
Amerock cabinet hardware 
designs in the October 
issue of Better Homes . . . and will be look- 
ing for them in your store! And in the 
October 5 issue of LIFE, Amerock cabinet hard- 
ware will be prominently featured in the big 























seven-page irha “Do-It-Yourself” promotion. 

Identify your store with Amerock. Catch 
those extra sales generated by over 9,000,000 
national magazine ads. Send for free kit of 
dealer sales helps. Check your stock now and 
order from your Amerock distributor. 





SEND COUPON FOR FREE KIT TODAY 












* * 6” Strap Hinges 
E1600—Flush 
“H" Hinge “H" Hinge E1605—¥%” Offset 


E1616—Flush E1650—Flush 


E1620—%” Offset £1652—%” Offset Pushbutton } 
° Catch j 
E9485 
i | 
Be Bar Latch ij 
: — E8572—Flush | 
= “HL” Hinge “HL” Hinge E8574—%" Offset 


i E1618—Flush E£1654—Flush ate : 
E1622—%”" Offset E1656—%” Offset % a? 


——P 86 Oo 


Door-Drawer Pull Door-Drawer Pull 
E485 E488 
1%” Ring Pull—E409 


trap Hinges for Doors 
E1407—14” E1405—18” Knobs Thumb Latch Set 
Hinge Straps for Doors E504—1” C8510—Flat Rim 
E1408—14” E1406—18” E1410—22” E508—1%"  C8512—Reverse Bevel 









RASS FY Shoes aS 





American Cabinet Hardware Corp. GENUINE 
Rockford, Illinois, Dept. 53-9 


Please send Amerock dealer kit. es HARDWARE 








Include decal for door or window. 






Name ‘ 
Address___— spapaeninceinsesaateonieanrniemensogpacinn 
City & State_— _ _ _ 


(In Canada, Amerock Cabinet Hardware, lLtd., Meaford, Ontario) 

















‘Colonial’ —Old Weathered Black 





















PATENTED 


HUTCHINSON’S 


C1O~ 






Hutchinson’s Scro-Grills are designed and built to give the 


utmost in beauty, strength, and sales appeal. They speak for 
themselves in the language of profits. Adjustable in both width 
and height, they fit any standard size screen door. For added 
protection against prowlers, install Scro-Grills on window 
frames. Cut burglaries 80 per cent. For extra profit, sell a 
complete installation of Scro-Grills for every new home or 
modernization job. Scro-Grills are fully protected by patents. 
Available in black-finish wrought iron or aluminum, 4”x 42”. 


If you do not already have Scro-Grills in stock, write us for 


descriptive literature, prices, and name of your nearest supplier. 
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BR5—Strong, perma- BR2—This is the bese W-3, WINDOW 


nent brace. Fast seller. guard made. Has ad- GUARD—The big- 
Keep a good supply justable bar at top. A volume seller worth 
in stock. Height, 45” sure-stop, close-mesh stocking in quantity. 
to 49” on 3-foot door. protector. Sturdy ap- Protection for women 
Packed 12. pearance. Packed 12. and children's bed- 
rooms. Keeps prowl- 
ers out of ace 
apartments, stores, of- 
DEALERS WANTED fices, motels. Quickly 
attached to window e - 

° © rames. Adjustable to 

Write for prices fic Packed 12. 2610 

D L 


YOUR CUSTOMERS PREFER THE STRENGTH AND BEAUTY OF 





SYLV 
LAS tela: 
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BR1—Has bar at top. Grill 
adjustable by sliding along 
bar. Height, 34” to 36” on 
3-foot door. Packed 12. 

















xc, COWBOY—Very 
beautiful, strong, an orna- 
mental masterpiece, the 
most imitated grill on the 
market. Adjustable. Many 
different Silhouette Designs 
cut from sheet aluminum, 
some illustrated here. 


Packed 6. 


CHINSON & CO. 


AVENUE 





SEPTEMBER 17. 
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are found 
on more 
casement 
windows 
than all 
other 
operators 
combined 










H. S. 


3348 NORTH 10th STREET 





0. 


Getty Operator 
4703AF A de luxe op- 


erator for all metal case- 
ments. Superior because of 
its powerful internal gear— 
an exclusive Getty feature. 





Getty Operator 
47064 popular priced 
operator for metal casements. 
Precision made, externally 
geared, angle driven. 





Getty Operator 
4706 Histhe only replace- 


ment operator for metal case- 
ments made. Its specially 
drilled holes accommodate 
nearly all metal casements, 
regardless of the type of 


operator being replaced. 





Getty Operator 
4703 W For any wood 


casement. Unexcelled in con- 
struction and functional de- 
sign. Houses a powerful in- 
ternal gear—an_ exclusive 
Getty feature. 








Getty Operator 
4715 For wood case- 


ments. Economically priced 
and well constructed—with 
an external gear and angle 
drive. 








Getty Operator 
4700 Heavy Duty (reversi- 
ble) for wood casements. It is 
a horizontal worm-and-gear 
operator—not handed. 





& C0., Inc. 


PHILADELPHIA 40, PA. 


, 
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Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 

















































Don't take on flooring as just a sideline... 


MAKE IT YOUR BIG PROFIT LINE 
<@a,”* KENTILE 
aE 














Only Kentile builds consumer demand with 
a year-after-year ad barrage like this 


Leading national magazines, trade papers, Sunday newspaper sup- 
plements blanket the country with action-packed Kentile ads... 
hammer home the famous Kentile features of low price, longer wear, 
easy installation, colorful beauty. That’s why more customers think 
of .. . ask for Kentile when they want flooring. 
















Only Kentile builds consumer confidence 
with this 2-way guarantee 


Kentile’s guarantee covers both kinds of installation .. . by the 
dealer and by the customer. Full coverage like this is proof of 
Kentile’s quality .. . your customers know Kentile can afford to 
make this offer only because Kentile is made to stand up under 
heavy use through the years. 






















DESIGN YOUR OWN FLOOR | 
wk 


KENTILE. | 
“= 


ATE 


Only Kentile helps you build so much 
business in so little space 


The KenStyler is a point-of-sales display and a complete flooring 
department ... all in 18%” x 15%”. Order one now so your cus- 
tomers can arrange Kentile in any color and pattern combination 
... Sell themselves on its easy installation. 










Sn a ee ae 



















KENTILE 


® 
The Asphalt Tile of Enduring Beauty @ 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1, New York * 705 Architects Building, 
17th and Sansom Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N. E., Atlanta 5, Georgia 
2020 Walnut Street, Kansas City 8, Missouri * 4532 So. Kolin Avenue, Chicago 32, Illinois * 4501 Santa Fe Avenue, Los Angeles 58, California 


KENTILE + KENCORK « KENRUBBER + KENFLEX 
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TFC ORNAMENTAL 
IRON ACCESSORIES 


Inexpensive accessories that add the finishing touch stands, house markers, weather vanes and ornaments 
to a home mean extra profits for you. These popular _are beautifully crafted by skilled artisans. 
products of America’s Foremost Ornamental Iron They’re easy to stock, easy to display, profitable to 
Company are designed and priced to sell on sight. sell. Join the hundreds of dealers whose cash registers 
They are building extra profits for dealers. are ringing with sales of TFC Ornamental Iron 
TFC screen door grilles and grillettes, mail box Accessories. Order a stock for your store today. 


Nae 


BIG DEMAND — 50% PROFIT IN uf wm: Order these volume-building 
TFC ORNAMENTAL IRON FINISH C) products through your job- 


ber or write us today. 


New plastic product gives a | RxeSecemear hoa 
beautiful, durable finish to all aan Rae Sor Cenenetare ane Stans 


metal surfaces . . . prevents rust 

and oxidization. There’s nothing 

like it on the market. Finish has TENNESSEE FABRICATING 
b tested in all kinds of 

camila It’s empaiaeid. A COMPANY 

rator colors and antiques. America’s Foremost Ornamental Iron Plant 


1509 Grimes St., Memphis, Tenn. 
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Selten Mays Fest 


iS FIRST AGAIN 








THE GREATEST DEVELOPEMENT IN OVER A CENTURY! 
CUSHIONED HEAD 


Easy on “Shambs 
PLAS-1T-CAP THUMB TACKS 








It's in the coating—softens shock 


to the thumb—looks brighter for 
S F i a better decorative effect. Stock 
Shelton and watch them outsell 


AMERICA’S FASTEST SELLING ‘Wigumanibate 
TACK LINE ON DISPLAY AT 


SPACE 9/1-A 


) GRAND CENTRAL PALA 
. NEW YORK, N. Y. 














Available from 


SHELTON TACK CO. e HOLLAND TACK CO. 
SHELTON, CONN. BALTIMORE 31, MD. 
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National Metal 
THRESHOLDS 
and SILLS 


~~ A GLITTERING STAR IN” 
YOUR "HOME IMPROVEMENT" 
DEPARTMENT 


National carries a full line of sales- 
tested thresholds and sills, extruded 
from dies of our own original design. 
Of highly polished brass or aluminum, 
each unit is cut to size and individ- 
ually wrapped. 


Drilled, counter-sunk . . . hooks and 
screws included. A wide variety of 
designs—wide, offset, narrow, stand- 
ard and waterproof. 


Write for Catalog 
of Stock Designs 


NATIONAL METAL 
PRODUCTS COMPANY 
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SCREEN STAIN 





























HARDWARE 





94 HARDWARE AGE, SEPTEMBER 17, 1953 





On television—in leading magazines—right through your 
screen-selling seasons—Alcoa ads will be using human- 
interest “stoppers” to give your customers the NON- 
STAINING story—the story that will sell more screening 
for you, help you ring up extra profits! Aluminum Company 
of America, 1922-J Alcoa Building, Pittsburgh 19, Pa. 








ALUMINUM COMPANY OF AMERICA 
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PLACE YOUR ORDER NOW! 


Display ALUMINUM Screening! 
Feature the ALCOA Label! 


Tough, long-lasting screen wire of 
Alcoa® Alclad Aluminum meets 
Federal specifications. It is woven 
to the most rigid standards of 
quality by these leading screen 
weavers. 
Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Co. 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products Co. 
Gilbert & Bennett Mfg. Co. 


Hanover Wire Cloth Div. 
(Continental Copper & Steel Industries, Inc.) 


Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. Company 
Keystone Wire Cloth Co. 
New York Wire Cloth Co. 

Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 
Phifer Aluminum Screen Company 


Reynolds Wire Division 
(National-Standard Co.) 


Southern Aluminum Cloth Company, Inc. 
Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 
Wickwire Brothers, Inc. 























There is a... 
King-OfAlL Kleener for 


SEWERS ... SEPTIC TANKS... BOWLS 
GREASE TRAPS . . . DRAIN PIPES 











No “Peaks” or “Valleys” —In demand the 
year around, sales of King-Of-All Kleeners 
are not limited to seasonal “Peaks” or 
“Valleys” ... Promote them through your 
plumbing or household departments and 
reap the profits that come from frequent 
repeat sales of related items... 


Advertised Nationally—in leading shelter 
magazines—farm papers—and to motel, 
trailer park, office and apartment building 
managers .. . 

Available Through Hardware Jobbers— 
write King Manufacturing Company for 
the name of your nearest jobber. 








Sewer and Septic Tank Kleener— 
In demand wherever Sewers and Sep- 
tic Tanks exist . . . Dissolves greases 
and other solids . .. Thus permitting 
the bacteria to do their work without 
the addition of any other Reactiva- a . 

‘ ve 4 Dishmaster sé 
tor. Cleans sewers of greases, solids : : oF agi push-button « 


and tree roots. a oe j ie mixing faucet. 
i ‘ rae . “Uhag 4 ; holds deter 
Drain Pipe Kleener—-Dissolves hair and ING « lerated suds 


greases . . . Tops for cleaning drains in 4 — aylon brush at 
Barber Shops, Beauty Parlors, Apartment Sewer and _ Just release t 


Buildings and Private Homes .. . Septic Yous r , = 
Kleener, *gal- 2 


Grease Trap Kleener—Quickly relieves lon cans, 4 
any clogged or sluggish grease trap— pila ae & j : 
Easily applied—simply pour the cleaner " NS \ 


a. 
Re, cas Tank Good 

bst Ove Fibrous 

Werg ¢NS from 





y aS 


into the drain— 5 


S| 


films—leaves the bow] sparkling white— 
and with a fresh rose scent— 





Bowl Kleener —Dissolves stains — cuts F ‘ke ; i; 5 
ee” &: 


._ - 
Territic C 
Drain Pipe Kleen- Cabinet | 


er, *12 oz. cans, 
24 per case 








Grease Trap Kleener, Bowl Kleener 
*quart cans, 12 per *22 oz. cans KING MANUFACTURING CO. 


case 12 per case 





2601 DAVISON RD., FLINT 6, MICHIGAN 


*All weights and measurements are U.S. Standard. 
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Destributeys! Deslers! Steljoed-Lp production Lives you 9 chance to 


The Push-Button Dishwasher 


it’s a volume seller! Over 300,000 now in use! 
Market still wide-open! 
Hottest-selling dishwasher anywhere! 


WASHES DISHES IN SCRAPING TIME! 


Dishmaster, and only Dishmaster, com- 
pletely washes dishes, silver, glassware, pots 
and pans in the time it takes to get them 
ready for washing in high-priced “‘auto- 
matics”! And a minute’s demonstration 
can prove it to any prospect! 


Here’s an appeal that can turn interest in 
dishwashers into money in your till. And 
see how easily! 


No installation problems. No financing 


Dishmaster serves as both a 
push-button dishwasher and 
mixing faucet. Concealed tank 
holds detergent solution. 
Aerated suds flow through 
nylon brush at press of button. 
Just release button for clear 


«ch- 
ing can v ouch Bown 


DISHMASTER 


The Push-Button Dishwasher _ 


ie 
me ee ee 


worries. No customer kick-backs. A 
down-to-earth price; and an easy-to-tell, 
foolproof sales story! 


The market is huge, wide-open—almost 
everywhere in the country! Thousands of 
leads are already waiting for you. A husky 
national advertising schedule is preselling 
millions more. Now, increased production 
makes it possible to supply more distrib- 
utors and dealers. Get your share of 
the market and profit. Send coupon for 
details. 


ad FO 
* 


a a 
for 


of the 
Dishmaster 


GERITY-MICHIGAN CORPORATION 
Dept. W-12, Merchandising Division 
10 S. Superior Street, Toledo 4, Ohio 


Send me details of the Dishmaster Deal. 
lama distributor O adeoler O 


Nome 


a 


—_ 





Firm 





Address_ 





City 





































Sag~ $75 


DELUXE sparkling chrome-plated, 
upholstered step stool featuring curved 
back and rubber-matted 

non-slip steps. In red, 
blue, yellow, green, 
black, and white. 

List Price $15.45* 


#$70 (same without back) 
List Price $10.95* 





$40 


FAMOUS budget-priced, chrome-plated 
upholstered stool —a sure fire 
promotion leader! Steps fold 
under seat easily, securely 

In red, blue, yellow, 

green, black, and white. 

List Price $8.95* 




















$45 


STANDARD best-seller step stool in 
store after store. Chrome frame 
expertly finished. Comfortable 
plastic upholstery cleans 
easily, lasts a lifetime. 

In red, blue, yellow, 

green, black, and white. 

List Price $12.45* 






























WAGON TABLE WITH SHELF is a streamlined 

chrome utility table on wheels that doubles 

as a modern serving wagon. 

In red, yellow, and 

grey mother of pearl. 
List Price $24.95* 


#15 
(same without shelf) 
List Price $17.95* 








DROP LEAF WAGON TABLE makes handy breakfast 
nook table as well. Laminated 

plastic top is heat and stain 
resistant. In red, 
yellow and grey 
mother of pearl. 
List Price 
$27.95* 


#120 
(same with shelf) 
List Price $34.95* 















Sgr B58 


BATH STOOL in gleaming chrome has a one 
piece hardwood seat covered in 

colorful plastic. In rose, 
peach, blue, yellow, green, 
black, and white. 
List Price $6.95* 















HIGH CHAIR has plastic upholstered 
built up seat and back. 
Chrome-plated tubular steel 
construction means 
rock-ribbed safety. 

In red, blue, yellow, 
green and grey. 

List Price $18.95* 













Sagn R7 


YOUTH CHAIR means volume sales 
in the “‘too big for high chair, 

too small for adult chair’’ 
market. Built up, uphol- 
stered seat and back. 
In red, blue, yellow, 
green, and grey. 

List Price $10.95* 











= ow =m ALL HANDS POINTTO O30 OE 


THE FASTEST SELLING convenience 


GILTON.. 





MANUFACTURING CORPORATION 








LINE IN HISTORY! 





HOUSE AND LAWN chair is GILTON'S 
answer to the growing demand 

for outstanding aluminum 

summer furniture at 
a practical price. 
Weather-proof chairs 
stack neatly to save 
space. Heavy duty 
woven plastic web- 
bing comes in 

color combinations 
of red and yellow, 
blue and yellow, or 
green and yellow. 


List Price 
$14.95* 


CHROME METAL 
PRODUCTS OF 
DISTINCTION 
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As a dealer you profit two ways: 


1. You sell more Gas Heaters be- 
cause the TEMCO line is sold for 

Tt you with powerful national ad- 
vertising. 

2. You gain invaluable customer 
good-will because of TEMCO’s 


low prices, fine furniture styling 
and matchless performance. 





Your customers profit because they get: 


1. More heat for less money. 


2. The size and style of heater to 
meet their exact heating needs. 


Find out for yourself why the TEMCO line of 
vented and unvented gas heaters is the top 
money maker for thousands of dealers like 
yourself all over the country. It's simple. 
Just fill out the coupon below. 





a 


§ =TEMCO, Inc., Dept. B-519, . 
Nashville 9, Tennessee 


Show me how everybody profits when | sell TEMCO 


== 
Gas Heaters. 
» iB 5 
a) TFEMEG, in. ee 
NASHVILLE. TENN. 


Name 
BUILDER OF OVER 1,250,000 GAS APPLIANCES 





*Prices slightly ™ 
west of the Misi 





Address 





City Zone State 
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ing. $3.50. 


New Taylor Combination 
Candy and Deep Frying 
Thermometer is cali- 
brated in 2° graduations 
...a Taylor exclusive 
for precise cook - 















New Taylor Dial-Type 
Roast Meat Thermom- 
eter Hermetically 
sealed. Pre-set indica- 
tor for quick roasting 
checks. 6 to a carton. 
$3.50. 









Elmont Standing Storm- 
guide * Barometer in 
mahogany case with 
brass feet. Makes 
weather predicting as 
easy as telling time. 


$10. 


F NOT, now’s the time to get em. You see, these nine instru- 
I ments are Taylor’s first string team in the hardware field. 
They move fast in tough competition ... that’s why they score 
with dealers. You can’t lose if you stick with this lineup because 
each is a star performer. Check your stocks and call your whole- 
saler today! Taylor Instrument Companies, Rochester, N. Y., 
and Toronto, Canada. 


This Indoor Wall Ther- 
mometer was designed 
by Raymond Lowey. 
Blue lacquered back, 
6” x 1”, with bold 
white numerals. $1.50. 


TAYLOR 
100 











The Taylor TEMPRITE* 
Window Thermometer. 
A really rugged ther- 
mometer in the popular 
price range. 12 to a car- 
ton. $2.00 each. 





New Outdoor Window 
Thermometer has tran- 
slucent back for easy 
reading. Adjustable 
stainless steel mounting 


bracket. Only $2.75. 


This Famous Liquid-in- 
Glass Roast Meat 
Thermometer is still 
a best seller. Sell Taylor 
accuracy at the modest 
price of $2.00, 











The Taylor Indoor-Outdoor 


Thermometer tells how cold 
outside—how warm inside. 
Every box has complete in- 
structions for quick installa- 


tion. $7.50. 














New Remote Reading Home 
Freezer Thermometer makes 
it possible to check freezer 
temperature without opening 
the door. Range minus 40° to 
plus 70°. $4.50. 


*Trade-Mark 


INSTRUMENTS MEAN ACCURACY FIRST 
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Kutlermai( is the most profitable 
line in my Store: .. 


says Paul Evans, owner, 


Brookville Hardware, Brookville, Pa. 


Kalbeunutite & HOUSEWARE 


The original ... complete ... nationally- 
advertised line of rubber housewares. 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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No. 113C 
STRAIGHT TRIMMER 


112C—7” 
112c—8” 
113C—6” 
113C—7” 
113C—8” 
134c—7” 
134c—8” 
135C—7” 
135C—8” 
128c—8” 
173 —8” 
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ITS NEW! EXCLUSIVE 


THE M- T (weao-rexsion) ADJUSTMENT 


ON DELUXE KLEENCUT SHEARS 


M-T gives you... 





(4) 


(1) Adjustable Tension . . 
(2) Adjustable Tension . . . for comfortable, easy use. 





SENSATIONAL ! 


. to cut various thickness. 


(3) Longer blade sharpness through proper adjustment. 


Simple-easy disassembly and reassembly for sharp- 
ening .. . and Micro-Tension will hold its adjustment! 


A— SLOTTEO NUT 














S 


8 — SPIDER WASHER 


©— 


0 — PIVOT SCREW 








Pat. Pending 





easily, quickly: 
Directions: 


Set any desired tension between blades yourself, anytime, 


(1) BLADES MUST BE CLOSED WHEN ADJUSTING 
(2) Use penny or dime to turn Slotted Nut (A). 


C — TENSION WASHER 








M-T AVAILABLE ON THESE SHEARS 
STRAIGHT TRIMMER, 
STRAIGHT TRIMMER, 
STRAIGHT TRIMMER, 
STRAIGHT TRIMMER, 
STRAIGHT TRIMMER, 


FULLY NICKEL PLATED 
FULLY NICKEL PLATED.. 
BLACK ENAMEL HANDLES 
BLACK ENAMEL HANDLES 
BLACK ENAMEL HANDLES 


BENT TRIMMER, FULLY NICKEL PLATED 

BENT TRIMMER, FULLY NICKEL PLATED 

BENT TRIMMER, BLACK ENAMEL HANDLES 
BENT TRIMMER, BLACK ENAMEL HANDLES 
LEFT-HAND SHEARS, BLACK ENAMEL HANDLES 


RUG SHEARS, BLACK ENAMEL HANDLEG....................0..... 







aE ACME SHEAR CO., « 


TO RETAIL AT $1.79 


TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
TO RETAIL AT 
.TO RETAIL AT 


alinger 


1.98 
1.19 
1.39 
1.49 
1.89 
1.98 
1.39 
1.49 
1.79 
1.79 


MANUFACTURING PLANTS 
t ( Bedford 










DELUXE 
KLEENCUT 
-~USA.— 


1@ 











No. 135C 
BENT TRIMMER 
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Du Pont helps you 
sell sponges! 


Large ads in these national magazines 
will have your customers 
looking for genuine Du Pont Sponges... 












<n Pru, 

a Semutiees by > 

Housekeeping 
we 


45 apycanste 1 


Look at the powerful sales help coming up for Du Pont 
Sponges! Look at this extensive advertising! You’ll see (and 
so will your customers): 
@ SATURDAY EVENING POST ADS... up to full color, full 
page size! 
@ OTHER BIG ADS in LIFE and GOOD HOUSEKEEPING! 
@ NEWSPAPER ADVERTISING in various cities. 
@ TV ADVERTISING on the Du Pont CAVALCADE OF 
AMERICA. 
Du Pont Sponge fall advertising program starts with full 
page, full color POST ad October 3. So cash in on the bigger- 
than-ever sales appeal of Du Pont Sponges now... ordera 
full line today. 


E. I. du Pont de Nemours and Company, Inc., 
Specialty Sales, Wilmington 98, Delaware 


Look for this oval. It identifies the 
@ only sponges made by Du Pont! 


G86. u. 5. pat. OFF 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 







<5 
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PACK WALLOPIN 
BIG SALES 


THAT WILL PUSH YOU SMACK 
INTO THE MIDDLE OF THE 
“DO IT YOURSELF” MARKET! 
















> A SayresCrest sale means quick profits from your present stock of: — 
PAINT - BRUSHES - SEALER - VARNISH - THINNER - SANDPAPER 


The “do-it-yourself” trend is sweeping the country! 
Here’s a real leader that answers the demand and Wi V) 
will make the big tie-in sales for you from present stock. 


EASY-TO-MAKE CONTEMPORARY FURNITURE 


Genuine Philippine Mahogany Table Tops individually packaged in varying sizes. Parkerized, black 
cold-rolled steel legs available in several sizes and packaged in sets of four. Combined together, these 
materials make outstanding contemporary furniture in minutes. Give your customer the selection he 
wants. Take advantage of the $100 per household that will be spent on “do-it-yourself” this year. 
Twenty-one furniture pieces through combinations of legs and tops—big profit items taking little 


floor space and inventory. 














Your own tools for the sale of SayresCrest FabriKITS 
include... Consumer Advertising in Life, Living for 
Young Homemakers, Better Homes and Gardens, Sun- 
set. Plus... Convincing material to get In Store Traffic 
—Direct mail, stuffers, mat service, radio scripts, 
television continuity. Plus... Powerful Point of Pur- 
chase material—Giant Posters, Counter Cards, Win- 
dow Streamers. 





wns yot 
steel! It 






will be the ki 

ae pe A, j ardized on st 
SayresCrest steel hairpin legs are 7 “feel of steel. 
that delivers 


also sold separately for self- 
designed furniture. Sizes 6”, 12”, 








16”, 28”. : 4 “ae Steel make 
ayltsC€a C Oo M PA N Y completely w 

... there is n 

Dexter Horton Building . Seattle 4, Washington ea 

ty industry. 

more. Make 
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There is no substitute for STEEL 








Ray-O-vac SHEATHED in STEEL 


TOP, BOTTOM 
ANO os SIDES 
HEN YOU WANT a durable, lasting article—have it made of 


Writ It’s the metal that makes the nation. . . is, and always 

will be the king for strength. And that’s why Ray-O-Vac stand- 

ardized on steel. Pick up a Ray-O-Vac battery. Heft it. Get the 4 

“feel of steel.”” Here’s sealed-in-steel LEAK PROOF construction » RAY-O-VAC 

that delivers the absolute tops in power and performance. l ROU CO M PA NY 
Steel makes the difference. Ray-O-Vac batteries are sealed Madison, Wisconsin 

completely with a casing of quality steel, top, bottom, and sides . ‘ Ray-O-Vac Canada, Ltd. 

... there is nothing else like them on the market. Here’s quality = Winnipeg, Manitoba 

construction that makes Ray-O-Vac the top performer in the bat- é 

tery industry. It costs us more to make... but it costs you no 

more. Make your future orders . . . Ray-O-Vac. 
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CAPTAIN RAY-O-VAC SAYS 


BRIGHTEN YOUR SALES 
PICTURE WITH THIS 
NEW RECRUIT ! 


Acs; » 


—— 
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oi 
ae 
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Here is America’s newest and most versatile lantern. 


The switch is conveniently 
placed at the top of the handle 
—a truly one-hand lantern. 
Equipped with a flasher but- 
ton for signaling. Prefocused, 
with a full three-inch vacuum 
aluminized reflector for per- 
fect spot and piercing beam. 


The Ray-O-Vac #398 
HUNTER Lantern 


@ Uses 8 #2LP Ray-O-Vac LEAK 
PROOF brand flashlight batteries 
or one #941 lantern battery. 
No bulb changing. Uses new 
PR 15 bulb. 


® Packed in attractive indi- 
vidual carton, 


® Convenient to stock—comes 
12 to a standard package. 


RAY-O-VAC COMPANY 


Madison, Wis, *« Ray-O-Vac, Canada, Ltd., Winnipeg, Manitoba 
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Hunters, 
fishermen, 
Car Owners, too- 
All will buy it, 
more sales for 
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SPORTSMAN flashlights 


Ray-O-Vac tells your customers about the Sportsman flashlights 


FLASHLIGHTS 
IN 3 SIZES - 
DISPLAY THEM ALL 
YOU'LL SEE 
SALES RISES! 


in ads like this running in national magazines. 


This ad appears in Saturday Evening 
Post, October 31; Progressive Farmer, 
November; Collier’s, October 16; Coun- 
try Gentleman, November; Farm Journal, 
October; Farm & Ranch and Southern 
Agriculturist, October. 

SPORTSMAN flashlights are the 
perfect companions for the outdoor 
man. Whether the S22F two-cell, the 


$32F three-cell, or the $21F junior 
size, these sturdy ring-clipped flash- 
lights can be depended on in any 
weather. Mounted on display card or 
available in small individual cartons. 
And of course they use famous Ray-O- 
Vac LEAK PROOF Brand flashlight bat- 
teries—the only batteries fully sealed 
in steel. 


RAY-O-VAC COMPANY 


Madison, Wisconsin « Ray-O-Vac, Canada, Ltd., Winnipeg, Manitoba 


109, 





IF A REAL HOT ITEM 
YOU'D LIKE TO SELL 


SAV-A-LIFE 


WILL RING THE BELL! 


ing’ 


Ray-O-Vac pre-sells your customers with ads like this 
which feature the new SAV-A-LIFE 


SAV-A-LIFE, the flashlight every 
motorist should own. It does a 
dual safety job. Red glow is warn- 
ing light visible for long distance 
... and there’s a strong white flash- 
light beam too. Every motorist 
should have one in the glove or 
trunk compartment. 


This full-color ad in Saturday Eve- 
ning Post, Oct. 3; Progressive Farmer, 
Oct.; Pathfinder, Nov. Ray-O-Vac 
sells the need for this new SAV-A- 
LIFE and features Ray-O-Vac 
LEAK PROOF Brand flashlight bat- 
teries—the only batteries FULLY 
‘SEALED IN STEEL.” 


RAY-O-VAC COMPANY 


Madison, Wisconsin « Ray-O-Vac, Canada, Ltd., Winnipeg, Manitoba 


110 


(wn My 
(——— 


pranty Ny 
RAY Onc) 


HARDWARE AGE, SEPTEMBER 17, 1953 


Western 
without : 
most fa 
ammuni 
you sho 
know wh 





lt PAYS to KNOW 
Your Shot Shells 


a 












Easiest way to impress a man is to show | § en 1 | 


interest in his hobby...and a third of 
Vv IN SALES all men are shooters. Be a good ammuni- 
UV IN NEW CUSTOMERS tion salesman and build your whole FOR THIS 


store’s reputation for “‘good service and 
A shooter appreciates the salesman who is extra careful. 


know-how.” 
Make sure each box of shells is: ] 3 a 





















1. THE CORRECT GAUGE PAGES OF 
2. THE DESIRED SHOT SIZE. Most shooters will specify; AMMUNITION 


but if they ask advice, it’s a great opportunity 


to build good will. oor? FACTS AND 






















oiae a 7/2 oF 8 
Ld U 5, 6 or e 
5 or 6 4, Pheasant Dov woodcoek SHO0 TING 
4 hooting Quail 
4 - Duck S 5 
= ‘aan Duck Shoolin® | (over decoys) |} prairie Chicken Rail TIPS 
$e not ov 
Goo une Grouse . 
Turkey Small Winged 








rabbit Pests FULLY 
Lorge Furred ate anorner MUNA Ea) 


HOW ABOUT BRAND? Send 


PRODUCT 
When a customer leaves ~ couP ON 


the brand “up to you”, TRADE-MARK ’ 
make a definite point of 

recommending the brand $ H 0 TG UN h) H E L L $ 
you know will perform 
best. If he’s going out for 
ducks, for instance, say: 
“I recommend these... 
Western SUPER-X... 
without a doubt, it’s the 































Dept. 153, Arms and Ammunition Division 
Olin Industries, Inc., New Haven 4, Conn. 












Please send Western Ammunition Handbook. 





eee 


most famous name in NAME___ 

amenunttion and when STORE NAME__ i Se ae a . 

you shoot ’em, you’ll 

know why.” ADDRESS____ as ‘i ae DE 
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COMPLETE 


FISHING OUTFITS 


N.Y. Premium Show 
Booth 203, Hotel Astor 
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—everything they need 
to go fishing 


in one attractive package! 


See us at 1953 


New York City 
Sept. 21-24 








Shown here #044— 
ideal for prizes and premiums. 


© Sensational for premiums, gifts, prizes, 
presentations! Something new and different 
with tremendous appeal. 


@ Models for young and old—beginners or 
seasoned fishermen. 


@ Nothing is lacking—everything they need— 
every outfit in its complete package— 
meets all postal regulations for mailing. 


@ Famous names that sell on sight— 
Montague Rods, Ocean City Reels, Heddon 
Baits, Newton and Gudebrod lines, Pequea 
hooks, Barracuda spoons and salt water 
lures etc., etc. 


@ Every item top quality you’ll recognize 
instantly. Self displayed with dustproof 
cellophane cover. 


@ Every type of outfit—baitcasting, 
fly fishing, salt water, river and lake trolling 
outfits. Fifteen numbers to choose from. 


@ Priced to retail from $3.95 to $69.50 


OCEAN CITY MFG. CO. 


“A” and Somerset Sts., Phila. 34, Pa. 


Write for free catalogue and complete price ist. 
Dept. H. 9. 
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Send 


FOR THIS 
FREE BOOK 


HOW IMPORTANT IS 


A third of your customers are shooters... so 
this is important: very often, sportsmen will 
judge your knowledge of everything you sell by 
your knowledge of firearms and ammunition. 
HERE’S A BIG HELP...an easy-to-read, 
illustrated book prepared especially for gun 
. FREE! .. . tells what kind of rifle 
or shotgun for each kind of shooting and hunt- 
ing. Send for it... read it and refer to it. 
and be ready to “bag the limit” in shotgun 
sales and regular customers for your store. 


salesmen . . 


EVERYBODY 
SHOOTS BETTER WITH 


TRADE-MARK 


SHOTGUNS 


FREE! SEND COUPON 


WINCHESTER GUN SALESMAN'S HANDBOOK 
Made especially to make your job easier. Tells which guns for which kind 
of shooting ... 22's, center fire rifles, shotguns. Beautifully illustrated. 
Dept. 373, Arms and Ammunition Division, Olin Industries, Inc., 
New Haven 4, Connecticut. 


Please send GUN Sal "s Handbook 





YOUR NAME_ 





STORE NAME_ 





Oo a a 





CITY. __STATE_ 
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“KNOWING YOUR FIREARMS ano AMMUNITION?” 


WINCHESTER 


‘Shotgun Season! 
ell your Share 
















(7s Some Tips On 


meena 

















SELLING SHOTGUNS 


) Right away, hand your prospect a gun. This 
gets him in the mood to seriously consider a 
purchase now. As you let him get the “feel” of 
the various guns in your rack, you can point 
out the features ...... let him talk, too. Ask 
him what he likes to shoot. When upland game, 
wildfowl, trap and skeet are mentioned in your 
conversation, he’ll realize how many uses a 
shotgun has ....... be sure he knows the 
value of quality, why a Winchester shotgun 
makes a man most proud to own one. The way 








Winchester rifles and shotguns are designed, 
the craftsmanship, the Proof Test, the steel 
and Genuine Walnut. 


GENERAL RECOMMENDATIONS: For Upland Game, a light 
gun with open bored barrel. For Wildfowl, all 
the gun he can handle, full choke. For Trap, 
12-gauge full choke, 30” barrel; for Skeet, 12 
or 20 gauge open bore repeater. For all around 
use: 12-gauge, 28” barrel, modified choke ... . 
for youngsters, women, and small men, recom- 
mend a 16or 20 gauge gun....... most people 
find a pump gun most comfortable. 

Try to avoid selling a ‘‘cheap” gun; he may 
associate its poor performance and breakdown 
with your store. Sell him a genuine Winchester 
and build satisfied customers for your store... 


for everything you sell. 
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THE ALL-NEW OZ LCCG/LEE/L. 12 For 1954 


— Tenotlouth aa 
Motor ever Guilt: mail 


















@ Whatever the use, wherever the need, 
the all-new Buccaneer 12 sets the pace for 
modern outboard performance. It does the job 
of four different motors, thanks to all-new 
engineering. Get smooth power at any speed, 
troll all day long, then just twist the throttle 
and you'll get full-speed performance 
instantly — no roughness — no other 
adjustments. Any speed you choose 
from the slowest to the fastest, you'll “4 





REMOTE CONTROL SYSTEM 


Now the new Bo’sun remote con- 
trol system for owners who want 
the ultimate in outboard han- 
dling ease. Two smartly styled 
handles are all you need for gear 
shift and throttle control, and 
after the original installation 
has been made in the boat, 
the Bo’sun system attaches to 
the motor in a matter of 
seconds. 


get the same uniform results. For lightning-quick starts, 
there is the new separate automotive-type choke and for all day 
running the cushioned steering handle assures vibrationless boating 
comfort. For fishing or family fun you just can't beat the 

new Buccaneer 12. 

That’s not all—there are the new Bo’sun accessories, the new 


Buccaneer styling by Brooks Stevens, and like all Buccaneer motors, 
they're priced less than other fine outboards. 





The all-new Buccaneer 12 will be at the National Hardware Show October 5 through 8, 
at Booths 27, 28 and 94, Fishing and Hunting Division. See it there. 


3 OTHER MODELS 





THE NEW BO’ "SUN ACCESSORIES — Remote 
ty \ fuel system—the Bo’sun fuel system 
attaches to the new Buccaneer 12 in 
less than a minute. It is the safest, 
most flexible, most dependable sys- 
tem yet. The unique suction princi- 
ple of the Bo’sun system eliminates 
complicated pressure hoses and can 


5 b.p.—2 Models 


3 b.p. Deluxe— —Standard or 


Only 29 pounds, Deluxe—popu- be used with the five gallon can 
seen features, lar price with supply or any other fuel tank, either 
‘ow cost, full the value features built in the boat or portable. 





pivot reverse. sportsmen want. 


ALL HORSEPOWER RATINGS CERTIFIED BY THE OUTBOARD BOATING CLUB OF AMERICA AT 4000 R.P.M. 


GA LE PRODUCTS “ 


DIVISION OUTBOARD, MARINE MANUFACTURING co. 
GALESBURG, ILL. 
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| sd VIN CHESTER 


This Book will help you 
Become every Sportsman's 


W CHESTER 


N 
NVTVON WANDBOOK 





> \ Favorite Salesman 


AMM 
ee. 





A man trades where he has confidence in “the 
man behind the counter”. One of three men is 
a shooter...so it’s important that you be 
familiar with the ammunition you sell. Get a 
WINCHESTER ammunition handbook... it’s | 
FREE ...just send coupon below. Plenty of 1. BE SURE OF THE GAUGE 
shotgun shells will be sold in the coming months A man with a 12-gauge gun needs 12-gauge shells. So | 
---8ell your share...and build customers for be sure when you hand him his shells... 410, 10, 12, i 
| 
| 
| 
















your store by following these two simple rules: 16, 20 or 28 gauge. He’ll appreciate your carefulness. 


2. BE SURE OF THE SHOT SIZE 


Many shooters have established preferences, but some | 
are “open to suggestion”. Being “able to recommend”’ 


| 

IF THE CUSTOMER a . : is a service he’ll remember. ! 

oesn’t specify the 
, brand, be sure you specify a brand you | 

know will deliver top performance. If you 

say, ““These are Winchester shotgun shells 

...made by the famous Winchester fire- 

arm people,” you’re making a recommenda- 

tion you know will pay off to you in cus- 

tomer confidence and long-term future 

business, SANT, p = 

E, RABBIT, MAMHICKEN, 





ANOTHER PRODUCT 



























FOR TRADE-MARK 
WILDFOWL SHOTGUN SHELLS 
AN Pee ee ee SS SS SS es ee ee e-_ ee e - = 
Ls | Dept. 653, Arms and Ammunition Division I 
LONG RANGE | Send Olin Industries, Inc., New Haven 4, Connecticut | 
: SHOOTING Please send Winchester Ammunition Handbook. 
re | Coupon NAME a | 
STORE NAME 
| a ccrstnsceiianinaiaitiis ee ee 
| City Ce eee 
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ADVANCE NOTIC 


to all who want to cash in 








on a big sales opportunity 


On October 5, during Fire Prevention Week, Life magazine will 
carry a powerful, full-page, two-color ad featuring the brand-new fire 
extinguisher that’s practically selling itself wherever it’s shown— 
Pyrene’s push-button home and car unit that retails for only $7.95. 
The sensational story this advertisement tells will be read in one out 
of every 4 homes in your community. It’s really going to step up 


demand. So order your stock right away. Get up the “As Advertised 





in Life” point-of-sale material that comes packed in every 3-unit 
carton. See your wholesaler today or write to Pyrene Manufacturing 


Company, 584 Belmont Ave., Newark 8, N.J. ryrne: Reg. TM of Pyrane Mle. Ce 
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HUNTING CLOTHING 





























BUILDS STORE TRAFFIC... 


MAKES MORE MONEY 





It’s no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD i 
line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale. | 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 
. remember too that at least one of the RED HEAD "193 
ways to make a profit” can mean that extra sale that will con- 
tinually boost your profits to new highs! 





These three headliners are real drawing cards... 
they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. "‘Bone-dry”’ 
comfort in itself sells for you. ..add the best all- 
around designing and you can build up your own 
>»  store’s reputation by making RED HEAD your "'top” 
line this fall, 








“Bone-dry’’ HUNTING COAT 


“Bone-dry'’ Zovaves 








““Bone-dry’’ Hat-cap 
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6”, 8’ 
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wheel: 


AGHIW THESE _— 
FAMOUS FIRIUS They « 
OFFER STARTLING saben 
"FISHING FIRSTS” ment. 













































































round 
BRISTOL compe 
Bristol’s 1954 rods are spectacular! Imagine! 23 wh 
New, sensational models in gleaming, green Nyglax; 
with sporty windings of gold and gold overwound GLEA 
with glamorous green. New actions, colors, grips, 
lengths, materials and weights. (5 
RAIN-BEAU ve 
Rain-Beau’s done it again! More “fishing Display 
firsts” that make enthusiastic customers and mer- Space 
chants. Among the newest “firsts” are: Stop Lite, the Effort. 
world’s first practical self-measuring line . . . Glasline, 
the first and only glass fibre fly line. 





THE SPINOOK 

Bristol’s style leader with gold anodized ferrules and 
—_ and gold windings. This luxurious spinning rod 
ists at $25. 


RAIN-BEAU STOP LITE 
the world’s first practical self-measuring line; changes 
its color every 3314 yds. Priced from $3.20 up. A “must” 


for every angler. 





























Torrington, Connecticut 


Since 1826 
UNION HARDWARE CO. BRISTOL HORTON, INC. RAIN-BEAU PRODUCTS CO. 
THE SPRINGFIELD CO. JOSEPH T. WOOD CO. THE T. H. WOOD CO. NEW YORK «© CHICAGO « ATLANTA * LOS ANGELES HARDWAR 





Buy THE SPORTS BRAND MILLIONS DEMAND! 





mn 
ili, 


aes 


Wherever People 


Work and Play 


In 


They're Buying 


GLEASON WHEELS 
Like These! 


6”, 8”, 10” and 12” Steel Disc, Ball Bearing Wheels with 
Semi-Pneumatic Tires have proved to be the Best Selling 
Wheels for the Hardware Trade. The biggest volume of 
Semi-Pneumatic Tires are made in these sizes. Millions of 
wheels in these sizes are purchased annually by Equipment 
Manufacturers. 


Sell The Proved 5 Best Sellers! 


They are in the vital load carrying range of 60 to 250 lbs. 
per wheel... for Rotary Mowers, Garden Tractor Accessories, 
Caddy Carts, Garden Furniture and other portable equip- 
ment. An investment of less than $55.00 gives you as well. 
rounded and profitable a Wheel Department as your largest 
competitor . . . all 5 popular sizes in a total stock of only 
23 wheels. 


GLEASON 521 Wheel Deal—Sells Them for You 
(5 Sizes — 23 Wheels) 

Your customers See ‘em, Spin em, Buy 'em. Wheel Deal 

Display provides Maximum Display Punch in Minimum 


Space . . . Maximum Profit with Minimum 
Effort. Mail the coupon NOW. 











nn 


GLEASON®CORP. Wy 


6511 W. State Street, Milwaukee 13, Wis. 
Please send us All The Facts on 
the 521 Gleason Wheel Deal. 





Nome. 





Address... 


a a ib iene me 





City....... 
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These are the toys you have seen and read about in 


such magazines as Life, Saturday 


Collier’s, Popular Mechanics, Parents’ 


Post, 
| Beye) 


and on coast-to-coast radio and television programs. 


This year’s campaign, the greatest ever, assures un- 


precedented retail demand for Model Toys in 1953. 


No. 2013— NEW 
Barber-Greene Bucket Loader 


Leading toy for ‘53—the completely new model of the latest 
Barber-Greene machine. The buckets scoop up earth, move to 
the cop of the loading unit and empty onto a rubber belt con- 
veyor. The conveyor carries the loads forward and dumps them 
into a Model Euclid Truck or Heiliner. One crank coordinates 


No. 2012 
Caterpillar* D6 Tractor and Bulldozer 


Model Toy owners asked us to build this toy, and in just one 
year it has become a best seller. A rugged replica of the giant 
“Car,”’ it levels areas for miniature construction jobs, cuts 
down banks of carth for the Model Heiliner or Euclid Truck 
to haul away. Bulldozer blade adjusts from driver's seat 
Authentic Caterpillar treads operate independently for sharp 
turns. Tow bar for towing other Model Toys. Length, 15”; 
weight, 7 lbs. Fair Trade Price—$12.95. 11 Western Statcs~ 
$13.75. “Reg U.S. Par. OF 





Adams Road Grader 


Leader in the line for four years. An exciting toy for ‘back 
yard engincers."’ With adjustable scraper blade, it levels ground 
for small-scale construction sites, grades and banks miniature 
roads and airport runways. With stecrable “‘knee-action’’ front 
wheels and tandem rear wheels, this toy travels casily over 
roughest ground. Length, 26"; weight, 12 lbs. Fair Trade 
Price —$13.95. 11 Western States—$14.75 


No. 2009 
Euclid Bottom-Dump Truck 





The basic toy for children of all ages. ‘’Knee-action’’ front 
wheels are controlled by steering wheel. A ‘‘universal-type 

coupling between tractor and trailer enables this massive toy 
to ride smoothly over rough ground. Tractor uncouples to tow 
other Model Toys. Dump mechanism is controlled by lever 
Length, 27"; weight, 11 Ibs. Fair Trade Price—$13.95. 11 
Western Stares - $14.75 


action of buckets, spirals and conveyor belt. Length, 22”; 
weight, 10 Ibs. Fair Trade Price—$18.95 
11 Western States—$19.75 


No. 2007 
Unit Mobile Crane 


An advanced coy for the older boy. Its clam shell scoops up 
earth, swings wide on the boom, dumps loads for other Model 
Toys. With cargo hook attached, and ground jacks extended, 
ic lifts astonishingly heavy loads. All operations are crank 
controlled from cab. Front wheels steer, by tow bar. Dual rear 
wheels. Length, 12”; boom length, 19”; 
weight, 7 Ibs. Fair Trade Price—$13.95 
11 Western States—$14.75 











No. 2011 Heiliner-Scraper 






MODEL TOYS ARE 
AUTHORIZED WORKING 
MODELS OF REAL MACHIN 






No. 2014—IMPROVED ~<“™ 
American-LaFrance Aerial Ladder 


Completely redesigned—the most authentic model fire engine 
on the market. New features include die-cast aluminum exten- 
sion ladder with redesigned revolving base, spring activated 
ladder lifts, extension jacks and new auxiliary ladders. A thrill 
packed toy in action. Length, 33"; height (ladder extended), 
42"; weight, 11 Ibs. Fair Trade Price—$19.95. 11 Western 
Stares—$20.75 


No. 2010 American-LaFrance Pumper 


The action toy for young firemen. A rubber hose unreels and 
connects 0 pump-operated tank—shoots stream of water high 
in che air. Equipment includes scaling ladder, hard suction 
hose, fire extinguishers and bell. Front wheels have “‘knee- 
action”’ and steer from driver's seat. This toy and the Aerial 
Ladder form a complete fire department. Length, 18”; weight,7 
Ibs. Fair Trade Price—$15.95.'11 Western States—$16.75 


=) 













<> 
ot 


sturdily constructed of 
welded, heavy-gauge 
steel, equipped with 
famous-make 
rubber tires... 








A huge triple-duty carth mover that scoops up earth, hauls it 
away and dumps it for the Bucket Loader or Crane to pick up 
With manual controls for loading and dumping mechanism, 
this tay works like the real Heilincr. Tows other Model Toys, 
or can be towed itself. The heaviest, strongest toy built thus 
far. Length, 29"; weight, 13 Ibs. Fair Trade Price—$15.95. 


11 Western States -$16.75 Saye 
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they outlast 






other toys 
3 tol! 



























































No. 3: 
12 oz. Pi 


RS Ceteeig 
Dollhead Cloth: 
Tumblers 
Utility Trays 
Utility Slicers 
Bread Boxes 
Utility Dispense 
Cheese Dishes 
Coffee Measure 
Bird Cage Dish 
Coasters 


Si, shemnd~ 


OGERS +1 
r 
ird Cage 
Ura 2 
GARDEN 


YA Decorative Indoor Garden 


ee Rogers’ new bird cage dish garden has more appeal to 
wil women shoppers than anything yet presented by plastic 
manufacturers. It is attractively made of sturdy styrene 
Co , and so constructed that the flower pot can be inter- 
changed readily. 

The papier-mache bird is made in gay colors — cage 
is charcoal black — selection of Rogers’ No. 500 314” 
flower pot, in coral, chartreuse or red. 

Make all these features available to your customers 
at an unbelievably low retail price. 


# 


s 








Ladder 


odel fire engine 
juminum exten- 
pring activated 
adders. A thrill 
dder extended), 
95. 11 Western 





» Pumper 


ose unreels and 
n of water high 
r, hard suction 
sls have ‘‘knee- 

and the Aerial 
1, 18”; weight,7 


res—$16.75. 





Packing: Individy@llly packed in a 
chipboard. Twelve chip- 
boards to a’master carton. 


Weight: 5 Ibs. (master carton) elelesayssee 


RETAIL 
& PRICE 


ROGERS PLASTIC CORP. 98¢ 


WEST WARREN, MASSACHUSETTS 


See you at the 
NATIONAL HARDWARE SHOW 
Grand Central Palace, New York 
October 5 thru 9 . . . Booths 233-234 
Items... 


Other ROGERS Hot 











8, 16, 25, 36 oz. 
No. 351 Vacu-Tite Freeze-Paks 
No. 338 12 oz. Vacu-Seal i No. 318 


12 oz. Pitcher 


Dollhead Clothespins 
Tumblers 

Utility Trays 

Utility Slicers 

Bread Boxes 

Utility Dispensers 
Cheese Dishes 

Coffee Measurers 

Bird Cage Dish Gardens 
Coasters 


Round Container 


Freeze Paks 
Stor-Juice Containers 
Iced Tea Spoons 
Napkin Holders 

Ice Cube Trays 
Sugar Scoops 

Dust Pans 

Batter Bowls 

Salad Dishes, 

Maple Leaf Dishes 


Made in 
Styrene & Ethylene 


No. 336 
Utility Dispenser 


Spoon Drip Plate 


Salad Bowls 

Maple Leaf Coasters 
Pitchers 

Tomato Slicers 

Bread Boxes 

Party Spoons 
Measuring Cups 
Apple Design Bow!s 
Apple Design Dishes 
Apple Design Coasters 


Pie & Cake Servers 
Spoon Drip Plates 
Cutlery Trays 

Elm Leaf Dishes 

Soap Dishes 

Flower Pots 
Stor-Juice Sets 
Tumbler-Coaster Sets 
Flower Pot Sets 
Hostess Beverage Sets 


Slicer-Server 


Batter & Salad Spoons 
Batter & Salad Forks 
Utility Bowls 
Refrigerator Dishes 
Pitcher Sets 

Salad Sets 

Butter Dishes 
Sandwich Paks 

Pie Poks 























Get Higher Profits from 
Growing Air-Refresher Sales with the 


sensational NEW ED 
, @ « , Se | 
a ae 
Nationally Advertised 


Nationally Accepted 







In the Sparkling New Container with 
Maximum Shelf Appeal for Bigger-Than-Ever Sales! 










Cash in on 
this Big National Advertising Push! 


From October, 1953 through Spring, 1954, GOOD-AIRE 
will be advertised every month in: 








GOOD HOUSEKEEPING 
'  McCALL'S AMERICAN HOME 





LADIES HOME JOURNAL 
WOMAN’S HOME COMPANION 
BETTER HOMES AND GARDENS FAMILY CIRCLE SUNSET 
AMERICAN WEEKLY THIS WEEK MAGAZINE CHICAGO TRIBUNE SUPPLEMENT 
NEW YORK NEWS SUNDAY MAGAZINE 

























Over 254 million advertising messages... thousands of 


which are read by your customers. 





Plan your GOOD-AIRE Displays Now—Cash in on the Big 
Cool-Weather Demand for GOOD-AIRE. Order today! 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. *Trade-mark 














by 
YO 
WI 





A 


HARDWAR 





ASK WHY, 
by Sept. 25th, 


YOUR CUSTOMERS 
WILL DEMAND 


Off with the old... with Kerns Liquisan! 
On with the new... with Kerns LIQUIKOTE 


the miracle natural finish for floors 


and furniture! 


ASK YOUR JOBBER OR WRITE: J. F. KERNS COMPANY, 350 WEST ONTARIO STREET, CHICAGO 10, ILLINOIS 
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TESTED AND PROVED A NATIONAL SUCCESS 


In 1952, Liquid Aluminum was thor- “owe Liquid Aluminum went national in 
oughly tested in nine major markets ° abtig 1953. Customers everywhere — home 
throughout the country. It was a smash ~~ owners, farmers and industrial users— 
hit — a fast, ‘‘on-sight"’ seller welcomed it with open arms. 


HERE’S THE SUPPORT REYNOLDS 
IS GIVING YOU... 














* MISTER PEEPERS 


‘School teacher extra-ordinary'’ and one of America's most popular and 
best loved television personalities will tell 22 million viewers about 
Liquid Aluminum on his Sunday evening show over NBC-TY. 


TOP NATIONAL MAGAZINES 


Full-color advertisements showing your customers all the wonderful bene- 
fits of Liquid Aluminum will appear in the top paint-selling magazines — 
Better Homes and Gardens and Country Gentleman. 


INDUSTRIAL ADVERTISING 


Informative ads reaching the 168,000 readers of Factory Management 
and Maintenance, and the 85,000 readers of Oil and Gas Journal will 4 
carry the story on Liquid Aluminum to your major industrial customers. 


DISPLAY MATERIAL 


Everything you need for a real, sales-making store feature on Liquid 
Aluminum is provided — window banners, shelf strip, display cards, a 
**Mister Peepers'’ counter card, give away folders and newspaper ad mats. 


GET IN ON THIS NEW BUSINESS . . . VRP 













/ This adve: 


For 
It’s Americ t Versatile Paint! to 
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for Liquid ‘Aluminum, 
A brightness to cellars, 





ee at Dy ; 
See a 

Industrial users are a big market for Liquid 

Aluminum because it lightens and brightens 

as it protects. Makes everything look better. 


This advertisement appears in the interest of the Paint Industry of America 


For more information call your paint supplier or write for list of manufacturers direct 
to Reynolds Metals Company, 2500 South Third Street, Louisville 1, Kentucky. 
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This can of Lowe Brothers Paint 
contains 





PSCC 
NYGOM Cg 


ef 
STANDARD GALLON ™ 


—— ae 


Ms 


This “plus” ingredient has built one of the na- The continued loyalty of thousands of Lowe 
Brothers dealers year after year attests the im- 


tion’s greatest paint dealer organizations. 
It has created outstanding consumer acceptance 
for Lowe Brothers products. It has brought maxi- 


mum turnover and a profitable paint business to 


portance of this “plus” ingredient. Our files of 
their successful histories are open for your in- 
spection. Now—today, write or wire for details 
dealers everywhere through greater sales. It has about a Lowe Brothers agency! 

produced steadily increasing sales volume year The Lowe Brothers Company « Dayton 2, Ohio 
after year. [t has united these dealers as 

one in the feeling that says “I’m glad ’'m 

in the paint business with a line that 


moves... and moves profitably!” Sowe Brother. AY 


This priceless ingredient is SKILL. 


When you place your faith in that, how PAI N i) 
* VARNISHES 


can you possibly go wrong? 
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Se __app 
Scorn 


Masking Tape, 


ed 


SCOTCH Masking Tape 


14" WIDTH z 
DISPLAY NO. 188 ed c, |. 
/ 50: 


Ma 
kes home Painting casio, 


and neater! 


PAINT MASKING 


12 roll counter display of 14x 300- 
inch rolls. Each roll mounted in in- 
dividual holder. 


BRANO 


\ EcoTcH Masking Tape » 


\ 











im 3 ScorcH Masking Tape 


he im- E BRAND 

files of ; {a> Pe DEAL H-2 

poe > (eee A real masking tape headquarters. 

details ane sae Yellow wood cabinet takes no more 
he rs oe Bapnpeen mete counter space than 3 gallon cans 

|, Ohio —<<o Fe of paint. 


ORDER FROM YOUR WHOLESALER... 
DO IT TODAY! 


Includes 24—35¢, 12—59¢ and COT 
12—89¢ rolls. List price $26.16. 
, BRAN[ 
The term “‘Scotch”’ and the plaid design are registered trademarks for the more than 300 pressure-sensitive MAS 4 | N G 


adhesive tapes made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” 


Sound Recording Tape, ‘‘Underseal” Rubberized Coating, ‘“‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk” 
Non-slip Surfacing, ‘‘3M”’ Abrasives, 3M” Adhesives. General Export: 122 E. 42nd St., New York 17, N. Y. 
In Canada: London, Ont., Can. 


AND REMEMBER: 3M’s Simplified Sandpaper Program makes ordering and selling sandpaper easier. Just 8 grits fill 99% of all 
customer needs. Stock up now— it’s an ideal tie-in with “Scotch” Brand Masking Tape with every paint sale. 
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a complete cabinet 
hardware department 


@ handy ‘Pak”’ with clear acetate 
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Semi-Self Service 


What happens when a service-type store 


converts to semi-self service? How does 





this change affect personnel requirements, 


selling costs, walk outs, store layout, etc. ? 





This article reports on the experiences of the 40 stores 
of Cussins & Fearn in their recent conversion from 
service to semi-self service. It tells of the unexpected 
problems they encountered and how they solved them; 
it demonstrates, from first hand experience, the ad- 
vantages and disadvantages of the check-out type of 


iS 
i=] 
® 
"3 
= 
- 
-- 
oS 
5 





turn page 


47, 1953 HARDWARE AGE, SEPTEMBER 17, 





Semi-Self Service 


continued 


“Did You Find Everything You 
Want?” 

That’s the new customer approach 
in every one of the 40 Cussins & 
Fearn hardware stores since they 
switched to semi-self-service selling. 

This approach sums up more than a year of study, 
experimentation, and store testing to determine what 
degree of sight-buying and self-selection would be 
feasible in the stores that this 60-year-old Columbus, 
Ohio, hardware firm operates throughout Ohio. 

This research was undertaken by the Cussins & 
Fearn Co. to attack these problems: How to effect 
higher volume by handling more store traffic; how to 
reduce the number of walk-outs during peak traffic 
periods; how to achieve both without increasing sales 
costs. 

The result of this study was the conversion of the 
stores to semi-self-service operation rather than full 
self-service. 

In the Cussins & Fearn stores that means: Each of 
the stores operates with its full complement of sales- 
people to provide personal attention and service to 
customers who want it. The customer-salesman rela- 
tionship has not been eliminated. 

At the same time, each store has open displays, mer- 


By R. S. Wild 
Merchandising Editor, 
Hardware Age 


chandised and priced for quick, self-selection buying, 
and has check-out counters for those customers who 
don’t want or don’t need sales attention. 

Now, that the first returns of this study are in, this 
is what Ray F. Wunderlich, president of the Cussins 
& Fearn Co., reports. 

Total overall volume for all stores 
is up 26 pet for the period Feb. | to 
the end of May, 1953, as compared 
with the same period in 1952. 

Total customer count for all stores showed an in- 
crease of 16 pct. 

Sales per customer were approximately $1.18 greater 
than before semi-seif-service went into effect in the 
stores. 

In addition, payroll costs went down. In May, 1958, 
total store payroll costs were 5.7 pct as compared with 
6.5 pct for the same month a year ago. 

The store payroll cost is broken down into two 
parts. The sales personnel cost was 4.3 pet in 1953 
as against 4.8 pct in 1952. Service people such as 
the store manager, cashier and drivers was 1.4 pct as 
against 1.7 pct last year. 

In effect, what happened was that semi-self-service 
had been able to shave those costs by increasing the 
productivity per sales person in relation to the volume 


Customers checking out their purchases at one 
of the 40 Cussin & Fearn stores all of which 
have been converted to semi-self service. 
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gained, not by reducing the number of employees. 

In fact, Mr. Wunderlich expects that with the abil- 
ity to put more customers through the store by self- 
service, it may be necessary to increase personnel. 


It is also contemplated that during peak traffic 


months such as May, July, and December, and on 
heavy traffic days of the week, walk-outs resulting 
from inability to serve customers quickly will be 
greatly minimized. 

The management also expects to be able to operate 
with fewer part-time sales people. depending upon the 
size and volume of the individual stores, and that 
semi-self-service will also tend to eliminate the adverse 
effect on volume that a rapid turnover in personnel 
can have upon a full-service selling organization. 

Another cost reduction has resulted from being able 
to cut down deliveries, as a result of semi-self service. 
These have been appreciably reduced, particularl 
where small and low-cost items are involved. 

To encourage customers to take their purchases with 
them, signs emphasize: “The Package You Carry 
Arrives Home First.” These signs are posted at check- 
out counters and throughout the stores. 

Formerly, deliveries of most any item were offered 
as a form of customer-appeasement for delays occa- 
sioned by inability of the sales pegple to serve cus- 
tomers quickly during peak traffic periods. 


In accustoming traffic to self-service signs placed 
strategically are an important part of the edu 
cational program conducted in all stores. 


Before the Cussins & Fearn stores could reap any 
of the benefits that might be derived from the adop- 
tion of self-service, a great many problems had to be 
worked out. Any change in selling methods had to 
work smoothly in all 40 stores. 

The self-service methods of other hardware stores 
and of super-markets were studied by company officials 
before the initial changes were made. Then the first 
steps were taken, with the Clintonville store serving 
us the guinea pig unit. 

At the beginning the changes were slight. The 
cashier was merely moved to the front of the store, 
where she wrote out sales slips for the customers as 
they brought their purchases to her. 

But gradually other changes evolved. Experiments 
were carried on with fixtures until the most completely 
satisfactory one was designed. Of a pyramid type, 
this special fixture is now being installed in all the 
stores. 

Other changes included departmentalization of mer- 
chandise displays; merchandise that wasn’t factory 
packaged, insofar as possible, was pre-wrapped. 

Bugs in deliveries, handling of COD’s, and telephone 
orders had to be worked out. A special cash register 
was required and that had to be specially designed. 

Solving those problems to insure smooth self-ser- 
vice functioning took more. than a year. Then this 
past May, under the direction of Paul A. Scholl, execu- 
tive vice-president in charge of operations, all of the 
Cussins & Fearn stores were converted into full 
fledged, semi-self-service units. 
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Semi-Self Service 





Continued 


At Cussins & Fearn, the qualifying “semi” is used 
in describing its type of self-service selling, for the 
company does not believe that a hardware store can go 
as far as the food market in impersonalizing its selling 
function. 

Many hardware store lines, company Officials believe, 
will always require some degree of service selling; 
some degree of technical information must be provided 
for several important lines. 

It is estimated that at least 50 pct of the customers 
entering Cussins & Fearn stores will need sales assis- 
tance. That proportion was arrived at by an analysis 
of sales tickets which for some lines need still be 
written. 

However, the percentage of self-service is expected 
to increase as both customers and the stores gain more 
experience in this technique of hardware merchan- 
dising. 

The store departmentalizes its lines into 21 mer- 
chandise categories. These include tools, housewares, 
sporting goods, farm supplies, electric housewares, 
major appliances, plumbing and heating, builders’ 
hardware, automotive accessories, television, housefur- 
nishings, ete. 

Housewares have proved to be the most adaptable 
to self-service. In that department, which is practi- 
cally on a 100 pct self-service basis, Ray Wunderlich 
puts the increase in volume at 50 pct. 

The hardware department is able to move about half 
of its merchandise on self-service, and there, too, an 
increase in sales has been noted. 


Self-Service Selling and Paint 


A third department that has responded encourag- 
ingly to self-service selling has been lawn and garden 
goods, particularly in sprays, and packaged fertilizers. 
Roofing supply sales are 30 pct self-service. 

In paints, some degree of self-service has been evi- 
denced, particularly on repeat or fill-in orders. How; 
ever, paint brushes, have not, as yet, responded to that 
type of selling. 

Departments such as major appliances, contract 
plumbing and heating, and automotive supplies have 
remained on a service basis, and are manned by spe- 
cialty staffs. Outside selling staffs are also maintained. 

Though semi-self-service is the order of the day at 
the Cussins & Fearn stores, and has moved from the 
experimental stage to a practiced merchandising tech- 
nique, it is still subject to change as operating experi- 
ence dictates, reports Paul Scholl, who planned and 
supervised the conversion. 

These are the behind-the-scenes operations that 
currently support semi-self-service in all of the 40 
stores: 

Because of the size of the operation, the buying, 
and receiving and shipping for the stores is a cen- 
tralized office and warehousing function located in 
Columbus. 

Pre-pricing of every item of merchandise that goes 
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to the stores is done at Columbus, where a master 
inventory control system is kept for all stores. Each 
store sends in a daily sales report so that the main 
office can keep up-to-date on how merchandise is moy- 
ing. 

The stores, for their part, have to housekeep and 
stockkeep their own inventories. They must keep their 
display shelves full and check their stock sufficiently 
regularly so that merchandise flows smoothly between 
the central warehouse and the individual stores. Stores 
are furnished with a basic stock list for all depart- 
ments, against which they check their inventories. 

Also, in the operation of self-service on the store 
level, and directly concerned with the inventory con- 
trol system maintained at the main office, is a specially 
designed cash register, used at all the check-outs. 

This register was specially built with 21 department 
keys. It provides the customer with a tape receipt, the 
duplicate of which goes to the company. 

The tape shows the amount of every purchase, the 
number of the department from which the item came, 
the total purchase amount, the date of purchase, and 
the tax. In the case of different items bearing the same 
department number, each item is rung up separately. 


Management Has Daily Record 


At the end of the business day, each store sends its 
tapes to the main office, where a break-down of sales, 
by departments, is maintained, providing management 
with a day-to-day record of sales volume and of move- 
ment of stock. 

This phase of the operation, at some future date, is 
to be handled entirely by mechanical accounting equip- 
ment. The management feels that a smooth flow of 
fast-selling merchandise to the stores is necessary to 
a self-service operation. 

In the case of delivery orders, will-calls, part-pay- 
ment, or time payment sales, a sales slip is written 
and rung up on the register. A copy of the original 
sales slip is filed, and the customer gets the duplicate 
copy if the purchase is a will-call, COD, or it can be 
used for delivery purposes. 

On all major appliances, tires, batteries, guns, bi- 
cycles, and all merchandise that requires a guarantee 
or the serial number or model on it, sales slips are also 
written and the amounts rung on the register. Every 
sale made at the stores must go through the register. 

The size of the Cussins & Fearn stores generally 
falls into two categories: The larger stores comprise 
about 10,000 sq. ft. of sales space, and the smaller, 
about 4,000 to 6,000 sq. ft. They are also divided into 
A, B, and C volume categories to which the inventory 


Photos at right show the type o* self-service 
fixtures, both island and wall-type, developed 
by the company, after a long period of store 
testing. The island fixtures, top right, offer from 
25 to 30 pct greater display area than the previ 
ous fixtures and are low enough to provide an 
unobstructed view of every part of a store. The 
glass binning on the wall fixtures, bottom right, 
is angled towards the customer. 
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Semi-Self Service 





continued 


amounts of the stores falling into those classifications 
are keyed. 

As nearly as possible, the location and arrangement 
of check-out counters is uniform in the stores. How- 
ever, changes are being considered. The arrangement 
of the “IN” and “OUT” doors and aisles is also largely 
standardized. 

Since most of the stores have double-door entrances, 
one has been converted for entry only and the other 
as an exit only. Both are so marked. 

And as a customer enters, a pipe railing divides the 
entry aisle from the exit aisle. It is also necessary for 
a customer to pass through a turnstile upon entering 
the store. 

Turnstiles are presently used as a means of educat- 
ing customers to the fact that the Cussins & Fearn 
stores are now self-service. Before they were installed, 
it proved to be difficult to channel traffic properly. 
However, in time, the management plans to eliminate 
the turnstiles as customers become more familiar with 
the system. 

The check-out counters are positioned in such a way 
as to force people past them as they leave the store. 
Where it isn’t possible to use the counters for this 
purpose, an exit aisle is created by use of pipe rail- 
ings, or by the positioning of big unit merchandise 
such as appliances. 

In the majority of the stores, one check-out counter 


and cash register is sufficient. In the larger stores, in 
peak months such as May, July and December, the use 
of two check-out lines and counters is the practice. 

Also, in all stores during peak periods of the day, 
it is frequently necessary for store managers to sta- 
tion extra personnel at the check-outs to assist the 
cashier in wrapping merchandise. 

However, experience at the stores has already shown 
that a majority of customers do not require their mer- 
chandise to be wrapped. This cuts down the time-loss 
factor in moving customers out of the store. 

A contributing reason to customers’ willingness to 
take their purchases away unwrapped is that most of 
the stores offer parking facilities either at the front 
or at the side. It is a simple matter to deposit pur- 
chases in their cars. 

While check-out counters are as near the “OUT” 
door as is conveniently possible, the Cussins & Fearn 
management is now considering moving them further 
back in some of the stores to create a selling area at 
the front for major appliances. 

This will have the effect of passing customers in 
and out, through the appliance and television displays 
into the self-service areas, with the objective of step- 
ping-up big ticket volume. 

Where the size of the store, such as in long narrow 
buildings, does not permit this method of appliance 
display, the center aisle will be used for mass showings. 

In setting up the stores for self-service, a major 
problem that was tackled was to develop a type of fix- 
ture that would best serve the firm’s purpose. Pilot 
fixtures were built and installed in some of the stores 
on a trial basis. From these a standard, four-shelf 


Self Service Signing Used in Cussins & Fearn Stores 
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pyramid fixture was evolved which Cussins & Fearn 
is now making in its own carpentry shop, and is in- 
stalling in all of its stores. 

According to Mr. Wunderlich, those fixtures offer 
from 25 to 30 pct greater display area than the table 
type of fixture that was formerly used. Gaining this 
extra display space was particularly advantageous for 
the firm’s narrower and smaller stores. The new fix- 
tures are also so designed so that the customer can 
see through them to the other side, there being no 
solid center panel to obstruct vision. 


Fixture Size Provides Display Flexibility 


These fixtures are 4 ft. wide by 5 ft. long, and 52 in. 
high. This height, it was decided, would provide an 
unobstructed view over the entire store. 

Also, those specifications, store tests proved, were 
more adaptable to a variety of fixture arrangement to 
suit promotional requirements of the various stores. 

Shelf widths of each pyramid fixture, from the 
bottom up, are: 24, 18, 15, and 10 in. Each shelf is 
adjustable as to height, again affording flexibility for 
displaying different types of merchandise. 

The shelves of the fixtures are sheathed with alu- 
minum for utility and attractiveness; the front sides 
have price moulding. 

The old wall cases have been adapted for self- 
service by rebuilding them with glass binning set at 
an angle sloping towards the customer. This exposes 
all of the contents, even in the top-most tier, giving 
the customer a view of not just the end of an item, 
but of the entire item. 

In re-arranging store lay-outs for self-service, the 
general practice has been to cut down the number of 
cross aisles, and to create longer length-wise aisles. 

This was accomplished by using the 5-ft. pyramid 
fixtures, set end-to-end, to arrange merchandise banks 
of related items, from 15 to 20 ft. long. This was done 
to force traffic past a maximum amount of related mer- 
chandise, without fatiguing or confusing the eye. 

Aisle widths are 4 ft., to allow the use of shopping 
carts, with the center aisle in most stores being 6 ft. 





Turnstiles at store entrances direct traffic flow, 
leaving the check-out aisle clear. 


wide. In the smaller stores, collapsible canvas shop- 
ping baskets, rather than carts, are used. 

A fundamental rule of the Cussins & Fearn self-ser- 
vice operation is that with certain obvious exceptions, 
all merchandise must be individually priced. Pricing 
is done at the main warehouse before a store’s order 
is delivered. 

A gummed sticker is used, and this contains, in addi- 
tion to the retail price, the department number, the 
stock number, and the date (in code) that the item 
was received at the main warehouse. 

All of this information is necessary for maintaining 
inventory control. Dating the merchandise not only 


insures that old stocks will be moved out first, but also 
indicates just how quickly an item is selling— 
means of weeding out slow-sellers. 

String tags are used on items where the gummed 
label is not practicable, and on some merchandise, the 
price is marked with crayon. 

Merchandise such as nails, screws, bolts, and similar 


another 


Typical of the 40 Cussins & Fearn self-service stores is this one. Plenty of parking space is a feature. 
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continued 


small items, is put into sacks as the customer makes 
his selection. The sacks are then stapled at the top, 
and the price and department number is crayoned on 
the sack so that there is no slow down at the check-out. 

Ray Wunderlich cites the need for better packaging 
of items as being necessary for more efficient self- 
service operation. In some cases the store has done 
its own pre-wrapping to facilitate self-service and in 
other cases has been able to get its suppliers to pre- 
package specially for the stores. 

For instance, he reports that nails will shortly be 
sold at the stores in pre-packaged quantities of 5 and 
10 Ibs. as well as in bulk, the packaging being done by 
the supplier. 

In commenting upon packaging, Mr. Wunderlich 
strongly favors more striking packaging and more in- 
formative packaging. The latter, he feels, is most im- 
portant to a self-service operation for the customer 
needs to be able to identify its contents quickly; its 
sizes, quantities and uses. 

Special inventory forms are furnished each of 
the stores for purposes of stockkeeping and re-order- 
ing. These are printed in duplicate, and are divided 
into the 21 different merchandise classifications. 

They list the basic stocks for all of the departments 
and indicate the maximum quantities the stores are to 
maintain. This is based on the volume rating of the 
store and the maximums are revised periodically by 
the main office according to the turn-over of a particu- 
lar item, or accurding to seasonal demand. 

Each store is required to check its inventory at least 
once a month for re-ordering. The larger the store, 
the more frequently it inventories and re-orders. 

On the other hand, deliveries from the main ware- 
house are made on the basis of every two weeks by 
company-operated trucks — and more frequently for 
special orders and to the Columbus stores. 


Why Self-Service Is A Success 


In summing up the favorable results thus far of 
Cussins & Fearn’s conversion to semi-self-service, its 
president, Ray Wunderlich, attributes them, in part, 
to the fact that: 

“Our customers get faster service, and consequently 
we get fewer complaints. And it has brought more 
women into the store — women seem to like to shop 
around by themselves.” 

However, though semi-self-service in the Cussins 
& Fearn stores caught on from the start, the manage- 
ment felt that it was as important to educate its cus- 
tomers to the new buying techniques as to indoctrinate 
its store staffs in the new display and selling methods. 

To accomplish the latter, a special operating manual 
was written by Paul Scholl, vice-president, for the use 
of managers, instructing them in the new procedures. 

And about its customers, the management felt that 
since 85 pct of its business is among farmers and 
others who had been accustomed to service, customer 
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policies would have to be formulated that would grad- 
ually accustom people to serve themselves. 

With the exception of Columbus, where the firm 
operates 10 stores, the stores are in Ohio towns of 
30,000 and under, with the majority of the store loca- 
tions away from the main business streets so as to 
afford parking facilities to shoppers. 

The turnstiles, already discussed, were one phase of 
the educational program. Signing was the second 
important phase. 

These signs instruct customers: “OUT—Please 
Pay Cashier,” and “IN—Self-Service,” both signs 
being prominently posted at the entrance and the 
check-out counters. 

Another sign reads: “Now—Self-Service. Help 
Yourself. If You Need Assistance ASK. Please Pay 
Cashier. Take Your Purchase With You.” That sign, 
a large, standing placard, is stationed on display banks 
in the stores. 

Other signs read: “The Package You Carry Arrives 
Home First,’ and “We Reserve the Right to Inspect 
All Packages.” 

The latter is a psychological deterrent to pilferers. 
But pilferage apparently is of no greater concern un- 
der semi-self-service than formerly. In fact, it is 
felt that pilferage has probably decreased because of 
fear of detection at the only exit in the store—the 
check-out counter. 

Returning to the idea of semi-self-service as a means 
of retaining the personal approach to customers, sales 
people in the stores are assigned to certain sections of 
the store to assist customers if need be, and to ac- 
quaint them with the fact that they may serve them- 
selves if they wish. 

(Continued on page 154) 
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Paint Can Be a Big Line 





Paint and allied lines bring one- 
fourth of the volume for Washing- 
ton Hardware at 1419 N. Lake 
Ave. in Pasadena, Calif. 

Ray Long. the proprietor of the 
store, was with the paint division 
of Pittsburgh Plate Glass Co. for 
17 years before opening his own 
hardware store. Much of that time 
he was a manager of branch stores 
for that company. With this back- 
ground he carries the same line 
of paints. 

As an expert in paints and their 
use, he does all buying and most 
of the selling in his paint depart- 
ment. Responsibility for buying 
and selling other lines is in the 
hands of two of his employees. 


Three Success Factors 

He bases his success in the sale 
of paints on three factors: 

1. Complete consultation — ser- 
vice on color and types of finishes 
for use on various surfaces. 

2. Carrying 30-day ledger ac- 
counts for users such as local 
contractors, the local colleges, 
churches and factories. 

54. Concentrating his time and 
efforts on paint and related lines. 

When advising customers as to 
color selection he tries to base his 
Suggestions on their taste, but 
also advises colors which will 
harmonize with the customer’s 
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How a California dealer concentrates 


on paint and allied lines to make 


them account for 25 pct of his volume 





Ray Long in his paint department with his 30-day account ledger 
for quantity buyers. 


home and its furnishings. In the 
case of paint for exterior use he 
takes into consideration the fin- 
ishes on other homes in the block 
in which the customer resides. 
For exterior surfaces he goes to 


considerable trouble to tell the 
customer about the proper prepa- 
ration of the surface before paint 
may be applied. If sand blasting 
is necessary he recommends a 


(Continued on page 192) 























Special Appliance Center 





Increases Sales of Other Lines 


Better appliance displays in new center boost 





i business for hardware and tool division. Two 





units help pull traffic for each other 





The yellow and green exterior of this 

glass front and side appliance center 

is a traffic stopper. Lawn is used for 

display of warm weather goods. Note 

canopied bus stop bench provided by 
the firm. 


oD. 





LOOP LL OMI OS sas nes pnt asm eae —~ 


Lett—Hardware display room across the 


eu ee street from appliance center. 
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display in background make bids for extro 
sales in the appliance room. 


7 
A 


Right — Model kitchen in new building 
serves as display space for a tool bar 
leading to many impulse sales 





When Louis Best opened his hardware store on N 
Green Bay Ave. in Milwaukee several years ago he 
gave considerable space to appliance and model kitchen 
display. 

Appliance sales have become such an important part 
of the hardware division of Best Lumber & Fuel Co. 
that a 40x30-ft appliance display room has been erected 
across the street from the hardware store on a 
120x100-ft lot. 

The two display rooms occupy corners on two well- 
traveled streets. Ample parking space next to both of 
the firms’ display rooms has been an important factor 
in pulling heavy traffic to its two attractive, well 















or *. ee located stores. Appliance and hardware sales have both 

yfnre = shown a good up-turn since opening of the appliance 

sds. Note center. 

vided by Visitors to the new appliance and kitchen center find 
that good displays and colorful atmosphere make it a 
pleasant place in which to shop. For their decorative 
value a variety of growing plants are shown in a 
garden type setting in the new display room. The well 
lighted appliance center has dark green and yellow 

ss the walls, light green finished structural columns and two- 
tone brown asphalt tile floor. 
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Visual-front windows and wide windows on most of 


two sides of the building help catch the eyes of people 
traveling the intersecting highways. : 

Occupying prominent space in the new appliance 
and kitchen center is a tool bar. Louis Best says, 
“Many a man buying an appliance with his wife will, 
on impulse, buy $5 to $10 worth of tools from this bar. 
Too] sales have shown a good increase since we have 
installed the tool bar where it catches the eyes of all 
men visiting the new showroom.” 

Lawn mowers and hose are other seasonal items 
displayed in the appliance section. Power tools, too, get 
a fine showing in both the appliance center and the 
hardware division. Manager Ed Johnson says that 
many power tool sales have been made in the branch 
display room. 

Best’s get numerous appliance and kitchen moderni- 
zation leads without doing any cold canvassing. The 
firm’s outside salesmen make callbacks on customers 
who have purchased appliances, kitchen equipment or 
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Displey platform for sanders and edgers as used 
in hardware unit's window. 


other major items and sell additional equipment. Such 
visits often lead to their receipt of the names of other 
prospects for similar equipment. 

Kitchen planning service is offered to those doing a 
complete job at one time as well as to those who are 
modernizing their kitchens in stages. 

‘‘We like to show the homeowner what we have that 
he can buy to help in building additions or improve- 
ments for his home. This can only be done,” says Mr. 
Best, “through sizable newspaper advertising with 
many illustrations to get the story across. Our sales 


promotion and advertising budget approximates five 
per cent of our annual volume.” 

On one occasion the firm used four full pages in one 
issue of a newspaper. Frequent use is made of full 
pages with color in the Milwaukee Journal. 

The property occupied by the appliance center also 
has two garages. Materials for one sell for $530, the 
other smaller unit having materials priced at $398. 
The two-car unit, at $530, may be used for a summer 
cottage. 

Both garages are advertised in the Milwaukee 
Journal, and attract many visitors to the Best stores. 
People inspecting the garages will invariably enter 
the store and look at appliances and model kitchen lay- 
outs. Many of them will buy tools, paint and other 
hardware department merchandise when they visit the 
appliance showroom. 

All people inquiring about the garages are reminded 
by salesmen of the lines of hand and power tools 
offered by the company and of the hardware store 
across the street. 

Another profitable department is the firm’s rental 
section. Sanders rent at $3 for a half a day, edgers at 
$1.75 for a like period. A platform display shows 
sanders and edgers at the hardware showroom. 

Both of the Best showrooms are located at bus stops. 
As a good will builder, the company has benches in 
front of its two stores, one being equipped with a cloth 
canopy to protect people waiting for buses from sun 
or rain. Each bench has the company’s name. 

The two modern style show rooms have wide lawns 
to add to their appearance. 


Model Railroad Builds Sales 


Warren Ackerman and Fred 
Karrasch, owners of Builders & 


Warren Ackerman in the yard of the miniature railroad system. 
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Farmers Hardware Co. in Reno, 
Nev., find that the display of a 


model railroad in their basement 
is a good traffic-building idea. In 
addition to building volume in 
parts and repair service it attracts 
many people who buy other goods 
on impulse. 

The partners estimate that traf- 
fic pulled by the display is respon- 
sible for fully 20 pct of their 
store’s volume. 

The firm stocks model railroad 
equipment, handles repairs on it 
throughout the year and gives the 
use of part of its basement for 
meetings of the local Model Rail- 
road Club. 

Members of the Model Railroad 
Club meet in the 24x 36-ft area in 
the basement of the store once or 
twice a week. The club has two 
working model railway lines, com- 
plete with roundhouse, switch- 
yards, bridges, tunnels, freight 
and passenger trains and other 
equipment patterned after a com: 
mercially operated road. 
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fh OF FURNITURE FROM WIR COMPLETE 


STOCK OF UNFINISHED PONDEROSA PINE 


| Crm. YE OF FOOSHES MOOR PUM Depr, 


ie aati 


| 


Simple but effective display with large invitation sign pulled heavy traffic into the store. 


Related Selling 





Promoting Unfinished Furniture 


Paint and unfinished furniture are good 
sellers in themselves in Illinois store. 
Each helps sell additional goods for firm 


Good traffic, sales and profits in 
both its paint and unfinished fur- 
niture sections are made at More- 
house & Wells Co. in Decatur, III., 
a8 the result of a recent promotion 
of the latter. 

Volume in unfinished furniture 
Was so good during the promotion 
that the firm is continuing to dis- 
Play this merchandise. Although 
smaller floor space is now given to 
the line, a wider variety of these 
items is being shown. 

Two portions of a full-page 


newspaper ad were used to pro- 
mote the sale of the furniture 
and enamel for finishing it. A 
742x10'%-in. section called atten- 
tion to a special purchase of six 
types of ponderosa pine unfinished 
furniture items. Each was offered 
at $9.95. Large illustrations, the 


(Continued on page 215) 


Part of a full-page ad, this section 
told the unfinished furniture story 
in a minimum of words. 
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UNFINISHED FURNITURE 


Your Choice of the — 


Lees 
Pieces Shown Here A , 
~ $Q95 = | 
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UNPAINTED FURNITURE IX PAINT DEPT. — MAS FLOOR 
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Revamped Layout and Methods 


Increase Sales, Lower Costs 


Specialty selling methods boom major appliance sales ; 
emphasis on self-service for smaller merchandise pays 

e +) * © . 
off. Incentive plan sparks outside sales staff’s activity 


win - WILLIAMS Hy 


en 


| 
= 
z 
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Electrical sundries and builders 

hardware items are plainly price 

marked. Each fixture on the ceil- 

ing can be individually illumi- 
nated. 


Plumbing supplies department has . 
large stocks and a wide variety. 


Reduced to simplest terms, the 50-year-old Stark- 
Davis Co. at S.W. 8rd and Salmon Sts. in Portland, 
Ore., increased its volume and profits by combining 
specialty selling methods with self-service. And the 
prescription worked well. 


Cutting Operating Costs the Problem 


Harlow G. Davis concluded that sales of some types 
of merchandise were at about as high a level as he 
could reach—the big problem being to cut operating 
costs in those sections. In other segments of the busi- 
ness—notably appliances, plumbing equipment and 
kitchen cabinets—the need was for considerably 
higher sales volume. 

Rearrangement of fixtures, with some new units 
and remodeling of others, plus installation of a 
check-out counter were found to be the answers for 
tools, hardware and many other hardware depart- 
ment goods. 

Stark-Davis had handled appliances for many 
years. In recent years the firm has aggressively and 
profitably merchandised them. The main display room 
for appliances and other major items now occupies 
5,000 sq ft of mezzanine space, the balance of that 
section being devoted to company offices. In addition 
there is an area of about 1,000 sq ft for appliances 
and TV on the main floor. 


Main floor appliance and TY dis- 
play runs right up to the store's > 
visual front windows. 


Open display encourages se/f-ser- 
¥ vice in these departments. There 

is ample room for browsing in the 
store. 
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The downstairs appliance display is sufficiently 
large to show a fairly wide variety of appliances and 
TV sets. Suitably located signs call attention to the 
mezzanine display. Location of the offices on the bal- 
cony pulls considerable traffic through the specialty 
display. 

In effect, the six salesmen—some of whom are 
always outside making calls—are operating on an 
incentive plan. A basic salary is paid each appliance 
salesman, his incentive being a commission paid on 
each sale he makes in the store or incident to outside 
calls. 

Much of the time there are but two salesmen in 
the appliance department with four outside following 
store developed leads. Most sales for the department 
are actually closed on the sales floor. 


Encourage Customers to Visit Store 


Outside salesmen encourage the customer to visit 
the store to make sure he or she selects the make, 
size and type of appliance. It is not unusual as the 
result of this policy for salesmen to have six or seven 
store appointments on some days. A big advantage 
in having the customer visit the store is that addi- 
tional merchandise is often sold at the time of that 
visit. And customers will frequently note merchan 
dise they will buy at a later date. 

Trade-ins need not be a problem if approached 


Nghe Seow eee 
- 
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Check-out and wrapping table is located just inside 
the main entrance. 


with some imagination and resourcefulness, Mr. 
Davis feels. To come out properly on trade-ins, he 
believes, the dealer should do better than just break 
even, since used appliances occupy floor and ware- 
house space and require just as much handling as 
new merchandise. 

Salesmen are carefully instructed on the amounts 
they should allow in trade, as a result of which the 
firm obtains the same margin on used equipment as 
it obtains on new appliances. A simple rule-of-thumb 
is applied by the salesmen in arriving at the trade-in 
price. It is easily understood by the staff and is flex- 
ible enough so that a sale will not be lost because of 
a difference of evaluation of four or five doliars. 


In most cases, customers are reasonable about the 
value of their used appliances. Even when they per- 
sistently over-value, however, there is usually some 
way in which the deal may be handled. One method 
used by the firm in such cases is to sell the appliance 
for the customer through want ads, or to take it in 
for them to sell on consignment. 

Used appliances are displayed in a section of the 
mezzanine balcony display floor. They are put in good 
condition by the store’s service department, and the 
firm rarely has difficulty disposing of them. Classified 
ads are about the best advertising medium for used 
appliances, Mr. Davis believes. 

He estimates that since 1946, Stark-Davis has in- 
creased sales in major appliances by about four times 
their previous level. While TV and home freezers are 
the two fastest sellers, refrigerators and ranges find 
many purchasers. 

In his other departments, Mr. Davis has developed 
a method of self-service that goes just about as far 
in this direction as it is desirable to go in their type 
of operation, he believes. 

Besides installation of fixtures which enable the 
customer to see and handle any item, the store is 
laid out in such a way that all items are easy to find. 
“If I can’t find an item by looking twice for it, I know 
the customer can’t find it by looking for it just once,” 
Mr. Davis notes. 

On lower priced items, particularly those in the 
5, 10 and 15¢ categories, self-service selling is appre- 

(Continued on page 170) 


10-ft Display Sells $1,500 in Model Supplies 


A 10-ft wall display of $350 


ware at 523 W. Lancaster Blvd. in 


department attracts hobbyists, 


worth of model building supplies 
helps sell more than $1,500 of this 
equipment at Griffin & Sons Hard- 


Lancaster, Calif. 
Morris Griffin, owner of the 
store, reports that the model supply 


Morris Griffin, left, owner and Thurman Smith, appliance service 
man, examine new merchandise in mode! section. 





builders, gadget fans and customers 
for general hardware lines. “It 
doesn’t take long to run up a sale 
of $25,” he says. “A kit, motor, 
special propeller and controls will 
run into good volume. Then there’s 
the replacement business, prac- 
tically every flight meaning a new 
propeller.” 

Each member of the Griffin staff 
has a good working knowledge of 
model supplies and their use. Stock 
is ordered and kept up to its proper 
level by Thurman Smith, a model 
building enthusiast and one of the 
firm’s service men. 

The model section includes nine 
different types of gas motors for 
model planes, plane kits, dope, 
props, gas tanks, controls and 4 
variety of replacement parts. Scale 
models of locomotives are also of- 
fered by the firm and are decidedly 
popular with customers. 
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Traffic Builder 


Attracts 9,000 Customers 
With 150 Rental Items 


Any department that pulls 9,000 
customers into a store in less than 
244 years is an important depart- 
ment. The tool and equipment rent- 
al part of Fogarty Grain & Hard- 
ware at 9th and Mitchell Sts. in St. 
Joseph, Mo., has done that. 

Sometimes advertised as the Fo- 
garty Rental Service, this unit of 
the business has grown from a de- 
partment with a $3,000 inventory 
to one now topping the $10,000 
mark. New items are being added 
constantly. 

The Fogarty Rental Service cur- 
rently offers 150 pieces of equip- 
ment, including numerous hand and 
power tools. 

Home owners who have joined 
the “do it yourself” parade and 
large business concerns, including 
construction and industrial com- 
panies, are customers of the rental 
service. When a piece of equip- 
ment breaks down, or production 
indicates a temporary need for spe- 
cial equipment Fogarty’s can pro- 
vide a wide variety of these needs. 
Demand is especially heavy for elec- 
tric hammers, drills and belt sand- 
ers. 

Garden cultivators are rented to 

(Continued on page 156) 


Francis Fogarty with some of the 
rental items displayed on a wall 


unit. 
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Builds good store traffic with wide variety 


of hand and power tool items. New types of 


equipment are constantly added 


































































Large, well kept hardware stores 
on highway locations with plenty 
of parking space are not a rarity. 
Such stores operated by women 
owners are, however, in the mi- 
nority. 

Feldott Hardware in Batavia, 
Ill., is owned and managed by the 
Misses Theresa and Mary Feldott, 
daughters of the late C. H. Feldott, 
founder of the business. Hardware, 
farm machinery and feed sales now 
exceed $300,000 a year. 

Meetings for farmers, newspaper 





Miss Mary Fel- 
dott, Mrs. Zita 
Miller and Miss 
Theresa Feldott 
and the large 
dinner bell at the 


entrance. 


advertising and seasonal mailings 
of manufacturers’ catalogs are used 
to attract visitors to the concrete, 
brick and steel quarters of Feld- 
ott’s. The attractive appearance of 
the big store and its ample parking 
facilities are other traffic pullers. 

Advertising is used in local news- 
papers in Batavia and nearby St. 
Charles and Elgin. 

Miss Theresa Feldott, president 
of the company, explains the move 
by saying, “We had anxious mo- 
ments after our decision to build 


omen Condue 


this large display room and ser- 
vice establishment, but we are not 
sorry we took this step. Customers 
tell us that they like our roomy 
building, our big stocks, our ser- 
vice and our parking facilities. We 
made no mistake when we moved 
into the country. People will drive 
some distance to buy at a store 
such as this.” 

Miss Mary Feldott, secretary- 
treasurer of the firm and her sis- 
ter, are assisted on a part-time 
basis by another sister, Mrs. Zita 
Miller, who has no financial inter- 
est in the business. 

The Feldott sisters are good mer- 
chandisers. Their store displays in- 
clude a large model kitchen. On 
display at all times as a supplement 
to the model unit are a minimum 
of 10 different models of ranges 
and an equal number of refrigera- 
tors plus a number of washing ma- 
chines. 

A large sign in the firm’s office 


A fine sweep of display windows and broad parking lot attract motorists to the store. 
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Highway Location 





Ith $300,000 Business 


An Illinois firm, faced with need for larger 
quarters, moved to new building on outskirts 
of town. Meetings for farmers and advertis- 
ing attract visitors to large, attractive store 


d ser- points out that, “We service what | 
re not we sell.” Of this policy Miss | 
tomers Theresa Feldott says, “We know | 
roomy that when people buy farm machin- 
aliee=é ery, appliances or anything me- | 
2s. We chanical, they like to get service | 
moved 


: from the place at which they 
Idrive J bought it. This helps us to hold 
1 store old customers and bring in new 





trade.” 
retary- | 
~~ Meetings In Service Shop | 
ean The firm’s large heated service 
cohen shop is frequently used*in the cold 

weather for meetings on feed, milk- 
od mer- {| 88 machines, farm machinery and 
lays in- other items of interest to farmers. 
— te From 50 to 75 farmers are invited 
plement to each of these sessions held twice 


monthly. A large blackboard is 





Sia , 
prince part of the equipment in the big Garden goods for serious planters and youngsters are featured 
frigera- 700M for use in illustrating talks in this up-front unit. 
ing ma- by farm equipment experts. Below—Utility and fancy electric housewares and other 

Many farmers remain after housewares items are on these islands. 
Ys office these meetings to purchase hard- 


ware, appliances and other mer- 
chandise. Refreshments are always 
served at these gatherings. 
Feldott Hardware’s facilities in- 
clude a heated room for special 
indoor feeding of hogs, calves and 
chickens raised for demonstration 
purposes. Many farmers make fre- 
quent visits to this room to check 
on test feedings. 
Water systems are installed and 
= Serviced by the company. It offers 
24-hour service on this equipment. 
The entire building has radiant 
heating for which two miles of cop- 
per tubing were used. 
Fixtures in the store were sup- 
4 Plied by Hibbard, Spencer, Bartlett 
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V-belts are fast sellers from this easy-to-reach display. 


& Co., Evanston, IIl., hardware 
wholesalers, and by Sitka Spruce 
Lumber & Mfg. Co. 

A 25-ft. steel goods section is lo- 
cated directly in back of a long 





Autumn foliage, guns, ammunition and manufacturers’ display materials turned this narrow 
window of Ritter Hardware in Grinnell, lowa, into a real eye-catcher for local huntsmen. 
Placement of guns at various levels and angles added to the effectiveness of this display. 
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wrapping counter. Near the wrap- 
ping table is a five-level step-unit 
for displaying large and small elec- 
tric motors and other heavy farm 
items. These units are located in 





Rg 
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the center of the long building. Di- 
rectly in back of the wrapping 
counnter is the firm’s implement 
parts division. 

There are six large display win- 
dows, three of which are usually 
devoted to appliance showings, 
Ample off-street parking is pro- 
vided in front of the store and also 
at one end. 

An eye-catching display just in- 
side the main entrance to the store 
is a large size dinner bell mounted 
on a wooden post, intended to at- 
tract owners of ranch type homes 
in the area. Selling at $29 and 
higher these bells are good sellers. 

A large canopied area on the east 
end of the building is used for both 
storage and display of fencing. A 
hydraulic lift in this area makes 
loading easy. 

Feed stocks are kept in an un- 
heated rodent-proof wing of the 
building. It has a loading platform 
level with truck floors. A door leads 
from the feed platform into the 
hardware display room. 


Outdoor Background Helps Attract Hunters 
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$3,000 Power Tool Stock 


Built in Four Years 


Washington store realizes two-to-three 
stock turns on poiver tool line. Hand 
tool business is also stimulated. 


From a single portable electric 
saw four years ago, Tucker & 
Sons, hardware dealers of Tacoma, 
Wash., have developed a power 
tool inventory of approximately 
$3,000, which now turns between 
two and three times a year. 

Handicapped by lack of display 
space for the line in this store 
that has less than 3,000 sq. ft. of 


area, the firm has built a well- 
balanced stock of power items into 
a compact department. It includes 
about six major power tools at all 
times. 

Because the owners were un- 
familiar with power tool selling 
when they added the line four 
years ago, they expanded the in- 
ventory gradually. 


Bench and floor type power tools 
were added only after a good trade 
had been developed in portable 
models. - 

Electric hand tools are now dis- 
played on an island fixture specif- 
ically designed for this type of 
merchandise and the larger tools 
are placed nearby in front of a 


(Continued on page 194) 


Power tools are given a prominent display spot and bench models 
are placed so they can be seen from the sidewalk. 
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Table, just inside door at newer unit, features constantly 
changing display of new items and specials. 


Shopping Center Store 


Builds Traffic With Service 


PECIAIS 


Two-Store Operations 





Good stocks, well displayed, tied to friendly service, 
help suburban store do a steadily increasing volume. 
Monthly post cards take messages to 3,000 homes 


Tailoring hardware store stocks 
to the needs of the housewife and 
studying her shopping habits have 
helped I. C. Kinney and his son, 
I. C., Jr., increase sales at their 
Bama Hardware Stores. 

One store is operated in Moun- 
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tain Brook, Ala., a residential sec- 
tion of 9,500 close to the Birming- 
ham city limits. The other unit is 
at the Crestline Heights shopping 
center—a mile and a half from the 
first store. 

Both units are hardware depart- 


ment stores. When the Crestline 
store in a 30x60-ft building was 
opened late in 1951 stocks of the 
same items as carried in the first 
store were offered. Two sales clerks 
staff the new unit, but the same 
delivery service takes care of de- 
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liveries for both stores. Although 
sales records are kept for each 
store, buying and inventory rec- 
ords are consolidated. 

Twice-a-day delivery service is 
scheduled for 10 a. m. and 2 p. m., 
a service that is known and appre- 
ciated by all customers, many of 
whom phone in for same day deliv- 
ery of a variety of merchandise. In 
addition to his duties as a driver, 
the delivery truck man operates the 
lawn mower repair shop with the 
assistance of a full-time mechanic 
in the rush season. 

Another service that is greatly 
appreciated by customers is the 
firm’s gift-wrapping service at 
both stores. An experienced sales- 
woman in each store handles all 
housewares and gift sales and 
wrapping. They emphasize types 
of merchandise that are _ not 
easily found in other stores in the 
two shopping areas in which they 
are located. Considerable wird-of- 
mouth advertising has helped in- 
crease the popularity, volume and 
profits of the gift sections at both 
stores. 


Charge for Gift Wrapping 


When a customer wants an un- 
usually fine gift-wrapping job and 
delivery a charge of as high as $1 
is made for the extra service. The 
owners consider that this is a bet- 
ter approach to the problem than 
the use of materials that just 
get by. 

Although the first store was 
strictly on a cash basis, when Mr. 
Kinney, Sr., a former employee of 
Moore-Handley’s, opened it five 
years ago he soon found that credit 
sales were a type of service much 
in demand. Charge accounts are 
offered by both units, with about 
35 pet of the firm’s business on 
that basis. Despite this high per- 
centage of credit sales bad debt 
losses were less than $100 last year. 

Present day inventories—both as 
to quantities and variety—are four 
times that of the business when 
Mr. Kinney opened his first unit. 
Women shoppers far outnumber 
men shoppers at both stores, but it 

(Continued on page 158) 
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One of the store’s shadow boxes suggests a stage. 
Like the windows, it is changed frequently. 


Below—Paint and electrical sundries are shown 
near each other in a bid for homeowners’ trade. 
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Two viewpoints on power mower selling — 


The two letters published herewith present viewpoints of a 
dealer and a manufacturer on some mower selling problems. 
HARDWARE AGE is withholding the names of the writers of 
the letters in the interest of encouraging more open discussion 


of this situation. 


a dealer’s views— 


Dear Editor: 

We have just read your editorial discussion “First, 
Cut Your Own Grass,” in HARDWARE AGE, p. 8, Aug. 6 
issue. We read this with some interest and approval, 
but also with considerable dissension. 

We agree that power mowers are major appliances; 
that they require special selling and demonstration. 
They do need floor space and promotion. I will also 
add something that you did not stress, and that is that 
they need a lot of specialized service. . 

We do not agree with you that power mowers pay 
well for these extra services in terms of dollars in the 
bank, as profit. If you will make a canvass of the situ- 
ation among retail hardwaremen, I think you will find 
very few of them satisfied with the lack of profit that 
has been allotted to power mowers. 

The percentage of profit on power mowers is just 
about at the bottom of the list in hardware stores and 
certainly not on a par with a majority of other items. 

Your editorial plainly states that power mowers re- 
quire a lot of extra effort to merchandise. You are 
right. But isn’t it logical that for this extra effort 
there should be an adequate margin of profit for the 
dealer? 

I cannot think of anything the hardwareman sells 
that carries more of a service hazard than does power 
mowers. Service through the average jobber on parts 
is nil. The facilities for service on engines is usually 
expensive and most inconvenient. 

We would be interested in the comments of other 
dealers. 

Yours truly, 


A dealer 


Editor's note—The dealer who wrote the above 
letter put his finger on a serious problem facing every- 
body in the power mower field . . . servicing. It is 
a problem that needs to be tackled promptly and 
aggressively (see p. 8 of Aug. 20 issue). At the same 
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time we wonder if the writer of the letter isn’t con- 
fusing percentage figures with dollars. Getting 25 pet 
of list on a $100 item can put more actual dollars in 
the bank than getting 40 pet of a $1 item. 

The other very important factor which we think 
is often overlooked is that when the hardware store 
loses the power mower business, that won’t be the end 
of it. It will also lose a lot of other items. The cus- 
tomer that comes in for the lawn mower buys a lot 
of other merchandise. If he gets into the habit of 
going elsewhere for the mower or for service on the 
mower, he’s also going to buy his other lawn supplies 
at the other store. It always works out that way. 

One of the great strengths of the hardware store ts 
that it sells big items and little items. Get a customer 
in the store for a grass whip and you get a chance to 
sell him a mower. Or get him to look at a mower and 
you get a chance to sell him a grass whip, hose, seed, 
etc., etc. 

Giving up any one part of this process is like taking 
a link out of a chain; you've broken the continuity 
that makes the chain. We know of many hardware 
stores that make a good dollar profit out of mowers; 
we think there’s a great potential yet in this field, 
even though we do have some serious distribution and 
merchandising problems that must be licked. 





a manufacturer’s views— 


Dear Editor: 

I have just read your editorial, “First, Cut Your 
Own Grass,” with considerable interest. I think your 
views are timely and things you have pointed out are 
worth careful thought by the dealer. 

There is one factor, however, that you did not men- 
tion and which I think is very important. That is 
that unless the dealer is prepared to assemble power 
mowers and make sure they are in running condition 
before he delivers them, he is liable to lose more sales. 

While quite a few dealers do make it a practice to 
assemble mowers, quite a percentage fail to do so. It 
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BRIDGEPORT, 





Boom Your Hunting Business 
With These Free Sales Helps 


F yommngion 
: aga urna Cartridges 


+ ay puMINGTON Festere® 





Check twice and you’re set 
for the rest of the year 









It’s still a long time 
till Christmas... or 
is it? Now, while 
you're thinking of it, 
check the coupon 
magain and you'll be 

? sure of receiving a 
free assortment of holiday-bright 
gift wrappers and box toppers for 
Remington ammunition ... all in 


a gy. 





are Right for 
--- ANY KIND OF Gz 
---ANY KIND aegis 








COUPON BRINGS “OPEN SEASON” CHART; 
COLORFUL WINDOW CARDS 


Here’s free help to tie in your store with the big national advertising 
campaign Remington will run on ammunition this fall! 

The new Remington ammunition cards are beautifully lithographed 
in bright colors; measure 20” x 23's" (centerfire) and 22” x 23%” 
(shotshell). They’re eye-catching reminders that your store is a good 
place to make those repeat-item purchases of Remington ammunition. 

And to help make your store even more of a sportsmen’s head- 
quarters, there’s a blank chart to let you give local hunters the infor- 
mation they’re most interested in—the dates when seasons open for 
local game. Just fill in the dates and post in a prominent place... 
say, in your window or in the vicinity of your ammunition counter. 


CLIP AND MAIL TODAY! 





plenty of time for your yuletide |- 
promotion. 

And the best part of it is that 
you won’t have to give it another 
thought until you get ready to 
decorate . . . you’ll already have 
everything you need to reach the 
early Christmas shoppers. Do it 
now! 
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Remington Arms Company, Inc., Sales Promotion Div., 


Dept. H.A.-9, Bridgeport 2, Conn. 
Yes, I'd like the free Remington Please send me free Christmas 
i box toppers and wrappers for 


ammunition cardsand the ‘‘Open f 
Remington ammunition. 
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is natural that the customer who spends his money 
for what is caller “big ticket” items expects the item 
to be in shape to run when he receives it. After all, 
he doesn’t have to assemble a refrigerator or TV set 
when it is delivered. 

While it is true that the customer can assemble a 
mower himself from the instruction sheet that accom- 
panies each mower, the fact remains that a great 
many customers do not carefully read the instructions 
and do not get satisfactory work out of the mower. 

Yours truly, 
A manufacturer 


Editor’s note—Assembling a power mower is cer- 
tainly a requisite to a good selling job. As we have 
reported in the past, a majority of the service calls 
made on mowers is due to faulty adjustment of the 
new mower. If these adjustments are made properly 
before the mower is delivered, most of a dealer’s ser- 
vice calls will be minimized. 

This situation also highlights the added value of a 
service shop in connection with a hardware store. If 
you have a man on service work, he can, without 
difficulty, also supervise assembling the new mowers 
and adjusting them to assure proper operation. 





Semi-Self Service 


(Continued from page 136) 


Salespeople, when a customer has finished shopping, 
may direct the customers to another section of the store 
if necessary or may accompany them to continue the 
safes service. The determining factor is the customer, 
for while many take naturally to self-service, some 
prefer the individual attention of a salesman. 

When approaching a customer to convey the idea 
of self-service, salespeople have been instructed to ask 
“Did You Find Everything You Want,” as an open- 
ing in starting a sales inquiry, in selling up, and in 
making companion sa‘es. 


Check-Outs—the Last Point-of-Sale 


Cashiers are required to thank customers when 
handing them their change, and if traffic is not too 
heavy at the check-out counter, they are to ask the 
customer if he found everything he wanted. 

The contact at the check-out counter is the last op- 
portunity for selling up. Since it is also the final 
sales opportunity, displays of small impulse items 
are placed on the check-outs. 

In the final summation, what the Cussins & Fearn 
management feels it has accomplished with semi-self- 
service is an increase in volume because it can put 
more customers through its stores with fewer cus- 
tomer complaints and walk-outs. 

Its salesmen, because they are relieved of many of 
their. non-selling duties, such as the constant need to 
write sales slips, handle cash, etc., can devote more 
time to making higher unit sales. 


‘ 


New Self-Service Stores Planned 


At present five more stores are to be opened by the 
company in Ohio and each will feature self-service. In 
addition, a 10-acre tract of land has been acquired on 
the outskirts of Columbus. On this a 5-acre plant and 
possibly a model retail store will be erected. 

The plant is to be a one-floor warehouse with its 
own railroad siding, truck loading docks, and mechani- 
cal handling equipment and is designed to speed up 
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service to the stores, enabling them to follow through 
more efficiently with their semi-self-service selling. 

The model store will also be a pilot store in which 
displays can be set up and where various merchandis- 
ing promotions and techniques can be tested. 


C & F Company is 60 Years Old 


Coincident with its swing over to semi-self-service, 
the Cussins & Fearn Co. is also this year celebrating 
its 60th business anniversary. The company’s present 
chain of 40 hardware stores is a far cry from 1893 
when William A. Fearn and C. D. Cussins started 
their first store in Columbus. 

It was then also that Mr. Fearn hitched up his 
buggy and started visiting Central Ohio farmers, 
telling them about their store, leaving catalogs with 
them, thus beginning what may be one of the first 
retail hardware mail order businesses. 

But it was not until 1927 that the firm opened its 
first branch store in Chillicothe. From that time on, 
the spread of stores was rapid, and today there are 
40 units with more contemplated. 


C & F's Executive Management 


Officers of the company are B. L. West, chairman 
of the board, who joined the firm in 1907 as advertis- 
ing manager, subsequently becoming secretary and 
treasurer and vice-president until in 1943 he assumed 
his present position. 

President Ray Wunderlich became associated with 
Cussins & Fearn in 1933; became its merchandise 
manager four years later; a vice-president in 1944 
and its president in 1948, retaining his duties as gel- 
eral merchandise manager in which he is assisted by 
Robert N. Near. 

Executive vice-president in charge of operations 
and supervisor of the stores’ switch to semi-self-ser- 
vice is Paul A. Scholl, who joined the company in 1929 
as a clerk. He became office manager in 1936, and 4 
vice-president in 1944. 
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LANTERNS AND SEARCHLIGHTS 3-CELL OLIN SEARCHLIGHT No. X-3940. 
MEW PROFIT MA KER! Solid chromium-plated brass. Fixt-focus 
BIG PROFIT ITEMS (large diameter spot), 3-way lifetime 
lock switch. Bulb shock absorber. End 
cap has ring hanger and spare bulb 
These Olin lanterns and searchlights holder. Standard case quentity—24. 
will make extra profit for smart mer- 
chandisers this fall. Profit per unit SUGGESTED RETAIL VALUE ........ $2.95 
ranges from 98¢ to $2.37. Styled and | 
priced to sell fast in today’s market, all SUGGESTED DEALER COST ....... 1.97 | 
four items should be featured promi- DEALER PROFIT (33.22%) iii 98 
through nently in window displays and in high- 
traffic locations. 
elling. | 
n which 
chandis- EASY 10 SELL— EVERY 
Earn top profits by suggesting to every 
-service, customer the importance of having a | 
; good searchlight or lantern handy .. . 
ebrating on fishing and hunting trips, in the fam- | 
3 present ily car, and at home. The four high- 
om 1893 quality, dependable Olin searchlights 
; started and lanterns shown here meet all special 
needs for high-power portable light. . 
1 up his 
farmers, 
ogs with 
the first Olin now offers No. 4804 Lantern with an inter- 
mittent red-top flasher for safety plus powerful 
white searchlight beam, each controlled by 
pened its separate switch. Red enamel finish with rich NO. X3940 
. grey trim. Bright metal accessories. Pivot base 
time on 
: for easy beam adjustment. Bail wire handle ° 
there are for carrying. Grip handle for easy aiming. 
SUGGESTED RETAIL VALUE... $6.75 
SUGGESTED DEALER COST ............... 4.38 
DEALER PROFIT (35.11%) ............. 2.37 . 
chairman 
advertis- NO. X5940 
tary and 
assumed 5-CELL HEADLIGHT | 
ated with P 
rchandise a Durable heavy-gauge steel. Chromium- 
in 1944 5-CELL OLIN SEARCHLIGHT No. X-5940. plated brass fittings. Bail wire handle. \ 
: Super long-range beam. Solid chro- Belt clip. Detachable head band. Fixt- 
S as gel mium-plated brass. Fixt-focus (large focus. Standard case quantity—10. 
sisted by diameter spot), 3-way lifetime safety- 
lock switch. Bulb shock absorber, End SUGGESTED RETAIL VALUE ........ $6.75 | 
at cap has ring hanger and spare bulb ] 
ations Pp 
—— holder. Standard case quantity—12. SUGGESTED DEALER COST ..... 452 ! 
a DEALER PROFIT (33.03%) ......... 2.23 An 
Sonya (SUGGESTED RETAIL VALUE ...... $3.95 Olin) 
36, a 
SUGGESTED DEALER COST ........ 2.64 


IMPORTANT TO ALL DEALERS anc'new otin atteries this fal Order now. = Product | 


DEALER PROFIT (33.16%) .......... 1.31 OLIN INDUSTRIES, INC., ELECTRICAL DIVISION, NEW HAVEN 4, CONN, 
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Soll the best... 
UPSON- 


WALTON 


tackle blocks 


HIGHER SAFE 

WORKING 

LOADS (at no cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 
free catalog. 





THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE « CLEVELAND 11, ONIO 
New Yerk © Chicago ¢ Pittsburgh 
vou —s oon Sa LONG 
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Attracts Customers With Rental Items 


(Continued from page 145) 


owners of small vegetable and 
flower gardens. There is brisk de- 
mand for wall steamers. The firm 
stocks five of these units for rental 
purposes. Step ladders, sized from 
5 to 12 ft, extension ladders rang- 
ing from 20 to 40 ft are good rental 
items. 

The firm owns eight small utility 
trailers rented for delivery and 
pick-up, by the customer, of heavy 
rental equipment. The firm charges 
50c to deliver rental equipment and 
50c to pick it up. Ninety per cent 
of the rental customers make it a 
practice to pick up and return the 
equipment they rent from the store. 
This means heavier traffic for the 
store and more impulse sales. 

During warm months the firm 
has from 15 to 20 fans—12- and 16- 
in. models—rented out. Its floor 
sanders, operated from 500 to 600 
hours before requiring major re- 


pairs, are among the service's best 
money makers. Power mowers are 
among the 10 most frequently 
rented items offered. 

Display and classified ads appear 
frequently in local papers with em- 
phasis on the completeness of the 
rental service’s offerings. Floor 
sanders, wallpaper steamers, power 
mowers and paint sprayers are 
among the items in greatest de- 
mand in the spring and summer. 
Fall copy stresses cement mixers, 
ladders and floor sanders. 

Occasionally, the store employs a 
half-page newspaper ad to publicize 
its rental department, copy listing 
chiefly the most popular rental 
items. The big ad shows homeown- 
ers performing a variety of make- 
it and fix-it jobs. Copies of this ad 
are placed with 30,000 broadsides 
mailed out four times each year. 

A large sign across the front of 


Sample of 8 x 9-in. cards used to advertise rental service. Addi- 
tional items are shown on the reverse side together with some of 
the wide range of merchandise offered. 





Electric Sows 
Electric Drills, Y2-in. and Y-in. Ladder Jacks 
Electric Floor Polishers Lown Rollers 


Electric Cor Polishers 
Electric Floor Sanders 
Electric Floor Edgers 
Extension Cords 
Electric Paint Sprayers Trailers 
Electric Hedge Trimmers 
Paper Hanging Tools 


Gross Seeders 
Wheel Barrows 
Cement Mixers 


Extension Planks 


Drop Cloths House Jocks 


Sth and Mitchell Avenue 








ATTENTION HANDY-ANDYS 





Ladders, Extension and Step 


Fertilizer Spreaders 


Tree Trimmers ond Pruners 
Post Hole Diggers 
Sewer Clean-outs 


Phone 4-0871 





Why Buy It --- Rent It 


DO IT YOURSELF @ SAVE $$ @ WITH A FOGARTY RENTAL 


Hydraulic Jacks (5 ton! 
Chain Hoists 

Fence Stretchers 

Coulking Guns 

Blow Torches 

Auto Tow Bors 

Gorden Cultivotors 

Pipe — Dies — Cutters and Wrenches 
Pipe Vise and Stand 

Picks, Shovels, axes, Sprayers 
Sledge Hammers 

Hand Sows 


These Are Just a Few of Many Rentals Available 


Fogarty Rental Service 


St. Joseph, Mo. 
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oo BUY A DOZEN CANS 
; dependable avcl- FROM YOUR JOBBER . . . 
Netionelly tomo. AND ONLY PAY FOR ELEVEN! 


Nationally 
accepted 





Packed in tamper- 
proof factory- 
sealed cans 








Lithographed cans 
no paper labels } FOR meparnine 


| Powoce comrov"? 
} FOR REPAIRING 
‘ LEAny porLens 

to tear or soil 


L_ LEAKY BOILERS 








JOHN SUNSHINE CHEMICAL co., ine. 


600-602-604 W. Lake Street . Chicago 6, Illinois 


Our famous pipe joint compound in tubes 
outsells all other makes combined 6 to 1. 
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You'll Say It Of- 
McCASKEY 


“It did not cost me money— 
it brought me money” 


McCaskey 
Safe 


Register 

for account 
and fire 
protection 
in one place 


McCaskey 
Vertical 
Register 
for many 
accounts 


Lan wae 
pat vie 


it 


McCaskey 
over-or- 
under 
counter 
styles 

for 
maximum 
account 
privacy 


With McCaskey you know the un- 
failing difference between blind 
charge accounts and CONTROLLED 
CHARGE ACCOUNTS! 


The reason is: Nothing is quicker 
than records by McCaskey “‘One 
Writing” ... 


Nothing is surer than control by 
McCaskey visibility ... 


Nothing is more regular than collec- 
tions by McCaskey statements to 
date with every purchase! 


In these McCaskey Charge Account 
Control Systems—in McCaskey Cash 
Register Systems — in McCaskey 
Sales Books—you have the means 
of obtaining more usable complete 
information at less work and 


expense. 


For possible ways to 
assure yourself easier, 
more effective manage- 
ment—write now! i 


THE McCASKEY REGISTER CO. 
ALLIANCE, OHIO , 
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the firm’s store calls attention of 
passers-by to the rental equipment 
department. 

Rental items are neatly displayed 
across a 14-ft stretch of wa)! shelv- 
ing at the back of the showroom. 
The firm’s service shop also dis- 
plays power gear and other heavy 
equipment. 

Power mowers—those on sale 
and those offered for rental—are 
shown on the sidewalk in front of 
the store. Utility trailers included 
in the rental service occupy a por- 
tion of an outside lot. 


Founded in 1903 as a cual and 
grain business the company added 
its hardware department three 
years ago and today has a $30,000 
inventory for that depurtment. 
Housed in space 40x60 ft the hard- 
ware department offers hardware, 
housewares, boats and motors, 
power tools, and sporting goods 
sections. Good parking facilities in 
the front and in the rear of the 
building attract considerable traffic 
to the trim brick building located in 
a good outlying section of St. 
Joseph. 





Builds Traffic With Service 


(Continued from page 151) 


is quite common for couples to shop 
the stores during evening and Sat- 
urday shopping hours. 

Last year 600 hand mowers and 
a car load of lawn seed were sold 
by the Bama stores, despite the 
worst summer and fall drought in 
many years. An indispensable part 
of the lawn mower business is its 
repair service—a department which 
pays its own way and also results 
in contact with many prospects for 
new machines and other merchan- 
dise. 

Forty power mowers were sold 
last year and in the first three 
months of 1953, 15 units were sold. 

The two stores rent floor waxers, 
the new branch having on hand 20 
units for rent at 50¢ per day for 


the single head models and $1 for 
the double head units. This service 
builds considerable store traffic and 
results in many sales of wax and 
other materials purchased on im- 
pulse. 

Windows are changed once in 
two weeks —sometimes oftener. 
Each display is planned in advance 
with particular attention being 
given to those tying in with sea- 
sonal changes, special events and 
holidays. 

The Easter window, this year, 


was an example of considerable , 


thought. Against a plain green 
background there was a large pot- 
ted Easter lily and an open Bible. 
The same idea was used in both 
stores. 


Front-of-store fishing tackle display doubled sales last year. Lures 
and baits are on swinging panels. 
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Conventional Windows 


Some of the controversy that has arisen on the 
merits of the full-vision store front as opposed to the 
closed-back window, springs from the supposition that 
the former eliminates the use of window displays. 

However, that need not be the case. Where the 
open, backless window is a feature of the store, it is 
still possible to create arresting displays such as sug- 
gested in Fig. 1. 

This HARDWARE AGE display idea makes use of a 
low platform, set flush against the window on which 
below eye-level trims can be arranged without inter- 
fering with the shopper’s view of the store interior 
from the street. 

A modern design railing, use of which is optional, 
is used with this display to fence it off so that cus- 


tomers and children are discouraged from handling 
and disarranging the merchandise shown. 

At the same time, the railing, since it is of below 
eye-level height, will not interfere with the customer’s 
view, from inside the store, of the merchandise on 
display, allowing it to act as an impulse display to 
stop customers as they leave the store. 

The circular and half-round display props, units 
(A), (B), and (D) in Fig. 1 can easily be built at 
the store, or by a local carpenter. Detail 2 diagrams 
their construction. The materials used are plywood 
and lengths of pineboard. 

Units (B) can be cut to suitable lengths from heavy 
tubing such as is used inside linoleum rugs, and for 
the display shelf 14-in. plate glass is used. For units 
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design. 
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Gucfife HK strength counts— reinforced by 
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Shock Band. 
Blade and Socket carefully 
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oa Blade —tumbled finish Handle — 
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() qj M1) b S C0 A light Shovel makes light work. 
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(A) and (D) use %-in. plywood or pineboard, nailing 
it in position as shown in Detail 2. 

It is suggested that a number of these units be con- 
structed in different heights and kept handy for use 
in different displays. They make excellent display 
props for all types of small merchandise. 

Also, by making them in different levels, it will 
prevent monotony from creeping into the display. 

Perhaps one of the most versatile display props is 
the type of metal pole used in Fig. 1. These poles, 
which can be purchased from most display supply 
wholesalers, come in adjustable lengths. 

When fitted together, they can be made to reach 
from the floor to any ceiling height. The top section 
has a heavy spring inside it which holds the entire 
length of pipe securely in position; both ends are 
equipped with rubber tips. 

In Fig. 1, the perforated display panels are fastened 
to the poles by metal clamps. With these panels, it is 
possible to feature certain merchandise, which can 
further be highlighted by the use of swivel socket light 
fixtures as indicated in the sketch. 

These fixtures and panel bracket, U clamps, shelf 
holders, double-faced card or frame holders, etc., can 
be secured from wholesalers who handle the adjustable 
metal poles. 

The perforated panels can be purchased in sizes up 
to 4x8 ft. They come machine-punched with the holes 
on 1-in. centers so that any of the following fixture 
hardware can be inserted: 

The metal poles are also suited to interior displays 
for they can be assembled, dismantled, and moved 
around to any part of the store. Their versatility and 
flexibility make it possible to create eye-catching fea- 
ture displays in most any convenient location. 

(Continued on page 196) 
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Records Produce Extra Volume 


° 

How would you go about estab- 
lishing a record department in 
your hardware store? 

Robert Stavinoha, owner of 
Modern Hardware & Appliance 
in Temple, Tex., started selling 
records seven years ago when an 
adjoining store was vacated. He 
joined the annex to his main store 
with two good sized doorways 


Good display and 
a number of com- 
fortable stools at 
the record bar 
attract trade. 
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How a record shop pulls profitable traffic and leads 

to many impulse sales in other departments. Careful 

attention to local music interests and nation-wide 
trends pays profit 


and placed the department in 
charge of a young woman who de- 
votes her entire time to that sec- 
tion. 

“A record shop should have at 
least one full-time employee,” 
says Mr. Stavinoha. “If you do 
not have a good potential market, 
do not bother with such a depart- 
ment.” He warns against trying 


to successfully operate a record 
section with a small inventory of 
records and record players. Sev- 
eral other firms in his community 
tried to do just that and recently 
discontinued selling records. 

At the firm’s record shop buy- 
ers seldom come _ individually, 
usually two or three people come 
together. Often it is the wife who 
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is musically inclined. When her 
husband becomes entirely dis- 
interested in records he will drift 
over into the hardware store to 
look at fishing equipment, garden 
tools, hand tools and other items 
of interest to him. He will very 
often buy considerable merchan- 
dise on impulse. 


Customers Tour Store 


Many people who visit the rec- 
ord shop will enter it by the street 
entrance to that department. After 
finishing their tour of the record 
section they will walk through 
one of the wide doorways connect- 
ing to the hardware display room. 

The record shop occupies a 
room 40 x 23 ft. Displaying them 
in the proper manner is particu- 
larly important, says Miss Bernice 
Vanicek, manager of the depart- 
ment, for “If you do not display 
records, people do not see them. 
If they do not see records we can- 
not sell them.” 

Miss Vanicek emphasizes that 
the colorful illustrations used by 
record manufacturers play an im- 
portant part in selling records and 
record albums. Increasing inter- 
est in the smaller and longer play- 
ing records is, she points out, an 
advantage to a dealer because 
more of them may be displayed 
in even a small space. 

Recently one of the firm’s rec- 
ord display sections was converted 
to hold five rows of albums—four 
of the LP type, one of the larger, 
short playing time records. 

A most important sales aid is 
to let record customers browse, 
says Miss Vanicek. “When they 
say that they want to look around, 
let them do so. Frequently they 
will single out an album or a rec- 
ord, take it into one of the two 
listening booths, and decide to 
buy without any help. And some 
of them will leave the record shop 
and go into the hardware depart- 
ment to browse and finally buy 
something there.” 

Mr. Stavinoha says it is neces- 
sary to have a person experienced 
in record selling to head such a 
department. Most important is 
the fact that many new recordings 
are being cut, many of them of the 
same tune as rendered by differ- 
ent orchestras or singers. It takes 
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someone with experience in sell- 
ing records to figure which rec- 
ords will be the favorites — the 
best sellers. Keeping up with the 
national and local trends is a full- 
time job. Orders for new records 
and for replacements of stock are 
made each week. 

It is the advice of Mr. Stavinoha 
that those hardware dealers plan- 
ning to enter the record business 
hire someone who can get along 
with teen-agers and preferably 
someone who can talk their lan- 
guage. He reasons that catering 
to youngsters leads to goodwill 
among their parents and leads to 
later sales as they reach adult- 
hood and establish their own 
homes. 


Many of the popular music fans 
of today will continue as record 
customers as adults, but for dif- 
ferent types of recordings. 

Profitable in themselves, rec- 
ords lead to sales of record play- 
ers and in some instances to TV 
set buying. 

Miss Vanicek and one assistant 
usually handle sales in the record 


department. At Christmas two 
extra employees assist. 
Many record customers will 


stop and look over the TV sets 
displayed near the record shop. 

The firm’s volume in TV sets, 
radio sets, records, record play- 
ers and related lines now exceeds 
$30,000. 





Sound Effects Used to Make Saw Sales 


Actual sounds of woodworking 
tools stimulate interest in a half- 
hour radio program sponsored by 
Krengel’s Hardware, 210 Second 
Ave., S., in Twin Falls, Idaho, ac- 
cording to Viggo Nielsen, manager 
of the store. 

Called “Krengel’s Alarm Klock 
Klub,” the program over Station 


KEEP is on the air from 7:15 to 
7:45 a.m., Monday through Friday. 

On a recent series which featured 
woodworking tools, Announcer Dick 
Bingham, left, brought his tape re- 
corder down to Krengel’s to record 
the sound of a power saw cutting 
wood, as demonstrated by Don 
Baty, of the store’s staff. 


Showing how the sound effects are recorded at Krengel's. 
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What Is Your CR Rating? 


CR means Customer Relations—How your salesmen 


i handle customers can limit profits. Here are some 


pet peeves of customers you may want to correct 


in your hardware store 


by Cc. ‘.. Lapp. PhD. 

Associate Professor of Marketing, 

School of Business and Public Administration, 
Washington University, 


St. Louis, Mo. 


How do you and your employees 
impress your customers? 

Possibly you and your employees 
are making a favorable impression 
on all of your customers. 

On the other hand, a check with 
your customers might disclose that 
sales are being lost because your 
customer relations need to be im- 
proved by you and your employees. 

In my sales training work, I 
recently had occasion to study the 
opinions of 200 midwestern cus- 
tomers as to retail hardware store 
employees. It appeared that for a 
long time in too many independent 
retail hardware stores, not enough 
attention has been given to cus- 
tomer likes and dislikes. 

Some of the customers contacted 
in the survey made statements as 
disapproving as this one by a 
middle-aged business man: 

“In all my years of business I 
have found hardware stores the 





Editor’s Note—Dr. Lapp, the 
writer of this article, is a sales 
consultant and author of the 
book, Personal Supervision of 
Salesmen. This article is based 
on a speech made at the recent 
annual convention of the Ten- 
nessee Retail Hardware Assn. 
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worst of all business establishments 
with which to deal. Their sales- 
people are the worst of all, since 
their salespeople ought to know 
their stock and something about 
each item to help customers make 
satisfactory purchases.” 

On the brighter side of hardware 
store salesmanship, 50 pct of those 
interviewed felt like the following 
young man who stated: 

“I have frequent dealings with 
hardware stores, but at the neigh- 
borhood store where I always go to 
buy, I am not high-pressured. The 
store employees are friendly and 
always help me buy what I need.” 


Five Pet Peeves 


However, those pet peeves of 
your customers that need to be cor- 
rected and which limit your success 
as merchants are the ones with 
which we must concern ourselves. 
They may be divided into ,ive 
major classifications: 

1. High pressure. Many cus- 
tomers stated that too many retail 
hardware salespeople are more in- 
terested in making a sale than in 
customer satisfaction. 

More specifically, customers 
pointed out that salespeople try to 


substitute some other brand, some 
other item, or some cheaper imita- 
tion for the item which they re- 
quested. 

“Too frequently,” some cus- 
tomers went on to say, “they try to 
sell you the most expensive—high- 
est quality item when you don’t 
need it for your purpose.” 

Other customers, particularly 
women, complained, “If you look 
around, they follow and urge you 
to buy something.” Still others said, 
“When you are in a hurry, they in- 
sist on showing you big ticket items 
in which you are not interested.” 

2. Insincerity. A number of cus- 
tomers complained that they 
couldn’t depend on what the hard- 
ware salespeople told them. Women 
quite often complained that when 
they bought an item which they 
later found they could not use, they 
were unable to exchange it for an 
item they wanted. 

For example, one woman related 
that she asked a retail hardware 
man about hanging a wall bracket. 
She told him the size of the hole in 
the bracket, but he gave her nails 
which were too large. When she 
tried to return the nails, the sales- 
man wouldn’t take them back. She 
was so angry she hasn’t been back 
to that hardware store since. 

In a great many cases, mis-infor- 
mation didn’t seem to be deliberate, 
but just a case of a lack of product 
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knowledge on the part of sales- 
people. 


Examples of clerks telling buyers 
that glue would hold on metal when 
it wouldn’t; an item was unbreak- 
able when it wasn’t; that a paint 
was all right for an inside job when 
it wasn’t, point to a necessity for 
making sure that employees are as 
fully informed as possible on all 
products. 


Lack of Consideration 


3. Lack of customer considera- 
tion. Do your retail clerks try to 
help customers with their buying 
problems? Retail hardware buyers 
felt too many of them were too 
often indifferent. Many stated that 
the hardware store had a less 
friendly atmosphere than most 
stores. 


Customers complained that hard- 
ware salespeople didn’t seem to 
show enough willingness to help 
them with their buying problems. 


More specifically, customers 
stated, “You have to wait too long 
to be waited on.” “Too often you 
find the owner, and his clerks loiter- 
ing in the back of the store with a 
bunch of old cronies.” 

Frequently customers went on to 
say, ‘When you are finally waited 
on, many of the salespeople seem to 
want to get rid of you as soon as 
they can.” 


A large number of customers 
wanted hardware dealers to take a 
greater interest in why a purchase 
was being made. For example, one 
man pointed out that he bought 
window glass, but the clerk made 
no attempt to suggest putty. Con- 


sequently a second trip to the store 
had to be made. 

Another man bought some glass 
for a door. It was too thin and was 
broken very soon. This customer 
felt that if the hardware salesman 
had checked as to how the glass was 
to be used, he would have been sold 
the heavier glass. 

Is your store a man’s store? 
Women said they hated to go into 
hardware stores in which there 
were always a bunch of men hang- 
ing around. 

4. Irritating speech approaches. 
The fourth pet peeve had to do 
with irritating small talk and 
phrases. Many customers felt that 
retail hardware salespeople talked 
too much about politics, religion or 
community gossip. 

A few customers had been irri- 
tated by the smutty stories told 
them when making a _ purchase. 
Many customers were disgruntled 
with those independents who were 
constantly berating Sears, Mont- 
gomery Ward and other chain 
stores. 


Phrases That Annoy 


Phrases most frequently men- 
tioned as irritating were as follows: 
“No home is complete without 
this —.”’ “They are going like hot- 
cakes.” “We have everything from 
soup to nuts.” “You don’t want that 
kind.” “A handy gadget.” “You will 
never find anything like that any- 
where, but we have —.” “Buddy.” 
“Fella.” 

Also, “This item will be gone if 
you do not take it now.” “I ought 
to know; I’ve been in this business 





for — years.” “You'll find it right — 
over there.” “Wait a minute, I'l] — 
ask someone else.” “Now, let me tell 
you where you are wrong.” “Don’t 7 
you know what you want?” : 


Irritating Mannerisms 


5. Irritating mannerisms. Cus- 7 


tomers also dislike those salesmen 
who are always chewing gum or 
tobacco, or blowing cigarette smoke 
in their faces. Nervous mannerisms 
such as scratching the head, nose 
picking, jingling coins, or con- 
stantly eyeing watches during a 
sale, were not conducive to good 
selling. 

These factors on the debit side 
of hardware store salesmanship 
lead to the conclusion that greater 
consideration as to why customers 
frequent or do not frequent hard- 
ware stores undoubtedly would in- 
crease selling effectiveness. 

On the credit side for hardware 
stores, customers mentioned the 
following reasons they purchased 
from certain hardware stores: 

They offered adequate parking 
space. Though they were not self- 
service, they offered efficient, court- 
eous attention to customer needs. 

Related items are well displayed 
together in one location. 

Merchandise is kept clean and the 
store is well lighted. 

Services such as delivery and 
credit are offered. Installation is 
provided, repairs are done, and 
trading stamps are made available. 

The store salesman put needed 
but out-of-stock items on special 
order for the customer, or sug- 
gested another store where the re- 
quired item could be purchased. 


Revamped Layout and Methods Increase Sales, Lower Costs 


(Continued from page 144) 





ciated by both customer and dealer. For the latter, it 
enables him to sell articles for a profit on which he 
would take a loss if he had to give personal service 
with each item. Purchases are paid for by customers 
at a check-out and wrapping counter near the main 
entrance doorway. The saleswoman stationed here 
also helps to direct customers to the departments 
they are seeking. 

There is a point at which self-service selling is not 
effective, Mr. Davis believes, the exact point depend- 
ing in each case on the customer and the merchan- 
dise. But he does have to make available to those who 
expect it, the expert services they need. Primarily, 
this means employment of sales personnel who are 
well acquainted with the merchandise of their de- 
partments and its uses. With the purchase of a 
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plumbing fixture, for example, a customer will often 
want to know the differences and relative advantages 
of steel, or cast iron tubs. 

Last fall the firm celebrated its 50th anniversary 
with a promotion which helped increase sales for the 
year by 25 pct over 1951. A 12-page section in a Port- 
land daily newspaper brought the store much traffic 
and many items handled in news story manner. 

In addition to advertised specials bonuses were 
offered on a number of items, these bonuses varying 
from $5 to $50. Actually the bonuses were price re- 
ductions. When a customer selected one of the bonus 
items he learned of the specific amount of reduction 
by removing a balloon tied to it. Inside the inflated 
balloon was information as to the specific reduction 
for that item. 
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NEW! Silverfish and Goldfish patterns in 
popular Heddon lures! Flash, dash, sparkle! 


Improved for ’54! 
Heddon’s great Spin Dal spinnin 


The reel with AUTOMATIC action! 
So terrific we couldn’t keep 
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plete line of tubular glass rods 
—now with even better de- 
signs, actions, finishes. Sweet- 
est, smoothest actions ever— 
with that exquisite Heddon 
blending of power and flex 
unmatched in any other rod. 





















up with the demand! But 
they’re rolling off the line— 
and in stock right now! Auto- 
matic action—reverse handle 
slightly, and bail automati- 
cally moves to casting posi- 
tion; start to retrieve, and it 
automatically picks up the 
line. No fumbling around— 
no fouling of line. A sells-on- 
sight value! 








BAIT CASTING. Six models in a 
complete range of lengths and 


actions, including the new “Long Tom’’—a 614 -ft. extra- 
extra light rod for bait casting spinning lures in the }\ -oz. 


class—$9.95 to $27.50. 


SPINNING. All popular lengths and actions. Four 2-piece models, 
one 1-piece, two 2-piece saltwater—$17.50 to $45.00. 





ALL THESE FEATURES TOO! 


Oversize clutch for smooth, positive 
drag ¢ Precision machined bronze gears 
for smooth operation « Beveled spool 
for easy slip-off of line « Cast aluminum 
frame treated for complete protection in 
salt water «+ Collapsible handi 

tools needed + Coin-slot plug for easy 
lubricating ¢« No anti-reverse button ne- 
cessary «¢ Available in either right or 

left hand models 





FLY. Five 3-piece models, four 2-piece—$17.50 to $50.00. 


SALTWATER AND SPECIAL PURPOSE. Nine models—for surf, deep 


8ea, and special purpose— $20.00 to $35.00. 


PAL SPOOK Solid Glass Rods—8 models for bait casting, spinning, 
saltwater—popular lengths and actions—$7.95 to $25.00 


JAMES HEDDON’S SONS 
4079 West St., Dowagiac, Mich. 


fishing is CATCHING 


with Heddon tackle! 










All backed by the most 
powerful national advertising 
in the tackle industry! 











——————— 
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4 — Sap a NG IRON offers all these features all ANY st 


* Special alloy tip for increased resistance to 
oxidation and wear 


* Advanced Transformer design — right 
amount of heat at the right time . . . melts 
solder in 314 seconds 


* Colorful silent-salesman display carton 


* Extra comfortable — 1% lbs. weight, finely 
balanced and with coolest handle 


* Long life, heavy duty 180 watt transformer 


* Tough, long life case of laminated phenolic 
resin-impregnated cloth plastic 


* Positive trigger — easy action 


* Backed by the famous LENK Warranty 














Hundreds of uses for the home owner “‘DO- 
IT-YOURSELF” market as well as craftsmen, 
electricians, model makers, floor layers, 
radio repairmen, factory and shop. 







At your favorite jobber, or write for information to 


The 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 





Dealers’ Choice For Over 30 Years 
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* Backer 


HARDWARE 








CE} NO OTHER TORCH offers all these features AT ANY PRICE 





j LIQUIFIED [Pp PETROLEUM 
Torch 


EXCLUSIVE 2 IN 1 BURNER — NO 
EXTRAS TO BUY! 


ned Tp ane 































1001 uses for the “DO-IT-YOURSELF” market 

including sweat fittings, silver soldering and 
J light brazing. For home owners, farmers, 
housewives, painters, plumbers, electricians, 
radio repairmen and auto body mechanics 








* Colorful silent-salesman display carton 
* Many hours of operation on one can of fuel 


* Clean, sootless, odorless flame — more than 


Mfg. Company 





2200° F 

* inexpensive, convenient, throwaway fuel 30 Cummington St. 
container 79c each list BOSTON 15, MASS. 

* Backed by the famous LENK Warranty Dealers’ Choice For Over 30 Years 
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40 Years Behind a Counter 


Most customers are nice people, says this veteran 
hardwareman, but some .. . 


Editor’s Note: Standing behind 
the counter of a hardware store 
for 40 years provides an ideal op- 
portunity for observing human na- 
ture in all its variations. 


James E. Ells has put down on 
paper some of his experiences in 
more than 40 years as a hardware- 
man in Connecticut. Old timers will 
be reminded of some of their own 
experiences in the brief excerpts, 
selected at random, of Mr. Ells’ 
notes that are presented on these 
pages. 

Young men newly entering the 
hardware trade will find in these 
experiences examples of some of 
the situations they, too, will some- 
day face. Their situations may vary 
in clothes and place, but the under- 
lying human motives will be the 
same as those in Mr. Ells’ cases. 

Mr. Ells emphasizes that while 
the experiences in these pages de- 
pict some of the less pleasant as- 
pects of human nature, they are 
by no means common. To the. con- 
trary, he insists, dealing with the 
public as a hardware merchant is 
a pleasant, stimulating opportunity 
to provide vital services for the 
neighborhood and community. 


The Wrong Varnish 


One day a young man walked up 
to our counter with 2 gal. of a spe- 
cial varnish. He told us his boss 
had sent him in to return the 
varnish and to get a refund. 


174 


by James E. Ells, 


Norwalk, Conn. 


























nh HW 


. a glance at the shelves showed 2 gal. missing.”’ 


It happened that this particular 
varnish had just been restacked on 
the paint shelves and a glance at 
the shelves showed 2 gal. missing. 


Suspecting something wrong, our 
clerk asked the boss’ name. The 
man replied with the name of a 
contractor in a nearby town. 


The clerk told the young man he 
would like to call his boss and 
discuss the varnish; perhaps the 
contractor would like something 
else in its place. At this sugges- 
tion the young man said hurriedly, 
as he headed for the door, “Never 
mind, I’ll leave the varnish here 
and let my boss come and collect 
for himself.” 


Much Too Soon 


A somewhat similar incident in- 
volved a man who came into 4 
store with 3 gal. of paint, saying 
he was sorry he couldn’t use it 
because of a change in plans and 
would like his money back. 

The sales clerk asked him whet 
he had bought it. “About two 
weeks ago,” the stranger replied. 

“That’s odd,” the clerk pointed 
out, “we opened this store only 
three days ago.” 

The stranger left in a hurty, 
leaving the paint behind. 


The Missing Part— 
I récall a rather unusual ince 
dent. that suggested either sheer 


HARDWARE; AGE, SEPTEMBER..17, 1953 





cident in- 











RDWARE AGE, SEPTEMBER 17, 1953 


Here's the pump you've been waiting for — the 
NEW COOK Submergible. The pump that is easy 
to sell in any market, farm, home or 

industry. No other pump has so many advantages. 
Once installed — it's out of sight. No noise — 
no maintenance. It's self-lubricated for life. 


Available in a wide range of capacities and sizes. 


This is an exclusive. design. There is no 


other pump like it. 


Excellent, exclusive territories are still 
available for dealers and distributors. Write 


for complete details. 


COOK WATER SYSTEMS 


REG. U.S. PAT. OFF. 
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e Closes doors 
quietly. 

e Special top 
mounting for 
heavy duty 
service. 





CLOSER 


Original Shelby features 
found ONLY in the 666 


© Largest air-check closer made 
(59% larger than others.) 


© Exclusive — for light interior 
doors and combination doors. 


® Brass anti-friction rod guide. 

@ Non-rusting aluminum barrel. 

@ All springs concealed and pro- 
tected. 

© Completely adjustable. 





THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 








| 
| 
| 
| 
DOOR CLOSERS 
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bravado or utter stupidity. We had 
put a steam iron on a counter one 
afternoon and inside of 15 min. it 
had disappeared. 

Questioning the salesmen indi- 
cated that none had sold the iron. 
Further questioning indicated that 
only one certain customer had been 
seen in that area and he had not 
purchased anything. 

The next morning, in came the 


| young man who had been seen in 


the area where the iron had been. 
He approached a clerk and said, 


| “My wife bought a steam iron here 


yesterday afternoon, but there was 
one small part she didn’t get and 
I would like to get it now.” 

He was referring to a small ac- 
cessory that had been placed near 
the iron on the counter but had 
not been taken when the iron was 
taken. 

We had already called in a de- 
tective and the man was turned 
over to him. 

A short time later the man re- 
turned to the store with the police 
and paid for the iron. 


The Lost Test Tool 


Sometimes one runs into a more 
brazen type of theft. 

One day, while busy with cus- 
tomers, I was warned by my secre- 
tary to keep an eye on two young 
Strangers who were looking over 
the stock. Taking a moment be- 
tween customers, I asked these two 
men if I could help them. They re- 
plied, “We’re just looking around.” 

Later they asked for an article 


| out of our line and were told they 
| might find it in another store up 


the street. 
After they left, a quick glance 
around showed an upset, empty box 


| that had contained a $19 test tool. 


Feeling certain that these two men 
had stolen the tool, we quickly 
phoned the store up the street to 
which we had referred them. 
The men did enter this other 
store, but realizing they were being 
watched, they soon left. They then 
went to another hardware store, 
which in the meantime had also 
been warned by us. We had also 
contacted the police who picked 
up the trail of the two men. 
Later we learned that two offi- 
cers followed the men to a car 


and in attempting to arrest the 
men, both officers were injured in 
a scuffle. Another officer appeared 
on the scene and, with drawn re. 
volver, subdued the two men. 

A search of their car turned up 
a revolver, ammunition and our 
stolen test tool. 

This case illustrates how coop- 
eration among merchants can pay 


off. 


Balancing the Cash 


A quite unusual type of rascal- 
ity is reflected in an experience we 
once had with a salesman. We had 
been dealing with a well known 
paint manufacturer for many 
years and his_ representatives 
called on us frequently. 

One day a representative came 
to us and said his company was 
trying out a new plan. The plan 
was that the salesman was to ar- 
range to work behind the counter 
of each dealer’s store for one week. 

He told us that the paint com- 
pany felt that it would be benefi- 
cial to the salesmen if they could, 
in this fashion, get the experience 
of direct contact with consumers. 

The idea seemed reasonable, and 
having confidence in the company 
and the man, we agreed to ge 
along and gave him the full run of 
the store and allowed him to ring 
up his sales on the cash register. 

He started the following Mon- 
day, bringing with him 10 gal. of 
paint. He told us that another 
dealer was hard pressed and, hav- 
ing a surplus of this color, had 
asked the salesman to see if he 
could help out by disposing of the 
paint to another dealer. 

We said we would take the paint 
and paid for it. 

That evening when it came time 
to balance the cash, we found we 
were $15 short. We assumed wé 
had made some error in our trans- 
actions. 

The next night we were short 
again. 

We became uneasy about the 
salesman and decided to watch 
him as closely as possible. Whel 
it came time to balance that night 
we were again short. 

In the past we had always bal 
anced without difficulty. While “ 
had no proof, we were very suspr 
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ACQUAINTED 
WITH THESE 
WONDERFUL 


No. 4 


SERIES 


CEILI 


KEY DUPLICATING 
MACHINES ,” 
OW «. any of your clerks can easily F 


7 
A 
cut accurate cylinder or automotive 7f_KEIL 


7 
keys with this precision machine. oo — 
P . 


(No previous experience necessary) ff es! 




















? Please send complete 


information about your New 


No. 4 series of Key Duplicators. 
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How to make 


Quick, Easy 


flush-to-wall 


Installations 


 Begoorteal 


Gas Range Connectors 


Superseal’s long, 10° tapered cone 
makes positive, leak-proof connec- 
tions certain every time. With their 
heavy, tapered fittings and special 
alloy aluminum tubing of .049” wall 
thickness, Superseal Connectors can 
be tightened without danger of 
shearing tube or damaging fitting. 
They can be bent close to the fitting 
to make a neat, flush-to-wall instal- 
lation. Superseal Connectors are 
certified by the American Gas Asso- 
ciation and are listed by Under- 
writers’ Laboratories. They are pro- 
duced in any combination of female 
elbows and male or female adapters; 
3/4-inch pipe thread; 12 to 60-inch 
lengths; cadmium plated. Over 400 
U.S. distributors. Call the one that 
is nearest to you. 


“Every Superseal Fitting 


a2 
Duper 


hp 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA. PA 






















cious about this salesman. We de- 
cided we would tell him that we 
felt he had had ample time to con- 
tact our customers and we would 
consider the trial ended. 

He left us and we found our- 
selves balancing out without diffi- 
culty. We got in touch with the 
paint company. They sent out a 
new representative who told us 
that this same salesman was 
suspected of stealing paint from 
another dealer. 

It hurt us to have our trust 
abused in a case like this, but we 
charged it up to experience. 

Sometimes you run into situa- 
tions that show the evidence of 
very careful planning. Take the 
instance of the well dressed young 
man who walked into our store 
just before closing time about two 
weeks prior to Christmas. 

Speaking to a salesclerk, in a 
manner that created a very favor- 
able impression, the young man 
asked if his mother had ordered 
two ash cans that morning. He 
gave the name of a family we 
knew slightly. No one in the store 
could recall having taken such an 
order. 

“That’s strange,” the young man 
commented, “she told me she was 
going to order them today and 1 
wanted to have something else 
sent out with them.” 

“Well,” he added, “she is in the 
car just down the street so I'll 
check with her to see if she might 
have gotten them elsewhere.” 

In about 10 minutes he returned, 
saying she wasn’t in the car and 
must still be shopping. 

“However,” he insisted, “I’m 
sure she intended getting them 
here and we need them badly in 
the morning so I am going to have 
you send them out. The thing I 
wanted to add to these cans was a 
container for an underground 
garbage can.” 


Customer Was Vague 


We told him we had none in 
stock, but if he would give us the 
maker’s name and model number 
we would be glad to order one for 
him. He didn’t know the model, 
but, he said, “There probably won’t 
be anybody home when the garbage 
cans are delivered, but when you 
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make the delivery the driver can 
check the model number of the old 
container at the back of the 
house.” 

We agreed to do that and asked 
him where he lived. He gave us 
very explicit instructions for get- 
ting to the house. Then he pulled 
some money out of his pocket, and 
asked, “Would it be convenient for 
you to cash a Christmas Club check 
for $25?” 

The family name he had given 
was a rather well known name lo- 
cally, although we did not know 
specifically of sons and daughters. 
That, plus the plausibleness of his 
approach, caused us to believe all 
was proper so we cashed his check 
and gave him $20 change. 


Delivered, Nobody Home 


The next morning we delivered 
the cans. Nobody was home; the 
garbage container was not in sight 
so we assumed he had forgotten 
to put it out. 

About three days later, the 
police visited us and asked if we 
were in the habit of cashing checks 
for strangers. We said we weren't. 
Have you cashed any Christmas 
checks, they asked? We told of 
the young man. 

Then the police told us the 
check was no good and they had 
picked the young man up. 

At a later date we visited the 
family whose name and address 
the young man had given us and 
found them quite confused at the 
various items being delivered to 
them although they had not or- 
dered such items. 

Apparently this man had also 
used this same game on an elec- 
trical] dealer, as well as on us. 
None of us ever learned how he 
knew so much of this family and 
their habits. He was from another 
state and seemed to work his game 
as he moved along from town to 
town. His mother later came by 
and made good the money we had 
lost in order to keep the young 
man out of jail. 

This experience certainly showed 
us how dangerous it is to cash 
checks for strangers, no matter 
how plausible their story may 
sound. 
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( New Myers “Centri-Thrift”’ 
versatile, low-cost 
Centrifugal Pumps 





























A general-purpose pump designed for many 
uses: air conditioning, hot and cold water circu- 
lation, booster service, laundry equipment, cooling 
systems, lawn sprinklers, liquid transfer, and many 
others. 


Now Myers offers you more to sell with this new line 
of centrifugal pumps. The “Centri-Thrift” line sup- 
plements Myers’ regular line of industrial pumps. It 
provides broad capacity ranges in an “economy 
priced” pump suitable for many applications. 


Myers quality features. Removable, replaceable 
bronze wearing ring eliminates necessity of replac- 






V3, V2, a 


ing entire case. Stainless steel pump shaft extended & 1 hp motor 
through open bracket for quick inspection and ac- mounted and 
cessibility; won’t rust; corrosion resistant. Impeller belt-driven 


is locked to shaft and balanced for smooth operation. models. 





Specifications. Capacity ranges through 50 gallons per minute. Heads 
up to 92 feet. Motor is 3450 rpm NEMA standard with overload 
protection. Will handle 180° water. Suction opening is 1%” pipe. 
Discharge opening is 1” pipe and can be rotated in any of four 


positions. Pump can be completely drained in any position by using 











lowest drain plug. 












Direct Drive. 












High pressure, self-oiling 
bulldozer power pump. 
Ideal for heavy-duty 
pumping jobs in oil 
fields, road construction, 


High pressure industrial 
pump. Ideal for truck 
and car washing, booster 
service, etc. Capacity up 
to 50 gpm at 500 lbs. 
pressure or 1150 ft. total 
head, 






High and Low Head Centrifugals. 
Standard fitted, all bronze or all iron 
for handling many different liquids, 
* including inflammables. Impeller is 
village water works, etc. mounted on motor shaft to insure 
250 lbs. maximum pres- perfect alignment and balance. 1750 
sure or 580 feet maxi- and 3500 rpm. Single or 3-phase 
mum head. “"V"' or flat belt drive motors. 






































Write for literature and prices. 






THE F. E. MYERS & BRO. CO., 250 Fourth St., Ashland, Ohio 
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Homemade Fixtures 





Fixtures Built for $3,000 


Store in six-unit shopping center, operated by 


two newcomers, pulls traffic with eye-catching 


displays and participation in local promotions 


Limited experience with hard- 
ware did not stop the owners of 
the Burnett Road Hardware store, 
Edward Murray and Edward UIlli- 
man, from entering business at 618 
Burnett Rd. in Springfield, Ohio. 
Their volume has shown a steady 
increase right from their opening 
day. 

In six weeks the partners built 


most of their own fixtures at a 
total cost of $3,000. Their initial 
stock was valued at $7,000 and has 
since been greatly increased out of 
the profits of their business. Low 
cost advertising and good stocks 
well displayed pull traffic to the 
store. 

Burnett Road Hardware serves 
a suburban development of more 


than 1,000 new homes owned chiefly 
by young couples with children. 
Parking space is available for 150 
cars and many customers take their 
purchases with them, unwrapped. 
This means considerable saving in 
delivery and packaging eosts. 

The store in a 30x60-ft room has 
40 ft of display area and a 20x30-ft 
storage and stock room. Six display 


Edward Murray, one of the owners, in the housewares section. Note display of toy 






mowers and other juvenile items on wall ledge. 
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Troy Hardware 
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“ane | «eeWith an open-vision Pittsburgh Store Front 


a 20x30-ft 
ix display DISTINCTIVE Open-vision Pittsburgh Store Front like 

this presents your merchandise to the public quickly, 
clearly, impressively. Even after closing time your store 
goes right on selling! 





Pittsburgh Products used in this attention-getting instal- 





lation include large panels of clear-vision Polished Plate 





Glass, lustrous, clean-cut Pittco Store Front Metal, gray 








and wine Carrara Structural Glass on the facia, and an 





entranceway featuring a sturdy Tubelite Door. 





Why don't you use the attraction power of a modern 
Pittsburgh Store Front to pull more business your way? 
For complete information on Pittsburgh Products as well 
as examples of other Pittsburgh installations, return the 








Troy Hardware Company, Troy, Ohio. coupon below. No obligation whatever. 





















a ™ es 1 
| Pittsburgh Plate Glass Company | 
Sto Fr t | Room 3336, 632 Fort Duquesne Blvd | 
I | ? Pittsburgh 22, Pa. | 
C on s | Our Without obligation on my part, please send me a | 
e | :/ “”~) FREE copy of your modernization booklet, ‘‘How To | 
and Interiors SUOTE Give Your Store The Look That Sells.” | 
| | | 
Dj h SP Is DE Sad oe ccts ceveesss concbs ; 
by Pittsburg | |  ——— | 
: : 
| City Stote 
es — ee - hihi a | 
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HERE’S 
HOW 


YOU can make 


3000% 
MORE PROFIT! 
a 


Nobody likes to rake lawos 
-IT’'S WORK! 
SELL 'EM A 


cunbert 


Sweep-O-Matic 


The most exciting idea in the history 
of lawn care! 


A->=—@ Finger Flip Adjustment 
regulates both cowl position and 
brush height with the handy knob 
ght on the handle. 






7 BUSHEL GARDEN CART. 





KEEPS YOUR LAWN CLEAN 
THE WHOLE YEAR AROUND. 


Licaiberl, Ole 
TOPS IN EYE APPEAL 
COMPLETE ASSEMBLY 
NATIONAL ADVERTISING 
PLUS HIGHEST DISCOUNTS 


LOWEST PRICES 


A SIZE AND PRICE FOR EVERY PURSE 
MAIL COUPON TODAY! 





LAMBERT INCORPORATE 


DEPT. HA-9 ANSONIA, OHIO 
Please Rush Complete Details 


OM THE NEW LAMBERT LAWNSWEEPER 


The Sweep-O-Matic 























islands, a tool bar and wrapping 
counter are supplemented with wall 
display shelves and panels. 


Fixtures were built of 34-in. ply- 


_ wood, with birch trim. Islands are 


4x8 ft, 42 in. high with display 


| Shelves 12 in. apart. The top shelf 


of each island is 24 in. wide. 


Big Demand for Paint 


“In a development of this kind,” 
says Mr. Murray, “there is a big 
demand for paint. People seem to 
be painting all the time. We have 
our paint agitator right in the 


| front window so that all window 


| justable wall 


shoppers and passersby will see it. 
All paint that can be placed in the 
shaker is put into it.” 

Paints are open displayed on ad- 
shelving, 16 ft of 
space being given to that depart- 
ment. A buffet-type fixture is used 
to show brushes on a tilted panel 


| with wooden pegs to keep the 
| brushes in place. 


An unusual feature of the store 
is a display unit for electrical fix- 
tures and sundries. A flat table 
with a center shelf for fluorescent 
and incandescent lamps, it is topped 
with a canopy on which are dis- 
played a variety of wall lamps. The 
canopy is supported by four lengths 
of pipe fastened in the corners of 
the table. 

The store’s tool bar is on one end 
of the canopied table. Wide aisles 


on three sides of the unit permit a 
free flow of traffic. One end of the 
table is directly opposite the cash- 
wrap table. 

A 4x7-ft unit near the canopied 
unit displays fishing equipment and 
other sportsmen’s items. Wooden 
dowels set in the back of the panel 
for sporting goods are spaced 
three inches apart to hold fishing 
rods in place. Reels are attached 
by hose clamps to a section of pipe 
running across the middle of the 
unit. 

Small ads are published each 
week in a Springfield paper. Yard- 
sticks, imprinted balloons for the 
youngsters and other advertising 
novelties are frequently handed out. 


Added Publicity 


The firm also received consider- 
able attention as sponsor of a re- 
cent “orange crate racer’ match, 
awards being in the form of mer- 
chandise. Another event which at- 
tracted considerable attention was 
a store sign contest, signs being 
accepted for use in the store en- 
titling their creators to awards. 
One youngster designed a wooden 
fish now used atop the sports de- 
partment. 

Six days a week the shopping 
center store is open from 9 to 9. On 
Sundays for the benefit of “‘fix-it- 
yourself” fans the store is open 
from 10:30 a. m. to 4:00 p. m. 


All possible display space is utilized, including that in back of the 
cash and wrap table in the far corner. 
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Because Springfield Garden Tractors 
give you new features, new models... 


the 








Youll SELL 


SD IgINOPETEN Cl 


Garden Tractors 
this fall and winter 





A product of Quick Manufacturing Inc., 3258 E. Main Street, Springfield, Ohio 
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Have You Seen Any of These Counterfeits? 


Here are drawings of three counterfeit bills—two $20's and one $5—reported to be in circulation, by the 
U. Ss. Secret Service of the Treasury Dept. Read the descriptions to learn how these bills differ from the 
genuine and teach your employees how to spot bad money, in an unobstrusive manner without offending 


the customer. Keep this page where you can quickly refer to it. 
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SERIES 1934 D 
CHECK LETTER 
NEW COUNTERFEIT $5 SILVER CERTIFICATE ¥ ated 
FACE PLATE NUMBER: H 2044 
DSTATES OF ay... 
THE UNITE AMERICA 
00000000 
5 | 
00000000 LINCOLN BACK PLATE NUMBER: 1780 
WASHINGTON EC H 2044 
Portrait executed poorly and lacks completely shadow values 
reflected in the genuine. Small lettering reproduced with 
scant fidelity to detail, especially the two-line legend 
over which large blue numeral 5 is superimposed. Above 
blue numeral 5, letter D in Series of 1934) resembles an 0. 
Back plate No. 1780 is reproduced with what appears to be Appeared: 7-23-53 
a hyphen next to the 0. Back of this note printed in dark, SS #1384 
lustreless green unlike the genuine in color tone. This (Card No. 279) 
counterfeit should not deceive wary money handlers. 
SERIES 1934D 
NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE inital ita 
Federal Reserve Bank of Atlanta, Georgia ee See - 
FACE PLATE NUMBER: L 140 
BACK PLATE NUMBER: 684 
Deceptive counterfeit printed on good quality bond paper. 
Over-all appearance of front reflects a gray tone. Check 
letter and face plate number etched too high above large 
numeral 6 nearest Secretary's signature. Check letter 
and serial number synchronize, F65702232B appearing on all 
specimens reported to date, the digits thinner than genu- 
ine and lightly impressed. Period after IN im second line Appeared: 4-11-53 
of legend above Federal Reserve Bank seal: SS # 1377 
(Card No. 277) 
SERIES 1934D 
NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF RICHMOND, VA. CHECK LETTER ANO 
FACE PLATE NUMBER: B 94 
BACK PLATE NUMBER: 684 
Deceptive reproduction of same workmanship as counter- 
feits described by cards Nos. 275, 276, and 277, same 
technical description applicable. Check letter and 
face plate number too high above numeral 5 at right of 
Treasury seal, and slant upward to left out of align- 
ment. All notes to date bear serial number £160211308 
printed faintly in dull light green. Front of note re- Appeared: 4-(7-53 
flects dull gray appearance. SS #1379 
(Card Wo. 278) 
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Carry “COLDWELL’ for all season sales! 


Since 1855 the Coldwell name has stood for quality and 

craftsmanship. Now manufactured with the most modern 

equipment to produce modern power machinery designed to — 

keep pace with modern outdoor living. And there’s a machine f Yy 
\ to sell every month of the year! Write for information on the | 

new jobber-dealer sales policy. I 










A LAWN OF LEAVES 
IN MINUTES ! 







| CAN THROW 
1000 POUNDS OF 
SNOW A MINUTE / 


Capitalize on the growing market for leaf-mulching 
rotary mowers! Leaf Mulcher (easily attached with 2 
bolts) now standard equipment on 18-inch and 20-inch 
rotaries. Mows lawns and weeds, too! 











| CAN MOW FINE 
LAWNS, CUT HEAVY 
WEEDS, TOO ! 





Watch this targe-area 20-inch rotary spring into action 
—sales action for you! Completely enclosed housing for 
whirling blade. Leaf Mulcher attachment standard 
equipment. All steel. Built to last! 





SEE US IN NEW YORK 


BOOTH Nos. 717 AND 718 
ei 
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OCT. 5-9 AT THE SINCE 
NATIONAL HARDWARE SHOW 1855 


Here’s a sales winner for winter! Actually throws freshly 
fallen, slushy or drifted snow just like big rotary highway 
plows. Husky 2.5 hp engine. Carburetor heater. Ideal for 
Christmas gift promotion! 









IVE BEEN 
JUDGED THE FINEST 
REEL MOWER / 






Speaks for itself—and there’ll be plenty speaking for it! 
This 21-inch reel mower has an enclosed chain guard, 
rugged 1.5 hp engine. For reel value, you can’t beat the 
easy-handling 18-inch model, either! 


COLDWELL 


Coldwell-Philadelphia Lawnmower Co. 
Division of 
TORO MANUFACTURING CORPORATION 
Minneapolis 6, Minnesota 




















ITWINETUBES = 


» for GREATER & for MAXIMUM 
FLEXIBILITY 4 COVERAGE 


The sensational Resinite Twin-Tube Flexible entire length...and still provide maximum 
Sprinkler has been widely used for years in flexibility for curving around irregularly 
commercial irrigation under our trade name _ shaped beds, hillsides, terraces, etc. 
of “‘Resinite Aqua-Miser.”” Only its adapta- It sprays up...can be used on newly 
tion to the domestic field is new. seeded lawns, or in freshly cultivated gardens. 
This pioneer in the field of flexible sprin- Made of heavy duty vinyl plastic. Will not 
klers is designed to produce an even, rain- rot or mildew when left outdoors, or when 
like spray over an area 20 feet wide for its stored wet. 





SUGGESTED LIST PRICES FOR 
RESINITE TWIN-TUBE FLEXIBLE SPRINKLERS _——|_ 2> FT. --- $3.85 50 FT....$5.85 

















Attractively packaged for impulse sales. Full discounts and sales aids galore. 
Ask your wholesaler today 


Wa Made by RESIN INDUSTRIES, INC. 
w manufacturers of the famous Resinite Soaker Spray (Single-Tube Sprinkler), Resinite 
Garden Hose and extruded products for the medical supply, electronic and aircraft fields 
Sold by Resinite Sales Corporation, Santa Barbara, California 


The Resinite Twin-Tube 
Flexible Sprinkler is an ideal 
portable sprinkling system for 
covering maximum creas. 


Illustration on Left shows Com- 
plete Flexibility of Resinite Twin- 
Tube Flexible Sprinkler. An out- 
standing Advantage of Resinite 
Twin-Tube Sprinkler is shown on 
Right. One Tube Can be Pinched 
Off to Direct Water on Parkways, 
or Where Desired Without Wast- 
ing Water. 
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IT’S PATENTED 
Basic patent number 2621075 
covering all multiple-tube 


sprinklers is owned by Resin 
Industries, Inc. 


r) Ta ‘ 
| % winel4 . 
Text SPRINKLER fey 


- 


as Ry are a 
<5 “4 oo ee . 
“samen en rans + ey =. —* 
Re. ——S Se 
° ‘ Ss “a ’ > . 
Sel Ss . ** 


Resinite Twin-Tube Flexible Sprinkler covers an area 20 feet wide under 


normal water pressure. Can be turned upside-down to use as a soaker. 


| : 
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How a Chain Store 


Merchandising Ideas 





Merchandises Paint and Wallpaper 


Most hardware stores have long 
considered paint and related lines 
as a major traffic, volume and profit 
builder. In a bid for greater vol- 
ume and more profits, some hard- 
ware dealers have been expanding 
operations of that section through 
better and more colorful display, 
outside selling, more advertising 
and better training of their sales 
staffs. 

Expanding Efforts 


At the same time their competi- 
tors, including paint specialty 
stores, have been expanding their 
efforts. In some instances these 
competitors have also taken on 
lines commonly found in indepen- 
dent retail hardware stores. 

A study of the methods of a re- 
tail paint chain operating several 
stores in the East can give many 
hardware dealers some selling ideas 
that can be used or adapted by 
them. 

The manager of this paint store, 
whom we will call John Jones, di- 
rects a unit that does a volume in 
excess of $100,000 a year in a city 
of 23,000 population. 





Editor’s note: This article is 


based on an interview with the 
branch manager of a paint chain 
store. 





188 


Paint firm has employees visit prospects’ homes to 
determine and analyze their outside and interior 
paint needs. Surveys lead to sales to new customers 


Although paint and wallpaper 
are now being merchandised by 
more outlets in this city than last 
year, Mr. Jones has increased his 
business by more advertising and 
through more attention to outside 
selling of paint, wallpaper and 
other related lines. More impor- 
tant, his branch is making greater 
profits than ever before. 

How does he do it? 

Careful consideration of sea- 
sonal habits of local homeowners is 
an important key to his successful 
operation. 

Housepainting activity in the 
area is at its height from April 
through September and sometimes 
into October. Interior painting, 
wallpapering and other inside im- 
provements in the area have their 
biggest seasons during the fall and 
winter months. 


Reported on Homes 


John Jones decided to start an 
extensive search for more exterior 
paint sales well before the painting 
season began. As he had only three 
full-time employees, he hired some 
temporary employees to cover the 
territory in their cars, their pri- 
mary function being to inspect and 
report upon local homes which 
needed painting. 






The firm’s inspectors examined 
local homes — from the outside — 
and then made detailed reports to 
the store manager. Homes were 
very carefully examined. Mere scal- 
ing on the side of a building, no 
matter how slight, was reported. 


Followed Up Surveys 


Mr. Jones then took the findings 
of his temporary employees and re- 
ported the facts to those whose 
homes needed paint jobs. His let- 
ters informed owners of the inspec- 
tions, outlined conditions that 
needed correction and told how 
those needed improvements could 
be attained. Owners were told what 
was the cause of scaling, decay and 
other conditions needing attention. 
They were reminded of the possible 
consequences if these situations 
were not rectified. 

Three out of every 10 home own- 
ers, by actual count, receiving Mr. 
Jones’ letters reacted favorably to 
his suggestions. Each recipient of 
these reports was invited to visit 
the store, the invitations being ac- 
cepted in numerous instances. 

Although, according to Mr. 
Jones, many home owners are not 
pleased to hear of serious defects 
in the exterior surfaces of their 
residences, they will listen to what 





HARDWARE AGE, SEPTEMBER 17. 1953 























rr 


amined 
tside — 
orts to 
Ss were 
re scal- 
ing, no 
rted. 


Ss 

indings 
and re- 
whose 
Lis let- 
inspec- 
s that 
d how 
3 could 
id what 
‘ay and 
ention. 
ossible 
uations 


1e OWn- 
ng Mr. 
ably to 
ient of 
‘0 visit 
ing ac- 
s. 

o Mr. 
rre not 
defects 
f their 
o what 


7. 1953 








HARDWARE AGE, SEPTEMBER 17, 1953 





More than 
ylomelele 
latelol-melate 


wf 


REPUBLIC UPSON BOLTS, NUTS, SCREWS, RIVETS 





Just about any fastening problem can be handled 
safely and dependably with a Republic Upson 
Fastening . . . all highest quality steel, made on 
most modern machines under close inspection 
and control from ore to finished product. 


Everything from a screw spike to a plow bolt, 
from a ‘““Nylok”’ lock nut to a cap screw is avail- 
able under the Republic Upson brand. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND 13, OHIO ° GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 

















ALND 


THE Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 





“Since 1857’’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 





coo LEIN & Sons 

















he tells them about those condi- 
tions. 

Another good business getter 
used by the firm is house-to-house 
canvassing by three well groomed 
and intelligent women especially 
employed for spring and summer 
canvassing. Each woman carries a 
paint manufacturers’ Style Guide. 
When a housewife comes to the 
door, the canvasser promptly opens 
this big and interesting book. Usu- 
ally Mrs. Homeowner invites the 
visitor into her home. The Guide 
is left with the home owner, if de- 
sired, for periods of as long as two 
weeks. 

A card, not unlike one issued by 
a library, is signed by the bor- 
rower. The home owner’s name, ad- 
dress and phone number are noted 
on the card together with informa- 
tion as to any paint or other deco- 
rating jobs in which there is some 
interest. In some instances the 
home owner wants to place an im- 
mediate order for paint, the can- 
vasser being authorized to accept 
those orders. The borrower has the 
option of returning the book to the 
store or of having it picked up at a 
later date. 

As a result of this house-to-house 
canvassing plan, the store now has 
a mailing list of several thousand 
private home owners. In numerous 
instances the canvassers were the 
direct means of having home own- 
ers make their initial visits to the 
branch store managed by Mr. 
Jones. 


Advertised Extensively 


The store also uses newspaper 
and radio advertising, and 15 city 
buses regularly carry car card ads 
for the store at a cost of $50 for 12 
months. Periodically, newspaper, 
radio and car card ads offer free 
booklets on painting. The tremen- 
dous responsse to these offers is 
conclusive evidence that the adver- 
tising messages are being read or 
listened to. 

No effort is made in the firm’s 
advertising campaigns to reach all 
of its trading area, nor is the en- 
tire city covered by mailings or 
personal calls at home. Intensive 
effort is made to reach only those 
sections from which profitable busi- 
ness may be obtained. Most adver- 


tising copy is taken from material 
provided by the manufacturers 
whose lines are handled by the 
store. 

Mr. Jones not only sells the com- 
pany’s wares and services in the 
store, but also makes numerous 
outside calls. The young woman, 
serving as bookkeeper, also devotes 
as much time as possible, in the 
store, to waiting on customers. An- 
other employee serves in the dual 
capacity of stock clerk and sales- 
man. 

The manager’s experience has 
conclusively proven to him that 
mere interest on the part of a home 
owner will not sell paint, much of 
that job being in the hands of well 
informed salespeople. 


Neatness the Rule 


Employees of the store have al- 
ways been expected to make a neat 
appearance and to keep the store 
tidy. They are required to be polite 
in their contact with customers. 
They are expected to have a com- 
plete knowledge of hardware, 
paints and wallpaper and to be able 
to show customers how the store’s 
merchandise may fill their needs. 

Since quality is considered more 
important than price by many of 
the store’s customers, emphasis is 
on the fact that quality goods are 
the most economical in the long 
run. Each employee of the store 
has been trained in store meetings 
how to sell paint and related lines 
and how to show customers the 
proper use of these items for the 
most satisfactory results. Sales- 
men from manufacturing concerns 
have spoken to employee meetings 
on numerous occasions. They have 
discussed window display, collec- 
tions, salesmanship and the chem- 
istry of paint. 

The ‘manager also attended 4 
paint merchandising course — one 
day a week for 13 weeks—in New 
York University as sponsored by 
the Paint Dealers Association, Inc. 

Mr. Jones considers window dis- 
play a most important factor in 
the increase of his paint and re 
lated lines sales. He seeks to have 
his employees strive to have a focal 
point in a display. The store's 
18x60-ft. show room has a 14-ft. 
window. Displays are changed once 
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“Our tool volume has jumped at least 100%. 
We were so sold on our first Tool Station that we have 
purchased a second one for our branch store,” states 
Mr. C. B. Harper, Jr., of Harper Hardware Co., 
Richmond, Va. 





“Impulse tool buying increased. We have noticed 
that people about to leave the store now stop and buy,” 
say Mr. Adams and Mr. Feagin of Adams and Feagin 
Hardware Co., Macon, Georgia. 


THE TOOL BOX OF THE WORLD 


[STANLEY] ™s 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 








“MODERN TOOL SALESMEN” 





STIMULATE EXTRA SALES, 
DEALERS EVERYWHERE SAY 


New Stanley Tool Stations Prove 
Exceptional Merchandising Power 


From Maine to California—all around the country— 
dealers are finding that the new Stanley Tool Stations 
bring in added tool business . . . provide extra profits 
with no extra sales effort. 


From the minute you put the Stanley Tool Station 
on your floor, this highly persuasive “salesman”’ starts 
working for you. Customers stop and sell themselves 
when they see this display of 247 most popular Stanley 
Tools. 


This self-service tool department pays for itself in the 
first turn of the stock—then starts right in to pay you. 
It occupies only 9 sq. ft. of floor space. It’s flexible, 
provides a spot for every tool. Each tool is clearly priced 
and numbered—pricing service direct from Stanley to 
you keeps prices up-to-date. Re-ordering is quick, easy. 


New Economy Table Displays Defiance Tools 


Here’s a compact, col- 
orful merchandiser that 
gives full display value 
to 335 popular Defiance 
Tools, yet fits on the 
top of any standard 
island table. It’s 36” 
high, 22” wide, 57” 
long — arrives com- 
pletely assembled with 
price cards numbered 
and priced. 

Defiance Tool Sta- 
tions are also available. 
They display 335 fast- 
moving items, are the 
same size as the Stan- 
ley Tool Stations. 











 eelaeetientieedeetentiontantiantententantenttentientantantententetentestien 


GET COMPLETE DETAILS NOW! 


STANLEY TOOLS, 200 Elm Street 
New Britain, Connecticut. 


Please send me full information about (check: ) 


(_] Stanley Tool Station (_] Economy Tool Table 
Defiance Tool Station 














FAMOUS NAMES IN 
WRENCHES 












































ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 


WRENCHES ARE 
60% STRONGER 








‘ SET NO. 16 








TOPS IN THE 
LOWEST PRICE FIELD 


I ARROW 


\ 

\ SET A-16 
A quality line of socket 
wrench sets and open end 
wrenches in bright chrome 
plate. colorful boxes and 
packages, 


866686 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 





6668666 













a week with different items being 
featured each time in an effort to 
show samples of all merchandise 
stocked in the course of several 
months. 

As a rule, the most striking wall- 
paper patterns are not shown in 
the window. The thought behind 
this policy is that something hav- 
ing rather general appeal will stop 
many passersby who will visit the 
store to see it and other patterns. 
Many customers attracted by popu- 
lar patterns will buy more expen- 
sive qualities and in some instances 
more striking designs, when dis- 
play of an unusual paper might dis- 
courage such a visit. 


Customers Questioned 


Employees are instructed to he 
sure to question all paint and wall- 
paper customers as to what they 
plan to do with the materials they 
buy. This provides an opportunity 
to give the customer instructions— 
if found necessary—and to make 
sure that related items needed for 
a satisfactory job are bought. 

If paint is the product the cus- 
tomer seeks, the salesperson makes 
a real effort to learn what the cus- 
tomer expects of the material with 
respect to its wearing and covering 
qualities. 

Should the customer want to 
paint an unfinished kitchen table, 
for example, he is reminded of the 
need of a specific amount of enamel 
undercoater and is informed that 
the surface must be properly sand- 
papered before the first coat is ap- 
plied. The importance of a good 
brush is emphasized as well as the 
need for turpentine. Final step is 
to provide the paint for which the 
customer originally asked. 

The initial request may have 
been for material costing $1.75. By 
the time the transaction is com- 
pleted, the customer may buy $6 or 
$7 worth of materials needed for a 
satisfactory job. The store has thus 
made greater profit and has helped 
retain customer good will as the re- 
sult of seeing that he has the 
means for satisfaction with his 
handywork. Often, too, he will tell 
friends about the fine paint he ob- 
tained from Mr. Jones and how 
helpful he was in giving informa- 
tion as to proper painting tech- 
nique. 
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Actual sales, such as that for the 
materials for finishing a kitchen 
table, have more than once been 
the entering wedge for the sale of 
hundreds of dollars worth of mer- 
chandise to the same man. 

Engaging the customer in a con- 
versation about paint use also leads 
to information about his home 
which may help in selling him on 
the idea of further painting proj- 
ects in his home. 

Insofar as practical, minimum 
and maximum stock levels for all 
materials are set at a 30-day sup- 
ply figure. This enables the branch 
store to get good turnover and to 
pare its stocks to the point needed 
for good customer service, without 
loss of sales due to the headache of 
having to say, “I am sorry, but we 
are out of stock on that item.” 

John Jones summarizes the suc- 
cessful operation of his branch 
store in these words, “Despite 
growing competition in our city, 
attention to small details appar- 
ently ignored by some of our com- 
petitors helps us to profitably serve 
an ever growing trade.” 





Paint a Big Line 
(Continued from page 137) 
reputable contractor to do the job. 
In the same way he advises the 
proper paint and procedure for 
interior surfaces to save his cus- 
tomers time and money and to 

assure them of good jobs. 

He sometimes visits a custom- 
er’s home to check the condition 
of surfaces. 

Much of the firm’s repeat busi- 
ness comes from churches, local 
educational units, and local fac- 
tories. The churches and the col- 
lege need paint frequently for 
maintenance work. Such buyers 
are permitted to make purchases 
on 30-day open accounts. 

A number of local 
making metal and wooden prod- 
ucts buy all of gheir paint, on 30- 
day open account basis, from 
Washington Hardware. Factory 
orders are usually for large quan- 
tities of paint and related items. 
Fast delivery to factory accounts, 
plus the credit arrangement are 
big factors in the firm’s sales to 
this class of trade. 
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Name Calling Will Get You Top Level Quality in Cap Screws 
IF YOU CALL FOR SHEFFIELD 


Yes, It Pays to Be Specific. When you ask for Sheffield Cap Screws, 
you get positive assurance of uniform high quality—quality that 
starts with special analysis steel, finishes with a product that’s 
rigidly checked and controlled every step of the way. 


Careful Inspection all during manufacture makes the big difference. 
Inspection data is recorded and carefully analyzed by methods 
similar to those used in aircraft production. This close check 
makes it easy to maintain Sheffield’s high standards. 


Proved In Use! Sheffield Fasteners have successfully met every 
demand placed on them since Sheffield started manufacturing 
bolt and nut products in 1888. Today, Sheffield offers bolts, nuts 


EFFI E and cap screws in thousands of stock sizes, special sizes, coarse 
SH LD and fine threads. Write today for more information on the 
Quality complete line of Sheffield Cap Screws and other Bolt Products! 


Starts with SHEFFIELD-Made 
special Analysis Steel 
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Granite 
State 


Sold exclusively 
through Wholesale 
Hardware outlets. 
Substantial stocks 
carried to serve 
dealers to the 
best advantage. 
Over 90 years 
manufacturing 
experience behind 
every Granite State 
lawn mower. 


GRANITE STATE 
MOWING MACHINE 


COMPANY 


HINSDALE, N. H. 
SINCE 1860 











$3,000 Power Tool Stock Built in Four Years 


(Continued from page 149) 


ALL SIZE 


em 


This overhead display and storage rack for circular saw blades 
gives customers an idea of the extent of the store's stock. 


window where they can be seen 
from the sidewalk. 

Since there is a Tacoma distrib- 
utor who stocks the larger power 
models, and three more in nearby 
Seattle, the store orders replace- 
ments after each sale. Because 
there is no corresponding distrib- 
utor set-up on portable electric 
hand tools, the firm keeps a stock 
of about 30 units on display or 
in stock. 

Since power tools carry rather 
high price tags some kind of cus- 
tomer credit arrangement is neces- 
sary, in the opinion of Howard 
Tucker, one of the owners. 


At his store the buyer can pur- 
chase a bench saw, for example, 
with a one-third down payment 
and no interest or carrying charge 
if payment is completed within 
90 days. On instalment sales, a 
loan is arranged with the bank 
with the purchaser signing a con- 
ditional sales contract. 

Personal service is required to 
conclude most power tool sales, 
Mr. Tucker points out. The dealer, 
moreover, should be able to supply 
the buyer with accessories and 
such items as saw blades that are 
essential for continued operation. 

Tucker & Sons carries a full 


Abrasive wheels and pulleys are displayed on this board 
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Features make these 133 04M RO. *Wood’s KILBOURNE & JACOB: 
Shovels LEADERS Wheelbarrows 
in Sales Everywhere! 
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| within Lightweight Shovels 
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*Wood’s Genuine IWAN 
Post Hole Diggers and Augers 


Genuine IWAN 
Post Hole Earth Auger 


Digger Only one with ail fe | 

Rigi mous features—fastes 

os fed eieh cutting, easiest to use 
Ly SS carbon steel A gray Berwe 

~ % x oH t a , 
qualed New Dy conterinelignn able. Black pipe uf 
hyr Weight ; 4 foot handle. rights. Hardwood cros 
Weigh 105 Ibs. handles. Available i 


ALUMINUM . / Pw | per doz. sizes 2” to 16’. 


Snow Shovels 4 - 2 —— The newly complete WOOD LINE « 

{ ; , Shovels, Spades and Scoops...IWAI 
Post Hole Diggers and Augers . . 
K & J Wheelbarrows, Mortar Pan: 
Boxes can now be shipped combine 
for economy and convenience. 








HE WOOD SHOVEL AND TOOL CO., Piqua, Ohio | 


icturers of: Shovels, Spades, Scoops, Winter Tools; IWAN Diggers, Augers, Hay Knives and Scrapers; K & J Barrows, Mortar 
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preferred everywhere for 


CASE and 
eel 


in 21]2''to 4" pipe work 


NO. 2BR GEARED 
THREADER 


Put this popular Toledo on 
your 2%,” to 4” pipe. Watch 
it produce perfect tapered 
threads with fop-speed... and 
a minimum of effort. 


EFFICIENT HAND OPERATION... 
Light weight... easy handling. 
Convenient carrying handles. 
Employs Toledo receding die 
— ...5 die segments... 

ighest quality tool steel... 
three broad faced chuck jaws 
for easy centering. - 

HIGH SPEED... Operated with a 
Toledo Power Drive, the 2BR 
will thread 4” pipe in less than 
2 minutes! 

ORDER THROUGH YOUR SUPPLY 

HOUSE ...Write for catalog 11A- 
52. The Toledo Pipe Thread- 
ing Machine Co., Toledo, 
Ohio. New York-Offiees—i 65 
Broadway, Roomt310—_ 

——— 


ee 
————— 


=| 
Rely on the Leader —————— 


TOLEDO 


PIPE TOOLS... 
POWER PIPE MACHINES... 
POWER DRIVES 








assortment of saw blades of dif- 
ferent sizes for both of the manu- 
facturers’ lines that it handles. 
These are stocked in a specially 
built rack, surmounting the hand 
tool wallcase. Another fixture for 
pulleys and abrasive cutting 
wheels is suspended from a wall 
near the tool section. 


Besides providing a new depart- 
ment that increases sales volume, 
at a satisfactory margin of profit, 
power tool sales also stimulate the 
sale of hand tools. 

Sharing operational responsi- 
bilities of the store with Howard 
Tucker are his brother, Roy, and 
his father, O. R. Tucker. 





How to Trim Open and Conventional Windows 
(Continued from page 162) 


For the hardware store with 
conventional windows, a simple 
and easy-to-construct set of dis- 
play fixtures is shown in Fig. 2. 
These were specially designed to 
make trimming of this type of 
window an easier task. 

This display idea, Fig. 2, uses 
panels to create its effect, and 
these panels in combination with 
the same type of low, circular 
units used in Fig. 1 make it pos- 
sible to show a great variety of 
merchandise on different display 
levels. 

Detail 2 shows how to build the 
frame that holds the two perfo- 
rated panels (E) and (G), and the 
center, shadow-box panel (F). The 
portion of the panels not covered 
by the perforated sections, and the 
shadow-box, can be covered with 
5% or %-in. plywood. 

The perforated panels can be 
trimmed with merchandise before 
being lifted into position on the 
frames after the front platform 
trim and both sides of the window 
are installed. After being inserted 
in the frame, the perforated panels 
are held in position with metal 
clips. 

For construction details of the 
shadow-box (H), which is used on 
the center panel (F) in Fig. 2, see 
Detail 1. Materials used in the con- 
struction of the shadow-box are 
pineboard for the four sides and 
plywood for the back. 

A shelf is built into the top of 
the shadow-box to support a fluor- 
escent tube, or ordinary light bulbs 
may be used. Wiring is indicated 
in the detail drawing. 

A panel of frosted glass can be 
lettered with a brand name or mer- 
chandise category to highlight the 
display. The glass is held in posi- 


tion by lengths of slotted wood 
molding. 

Lengths of metal key hole strips 
can be attached to the plywood 
panel at the rear of the shadow-box 
so that any desired number of ad- 
justable shelves can be installed. 

Also, for a change of display 
pace, the front of the shadow-box 
can be covered with a perforated 
panel as shown in the cut-away sec- 
tion in Detail 1. 

Details for the construction of 
Units (A), (B), (C), and (D) are 
shown in Detail 2. Refer to the de- 
scription of Fig. 1 for materials 
used and the construction of these 
units. 

The writer of this series of store 
fixtures and display ideas invites 
readers to send in questions regard- 
ing these articles. Each question 
will be answered in full. Simply 
send your questions to HARDWARE 
AGE, Display Ideas, 100 E. 42nd 
St., New York 17, N. Y. 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel— bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specitiel, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


a. 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD °e 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 


sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in er 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


ak 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


% 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o' Seaeaent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
—— covered. Finish: plain, 

c pla lated, cadmium plated. Size: 
g/ier ,3/4",15/16' Veasene the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


e CLEVELAND 13, OHIO 








5 Sill Ge» ey Se 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Store Modernization 





Remodeling Brings More Profits 


New layout, fixtures and lines with emphasis on sports 


items helps Arkansas store double sales in many of its 


departments. New sections are showing good profits 


Does modernization pay? 

Gingles Hardware & Furniture 
Co. in Benton, Ark., found that its 
combination of new fixtures and 
new layout was a means of attain- 
ing greater profits throughout the 
store. Volume in some depart- 
ments has been doubled in two 


years. New departments are mak- 
ing exceptionally high profits. 
Particular emphasis has been 
given since the improvement in 
recreation equipment including 
boats and allied merchandise. 
Two paddle boats, outfitted with 


motors, seats, life  preservers, 


camp stoves, fishing tackle and 
other outdoor equipment catch the 
eyes of most visitors. Last year 
165 boats were sold, and _ this 
year’s volume in that department 
is expected to reach a higher fig- 
ure. A good sales increase has 


(Continued on page 202) 


Good traffic circulation is promoted by cross aisles and passages leading from front to rear. 
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‘In first 45 days...sales of 
GOLD SEAL LINOLEUM TILE 
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Bill Levy shows how easy it is to display and sell 24 
tile in only 5 sq. ft. of floor space with the Gold Seal Ti 
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—says Mr. William Levy 
of Jacob Levy and 
Brothers, Inc., Louisville, 
Kentucky 


Here’s how it all started. In a nut- 
shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, IF he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor”’ 
patterns in Gold Seal Linoleum 
Tile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 

Did it pay off? From the opening 
on , it started averaging 300 sq. 

t.a day—at full mark-up! It quickly 

threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes for only be- 
ing able to supply us with this one 
picture.» He would have taken 
more, he says, but customers were 
waiting to buy the product. 

Are you interested in increasing 
your sales? 


Congoleum-Nairn Inc. 

Customer Service Dept. HA 8 
Kearny, N. J. 

Yes, | am interested in increasing my 


sales of Gold Seal Tiles with the Tile- 
O-Matic. Please send details. 





Trape-marnk @ 
FLOORS AND WALLS 
CONGOLEUM-NAIRN INC., Kearny, N. J. © 1953 
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ERE THEY ARE! 


COMPLETE WITH 


BUILT-IN MOTOR 
AT A SENSATIONAL 


LOW PRICE! 
85 





$ 


ONLY, 


, a ™ COMPLETE WITH COARSE 
PORTABLE! USE IT ANYWHERE! tee | in en Gee B-24 


STURDILY BUILT OF RUGGED CAST = eo 

ALUMINUM! <a Revs it is! A fine new belt sander 
= -\by Burgess ... so amazingly low- 

SMOOTH, QUIET, POSITIVE CHAIN DRIVE! Se tisek “thas cvecg ten eden ‘. os 


POWERFUL BUILT-IN MOTOR WITH SELF- : ‘e.: gay craftsman, and hobbyist can now THINNEST 
LUBRICATING BEARINGS! ) IF afford to own one of these indispen- LIKE A BR 


sable tools. 
USES FINE, MEDIUM, OR COARSE BELTS. CHANGE on ra @ 216 capac 
BELTS IN LESS THAN TEN SECONDS! rd a rugged, ted ? ee — oo — 7 op en rap 
job quickly and easily . . . from the roughest work with coarse belts STRONG 
BUILT-IN BLOWER KEEPS MOTOR COOL to the finest finish sanding. Sand tables, chairs, desks, cabinets, book- CONSTRUCT 
AUTOMATICALLY! . ng bang «igh ners a 10 times faster than hand sanding! @ cast ALuw 
se the Burgess Belt Sander for removing paint and varnish, too, PLENTY © 
FULLY GUARANTEED BY BURGESS! A “hot item” for dealers everywhere! Order your supply today. PROJECTS! 


MEN AND BOYS OF ALL AGES GO FOR THIS LOW-PRICED JIG SAW 
COMPLETE WITH BUILT-IN ROTARY MOTOR 03 


Mee, * . / 22 FULL-SIZE PROJECT 
BVIT PLANS INCLUDED WITH 
] | EVERY SAW! y 


JUST PLUG IN AND SAW WOOD, LIGHT 
METAL, PLASTICS, FIBERBOARD, WALLBOARD 


Big arm capacity ... saws to center of = 

19%” circle. Steel table measures 9” x S ‘ 

6%” ... over 60 square inches of table . 
suena! > 








surface. Portable . . . use it anywhere. 
Easy to operate .. . safe for kids. NEW 
SABER FEATURE ... arm is removable 
to convert saw into a versatile saber saw 
for cutting extra-thick pieces any width, Complete with motor, saber 
one ae Saber — — at fast blade, coarse biade, fine 
profit-producer ... order a supply ay! blade, and 22 project patterns. 
MODEL JS-180-A 
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THE NEW POWER TOOLS BY BURGESS EVERYONE'S TALKING ABOUT! 
OUTSTANDING QUALITY! AMAZING LOW PRICES! 
QUICK PROFIT-MAKERS FOR DEALERS EVERYWHERE! 


Maes JU? BAND SAW 


BURGESS 
COMPLETE WITH 
BUILT-IN MOTOR 


NOW! A top-quality band 
saw with built-in motor at 
a sales-packed low price! 
Here’s the tool everyone 
wants for home remodel- 
ing jobs; for making gar- 
den furniture, bookcases, 
tables, chairs, 
chests, toys; for 
every kind of 
home repair work 
inside and out; 
for making mod- 
ern built-ins for 
kitchen, bedroom, 
and bath; for 
building fences 







































MODEL and boats. And 
sE the amazing low 
B-2400 price clinches 
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elt sander 
ingly low~ J 
ie owner, ‘@ HANDLES ANY KIND OF MATERIAL—THE 
he now THINNEST PLYWOOD OR A HEAVY 2 x 4 — 
indispen- LIKE A BREEZE! 
@ BIG CAPACITY — FULL 12” THROAT. DEPTH. SEE THESE 
y sanding SAWS STRAIGHT LINES OR CURVES! q a * TERRIFIC ITEMS 
arse belts @ STRONG CAST ALUMINUM AND STEEL j ae 
ets, b apes 4 4 AT BOOTH 322 
| sanding CAST ALUMINUM TABLE MEASURES 10” x 10”. 
mish, too. PLENTY OF WORKING SURFACE FOR ALL NATIONAL HARDWARE 
1. PROJECTS! 
vant SHOW, NEW YORK, OCT. 5-9 
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1 BURGESS VIBROCRAFTERS, INC. (Dept. HA-!) 
i GRAYSLAKE, ILLINOIS ° 1 
TOOL KIT fi Gentlemen: Please arrange to ship: : 
aske, ngs Sa - PS-2300 BELT SANDERS i 
leather, steel, glass, plastics, i B-2400 BAND SAWS : 

cardbcard, ivory, ceramics, j 
copper, many other ee P JS-180-A JIG SAWS ‘ 

» Complete wi urgess 
_ Tool and 10 all- $ 95 s V-760 ELECTRIC TOOL KITS i 
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SINCE 1912 
Protection for Masonry 


STOP 
Leaks 


/~e- IN YOUR 
MASONRY 


INSTANTLY | 














_ 





STOPS THE LEAKS 


cellar, Ask for Circular No. 14, 


SEALS THE SURFACE 








FOR BEAUTIFUL FINISH 


No. 15 and Color Card 32-8. 





Write for Pictorially 


described literature 
“HOW TO DO IT” 
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= WATERPLUG 


In every type usable below-grade room, 
tunnel, dam, water-supply system and 


THOROSEAL 


Against entrance of moisture into masonry, 
prevents miidew. which causes sour odors 
in interior rooms. Ask for Circular No. 16. 


QUICKSEAL 


In pastel shades for finish coat over THORO- 
SEAL base applications. Ask for Circular 











been made in all the allied lines. 

Feature displays of fishing 
tackle and artificial baits bring 
good volume throughout the year, 
according to John R. Colman, as- 
sistant manager. Square structu- 
ral columns have been turned into 
attractive displays for fishing 
tackle, three sides of some of 
these being used for this purpose. 

Fishing rods and poles are 
racked in upright position, for 
easy selection. 

Housewares and giftwares are 
now shown on step-up fixtures in 
a wide selection, meeting the 
needs of most of the firm’s cus- 
tomers. 

Fifty-two week displays of toys 
and dolls feature walking dolls, 
priced from $24.95 to $29.95. Buy- 
ing for this department is geared 
to Christmas needs, but quantities 
and varieties are sufficient for 12- 
month needs in many instances. 
Although the higher-priced dolls 
sell best for Christmas gifts there 
are many people who buy them 
at other times for birthdays and 
other festive occasions. 

Good quality luggage is another 
item offered by the firm in a wide 
variety and price range. Farmers 
and their families, factory work- 
ers and many tourists buy this 
merchandise. Many customers ex- 
press surprise at the extensive dis- 
play of these lines. 

Variety in a wide price range 
is offered in all departments of 
the store. One table is given over 
entirely to vacuum bottles, jugs, 





lunch kits and replacement parts. 
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Another table features elec- 
tric housewares and replacement 
cords. 

Wheel goods are 12-month sell- 
ers. A good-sized area in the front 
of the store is devoted to bicycles, 
velocipedes, juvenile automobiles 
and scooters. Wall ledges are also 
used for showing other wheel 
goods items. At intervals through- 
out the year wheel goods are pro- 
moted with newspaper advertis- 
ing and special display cards. 





This structural column serves 
as bait and lure display. 
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Benton is an industrial town 
of 6,000 and is a shopping center 
for a number of smaller commu- 
nities in surrounding districts. 

The store was remodeled to bet- 
ter serve men and women with 
pay-day envelopes open for spend- 
ing. Impulse sales are encouraged 
by the new lay-out and display 
arrangement. 

“Good display with more ade- 
quate variety has put new life 
into our store,” says Mr. Colman. 
“It is easy for us to plan seasonal 
promotions, and we try to make 
every season account for its share 
of our volume and profits.” 














Harvest Round-Up 

The annual harvest round-up 
and fall bargain event held at 
Hampton, Ia. attracts many spec- 
tators. On the opening day last 
year merchants dressed as oddly as 
the law permitted. Thus some were 
clad as Indians, cowboys, hunters, 
tightrope walkers, etc. Clothing 
displays were hung outdoors and 
other types of merchandise were 
displayed along the sidewalk curb. 
There were old car parades, box- 
ing matches, dancing and fireworks 
displays. Riding horses were also 
shown in a rural contest. Four 
marching bands livened things up 
with old-time music. 





















HARDWARE HUMOR 
By Hardware Age 

























“Our stair tread comes in 
several degrees of softness— 
about how late do you get 
in at night?" 
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@ Takes butt end measure- 
ments at 2, 4, or 6-inch 
intervals throughout its 
entire length. 


@ Can be used as a mark- 
ing gauge. 


| @ Has all the FAMOUS 
LUFKIN ‘‘Red End” 
features. 

















National advertising and publicity 
will bring the carpenter to your 
store for this new rule. It is in- 
valuable to him because 4-inch first 
section permits butt measurements 
to be taken at even numbered in- 
tervals throughout the entire length 
of the rule. Ideal for working on 
16", 24", or other desired centers. 














1953 


butting the rule on the first 16-inch 
module. 





heebdeeemeemtaneenneall 


Send for samples of free descriptive folders you can use 
| to build sales of these new rules. We'll furnish them in 
| ». (quantity with your name imprinted with 


E fas New JUFKIN “Red End” 


70 BUILD your SALES 








@ Marked, one side with 
six different scales in a 
16” module for 

Concrete Block and 
Glass Bricks 

Facing Tile 

Economy Brick and 
Small Facing Tile 

Engineered Brick 

Standard Brick 

Roman Brick 

@ Marked one side both 


edges consecutive inches 
to léths. 


@ Has all 
LUFKIN 
Features. 





the Famous 
‘“*Red End"’ 


Bricklayers, tile setters, and block 
layers asked for a rule to help them 
get faster and more accurate spac- 
ing. 4-inch first section permits 


This new rule, which can 
be used in spacing six different 
materials, is recommended by the 
Structural Clay Products Institute. 





out charge. 
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ALABAMA 
Birmingham —Stratton & Terstegge Co. 


Phoenix—Arizona Wholesale Supply Co. 


Phoenix Hardware Co. 


ARKANSAS 
Little Rock—J. T. Lloyd Co. 


CALIFORNIA 
Eureka —North Coast Mercantile Co. 
Modesto — Wille Elec. Co. 


Oakland — Gilson Supp ¢ Co. 
Sacramento— Su les Co. 

San Francisco—J. B  Calde # Co. 
junham, reaver 4 


Hayden 
Sloss and Brittain 
San Jose—Appliance Distributors 


COLORADO 
Denver—Central Elec. Supply Co. 
Electronics Distributing Co. 
Morey Mercantile Co. 
Grand jJunction— Sing Kurtz Co. 
C. D. Smith Co. 
Puebdlo—Pueblo Electric Supply Co 


KNAPP-MONARCH co. 


CONNECTICUT 
Bridgeport—Park City Distributors 
Hartlord—Capitol —_ & Supply Co. 
Co 
Joseph Simons Co. 
Roskin Distributors 
DELAWARE 


Wilmington—Artcraft Electric Supply Co. 


FLORIDA 

Fort Myers—Norman Auto Supply Co. 

Jacksonville—All State Pipe & Supply Co 
Towers Distributing Co. 

Lake Wales—Norman Supply Co 

Miami—A. N. Brady Wholesale Hdw. Co 


Frank T. Budge Whise. Hdw. Co. 


oe Sales & Appliances 
lesale Apphances 
Pensacola a Ho! wre Co. 
Tampa ew Supply Co 
L Distnbetors Inc. 
W. Phillips Co. 
Raybro Electric Supply Co. 


Brown Distriguting Co 
ve Hart Electric Supply Co. 





lin—Lovett & Tharpe Hdw. Co., Inc. 





Standard Model Fin Type Heater with 3-heat 
switch, similar to model shown, but without the 
automatic room temperature control feature. 


Th 
RATHSKELLER 
GEORGIA—cont. 
Gainesville—Paris-Dunlap <a Co. 
Rome—Rome Hardware Co., 
Savannah--Westinghouse tee ree Co. 





MLINOIS 
Aurora—Schomer Elec. Co. 
Chicago—All-American Sales Inc. 
nnett Bros. In 
Bruns & Collins Inc. 
S$. Buchsbaum & Co. 
City Electric Supply Co. 
Continental Products, Inc 
Ever Ready Electric Supply Co. 
Joseph Hagn & Compa’ 
ward Electrical Supply Co 
Hyland Electrical Supply Co. 
iMinois Electrical Sales Co. 
we Textiles Inc, 
Mann Co., Inc, 
John Plain & Co 
P. J. Rubey Co 
Steiner Elect. Co. 
Triangle Industries Corp. 
Weinberg & Company 
Blaine Williams Elec. Sup. Co. 
Champaign— Tepper Wholesale Electric 
Decatur — Decatur Electric 
Decatur Paper 
Elgin—Fox Elec. Supply 
Forest Park—Madison Electrical Supply 
Joliet—Barrett Hardware 
Johet Elec. Supply 
Kankakee— Kankakee Schomer Elec. Co 
Peoria—Peoria Paper 
John C. Streibich Co. 
Quincy—Irwin Paper Co. 
Tenk Hardware 
Rockford--Engelwood Elec 
Spring Valley -Cassiday Bros. Wholesale 


ST. LOUIS 16, MO., U. S. A. 


i) 
| [- 
A 


BATHROOM 





INDIANA 
Elkhart —Elkhart Supply Co. 





ee 
chiatter ago 
Indianapolis— Sot Pape 
Kiefer- stewart 
Kipp 
Mooney: “Mueler. Ward 


Serv 
Logansport— David Weolaisle Electric 
Richmond —Richmond Electric 
South Bend —Young — Supply 
Terre Haute—Levin Bro’ 


1OWA 

Cedar Rapids—Electric Motors Co 

Des Moines—Consumers Supply Co. 
Robinson Wholesale Co. 

KANSAS 

Colby—Golden Wholesale Hdwe 

Topeka—Kansas Electric Supply Co. 

Wichita—Excel Distributors 


KENTUCKY 

Louisville—Belknap Hdw. & Mfg. Co. 
Peaslee-Gaulbert Corp 
Stratton & Terstegge Co. 


LOUISIANA 
New Orleans — Interstate Electric Co. 
jonard Krower & Son, Inc. 
Shreveport —Interstate Electric Co. of 
Shreveport 
MAINE 
Bangor —Coffin & Wimple, Inc 
Portland —Arthur Hahn Co 
Holmes gow a Co 
Kendall & Whi 
Joseph eanen co. 


nents. 


MASSACHUSETTS 
Boston—Bigelow & Dowse Co. 
Milhender Dist. Inc. 


Fitchburg—Service Electric Supply Co. 

Lawrence—Dyer Clark Co. 

Springheld— ae Hardware Co. 
Milhender Dist. Inc. 

Worcester —Atlantic Elec. Supply Co., Inc. 


MICHIGAN 
Detroit — Buhl Sons, Inc. 
Daybert Dist. Co. 
Electrical Specialties Co. 
LaSalle Supply Co. 
Madison Electric Co. 
Flint—Silkworth Distributing Co. 
Saginaw — Saginaw Hardware Co. 


MINNESOTA 
Alexandria--Minnesota Elec. Supply Co. 
Duluth—-Graybar Electric Co., Inc. 
Kelley-How-Thomson Co. 
Marshall- Wells Co 
Mankato—Southern Minnesota Sup. Co. 
Minneapolis—Geo. A. Clark & Son, Inc 
Coast-to- Coast Stores Cen- 
tral Organization Inc. 
Gamble-Skogmo, Inc. 
Graybar Electric Co., Inc 
Janney, Semple, Hill & Co. 
Larson Electrical Co. 
Our Own Hardware Co 
Sterling Electric Company 
Rochester—Southern Minnesota Sup. Co. 
St. Cloud—Minnesota Electrical Sup. Co. 
St. Paul—Farwell, Ozmun, Kirk & Co 
Graybar Electric Co., inc 
Motor Power Equipment Co. 
Willmar— Minnesota Electrical Supply Co 


: TING RADIATOR SURFACE 
is efficient unit ... giving 35 times 
1g surface than standard rod-type heat- 





UTOMATICALLY CONTROLS ROOM 
TEMPERATURE 
from 40 degrees to 90 degrees F. regardless of 
changing outside temperatures. Exclusive new 
sensitive thermostat holds room temperature accu- 
rately. It is not, as with inferior types, affected by 
the heat of the heater itself! 


PORTABLE 
Weighs less than 22 pounds... only 22” wide, 
19” high, 512” deep. Plug into any adequate 110 
volt circuit. Underwriters’ approved. 


NATIONALLY ADVERTISED 
in Living for Young Homemakers, American 


Home, Better Homes and Gardens and House 
Beautiful. 







# rd \y 
fee aa 
* BREEZEWAY 
missouri 


Joplin—Mardick Distributors 
Kansas City Columbian Electrical Co. 
icPike Inc 
pl Jewelry Co 
Stowe Hdwe -d Supply Co. 
St. Joseph—C. D. Smith Dru 
St. Louis—A. R.A Distributing Co. 
Ahrens & McCerron 
Artophone 
Blackweli-Wrelandy 
Broadwell & Co. 
Brown Supply 
H. E. Krisman Co 
Shapleigh Hardware 
a Distributing 
Witte Hardware 
Springfield—Ozark Motor & Supply Co. 
MONTANA 
Billings —Montana Electric Supply 
Great Falls—Glacier State Elec. Sup. Co. 
Missoula—Missoula Mercantile Co. 


NEVADA 
Reno—Osborne & Dermody, Ir 


NEW JERSEY 

Asbury Park—Rutkin Electric Supply Co 

Atlantic City —Maegin Electric Supply Co. 

Jersey City—Garfunkel Co 

Morristown Morrietown Tec 

Newark—!. Lehrhoff and 
Newark Special 
Reisable Plectnc Supply Co 
4 = ind Son 

Trenton—Fineburg 

Unton—Surrey Elec. Supply 

NEW MEXICO 


Albuquerque—Electric Supply Co. 
Stryco Sales C 


Supply Co. 


BETTER PRODUCTS FOR BETTER LIVING 
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KM. FIN 
‘ROOM HEATER 


DISTRIBUTORS 
(Continued) 

NEW YORK 

noo Rade Diet Ge ~ 


y—Colonial 
pica Oran, 
s Electric Co., <a 
Binghamton Cy Electric Co., 
Florance Electric sup. Co. 
Ome ee ey 
Buftalo—Central 0- oP Products Co., Ine. 
Davis Electrical Supply Co. 
Lee wy y by 
R. C. A. Victor Dist. Co. 
New York—! poner Bros., inc. 





Rochester—Staniey etchanising Co. 
emmmallt Co., a 


Yonkers—F. a G. ‘wotsasale. Paint & 
Hdwe. Corp. 


NORTH CAROLINA 
Charlotte—Aulison-Erwin Company 
Carolinas Auto Supply House 
oognee Bearings & Parts 
-. Ine. 
Greensboro—Odell Hardware 


NORTH DAKOTA 
Ss Larson Co. 
Reinhard Brothers, inc. 





Manshold—Mansheia Housewares Inc. 
ipply Co. 


Toledo—Tolede Merchandise 


Co. 
. uitae, Resnee & Marvin Co. 
ou 1 
neton Stomeocget i Thompecn Co. 


OKLAHOMA 
Oklahoma City—Snyder Electric Inc. 
OREGON 
Portiand—Coffin & Wimple, inc. 
S. A. Sedlock & Co. 
Kelwin Dist. Co. 
PENNSYLVANIA 
Alientown—Clark age ga Co. 
Altoona—Dibdert R: 
Hazlieton—Cerullo Melectne ‘Sup. Co., Ine. 
Johnstowa—Cambria Equipment Co. 
Oil City—Corrin Electric Supply 
—Edwards a Walker Co. 
Pittsburgh—Anchor Dist., Co. 
im Electric “Supply 


Martin Hardsocg Co. 
State Electric Supply 
Tauberg Co. 


Reading—Penn Su: 4 
Sharon—Keystone 
Uniontown—The Fayette a 


RHODE ISLAND 
Providence—Mithender Dist., Inc. 
SOUTH CAROLINA 


Spartanburg— 
Mentgunery & Crawford Co., Inc. 
SOUTH DAKOTA 


Aberdeen—Graybar Electric Co., Inc. 
Watertown—J. H. Larson Electrical Co. 


TENNESSEE 
pan va lnterstate incr ssnagehe “ 
hattanooga—Whise. Furn. ry 
Knoxville—Wholesale a & Appl. Ce. 
Memphis—Orgill Bros. & Co 
Woodson & Bozeman Co. 
Nashville—Phillips & Buttorff Mig. Co. 


TEXAS 

Austin—Richardson Hdwe 
ee Electric Sects Co. 
El Paso—The Iri 

ort Worth—W rf K Wholesale Dist. 
eee on we. Co. 
Peden Iron & Steel Co. 
Straus-Frank 





Orange—Sabine Supply Co. 
San Antonio—Watts Hardware Co. 


UTAH 
Salt Lake City—Standard Supply Co. 


VIRGINIA 

Norfolk—Attantic Electric Corp. 

Richmond—Electrical Equipment Co. 
Virgima-Carolina Hdwe. Co. 


WASHINGTON 
Seattle—Schwabacher Hardware Co. 
Spokane—Standard Sales Com: 4 
Tacoma—Demick Electric Supply € 
WEST VIRGINIA 
Wheeling—Greer-Laing Hdw. Co. 
Ohio Valley Drug Co. 
Shulick-Taylor Co. 


WISCONSIN 
Abbotsford—Hutt Elec. Supply 
Ashland—A. B. Garnish & Toss Hdw, 
Beloit— Municipal Elec. Supply 
Eau Claire—J. H. Larson Co. 
Fond du Lac— en Elec. 
Green Bay— ¥en ster Elec. 
Hudson—J. H. Larson Electrical Co. 
La Crosse—La Crosse Stee! Braenng and 

Corrugating Co. 
ema 9g Co. 

jilwa 


y. 

Shadbolt and Boyd 

Spheeris Bros. Tobacco 

Taylor Elec. Co. 

Wisconsin DeLuxe 
Racine—Allens Merchandise Co. 
Sheboygan—J. S. Koepsel Co. 
Stevens Point—The Central Co. 





} eee Supply Co. 
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What Is Your Firm's Reputation? 


You can build a reputation for good service, the right 


merchandise and prices by letting your community know 


all about your firm. What you do will be reported by 


local newspapers — if you follow a plan that leads to 


legitimate news stories 


The story of Willard Tuttle—a 
hardware dealer in a small city 
could well be the story of one of 
your competitors. He operates a 
store with a gross business of 
more than $100,000 a year. Each 
year he does a larger volume than 
during the previous 12-month pe- 
riod and with greater profits. 

You are a competitor of Willard 
Tuttle. His steady increase in 
sales has not meant a proportion- 
ate decrease in your gross, but 
there is no doubt about it ... he 
is doing plenty of business which 
might have been done by your 
store. 

This hurts, and while you are 
not the vindictive type you want 
to do something about it. So you 
dig around. You really set out to 
find what Will Tuttle has that 
you lack. Both stores carry basic- 
ally the same types of merchan- 
dise. The prices show little vari- 
ance. And your location is just 
as good as that of his store. 


Personality the Answer 


Well, let’s face it. You know 
the reason. It is because Willard 
Tuttle has a good reputation. 
Some people call his month-by- 
month program to help his repu- 
tation public relations. The real 
answer is in the word personality. 

Tuttle has a pleasant personal- 
ity. People just like him. They 
may not even know if his offerings 
are of the finest quality or at the 
most favorable prices. But they 
like him and they go to his store 
regularly. 

So you dig a little deeper into 
Tuttle’s personality and you find 
that he is operating a first class 
promotion program. And he is 
making his program pay divi- 
dends. 








Will Tuttle is his own publicity 
director and all it costs him is a 
few minutes and a few cents each 
day. He is an’avid reader and he 
can think straight. Between his 
reading and thinking he came up 
with a program that works this 
way: 


A Program That Works 


1—He found his local news- 
papers cooperative in printing in- 
formation about himself and his 
store—as long as he offered legiti- 
mate news. So Willard Tuttle reg- 
ularly made news which would 
interest the community, especially 
his customers. 

2—One week he conducted a 
survey. He learned that most 
mothers thought that toy guns 
were not harmful for their chil- 
dren. He called in a reporter who 
helped him to correlate the neces- 
sary statistics and then wrote a 
big story. 

The next week, Tutle took a 
look at the merchandise adver- 
tised in business publications and 
then forecasted that merchandise 
tying in with adult hobbies would 
have big sales because of so many 
ingenious new products. He in- 
vited the reporter to see some of 
the new gadgets he had in stock. 
The newspaper took a photo of 
Tuttle demonstrating one of the 
gadgets. 

3—During the rest of the year, 
Tuttle got his name in the paper 
in a dozen other ways. He made 
an award to a local child for the 
best home-made wooden product. 
He marked his 10th anniversary 
in the hardware business with an 
open house, with gifts to all visi- 
tors and a dinner party for his 
sales staff. 

He joined his local service or- 
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ganization, headed a committee to 
aid in combatting juvenile delin- 
quency, gave a talk on home gar- 
dening to a woman’s club. He 
sponsored a youngsters’ baseball 
team whose members wore the 
name of his store on their uni- 
form shirts. Everytime the team 
played, the name of his store was 
mentioned in the paper with the 
results. 

4—When he employed a new 
salesman, the paper was notified 
and printed a short story. When 
he and Elmer Rose, his toy buyer, 
went to New York to attend the 
American Toy Fair, he gave the 
paper an interesting story about 
“what’s new for this year.” 


Kept Newspapers Informed 


He made sure that his news- 
paper was informed when he 
planned and completed expansion 
of his store, installed an unusual 
electric sign or wrote an article 
for a business paper on his mer- 
chandising methods. The news- 
paper cooperated because Willard 
Tuttle made news and it is in the 
business of reporting in its news 
columns what local people are 
doing. 

5—Occasionally sumething very 
unusual is done by Tuttle. Once, 
to open his Christmas toy mer- 
chandising season, he flew Santa 
Claus from a neighboring town by 
helicopter. Two thousand young- 
sters showed up to cheer Santa’s 
unusual arrival in the middle of 
the town. After the arrival of 
Santa most of the youngsters in 
town made their parents go to the 
store with them to tell what they 
wanted for Christmas. 

6—The following year, he gave 
a press party for the local daily 
papers, weeklies, radio commenta- 
tors and school paper editors to 
show them the new toys and to 
meet Santa. This he did before 
the store’s official Christmas toy 
opening. 

7—Willard Tuttle doesn’t stop 
there. He takes advantage of 
every opportunity to improve the 
appearance of his store and to 
publicize its wares and services. 
He distributes attractive and 
colorful catalogs, available from 
wholesalers and major manufac- 
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turers. These are distributed by 
mail to his best customers. Each 
of these catalogs has his store 
name and address. Many recipi- 
ents think that Will Tuttle de- 
signed, wrote and had these pieces 
printed. 

8—wWill Tuttle has a birthday 
recording system. He keeps a 
record of the birth date of each 
youngster in the homes of his cus- 
tomers. A week prior to the 
child’s birthday each year, he 
sends a reminder card to the par- 
ents telling of a new shipment 
of outstanding juvenile gifts— 
just the right things for Junior. 

9—Tuttle’s Hardware is attrac- 
tive, clean and well-lighted. It 
has a modern sign with distinctive 
lettering which also appears in 
the same type on his stationery, 
wrapping paper and_ delivery 
truck. And the store advertises 
that it is, “The store that has 
everything!” That slogan has 
been used on the radio, in news- 
paper ads and in his store for 
four years. Now people remember 
that statement when they think 
of hardware and related lines. 

10—The firm’s employees are 


trained to be friendly and helpful 
to customers and to know their 
merchandise. Deliveries are 
quickly and efficiently made. Old 
customers are greeted by name 
and are occasionally contacted by 
phone when the proprietor knows 
that a certain type of merchandise 
they like has arrived at the store. 


Customer Comfort 


For customer comfort there is 
a drinking fountain, clean wash 
rooms and a play pen for children. 
And the store offers checking and 
free gift-wrap service, often the 
source of headaches to his busy 
sales staff, but things that pay 
off. He learned early in his retail 
career that if he wanted to make 
money, special services to his cus- 
tomers would go a long way in 
making his business a successful 
one. 

11—One of the firm’s most ex- 
pensive and most _ productive 
forms of promotion is its use of 
newspaper advertising throughout 
the year, with ads most frequent 
during busy seasons. Will Tuttle 

(Continued on page 213) 
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The *BEACHCOMBER‘”. 


WF you're determined to lose your trade 

Then hire a clerk who's not neat/ 
Your clients may buy just once from the guy, 
snd from then on, they'll shop down the street.../ 











© Hardware Age 1953 
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Fig. 4963 


Up—Up—UP go sales of this all-purpose water system 
... for shallow wells... for deep wells. Here’s why: 


@ Vertical Construction permits © Special Pak prevents leakage 
over-the-well or offset installations. around shaft. 


@ Requires Only Minimum Floor @ Quickly Convertible without 
Space. special tools. 


@ Quiet Operation. ® Balanced Control Valves. 


Write for free, 16-page, illustrated Bulletin No. 4960. 


THE DEMING COMPANY 
517Broadway * Salem, Ohio 


D , 
THE BUY-WORD FOR 


PUMPS AND WATER SYSTEMS 
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A single check- 
out counter is lo- 
catedatthe 
front of the store. 


Self-Service Store 





A $60,000 Sales Increase 


It’s only a matter of months 
since Robert F. Koehler opened 
his check-out, self-service hard- 
ware store in an outlying neigh- 
borhood of Springfield, Ohio. 

Yet all indications point to a 
sales increase of from $50,000 to 
$60,000, he says, without an in- 
crease in personnel, and possibly 
eventually with less help. 

Contributing to the expected 
large increase in sales volume 
since the store became a self- 
service unit, is the fact that im- 
pulse buying has been increased 
substantially. 

“It’s surprising how people will 
buy if they are just given a chance 
to look over merchandise at their 
convenience,” says Mr. Koehler. 
“Women, especially, like to browse 
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When a small neighborhood store 
converted to self-service selling 


around without the feeling that 

they are being rushed.” 
Consequently housewares are 

moving at a faster turnover. Un- 


usual household items and tools 
are being sold that were hard to 
move in the old store for people 


(Continued on page 212) 


In addition to being a self-service operation, Koehler Super Hardware 
offers an additional customer-convenience feature—plenty of off-the- 
street parking space at the front of the store. 
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WYTEFACE’ sells on sight! 
because it’s BLACK and 
WHITE and . every inch 


Grol oliela Mulela aiuto Mom calli 
with crisp foot markings in red 
at every inch catch the 
customer's eye and give him the 
immediate urge to buy. 


That's why Wyteface is America’s 


Malektea ze lahicte Mtisy-1| fe] ele 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 
Chicac St Louis + Detroit »« San Francisco 
Los Angeles + Montreal 


ago « 


FAVORITEt WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


d tools 
ard to 
people 


BOSS* WYTEFACE: Rugged, 
“he-man”’, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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ere’s What Paint Merchants Every 
where Are Saying About 


From Waukegan, Illinois 


"Saton ales were exc 

Ran completely out of three 
colors with sales for the 
going well over $200 00 


Silver Hardware Company 





From Akron, Ohio 


From South Bend, 
Indiana 


From Gloucester, Massachusetts 





"Diybh] = eantanc ¢ Maal. 


S00" Peet tae jackpots we 


Charles J. Gray & Sons, Inc 


Wie Necdwote Ca From Kansas City, Missouri . 
tome? From Pittsburgh, Pennsylvania 
wit 4 
From Schyler, Nebraska t} : 
we : eins oe gallon hi Toba ee! g 
$1 wort : Mock & Craig Hardware : 
tlh an Smithfield Paint Corp 


From Providence, Rhode Island 
Tap FolaslolaeMaleiageh cela 


The Outlet Company 
From Philadelphia, Pennsylvania 


"Your plan gave me the best day busine From Detroit, Michigan 
in the last three years. I'll say it work ‘ 
and not only for paint, but everything 


Tioga Paint Supply Company ‘ 
Art Hass © 





Ave 


ery 


Available in Scores of Decorator Colors 


for Walls, Woodwork and Ceilings! 


npany 
fa - oat e) F @) Ug, 
' 4 
~ a 
Corr 











Hoss © 


When thousands of dyed-in-the-wool, 
atolac Mioett-liMmolollalmul-iacalcliltmlliltriieris 
cally accept a product, you can bet 
ZolUiam Loli volume Kol ola Me lellale ml elle lat: 

New colorful Alkyd SATONE has won 
Lalelelae-1 oliclilt-Molale MME fol dle LoLoLe) reason! 

a-1- We) MER) ol] -Ye folate] o)(-Mam olollalmmmele lola # 
TUL Aad) ©) oYo] ol (-Melale Ml olala-t- Mi solanial-M alate. 
of mark-up that means bigger profits, 
SATONE has been smashing dealer 
sales records. everywhere with amazing 
consistency. Combined with a unique 
and thoroughly-tested sales plan that 
really works, SATONE Alkyd flat enamel 
lad -Ta Mom lol TiNa-Mel ol elolaialinarelmlilaa-telt-te 
sales... whopping profits 

Mote) Maal io Malt Mace] lel reltl wy. GLO)» | a iiela 7 
today! It's based on solid proof. 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Without any obligation whatsoever, I'd like further proof of 
SATONE performance. 


NAME 


ADDRESS 


CITY 











— say professional men. 





Painters and glaziers know you 
just can’t beat Goodell Putty 
Knives and Scrapers. Tops in 
Quality and backed by 75 years 


Stock and sell Goodell! Show 
Goodell Putty Knives and Scrap- 
ers to Mr. Householder. He'll see 
the difference! He likes . good 


Order from your jobber now! 





& ) GoopeLt COMPANY 


NEW HAMPSHIRE 








often mention that they didn’t 
know a certain item existed until 
they had seen it in the new store 
and under the new display condi- 
tions. 

Men, too, prefer the self-service 
features of the store. Mr. Koehler 
made a quick, on-the-spot survey 
of customers to get their reaction. 
One man told him, “If there’s any- 
thing I hate, it is to walk into any 
store and have a salesman at my 
back the minute I’m inside. I’m 
interested in looking, and the same 
thing goes for a hardware store. 

“T’d never walk into a conven- 
tional hardware store while wait- 
ing for my wife to finish her shop- 
ping at the grocery because I know 
they’d expect me to buy something 
right away. Here I feel at home, 
and I always wind up by buying 
something anyway.” 


Open Display Prevails 


Koehler Super Hardware is 
36x106 ft with an additional 3,528 
sq ft of selling space in the base- 
ment. All merchandise is on open 
display in gondolas separated by 
aisles that are four feet wide. 
These gondolas, each five feet high, 
are arranged to form five aisles 
running from the front of the 
store to the back, and six cross 
aisles. The check-out station is at 
the front of the store. 

All merchandise is displayed for 
customer convenience. Baby car- 
riages with shopping baskets at- 


Partial view of the store interior. Five-foot high gondolas are used 
to put all the merchandise on open display. 


tached are available to enable 
women with small children to shop 
in comfort. Even magazines, 
candy, soft drinks, cigarettes and 
tobacco are available for shoppers, 
and provide an additional source 
of income. 


All Items Price Marked 


The price appears on every item, 
NCR price-marking stamps being 
used for the most part. Customers 
are channeled through a check-out 
aisle, and all purchases are item- 
ized and totaled on a single Na- 
tional “Class 6000” cash register 
that records both cash sales and 
charges, and classifies sales at the 
same time according to tax cate- 
gory. 

The normal staff in the store is 
three people, in addition to owner 
Robert Koehler. One man handles 
the paint department, the third 
the electric department, and one 
in plumbing. On Saturdays, how- 
ever, eight people are working in 
the store, with four or five man- 
ning the selling floor. 

Display shelves are kept filled 
by constant visual checking. Stock 
is re-ordered from actual inven- 
tory records in the paint, electric, 
and plumbing departments, while 
in other departments re-order 
quantities are estimated. 

Pilferage has been reduced be- 
cause of the quicker service in 
this type of operation. The old 
store was often crowded with 
people waiting for merchandise, 
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a situation which multiplied the 
temptation to pocket a small ar- 
ticle, and even very large items 
such as a lawn mower disappeared 
occasionally. 

However, in addition to quicker 
service, the psychological barrier 
of having to pass the check-out 
stand tends to minimize pilferage. 

Koehler Super Hardware, as it 
stands today, rose out of near 
failure. A barber for 17 years, 
Mr. Koehler had finally saved up 
enough money to open a hardware 
business six years ago. Hard work 
and enthusiasm made the store 
prosper, even though it was situ- 
ated away from town, in a resi- 
dence built well before the turn 
of the century. 

Then last June, came an over- 
dose of trouble. The old house 
burned down, and most of the 
stock was destroyed. Insurance 
covered only a part of the loss, 
and it looked like the end of Mr. 
Koehler’s hardware career. 

“Believe me,” he says, “to invest 
any more in the hardware busi- 
ness, I had to have something that 
was sure-fire, or back to the barber 
shop for me. 

“This new idea of self-service 
looked like the answer, and it 
seemed to take a lot of the gamble 
out of opening a new store. I de- 
cided to go ahead, and that was 
the best decision I ever made.” 





Your Firm's Reputation 
(Continued from page 206) 

is always looking for unusual 
means of advertising. One Christ- 
mas he sponsored a 15-minute 
once-a-week program on the local 
radio station. The program in- 
cluded reading of children’s let- 
ters to Santa Claus. The two best 
letters each week entitled their 
writers to a gift from the store. 
And the firm’s mail bag was filled 
with letters from youngsters. 

In fact, the program became 
one of the most popular broad- 
casts in the area during its run. 

Mr. Tuttle’ and his store are 
mythical, but Tuttle’s personality 
and his store could be yours. It 
will take more perspiration than 
inspiration, but why not try some 
of these ideas? 

These ideas could pay you big 
dividends—any or all of them. 
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No. 
700 
Assortment, 
retail value 


$72.25 


The most expensive 
and valuable dispen- 
ser boards ever of- 
fered the trade. 


No other merchan- 
disers will sell screw 
drivers so fast and so 
profitably. 





No. 
600 
Assortment, 
retail value 


$38.10 


The Bridgeport Hardware Manufacturing Corp. 


Bridgeport, Connecticut 


























































Mechanive’ 


Double End Wrench 
by : 
\VLCHEK 4 





Just hand your customer one of 
these fine alloy steel wrenches. 
Let him examine the accurately 
milled bright heads . . . the nar- 
row, streamlined jaws—for use 
in close quarters... the long, 
narrow bar for less weight and 
greater utility .. . the handsome, 
chrome plated finish. The better 
mechanic he is the more he will 
appreciate the value you offer 
him. And you've made the sale! 


THE VLCHEK TOOL COMPANY 


3001 EAST 87th STREET « CLEVELAND 4, OHIO 








52-Week Toy Table Pyramids Sales 





Jack Mobley and the profitable toy table. 


A single 12-month toy table at 
Mobley’s Hardware & Department 
Store at 350 E. 6th St. in Beau- 
mont, Calif., sells in excess of 
$1,200 worth of juvenile items 
each year. 

Toys and games ranging in 


price from 10¢ to $10 are dis- 
played in the compact table. 
Wheel goods, shown elsewhere in 
the store, sell at as high as $70. 

Gift goods of all types are esti- 
mated to account for 20 pct of 
the firm’s annual volume. 


House of Glass for Home Show 





This display booth at the annual home show at Birmingham, Ala., 
was constructed around jalousie windows stocked and sold by the 
Watters Hardware Co. in that city. The glass booth attracted con- 
siderable attention and there was a noticeable pickup in sales in 
this line, as well as of lamp parts and air conditioners which were 
displayed inside the booth. The Watters store has exhibited at the 

home show for several years. 
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Unfinished Furniture 
(Continued from page 141) 


name of each of the six items and 
their respective dimensions were 
given. 

Another 6x714-in. section of the 
full-page ad featured enamel, the 
prices of four different sizes of 
containers of it and large-sized 
drawing of a kitchen being refin- 
ished by a painter. 

A window display tied in with 
the ads to show a variety of un- 
finished furniture items. Several 
shades of enamel in containers of 
various sizes were shown in the 
window together with brushes and 
sandpaper. 


“Do It Yourself" Urged 


A large sign in the window in- 
vited people to, “Do it yourself!” 
and called attention to the main 
floor unfinished furniture and 
paint departments. 

The 94-year-old firm displays 
unfinished furnture next to its 
paint department. 

Says H. Ray Myers, store mana- 
ger, “Much of our success with 
this promotion came from our list- 
ing of actual dimensions of the 
different pieces shown in our ad. 
We featured those pieces on which 
we wanted to concentrate our ef- 
forts in this trial promotion. 

“Our success with this promo- 
tion was such that we ordered 
more unfinished furniture includ- 
ing additional types of pieces to 
broaden our stock. Included were 
items selling at a higher retail 
price.” 

Store stocks now include in ad- 
dition to the featured pieces sev- 
eral different sizes of headboards, 
bookeases, dressing tables and 
gateleg tables. The ad featured a 
4-drawer chest, dressing table and 
bench, credenza bookcases, a night 
table, a student’s desk and twin- 
size headboards. 

During and after the promotion 
unfinished furniture displays are 
next to the paint department. 
Salespeople tried to sell enamel 
and painting materials to each 
buyer of unfinished furniture. 
That policy is continued to the 
profit of the firm. 

Particular care is taken when 
selling unfinished furniture and 
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Campbell Proof Coil and BBB Coil 
Chain, in regular or hot galvanized 
finishes, come in "Cam-Pak” fibre 
board containers. Handles easier... 
no wood to splinter...no nails to snag. 


JOBBERS — “Cam-Pak” saves you cost of re-packing 
for re-shipment. 


DEALERS — “Cam-Pak” makes eye-catching displays 
. .. takes minimum space. 


These standard units are available, labeled 
for footage, chain size, grade and load limit: 


3/16”—250 ft. 
1/4” —150 ft. 


Onder CAM-PAK—the Projet Pack! 


5/16”—100 ft. 
3/8” — 75 tt. 






Chain for every need . . . INDUSTRIAL 
FARM...MARINE... AUTOMOTIVE 


CAMPBELL CHAIN Gonéany 


MAIN OFFICE: YORK, PA. 


West Burlington, lowa; Portland, Oregon; Sacramento, Calif. 


Makers of famous CAMPBELL Lug-Reinforced TIRE CHAINS 
















Now... BURNS 


presents a quality, 
American-made 
FRENCH FRIED 
POTATO CUTTER 



















a} Heavy, solid metal handles 
for extra strength and longer 

| life. 
One piece construction— 
nothing to get lost or out of 
order. 
Extra-long space holds large 
potatoes up to 4” long by 
23/," wide. 
Cuts 25 perfect french fry 
pieces from each potato at 
a single stroke. 
All parts heavily nickel 
plated for rust proof beauty. 










Invert cutter and use this 
edge for slicing beets, cole- 
slaw, onions, carrots, cottage 
fries, etc. 


Stock it now for immediate 
sales and for a wonderful 
Christmas gift item. WRITE 
for prices and terms. 


BURNS “scene 
SYRACUSE, N. Y. 














materials for finishing it to the 
methods of applying paint, enamel 
and shellac to the furniture. 
Says Mr. Myers, “The sale of 
unfinished furniture opens up end- 
less possibilities for selling paint, 
varnishes, waxes, sandpaper, paint 


brushes, turpentine and other ma- 
terials.” 

Many customers were seen to 
make complete notes of the tips 
given them by salespeople for the 
proper refinishing of the furniture 
they bought. 









Price Tags Advertise Store 


Harry Sterry pre- 
pares type for 


price stickers. 


That every item bought at Noon- 
an’s Hardware at 1419 Fourth St. 
in Santa Monica, Calif., is an ad- 
vertisement for the store is the 
thinking of John T. Noonan. For 
several years he has been using 
machine printed price tags with the 
store identified as “noonan’s” in 
lower case type. 


Attachment of 
labels is an even 
faster job. 
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Bought at a cost of $45 the label 
printing machine speeds pricing 
work. The gummed labels indicate 
source of supply in code, date of 
purchase, department, retail price 
and cost price, the latter in code. 

Receiving clerk Harry Sterry at- 
taches price tags as he removes 
merchandise from its wrappings. 
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: ® WOOD SCREWS 7? e4 i 
idicate ®STOVE BOLTS 


te of vecmienaitits FASTENERS PACKAGED 


price 


‘ode. © MACHINE SCREWS FOR SHELF APPEAL 


rry at- 
. . P - 
>moves ORIVE SCREWS You can’t ignore facts! Todaly’s competition 


ngs. ® THUMB SCREWS calls for the utmost selling power in pack- 
aged goods and every package of Central 

@SEMS SCREWS Fasteners has inviting eye-appeal More- 
PHILLIPS RECESSED HEADS over, color coded labels enable your sales 
personnel to select the type of fastener,head 

STANDARD SLOTTED HEADS style and size at a glance. Consider that 
















® WING NUTS AND CAP NUTS Central Screw Company has been supplying 
‘ precision-made fasteners for nearly half-a- 

HEXAGON AND SQUARE NUTS century. It all adds up to PROFITS when 
® WASHERS you specify ‘‘Central’’! 












CHICAGO, It. KEENE, N.H 


LOS ANGELES, cau, gf 


<= 


u Can Depend on Central 


ou CENTRAL SCREW COMPANY 







3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
3028 E. ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE, N.H 
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SELL STAR 
“MOLYFLEX” 


High Speed Hacksaw Blades 


from 


STAR’S 
new 


ak 


Star “Molyflex” makes you four 
times the dollar profit you make on 
regular blades—and gives your cus- 
tomers more than four times the 
cutting efficiency. You'll find Star 
“Molyflex” easier to sell when you 
use the new “Flex-Pak” as a coun- 
ter display. 

Besides being a profit multiplier, 
the “Flex-Pak” works for you other 
ways, too. It’s a balanced stock of 
80 STAR Unbreakable Special 
Flexible (green) and 20 “Moly- 
flex” (copper colored) blades, re- 
duces your inventory, costs nothing 
extra. 

Ask your wholesaler for the 
STAR “Flex-Pak”—for better dis- 
play, balanced stock and bigger 
profits with “Molyflex.” 


Sold Only Through Recognized Distributors 


CLEMSON BROS., Inc. 
' - MIDDLETOWN, N. Y., U.S.A. 


ad Ya Makers of Hand and Power Hack 
v ) Saw Blades, Frames, Metal Cutting Band 
p64. «Saw Blades and Clemson Lawn Machines. 


218 


Sells Outdoor Serving Goods 


Miss Una Mae Scott with display 


Barbecue and other outdoor din- 


| ing items sold well at the Adams 


Hardware Store at 207 Euclid Ave. 
in Ontario, Calif., when shown on a 
compact and well decorated table. 
Colorful cloths topped the round 
table as eye-catchers. Bob Adams, 
proprietor of the store, says that 
whenever a display such as this is 


that sold outdoor dining ‘items. 


used it brings a good up-turn in 
sales of these items. 

Plastic insulated servers, pitcher, 
grill plates, wooden cheese blend- 
ers, salad bow] and individual salad 
service items were featured. A 
hamburger press, glass snack jar 
and salt and pepper shakers were 
other goods on the colorful table. 


Built-Up Display Features Paint 


Pe 
paaes i oT? 
% b 


wy 


Ko 
RAT WALL 


#1 


Plan with color, was the message of this window given oyer entirely 
to paint and related lines at B. F. Kinder's Sons, Inc., in Des Plaines, 
ll. Manufacturers’ display material and merchandise at varied 
levels helped to make this display a traffic-stopping one. Lattice- 
work in the background gave added depth to the window. 
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FIXMASTER KITS 


For Christmas! 


| Model No. 3855 
i. Over 50 Pieces 


with Smashing Advertising 
and a BIG FREE KIT of PROMOTION MATERIALS! 


Cummins again brings you the most out- your turnover. With this deal you'll build 
standing Christmas package-deal in the “buying traffic’—beat any competition—and 
power tools field—a full 30% discount on get more people than ever before buying 
Fixmaster Kits, plus a wealth of FREE pro- Fixmaster Kits from you this Christmas. 
motion materials and store aids to increase Avoid the rush—mail coupon below—now/ 


— UP THESE TERRIFIC POINT-OF-SALE PIECES 


ae] Se oT i 


itcher, . ommasree DRILLS - POLISHES . SAWS. GRINDS 

blend- 
1 salad _ : ‘ Here is real point-of-sale dynamite — colorful counter display 
ed. A = an cards and banners for your window and store interior. Cards 
attach right on to Fixmaster Kits, Banners have convenient 
price circles. These and many other extra sales helps are 


included in the big Cummins Christmas Kit of Promotion 
Aids— FREE from your Jobber, or Cummins. 


ck jar 
Ss were 
able. 





Dealer Mats, Mailers, Radio Scripts 
free for tie-ins with National Ads 





A fine series of 2-column x 6” mats featuring the complete 
Fixmaster line are yours for local newspaper and handbill use. 
Put ’em to work — tie-in with the smashing Fixmaster advertis- Xz y << 

ing running in Saturday Evening Post and Progressive Farmer, was es } 
during December. Scripts for radio and TV, and illustrated _ oa Wana 
Fixmaster mailing pieces with space for your imprint, also a med 
available. woe P35 

rs, ” 


Fixmaster Tool Kits are Greater ae ~— 
Values than ever before! 


Every family can afford to own a Fixmaster, with prices rang- 
ing from $19.95 to $34.95. There’s not just ONE kit—but SIX — 
each the hottest and biggest value in the nation. Order Fix- 
master Kits—and your promotion materials now. And tie in 
with the tremendous advertising program on the new 
Cummins do-it Shop, MAXAW’s 
and Ball+Rite Drills, now blan- SAY 


MAIL COUPON TODAY FOR FREE PROMOTION KIT -| eting America. 


Kit contains valuable point-of-sale aids for all Cummins Power Tools. 


Make Dad Gis Lhe 


-« 








Mail to Cummins-Chicago Corp. Dept. HA-9 


a= | &/Cummins 


. ADDRESS a z cS Deer CUMMINS-CHICAGO CORP. 


ow 


veces 4740 N. Ravenswood - Chicago 40, Illinois 


Rea, CoE ir ermncereererat serene a c i in Cc d ’ 334 Lauder Ave., Toronto 10 
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BLOCK TEST PROVES 
AMAZING A/F* OF 


FLEXISEAL 


CAULKING COMPOUND 


*A/F—Adhesion and Flexibility 

This block is made from two pieces of 
hardwood with bevelled edges, fastened 
to a piece of plywood to form a joint 
which is caulked with FLEXISEAL. 


To demonstrate the terrific adhesion 
and flexibility of FLEXISEAL CAULK- 
ING COMPOUND under expansion and 
contraction found in normal building 
construction, the block is flexed by 
hand. For the illustration above, how- 
ever, the block was bent mechanically to 
spread the joint a full 3/16”. Note that 
even under such extreme stress, FLEXI- 
SEAL CAULKING COMPOUND main- 
tains a tight seal and does not pull away, 
crack or craze! 

FLEXISEAL CAULKING COM- 
POUND does not dry out or harden in 
storage or on the job. It sets up quickly 
and forms a tight, tough seal. Elasticity 
of its rubbery surface-skin lasts and lasts 
and lasts. 

A good caulking job depends on a 
good caulking compound to _ protect 
against moisture damage and heat loss. 
Stock and recommend FLEXISEAL 
CAULKING COMPOUND to maintain 
customer confidence. Assure yourself of 
many repeat sales! 


Order FLEXISEAL CAULKING 
COMPOUND from your jobber; 
or write the factory for full infor- 
mation and prices on all FLEXI- 
SEAL Products. 


LANDEN PUTTY WORKS, inc. 


| 





Bathroom Display in Window 


+ 


we 


The Schanck Hardware Co. in Libertyville, Ill., uses its rear-of-the- 
store display window for a 52-week display of a model bathroom. 
Tiled sidewalls facing into the store are used for hanging six toilet 
seats. Wall shelving is utilized for showing a variety of medicine 
cabinets. The display adjoins the kitchen equipment section. 


New Sports Section Jumps Sales 


ware, Inc., in Dover, N. H. Since 
April 1, of this year, after con- 
solidating all sporting goods into 


Last year sporting goods ac- 
counted for 10 pct of the gross 
volume of sales at Johnson Hard- 


Fishermen get a clear view of fishing tackle with a minimum of han- 
dling of merchandise in the Liar's Den. 
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3 VETERAN HARDWARE WOMAN 
- \PICKS L-0-F IN'BLINDFOLD TEST 


Adele Genesee, G S Stores (Hard- 
ware, Paint and General Merchan- 
dise) says, “Brand ‘Z’ was much easier 
to cut!” (Brand ““Z” was L-O-F.) 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. You’ll 
see why you have fewer bad cuts, less waste and 
more profit with L:O°F. 

Call your nearest L°O-F Distributor. These 
local businessmen are listed under ‘‘Glass’’ in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free copy of our booklet, For Greater 
Profits in Window Glass. 

Write Libbey-Owens:Ford Glass Company, 
6793 Nicholas Building, Toledo 3, Ohio. 





[ 

! 

I 

I 

[ 

l 

l 

She test-cut four well-known brands of single-strength | 

window glass, identified only by the letters W, X, Y and | 

Z. She immediately picked ‘‘Z”’, which was Libbey’ | 

Owens‘Ford 93% of the dealers in various sections of the | 

country who took this test picked L-O-F! i 
L:O-F Window,Glass is easier to cut into big pieces or 

little pieces. It’s easier to cut into angled or curved | 

pieces. You can even cut off narrow strips with a light, | 

easy stroke. ! 

L-O-F cuts easier because it is annealed more slowly, | 

more patiently. That makes it less brittle—so it’s a safer L 

buy for your customers, too. 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 


Gane Gn GE GD GE GE es ee Ge es ee ee ee ee ee ee es ee ee 
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INCREASE PROFITS 
5% OR MORE 


by buying Tacks and Nails 
from one source 


= 2 





a 


The products shown are but a representa- 
tive few of the many sizes and types that 
ATLAS makes. Ask your jobber for the 
complete list. Be sure to ask for ATLAS 
—the best known name in tacks and nails 
throughout the world. 


once ATLAS 5c: 


TACK CORPORATION 


Make 



























Packaged model sets are displayed below baseball equipment on 


this new wall case. 


one compact and attractive de- 
partment, monthly sales have in- 
creased about one-third over the 
same months of last year. 

New showcases, step-up display 
islands and wall cases were in- 
stalled to make the new depart- 
ment and the office was shifted to 
another part of the store. 

“Sales of sporting goods imme- 
diately increased at the comple- 
tion of what we call the Sports- 
men’s Corner,” reports Walworth 
Johnson, owner. 

“It has proved to be a magnet 
for all sportsmen, who gravitate 


to it even though it is in the rear. 

To announce the new depart- 
ment, a printed folder showing 
views of it, were mailed to all 
customers in Dover and surround- 
ing territory. The mailing list in- 
cluded all sportsmen who had pur- 
chased hunting and fishing li- 
censes at the store during 1952. 
Ads in the local newspaper were 
also used to announce the opening. 

Mr. Johnson, president of the 
Retail Merchants’ Association of 
Dover, plans to further enlarge 
the sporting goods department and 
increase its inventory. 





Seeks Dairymen's Trade 


Growers Supply Co. at 953 G St. 
in Reedley, Calif., builds dairy sup- 
ply volume by using direct mail, ac- 
cording to N. S. Doyel, who man- 
ages the firm. 

Twice a year the firm mails 
printed post cards to farmers and 
ranchers, featuring pasture mix 
and fertilizers. Each mailing, one 
in the spring and one in the fall, 
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reaches 3000 dairymen within 2 
15-mile radius. 

Mr. Doyel, who has his own small 
dairy herd, has made a study of the 
correct pasture mix for various 
types of soil. He offers his cus 
tomers advice on the proper mix 
for their pastures. 

Dairymen visiting the store in 
(Continued on page 226) 
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We make all kinds of bolts 






for all kinds of jobs 
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aaratin Long bolts. Short bolts. Thin bolts. Fat bolts. Special bolts. Bolts with cut or rolled threads, 
ent and to meet any specification . . . Yes, we make all kinds of bolts, and in just about every size. 

Bethlehem bolts are good bolts. They have strong heads and shanks, and smooth- 
fitting threads. You can count on them for dependable performance. 
If you need bolts—or any kind of fasteners—in your business, get in touch with the 
nearest Bethlehem sales office. Chances are good that we can supply you. 

ithin @ 
yn small BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
y of the On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
arious Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 

vé 
his cus- 
store in ' 
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ALL NEW from shaft to shell, this G-E motor was designed for ALL-ANGLE operation in every model is m4 
industry, is now available to consumers for the first time. possible by the new bearing design shown bef 


NEVER BEFORE... 


a motor like this all-new G-E motor! 


Now, get a bigger share of the immense shop, farm and home 

‘ ; 3 Generous supply of 0 
motor business by selling the completely new G-E Utility Motor. . a 
It packs more power per pound — it’s smaller, lighter, easier to j 
handle and use! Its new blue-grey enamel finish and eye-pleasing 
design attract buyers. It’s completely versatile —- use it shaft up, 
down or at any angle — it will maintain the right lubrication and 
no oil leakage! More than 11,000,000 home workshop owners will 
want this all-new G-E Utility Motor, available in %, 4, 2, %, and 1- 
horsepower models. Stock up now! Section 674-165, General Electric bt = Stock G-E Uti 
Company, Schenectady 5, N. Y. i ‘we ie . Tite Section 


Gu con put your cnlnce tn 
GENERAL @@ ELECTRIC 


Wick deposit 
oil on shaft 
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mounts & 
WITH SHAFT Ee 
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NEW ANIMATED DISPLAY seils, sells, sells! Use it in window, on FAMOUS G-E “SILENT SALESMAN” 


counter or on top of famous G-E “silent motor salesman,” shown at right. sells G-E motors in thousands of stores! 


EVER BEFORE... 


erchandising like this to help you sell! 


When you sell G-E Utility Motors, you are backed up by the NATIONAL ADVERTISING pre-sells G-E motors for you 


world’s biggest motor manufacturer. Millions read G-E advertise- in engetinn sont Sy your Sent extenerd 


ments in their favorite magazines. FREE of extra cost with your 
frst order of the all-new G-E motors, the animated display above 
will attract more customers. The famous 17-inch-square chrome-and- 
eel G-E “silent motor salesman” is still available at moderate cost. 
REE 16-page booklet also available, tells your customers how 
0 pick the right motor. Other FREE promotional aids available. 
Stock G-E Utility Motors now! Contact your local G-E distributor or 
tite Section 674-165, General Electric Co., Schenectady 5, N. Y. 


Gou car foul yout confidence wn 
“4 GENERAL @ ELECTRIC 








Bassick 
GLIDES 


Counter Display 
(No. HD-12CD) 
5” x 11%” 


(nuneen cusmion cui0ts 


 ' 
{ 


Also available as 
Wall Display 
(No. HD-12WD) 


gi '| 
MOVE FASTER 


with new 
TRY-IT-YOURSELF DISPLAY 


e This ingenious new display invites 
a shopper to see for himself how well 
Bassick Rubber-Cushion Glides 
work. He simply slides each end of a 
piece of wooden furniture leg over a 
square. of. carpeting. A Bassick Glide 
is inserted in one end; the other is 
bare. In no time at all he’s sure that 
smooth-sliding Bassick Glides make 
it much easier to move chairs, sofas 
and other furniture without harming 
carpets or floors. A salesman couldn’t 
do more! 


YOURS WITH EACH SPECIAL 
GLIDE PACKAGE 
e Your choice of wall or counter 
glide display —at no cost to you— 
containing 52 sets of most popular 
Bassick glides (retail value $23.70). 


Get in touch with 
‘ ] s% 
THE BassicK COMPANY, 


your Bassick dis- 
Recs | Bridgeport 2, Conn. In 
e MG Corse: Belleville, Ont. 


tributor. 


N. S. Doyel, left, and Aaron Kroeker building a display of dairy 
supplies, including filter disks. 


response to the firm’s mailed in- 
vitations are shown filter disks, 
pails, milking stools, strainers, calf 


feeders, hobbles and electric fenc- 
ers. These items are shown on one 
island in a good traffic spot. 


Impulse Sales at Wrap Table 


Whether a hardware store has 
one or more wrapping tables, they 
are and should be excellent places 
for making impulse sales. 


At the R. C. Kalthoff & Sons 
store in East Detroit, one of the 
most productive impulse selling 
centers is the wrapping table serv- 

= 


ee ee 


Pastis ; a 


ee: 


| 


One of the store's several wrap tables next to which are shown 
a variety of small housewares items often bought on impulse. 
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X matks the shot where... COPYFLEX saves 


VAAAAN 


4 


a eee wee | 


*8.000 a year for hardware wholesaler* 





How COPYFLEX Pays Off 


Saves salaries of 5 typists 


Eliminates costly transcription 
errors 


Speeds invoicing 
Streamlines office paperwork 
Copies any size office form 











oday’s Paperwork Engineered 
with Jet-Age Speed 
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COPYFLEX machine 


For years this well-known New Eng- 
land hardware wholesaler kept a staff of 
5 typists to type invoices. Even so, when- 
ever a rush of orders flooded the office, 
everyone was pressed into service to pre- 
pare invoices. This was costly and in- 
efficient, and the frequent emergencies 
fouled up normal office routine. 

Now a Bruning Copyfiex order-invoice 
system does the job. The order is pro- 
cessed in its entirety from the salesman’s 
order form—and a COPYFLEX ma 
chine provides the invoice copy. There’s 
no typing . . . no messy carbons. . . no 
proofreading . . . no chance for tran- 
scription errors. Pricing and extension 
are done on the original, with back-orders 
indicated in the extension column. 


Model 14 


Name 
Company 


Address 


ee ne 


City 


4700 Montrose Avenue, Chicago 41, Illinois 


Result? An annual saving of $8,000 
plus faster shipping and invoicing 


COPYFLEX Advantages 


Copyflex machine turns out ready-to- 
use, black-on-white, diazotype copies of 
anything typed, written, printed or 
drawn on a mol translucent paper . . . 
no exhausts, darkroom, plumbing, inks 
or stencils needed . . . simple electric 
connection . . . average copying costs 
are less than 2¢ per sq. ft. 


Save Money with COPYFLEX 


Cut out unnecessary manual transcrip 
tion, prevent errors and speed invoicing 
with a Bruning order-invoice system. 
Send coupon today for free booklet. 


*Naime on request 


~— om oe me @CHARLES BRUNING COMPANY, INC. = == om oe “ 


Dept.vo3 od 


C) Send me free booklet on COPYFLEX order-invoice system. 
C) Show me how COPYFLEX can speed my order-invoicing. 


Title 


Zone State 


De ee oe oe oe OFFICES IN PRINCIPAL a 
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The Great New Name 
in Housewares 


OFAN EI BAN 


apa 


CAL-DAK TRAY 


High Profit! Fast Turnover! 


Cat-Dak tray tables pull in customers! 
Dealers testify they’re a sell-on-sight 
item. Price, construction and dozens of 
convenient uses combine to make 
Cat-Dak tray tables a must for build- 
ing profits. Sturdy and steady tubular 
steel frame topped with a beautiful 
full-color, clip-on tray...choice of 8 
floral and scroll patterns. Fits comfort- 
ably over the knees...folds flat for 
easy storage. Your customers will want 
several handy, inexpensive Cat-Dak 
tray tables for TV dining, buffets, bed- 
side stands, patio, etc. 

“ames Only Cal-Dak Makes 
oo CAL { the “Cal-Dak Tray” 


8 Fair Trade 

| Price $2.95 
' A Growing Line of 

Fine Housewares 


! Cal-Dak 
, Laundry Carts 
| $3.95 - $4.9 


ing the housewares and gift sec- 
tions of the store. 
Popular items in housewares— 
both utility and novelty types—are 
always displayed on a table adjoin- 
ing this service desk. To make this 
table ever interesting, the items 
are constantly changed in this sec- 
tion. It is not unusual for a woman 


waiting for a package to note and 
pick up several items she had not 
intended to purchase at the time. 

In the store’s hardware section, 
wax goods are near the cash regis. 
ter. This idea is the means of ip- 
teresting many customers in going 
to look at the firm’s housewares de- 
partment. 


They Draw Crowds 


The 28th Annual Stoughton, Wis. 
Festival and Junior Fair was held 
in mid July with many thousands 
attending. Exhibitors in three 
rural youth groups competed for 
$3,000 in awards. There were pa- 
rades, band concerts and other en- 
tertainment events to attract the 
crowds, as well as many agricul- 
tural, business and educational ex- 
hibits. 


“Stoughton is essentially an agri- 
cultural center,” Secretary George 
Nettum said, “and the more you 
achieve through 4-H, FFA, and 
other rural groups, the more you 
benefit from rural progress.” 

Homemaking exhibits, a Wiscon- 
sin Sheriffs’ Association “Jail on 
Wheels” and a Wisconsin Conserva- 
tion Dept. animal exhibit helped to 
attract many visitors. 


Large Ad Features 30 Items 





30 
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MODERN CHEMICAL - AIDS 
TO BETTER LIVING! 


COA ea pe 


“Wadison’s Most Intersting Strea” 


Conveniently located at Pinckney on the Square and State at Gilman 
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Saline Shop by Phone — Diol 5-4511 — Free Home Delivery Service! 
Advertised 
Cat-Dak specializes in products that make 
living easier for your customer and selling | 


—— 








Good sized cuts, large names and brief copy including price made 
easier jor you. Join the ever-increasing this ad of Wolff, Kubly & Hirsig in Madison, Wis.. an attention 
able, fast-selling line. — builder. The ad, 6 columns wide, showed 30 home and garden needs 

Write for Full-Color Catalog Sheets on Complete Line riced from 50¢ to $1.98. Use of boxed items alternating with non- 
CAL.DBAK 22, °Sre Sead messages added to the eye-catching appearance of the ad. 


La Porte, Indiana ; 
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ARE YOU A HARDWARE DEALER 
IN CONNECTICUT? 


Then you'll be interested in knowing that 





SOUTHINGTON, CT. 


is serving the entire state with 


SHARON REFILLABLE ASSORTMENTS 


Yes, still another top flight organization 
has joined the fleet of Sharon Service Units 
... bringing the entire refillable line of 67 Sharon 
Fastener Assortments right up to your door and 
onto your shelves. Now you can have a complete fastener 
department—1,000 and more sizes of the most wanted nuts, 
bolts and screws—at amazingly small investment, with- 

out any inventory headache, with virtually no work 

for you. Watch for operator George Deutch 
... he'll be calling on you soon. 








UNNI LAU 


202-216 PURCHASE ST. — BOSTON 10, MASS. 


Sharon Assortments Mean Compact Packing ... Large Selection... Small Investment 
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Compact Unit for Display and eee 
























This compact unit dis- 
plays samples at two 
levels and has four 
shelves for storage. It 
has been successfully 
used at the Grayson- 
Brown Hardware & 
Furniture store at 4860 
Rainier Ave. in Seattle, 
Wash. A wide variety 
of colors and styles of 
candies are shown up- 
right in a panel with 
holes in a cross-piece 
at the back of the fix- 
ture. Six open boxes al- 
so feature other types 
on the top shelf. At 


Le 
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* OU 
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Y CAN BE THE 


“LOW BID” 
WINNER 


| LA hy WITH H-W ACE QUALITY Christmas-time the dis- 

, HARDWARE SPECIALTIES play is embellished 

| an ae, ane cae with simple decorative 
ture H-W rust-proof Hardware Special- effects. 


ties. Their low price trumps competition 
when competition is keenest; their strength 
and satin-smooth finish win all beauty bids. 
H-W interior and exterior utilities and H-W 
house numbers meet the critical specifications 
of builders yet are priced to win low-bid con- 
tracts. Mr. & Mrs. America, too, prefer them. 


% AD‘ 
Life 


H-W Hardware Specialties are made the mod- 





ern way, for modern living. Precision pressure- . 4 ¢ H 
- a rust-proof zinc alloy by specialists Goo 
their facili their skill, 





ba ‘know-how’ to give you the outstanding 
values in the field. Be sure to get our catalog— 
a buyers’ guide that ae the way to in- 
creased sales and profits. The coupon is for 
your convenience. Fill it - +. mail it—-NOWI! 





Attracts All Ages to Gun Section DISPL; 


The sporting goods section of the and sales builder for the firm. 
Bartlett Hardware Co. in Las Bartlett’s have made it that way 
Vegas, Nev., is an important traffic by showing good stocks throughout 

















Hall-Wessel 


COMPANY 


2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 

| Canadian Sales Agents: 

| Geo. S. Hall & Co. 

} 25 Grenville St., Toronto 1 


| MAIL TODAY FOR ili 
| FREE CATALOG Wanted By: HA 
| NAME | 
STREET | 

ee 










































See us at the Builders’ Hardware 
Exposition—Booth No. 310 





Salesman shows a youngster a gun they both know he cannot buy. 
This policy builds interest and goodwill. 
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MAKE MORE MONEY! 


Zedalon is the Best Selling Miracle Ironing Cover 
in the $212,500,000 Cover and Pad Business 


*Most Scorch Resistant Cover! 


* OUTWEARS 
cotton 5 to | 














™ PERFECT SURFACE FoR 
, STO on DRY IRONING 













% ADVERTISED in 
Life, McCall’s, 
Good Housekeeping 












BEST BUY... BEST SELLER! 


Saves Customers up to $9.80 


DISPLA ¥S nes TRATES *SELLS! | zescicn curwecrs cotton'S tol XS 







Average cost ordinary covers $14.75 
For same wear, Zedalon costs 4.95 


Get Your SAVING $9.80 


FREé Display Rack with this deal for more sales, more profits 



























Your Price Retail 
fe  . ) re 2 eee $ 5.58 
5! MS ¢ a & 6 «46 4 © % 6.98 
a a. el a ee ei Rater em~e % 4%. 4 4 re 7.90 
I a a ae at eva SE bo sk oe oe « ee ee 















$24.14 $40.26 


rE! WIRE! PHONE! Vou prorit . $16.12 














PROCTOR ELECTRIC CO. 
3rd & Hunting Pork Ave., Philadelphia 40, Po. 

Gentlemen: 

Please send me one Free Display Rack with deal listed above. 


Ship to Name 
ore. 
ree 




















AME YOu fon -4 | Rv? My Proctor Distribytor is 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 





| 
| 
} 
! 


| 


| 


the year. As the hunting season 
approaches guns, ammunition and 
related items are moved up front. 
Included with models of interest to 
adult hunters are lower priced guns 
to appeal to younger marksmen. 


Equipment Promoted 

Newspaper advertising and win- 
dow displays are used to feature 
hunting equipment at the same 
time the gun displays are moved to 
the front of the store. 

“A point that many hardware 
dealers overlook,” says R. B. Bart- 
lett, one of the brothers operating 
the store, “is the younger genera- 
tion. Boys begin buying sports 
equipment at a very early age. 
When they come in for baseball or 


| other equipment they also look at 
| our gun displays. 


Youngsters Aided 
“Although they cannot afford to 
buy a fine rifle, and their parents 
would not permit them to do so, we 
take the time to show and explain 


| these guns to boys showing an in- 


terest in them. The more a boy 
knows about a gun the more anxious 
he is to possess one. We say, ‘never 


| forget the youngsters in your hunt- 


NO WASTE—Gold Seal Friction Tape tears 


evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 


job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 


under toughest conditions of ‘cold and moisture. 


EASY HANDLING — Gold Seal does not peel, | 


dry out or smear the hands in hottest weather. 


FRICTION and RUBBER TAPES 


In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 


phane, stays fresh. Jenkins Bros. | 


(Rubber Division), 100 Park 


Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM Specifications. 
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ing promotions. 


HARDWARE HUMOR 
By Hardware Age 























"We want a bottle of bronze 
paint, please!” 
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“TRULY A 
CARPENTER’S 


WITH Depth Scriber 


Agreed by gerpenters to be almost indis- 
pensable. Cuts a clean, accurate, deep 
complete profile on door and jamb by 
reine with a hammer. (Just remove 
s.) Used Ld thousands to 
. - . — _ DOORS EASIER, FAST- 
e aoa ADJUSTMENTS, ERROR OR 
° FRECISION- MADE OF DROP-FORGED 
. COMES IN STANDARD 3”, 3%” and 


Over one half million in use now. “We 
are selling more E-Z MARK Butt 
Gauges today than all other butt 
gauges Pe together,” says a promin- 
ent Coast jobber. 


Contact your nearest Jobber or Wholesaler for 
particulars or write 


E-Z MARK TOOLS 


P. O. Box 78377 * Los Angeles 16, California 


Hold the heads of axet 
hammers, sledges 
mallets, hatchets, 
and other handle- 
type tools. 
Available in a 
complete 
range of 


GRADY WEDGES Ee 


| “Barbed to stay wedged” 


Counter- . F 
salesman holds 

36 No. 5 and 24 No, 10 ‘Wedges for 
service and impulse sales. 

Rust - resistant, chip- proof — poun 
these patented steel wedges into t 
head of any handle-type tank seh f 
never come out. ‘ 


A PRODUCT OF 


Red Dei Toots. 


IRVINGTON 11, N.J., U.S.A 


1953 
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PERK UP sagging 
appliance sales 


with the NEW 4-WAY 


Palmaire 


She. 


al 
me 


~€00LS 


HUMIDIFIES 


ee, 
net en een — a 


CIRCULATES 


IT HEATS 
— 


Provides year ’round comfort! 


IT'S PORTABLE! Never before so versatile a product at 
such rock-bottom prices —and with such high profit margin 
to you! At the touch of a finger, your customer can dial 
“personal weather’—heater, humidifier, cooler, air 
circulator—in any room in the home. Dozens of uses: 
nursery, den, kitchen, rumpus room, sun porch, base- 


| ment workshop. Handsomely finished in two tones of 
only $6 4 95 green ... attractive with any style of home decoration. 


priced right 


for volume sales 


retail As a Humidifier, Palmaire Jr. ends winter dryness. 
Helps prevent furniture cracking. Relieves scratchy 
throat. Soothes uncomfortable nasal conditions. 4,600 
BTU Heat output. Operates safely, silently, economi- 
cally. Uses only 1350 watts, A.C. current. Bears Under- 


writers’ Laboratories Seal. 


Your customers will réad about Palmaire Jr. in TIME, 
GOOD HOUSEKEEPING, SUNSET and HOLLAND'S mag- 
azines. They'll be looking for it in your store! 


A GREAT NEW ITEM 
Stand BY A FAMOUS MANUFACTURER... 


optional, 
t 
eee PALMER MANUFACTURING CORP. 
ATTRACTIVE Phoenix, Arizona 
ACCESSORY STAND! America's Largest Manufacturer of Evaporative Coolers! 
Adds beauty and util- A subsidiary of McCRAY REFRIGERATOR CO., INC. 
ity. An “extra” profit 


item for youl PALMER MANUFACTURING CORPORATION, Dept. P-2 


2200 West Filmore Street, Phoenix, Arizona. 


Gentlemen: | am interested in obtaining information about 
the Paimaire Jr. 


1am a Deoler [) ! am a Distributor FJ 


Don’t Miss 
this BIG-PROFIT-MAR- 
GIN item backed by a 
reliable manufacturer 
with a liberal and de- 
finite Distributor and 
Dealer Policy. 


DEALERS AND 
DISTRIBUTORS 
WANTED! 


—------------} 














AMERICA’S MOST SUCCESSFUL 


Rubber 


ya Noiseless! ! 
Dx Shock Absorbing! 
XP Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel .: . absorb shock . . . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 








SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGG: 


Ch Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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Some merchants pull traffic into 
their stores with unusual advertis- 
ing, fine stores, varied stocks and 
| special offerings on certain occa- 
sions. Others work with groups to 
attract greater traffic to their en- 
tire business area. 

Here are some ideas, used by 
towns and cities of varied sizes: 


Offer Time Schedule 


As an aid to business men who 
might wish to telephone or tele- 
graph to 25 distant cities during 
the business day, the Davenport, 
(Ia.) Chamber of Commerce pub- 


| lished a list showing the time in 


those cities when it is noon in 
Davenport. Many retailers posted 
the list in their stores, too, and 
said that numerous customers com- 
mented that it was of convenience 
to them in the matter of phoning 
or writing air mail letters. 


Cater to Farmers 


The agricultural committee of the 
Norfolk (Neb.) Chamber of Com- 
merce stages an annual livestock 
show to attract farmers. The 
Chamber’s annual banquet for farm 
women brings more than _ 1,000 
women from 16 surrounding coun- 


ties. Stores are decorated for the 
latter event, and merchants offer 


many specially priced items. 

In connection with the party for 
farm women the local newspaper 
features items and articles on ac- 
tivities of farm women. Some mer- 
chants offer gifts to visiting farm 
wives. 

With these and other ways of 
welcoming and attracting farm 
families, the agricultural commit- 
tee has attracted much traffic and 
has built much good will. 


Holds Play Day 


Merchants of Wilbur, Neb. stage 


| an annual School Play Day during 





the summer, for pupils in the 5th 
to 8th grades inclusive. This year 
pupils from 85 rural schools par- 
| ticipated in field and track events. 
Awards were in the form of rib- 
bons and merchandise. 

Large crowds of visitors from 
local homes and those in the sur- 
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Traffic Pullers 


rounding country witnessed the 
play day activities. Newspapers 
published articles and pictures op 
the highlights of the event with 
proper credit to the merchants, 


Demonstrate Farm Tools 


The agricultural committee of the 
Falls City (Neb.) Chamber of Com- 
merce, the Soil Conservation Dis- 
trict and the Nebraska Implement 
Dealers Association co-operated re- 
cently in sponsoring a demonstra- 
tion of 4-H farm tools in operation 
under field conditions. 

Four farms in the Falls City 
area were visited and many people 
witnessed the practical demonstra- 
tions. The tour was well publicized. 


Exchange Ideas 


More than 200 educators and 
business leaders from 54 communi- 
ties met in Grand Island, Neb. re- 
cently to exchange ideas and views 
on the problems of business and 
education. One of the topics which 
came up for discussion was the 
Business Education Days sponsored 
in many communities. In such a 
program teachers and rural people 
visit factories and retail stores to 
see how local trade centers operate. 
The business men in turn then visit 
schools and farms. 

Visits of this type have done 
much, it is said, to give Nebraskans 
a better idea of how their state 
operates. A permanent committee 
was appointed at the Grand Island 
meeting to explore means to aug- 
ment business-education co-opera- 
tion. 


Better Pasture Program 


New life for pastures is one of 
the immediate goals of the agricul- 
ture committee of the Norfolk, 
(Neb.) Chamber of Commerce. Ex- 
perts will make tours and show 
farmers how to raise more of their 
own feed and how to cut costs 
through better pasture programs. 
The demonstrations will be col- 
ducted on farms where there ale 
a variety of soils. 

Better pastures, supplemented by 
high vitamin and mineral content 
commercial concentrates, will help 
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farmers produce more meat and 
milk and eggs for a lower per unit 
cost, thus increasing the farmers’ 
prosperity, the agricultural men 
say. 


Sponsors Track Meet 


More than 600 boys and girls, 
representing 60 schools in the Cus- 
ter County Area, participated in 
an annual Custer County Rural 
Grade School Track meet held at 
Broken Bow, Neb. recently. The 
event was sponsored by business 
men who reported much interest 
in it. Many children came with 
their parents, and stores did an 
excellent business, as did restau- 
rants and hotels. 

Only children attending rural 
schools in the area were eligible. 


A Neon Welcome 

A voluntary fund drive for erect- 
ing neon street welcome signs on 
the north and south approaches to 
Plattsmouth, Neb., resulted in 38 
business firms contributing more 
than $500, according to the Cham- 
ber of Commerce. The two signs 
are 10 ft long and 26 in. high. They 
have an all-blue porcelain back- 
ground with white lettering. Red 
neon tubing on both sides of* the 
sign reads “Plattsmouth Welcomes 
You.” The city has offered to pay 
part of the cost of supplying elec- 
tricity to the signs. 


Makes Farm Survey 


The trade committee of the 
Kearney (Neb.) Chamber of Com- 
merce has just completed a survey 
of the farm area. 7200 question- 
naires were mailed to rural resi- 
dents with eight per cent being re- 
turned. The questionnaires asked 
information as to buying prefer- 
ences and solicited suggestions to 
determine ways of improving store 
service. 


Keys Publicize City 

The York (Neb.) Chamber of 
Commerce has printed 10,000 keys, 
listing data about the city, its 
stores, churches, institutions and 
sight-seeing possibilities. These 
keys have been distributed in 
hotels, restaurants, motels, taverns 
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TUT Gia f 


CHRISTMAS 
TREE 
HOLDER 






Liberal discount to dealers . . 


your cusfomers . . 





Over One Million 


satisfied users have made it your 


PROVED BEST SELLER 





REVOLVES FOR DECORATING 


The cup revolves in the stand —so front and 
back of tree can be trimmed with equal ease 
This feature makes it easy to replace burned 
out bulbs, too. It’s the original rotating tree 
stand! 


WILL NOT RUST OR CORRODE 


Tripod is made of high quality steel, cadmium 
type plated. Water container made of aluminum 


FOLDS FOR STORING 


When not in use, the QUIK-EZY holder folds 
like an umbrella into a compact, space-saving 
unit. You'll find it’s a big selling feature 


ADJUSTABLE TO FIT TREE 

The cup is removable, so that tree can be in- 
serted outside—no disorder in living room 

4 MODELS ... 4 PRICES 

2 finishes—3 sizes give you a QUIK-EZY holder 
to fit every tree—and every pocketbook 


EXTRA WIDE SPREAD 


QUIK-EZY is a durable, dependable holder that 


resists tipping ... will last for years and years 


. priced reasonably to 
. from every angle it’s the BEST BUY! 


WRITE TODAY for prices and name of your nearest 


source. Sample sent on request 


WEINGARTNER MFG. CO. 


2902 S. Wallace Street ° 


Chicago 16, Ill. 
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HOGTIE the’ 
GLUE 


= = 


Super Strength 


Polyvinyl! Resin 


GLUE 


Sold by Hardware, Lumber, and 
Paint Dealers EXCLUSIVELY! 


POLYVINYL RESIN 


Attractively 
Packaged and 
PRICED TO 
SELL! 


om s 


Complete line of larger sizes 


*DRIES QUICKLY... wood can be 


worked in 30 minutes! 


* SUPER STRONG... 3000 Jbs. shear 


strength 


*BONDS ANYTHING... wood, fab- 


rics, paper, leather, metal, glass, 
china, pottery, tile, plastics 


Invisible, colorless bond. Won’t 
stain clothing. Easy to apply. Won’t 
dry out in the container. 


“This is the finest glue ever made.” 


Earl S. Webb, President 
Webb Products Company 
>» ORDER FROM YOUR JOBBER NOW 


(If he doesn’t have it, 
we will supply direct) 








WEBB PRODUCTS CO. 


San Bernardino, Cal.* Norcross, Ga 


2-0z. 30° : VY pt. 45° | 


and other business places through- 
out the county area. 


Centennial Parade 

When a city can celebrate its 
centennial in a way to draw big 
crowds, all types of business bene- 
fit. People of Menasha, Wis., a pulp 
paper manufacturing center, re- 
cently celebrated that city’s 100th 
anniversary with a four-day round 
of festivities. A parade was headed 
by people who had lived there for 
70 or more years. 

Industries and organizations of 
various types entered floats repre- 
senting specific areas or events in 
the city’s history. Churches held 
commemorative services. Street 
dancing, ceremonial dances by In- 
dians, beard raising and costume 


contests were part of the program. 
Soft ball games and _ outboard 
motorboat racing were other fea- 
tures. 


Sponsor Symphony Fair 

More than 45 civic, fraternal and 
other organizations in Waukesha 
County, Wis., help to stage an an- 
nual Symphony Fair to raise funds 
to support the county’s well-known 
Symphony orchestra. Individuals 
also make donations of merchandise 
and produce for sale at the fair. 

In addition to raising funds for 
the musical group’s support the 
fair attracts considerable trade for 
local stores. Concerts of the Sym- 
phony attract crowds to the city 
including many who shop in local 


stores. 


Display Stand Helps Sell Lamps 





This lamp display stand, which shows about 25 table and boudoir 
lamps, is used by Devaney's, Cascade, la., hardware and furniture 
store. The unit is about 4 ft. wide, 7 ft. long and 5 ft. high, and 
has a display shelf on each end. Standing on casters, it can be 
moved to any part of the store. The stand is equipped with double 
electrical outlets on each side so that any iamp can be plugged in 
to show a customer how it appears when lighted. Some of the 


lamps are kept lighted to attract attention. 
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e 
yram. th h l L 9 l 
a | the whole country’s cleaning up. . . 
r fea- 
air 
al and I 
ikesha 
in an- ‘ ° . 
funds in the new miracle TIPON brush dispenser 
known 
riduals 
andise With rising costs of living and scarcity of skilled 
ir. labor, more consumers are doing their own home re- 
ds for pairs. That’s why “Tipon” has become an overnight 
rt the sales sensation. Tipon has been actively promoted by 
. ed every major department store. It has been acclaimed 
get by major industrial companies. 
e city 
1 local 
The amount of heavy selling aids and 
“TIPON” WHITE national advertising released to date and 
APPLIANCE LACQUER in the planning stage mean big profits 
Ciidite wateeen tin awe in store for you. Write us now for full 
ulc 1) 1eW, ° : . 
ee and nicks on re- particulars and liberal dealer mark-up 
frigerator, stove, washer, arrangement. 
sinks, and tubs. Lacquer is 
same finish as the appliance. 
$1.00 retail. 
Tipon offers compre- 
hensive dealer sales aids “TIPON” 
. .. attractive counter dis- FURNITURE TOUCH-UP 
play cartons, demonstra- eae pee seein 
tor counter program, tele- — — —, = 
vision film short for local retailer. 
broadcast, newspaper 
mats, motion window dis- Tipon is being used as touch- 
plays and generous ad- up by Oldsmobile, Pontiac, 
stint 7 Lincoln-Mercury, Nash- 
vertising allowance. ? : : 
6 Kelvinator, and _ industrial 
companies. 
“TIPON” STIX-ON 
COLORLESS ADHESIVE 
A unique, easy-flowing adhesive in special 
dispenser which prevents messy hands. 
Binds china, wood, metal, glass, and paper. 
ir Air-tight container keeps adhesive fresh, 
e free-flowing; brush will not dry out or 
d harden. $1.00 retailer. 
e So. Kearny, N. J. 
le 
“ NEW YORK SALES OFFICE: 465 Park Ave. 


Tel. PL 5-2298-9 
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CHAMPION 
MAIL BOXES 


Have Excellent 
Consumer Acceptance 





No. 9206H Dead Black 
No. 9206W Satin White 
No. 9206AL Natural 


Aluminu 


RUST PROOF 





No. 9906H Dead Black 
No. 9906W Satin White 


Reasonably Priced 
Easy To Sell 





The 








CHAMPION HARDWARE C0. 
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Use Past Sales Records 


as Your Buying Guide 


One very good key to use in esti- 
mating the future wants of your 
customers is analysis of saies slips 
of previous sales periods. If you 
want a good clue as to what they 
will want next spring, take a good 
look at what they bought last 
spring. 

File your sales slips for future 
reference. You can file them by 
months or by types of merchandise. 
Either system will serve as a good 
guide as to what items and classes 
of merchandise sell well in differ- 
ent seasons. 

Careful filing and classification 
of sales slips means extra work. But 
that work will pay off by prevent- 
ing lost sales because you are out of 
stock. 

You know the delivery limitations 
of your various sources of supply. 
You will, from analysis of sales 
slips, know when you are going to 
need different items. 

List the deadline dates for order- 
ing seasonal goods on your daily 
work reminder. If the supply sales- 
man does not visit you on time, 
phone or mail in your orders. 

Two other ways to determine cus- 
tomer wants are through analysis 
of your want slips and careful at- 
tention to comments made by your 
customers to your employees or to 
others. The latter idea might be 
classified as eavesdropping. 

A want slip is simply a piece of 
paper with a notation as to an item 
not in stock when the customer 
asked for it. If you do not write 
down these notations immediately, 
you can easily forget them. 

If five sales clerks in a hardware 
store had the same request in one 
day for an item with a $2 profit the 
firm would lose $10 in gross profits 
that day. 

A store manager should encour- 
age his employees to listen to cus- 
tomer opinions of his store’s mer- 
chandise and service. In many in- 
stances those customers whose opin- 
ions would be most valuable are too 
polite, or too bashful, to speak to 
members of a store staff. Some will 
voice their opinions to other cus- 
tomers. 

The store manager should urge 


his employees to report what they 
hear and train them not to show 
resentment whenever a customer 
makes a criticism of merchandise 
or service. Some of that criticism 
may be unjustified and chiefly the 
result of a misunderstanding, but 
even so knowledge of that comment 
may be helpful to the store man- 
agement. Once the store manager 
removes the cause of the misunder- 
standing, he will be removing the 
criticism without having to make 
serious changes. 

Study customer wants and reac- 
tions. When you know the facts, 
take the necessary action to produce 
higher sales and greater profits. 





Features Housewares 
For Thanksgiving 


Sales of kitchenware, cooking 
utensils and a wide variety of other 
housewares items are given im- 
petus in November by showing 
them in a front-of-the-store loca- 
tion at West End Hardware at 5931 
W. Lawrence Ave. in Chicago. A 
card table is used to show plastic 
table cloths, place mats, coffee 
server, sugar and cream set and 
other table needs. 

Adjoining tables are used to dis- 
play roasters, broilers, cake and pie 
dishes, cutlery, pots and pans. Man- 
ufacturers’ display cards are used 
to feature the Thanksgiving idea. 


HARDWARE HUMOR 
By Hardware Age 





"I'll take the rubber tape. One 
has to stretch things as far as 
possible these days.” 
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Show Card Writing 
Dear Sir: 

| have your 1935 edition of Show 
Card Writing and Window Dis- 
plays. I am wondering if you have 
a late edition similar to this one. 
If so, what is the cost? I would 
like to have one, as I have been 
connected with the hardware game 
for about 25 years. 

Yours truly, 
Floyd Welsh 

French Hardware, 
Del Norte, Colo. 





Editor's Note: The Show Card 
Writing Book has been out of 
print for many years. Because of 
the quantity and high quality of 
card material and other displays 
available from manufacturers and 
wholesalers, the present demand for 
this book has not warranted its 
republication. 


* * 


Nash's Address 
Dear Sir: 

If reprints are available of Mr. 
Charles Nash’s address before the 
Southern Wholesale Hardware con- 
vention, we’d like to obtain 20 
copies. If reprints were not made, 
could we have tear sheets of the 
article? 

Yours very truly, 
T. W. Bell 
Bush-Caldwell Co.., 
Little Rock, Ark. 

Editor’s Note: We're glad to 
send you a set of tear sheets of Mr. 
Nash’s interesting talk; reprints 
are not available. 


*” * * 


Screw Package Seals 
Dear Sir: 

I’d like to make a sugyestion to 
all serew manufacturers that they 
considering putting a seal around 
each box of screws. There are two 
reasons for this suggestion. One is 
s0 that customers could see imme- 
diately that the box hadn’t been 
opened. 

The second reason is that when 
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TODAY'S MOST PROFITABLE HARDWARE FEATURES 














AMERICANA 


KNOB 


with screws 
2391 









AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %'' offset doors 





AMERICANA 


“H" HINGE 


with screws 
#318—for Ys" offset doors 
#319—for flush doors 
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AMERICANA 


DRAWER PULL 


with screws 
#394 





The hardware your cus- 
tomers are looking for 
...the most popular line 
you can feature! Every 
“Americana” item 

is beautifully formed 

in hammered steel 
finished in ‘‘Star 
Brite’ Black, An- 
tique, Copper or 
Brushed Brass. 


WRITE TODAY 
FOR COMPLETE CATALOG 


¢ 





pRODUCTS Co. 


METAL N. Y- 


prookly" 7, 


Sold through wholesalers only 
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Clean-O-Matic Valve 








SEYMOUR’ 


of Sy Te ANhOtE, Ue. 


FIRST «% 
SALES ADVANTAGES 
OF THE PURTON 


Bate 


with the ATOM-izer SPRAY HEAD 


yee 


wet ss ra my 
POSITIVE ACTION 
CANNOT CLOG 


Patented Cleaning Rod Keeps Paint Passage Clear 
@ Provides Smooth, Even Flow of Paint From Can 

@ Paint Flow Starts Immediately 

@ Assures Amateur Painter Professional Results 

@ No Finger Fatigue .. . Easy to Operate 


SEYMOUR OF SYCAMORE, INC,sycamore e ILLINOIS 









«brand 8 new tool for sales success 











TWIX PRESENTS 


THE ONLY 2 PIECE 
EASY CARRYING SQUARE 


ene TAKE-DOWN” 
RAFTER ¢ FRAMING SQUARE 


At last, an easily carried Take-Down 
my 














Rafter ‘and Framing Square! A pre- 
cision tool that is practical for car- 
penters, mechanics, homeowners and 
hobbyists. It is skillfully calibrated to simplify 






many problems in laying out work ... yef, 
when assembled maintains absolute accuracy and 
rigidity. 


® Etched markings 
© 12 gauge steel, black oxide finish 


® Baked-in white lettering 


Each square is individually packaged in a heavy 
vinyl carrying case with a clear "See Thru" 
front panel. Complete instructions are included. 


, oa 


If your regular jobber can't supply 
you, write to: 


TWIX MANUFACTURING CO., INC. 
40-19 Twenty-First Street, Long Island City 1, New York 






















Letters to the Editor 


eee 


we buy screws that are packed with 
other items, they come scattered 
and damaged. 

A seal may cause a slight addi- 
tional cost to manufacturers but | 
believe that this would be more 
than worth while since dealers 
would receive the screws intact in 
their boxes, instead of being all 
mixed up from broken packages 
that take a half day to re-sort. 

If a manufacturer would mail 
about 10 boxes by a truck line for 
about 100 miles, and then see the 
condition the boxes are in, he would 
see exactly what I mean. 

Yours truly, 
A. B. Dennis. 


A. B. Dennis Hardware 
East Tallassee, Ala. 


* * 


Toy Catalog 
Dear Sir: 

In an issue of HARDWARE AGE 
late last year we noticed a refer- 
ence to a toy catalog. At that time 
we neglected to make any definite 
notes with regard to this catalog. 

Any information you can give 
us will be appreciated. 

Very truly yours, 
O. Tripp 
W. J. Pettee & Co., 
121-123 W. Main St., 
Oklahoma City, Okla. 


Editor’s Note: We have listed 
a number of toy catalogs in 
HARDWARE AGE over the year. 
Perhaps you had in mind the “Di- 
rectory of Consumer Christmas 
Catalogs Available From Whole- 
salers,” which was published in 
our Christmas Merchandising Issue 
last year. We are sending a copy 
of this directory to you. 


* + o 


How to Sell Hardware 
Dear Sir: 

A recent visitor showed us a book 
entitled, “How to Sell Hardware,” 
by Roy F. Soule, editor of HARD- 
WARE AGE, and dated 1913. We are 
most anxious to obtain a copy of 
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LADY LOVELY 
BEAUTY KIT 
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LITTLE COUNTRY DOCTOR PLASTIC VISITING KIT 


ine for 


se the 38 years of Quality - Salud Design leadership 


m| TRANSOGRAM 


the top line of toys for hardware Xmas sales! 


TAK -A-PEG 


J4 a a, ou A © « a - * y* Piles * e* 
DESK-ETTE/ aS 2 <3 eaak 
a —— Of Fee 


EXD - 


retail 


Prices slightly higher in West and South 
ristmas 


= \ 5 powerfully advertised in LIFE, PARENTS, 


gees 


16 other top national publications... TV and radio ! 


Send for new catalog of Transogram Toys, Games, Furniture 


Since 1915—leaders in quality, value, design. 
TRANSOGRAM en PANY Ne Charles S. Raizen, President 
’ e 200 Fifth Avenue, New York 10, N. Y. 


FACTORIES: EASTON, PA. « STURGIS, MICH. « COUDERSPORT, PA. « ROULETTE, PA. 
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| LITTLE GEARS 
| make THE diff 


| 
| They insure powerful, 
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positive cutting . . . smooth 
and fast. Can’t slip — be- 
cause cutting and driving 
wheels are geared together. 




















GEAR UP 
YOUR SALES 











ok Gar 
Povarboes by > 
Good Housekeeping 
Sera ~ 
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SWING-A-WAY DOUBLE 
| GEARS voted outstanding 
mechanical feature by 

dealers in a recent Can 
Opener survey. 











SWING-A-WAY MFG. CO 


In Canadagfox 


Agencies Ltd 
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this book and would appreciate your 
aid in securing a copy. 
Yours truly, 
Cecil Pascal 

J. Pascal Hardware Co. Ltd., 
301 Craig St., West 
Montreal, Canada 

Editor’s Note: Mr. Soule’s book 
has regrettably been out of print 
for many years and we do not have 
additional copies in our library. 
Perhaps some reader of HARDWARE 
AGE has a copy and would be will- 
ing to dispose of it. We suggest 
that such a reader could get in 
touch with you directly at the ad- 
dress given above. 


Fair Trade Problems 
Dear Sir: 

This letter may prove to be too 
lengthy to reprint completely. How- 
ever, I feel that it should be writ- 
ten with all the detail that will fol- 
low. I have just read Thomas 5%. 
Haley’s letter in HARDWARE AGE, 
page 88, June 25, 1953. He has writ- 
ten about a problem which at times 
has brought fear to my heart. It is 
a vicious thing and something has 
to be done. 

Fair Trade as it stands is ludi- 
crous. All it is doing is preventing 
the large department stores or 
chain operations from advertising 
price cuts. Your chiseler is still 
flagrantly violating every rule of 
good business ethics. 

Our city is no different than 
Elmwood, Conn. The major appli- 
ance business is shot. This condi- 
tion was a combination of several 
factors. The dealers who were will- 
ing to work at 10 pct over cost were 
only one phase of the disease. The 
distributors still are the _ top 
violators. 

Our town has distributors for 
every major appliance line manu- 
factured. Everyone of them is 
guilty of some violation of their 
selling agreements, either with the 
manufacturer or their dealers. 

Mr. Haley mentions the unions 
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Letters to the Editor 
_ PAAR 


as a source of aggravation; he is 
right. We have been solicited by 
many. All have been refused, and 
emphatically. A union worker de- 
mands his scale, but for the most 
part he hates to pay the retailer’s 
list price, which is the retailer’s 
scale. 

However, Mr. Working Man is 
only doing through his union what 
Mr. Big Boss has been doing for 
years. Namely, buying through the 
company his personal. needs at 
wholesale prices. I have concrete 
evidence where several of our cus- 
tomers have purchased major ap- 
pliances and more recently power 
lawn mowers and home power tools 
at dealer cost. All of this short-cut 
selling is destroying the normal 
selling channels. 

Why should the hardware dealer 
stock and display high ticket mer- 
chandise if his customer may buy 
at his cost? It seems to me that the 
time has come to take a militant 
stand. 

The jobbers and the manufactur- 
ers should be told in no uncertain 
trms that if they continue their 
methods that the legitimate dealers 
will refuse to sell or recommend 
their products. Overhead being 
what it is today, the retailer has to 
get his profit. Distributors should 
realize that every time they cir- 
‘umvent a retail outlet they are in 
reality hurting themselves. 

The manufacturer, who is spend- 
ing millions on national advertis- 
ing, is throwing his money down 


athe drain when any of his merchan- 


tise is sold below list price. Whether 
te realizes it or not, the cheapest 
price the item can be bought for is 
the determining factor, not the 
mMality or the reputation of the 
maker. 

This situation is cancerous and 
must be cured NOW. It will never 
0 anyone a real good, and eventu- 
lly all will suffer. Education is a 
ood answer to part of the problem, 
ut something must be done. 

Yours truly 
A Mid-Western Dealer* 


*This dealer’s name is on file in the 
- A, editorial offices. 
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it’s here the all new 





— Raycine Defuxe 


Electric HOME HAIR CUTTING SET 


The biggest thing to hit your market since home permanents. 
Here is your opportunity to meet the rapidly growing 
demand and beat competition for a home hair 
cutting set that actually starts sav- 
ing dollars the first day 
it is used. 











© 1953 








MAIL THE COUPON TODAY! 


JOHN OSTER MFG, CO., Dept. 209, Racine, Wisconsin 


Please rush to me complete information on how | can 
cash in on the brand new Home Hair Cutting Set. 





Uc Non 


Im 
800K: 67 


Completely illustrated, easy- 


Nome - to-follow instruction book 
included with every set, shows 

Address how to cut hair at home the 
easy, money-saving way. 

City - State 















coffee for a lifetime! 


that makes perfect coffee for a 


kling bright! Ideal gift! 


—. 
<wicRo- 
STAINLESS STEEL 


COFFEE BREWERS 
BY 


Meet us at Booths 263-264 
NATIONAL HARDWARE SHOW 





FOUR STAR ROAST RACK 


$1.49 retail. Chromium Four 
products in one: Adjustable 
rack. Set of 13%” skewers. Flat 
grill or cake cooler. Oven ro- 
tisserie. 


= 


-— 
goalies 








hie oe 
oleest Se, 
BUTTER *, ; 


BEST SELLER AT 19¢." 


4 





KITCHEN SAW—59¢ 





more THAN OQ 


Kenberry GADGETS 
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Indestructible! Gives perfect 


Tired of replacing beat-up coffee 
pots? Try a new Nicgso Coffee 
Brewer! All gleaming stainless steel 


time. Won’t stain, dent, Chip, or 
break! Rinses clean! Always spar- 


BY 






THE ONLY FACTORY SOURCE FOR A LARGE LINE OF GADGETS 











life- 














Complete with plastic coffee 
measure and upper bowl 
safety stand. From $9.95. 














® 


” The Greatest Name in Coffee Brewing 
Cory Corporation ¢* Chicago 1, Ill. 


















s BIG BUSINESS 


iN ONE 


Adjustable ROAST RACK 
SET OF FOUR SKEWERS 
OVEN ROTISSERIE 

CAKE COOL 


AND YOU NEED Kenberry GADGETS 
FOR A PROFITABLE GADGET, COUNTER 


More and more hardwai dealergebave discovered 
that Gadgets are an imfortant s e€ of sales and 
profit. A counter section full of gadgets with color- 
a cards is a proven*traffic stopper, with a sales and 
urnover rate that often is amazing. Dealers w 
KNOW the Kenberry line will tell you these so Po 
produce businessymuch of it new and unduplicated. 
And they will tell you that Gadgets are among the 
more Important profit makers in any housewares sec- 
tion. Get into the gadget business with a good selec- 
ae Kenberry Gadgets. Ask your jobber or write 
or ist. 


JOHN CLARK BROWN wc. 


ONE MONTGOMERY ST. 
BELLEVILLE 9,N.J. 











hondarey GADGETS 
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“Smallbore Handgunners’ Guide" 
—This 28-page booklet for begin- 


ners, in easy-to-understand _lan- 
guage, contains articles by gun 
authorities. Pete Kuhlhoff, gun 


editor of Argosy magazine, covers 
field shooting, and Col. Perry D. 
Swindler, former coach of the Army 
pistol team, covers target shooting. 
High Standard Mfg. Corp., Ham- 
den, Conn. Price, 10¢. 


* * * 


“Garage Plans and Ideas; How 
to Build a Better Garage’’—This 
book gives material lists and floor 
plans for 12 garage designs. It also 
includes information on _ planning 
a garage, driveway, building garage 
door openings, and the company’s 
line of garage doors. Strand Gar- 
age Door Div., Detroit Steel Prod- 
ucts Co., 3379 Griffin St., Detroit 
11, Mich. Book, 10¢; blueprint of 
any garage plan, $1. 


* * * 


“Why Do People Buy?” by the 
editors of Fortune magazine. This 





book takes up the “why” rather 
than the “how-to”’ aspect of selling 
which is termed “the great un- 
solved problem of American busi- 
ness.” The 270-page book contains 
14 articles. Some of the titles: 
“Who Pays List Price?,” “The 
Product That Sells,” and “What's 
Wrong With Retail Salesmanship?” 
McGraw-Hill Book Co., 330 W. 42nd 
St., New York 36, N. Y. Price, 





* * * 


“Gun Guide’—This book, for 
dealers, gives listings of all current 
American firearms with suggested 
trade-in values for each gun re 
gardless of age or condition. In ad- 
dition to the trade-in values, the 
book contains information on how 
to recondition a used gun with 4 
minimum amount of time and ma- 
terial. There is also a listing of 
gunsmiths capable of performilg 
special work on guns. One dollar 
per copy. P & S Publishing ©, 
1345 1st Ave. South, Minneapolis 3. 
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CHICAGO > 1954 


NATIONAL 
HOUSEWARES 


AND HOME APPLIANCE 


MANUFACTURERS 
EXHIBIT 


TA 
PIER 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


Incorporated not-for-profit 


1140 Merchandise Mart, Chicago 54, Illinois 
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ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— capacities from 1 pint to 3 qts. 





Emre 


DUSTERS 


— with capacities of 1 pint to several pounds. 


COMPRESSED 









AIR 
SPRAYERS 


MANY MORE MODELS— 
AS NEAR TO YOU 
AS YOUR LOCAL JOBBER 


- + - made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 


UNIVERSA 





METAL PRODUCTS CO. 
SARANAC, MICHIGAN 
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ashing ton 


NEWS and VIEWS 





(Continued from page 10) 


Anti-Trust Laws Put 
Under Close Scrutiny 


Two goals lie ahead of Attorney 
General Brownell’s new committee 
to examine the nation’s antitrust 
laws: (1) How can existing laws 
be simplified and made more work- 


| able; (2) How can the government 


create stronger public support for 
their enforcement? 


The new committee, which is 


| headed by Stanley N. Barnes, head 


of the Justice Department’s Anti- 


| trust Division, and S. Chesterfield 


| “on 


Oppenheim, University of Michi- 
gan law professor, is ncw em- 
barked on what Mr. Brownell calls 
impartial and _ nonpolitical 


| study” of federal antitrust laws. 


A complete investigation of all 
federal antitrust authority, to- 
gether with suggestions and recom- 
mendations for improving the 
structure of antitrust and anti- 
monopoly law enforcement, is the 
committee’s basic assignment. 
Membership of the committee is 
representative from all viewpoints 
on controversial aspects of anti- 
trust policy, Mr. Brownell states. 


Credit Group Denies 
instalment Abuses 


The National Foundation for 
Consumer Credit says the Federal 


| Government is using “false propa- 





ganda” in an attempt to bring back 
credit controls. 

An increasing flow of misinfor- 
mation is being issued by the 
government concerning individual 
purchases of such products as re- 
frigerators, washers, TV and radio 
sets, furniture, and automobiles, 
the group says. 

Says William J. Cheyney, execu- 
tive vice-president of NFCC: 

“The foundation challenges the 
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Federal Reserve System and White 
House aides to produce figures to 
support their charge that buying 
with ‘no down payment’ and ‘for- 
ever to pay’ constitutes any reason- 
able portion of the durables in- 
dustry’s distribution.” 

Average down payments on in- 
stalment sales still are above 20 
pet for heavier durable products, 
it is reported. Not one instalment 
sale out of 100 has a “no down 
payment” provision, except for a 
few cases where goods are de- 
livered ‘on trial” prior to pur- 
chase, Mr. Cheyney states. 


More Aluminum to Go 
For Civilian Use 


Federal aluminum stockpile is 
now scheduled for a record in- 
crease in the fourth quarter. Office 
of Defense Mobilization declines 
for security reasons to disclose the 
tonnage, but says fourth-quarter 
diversion of the metal will be the 
“largest quantity to be delivered to 
the stockpile in any quarter to 
date.” 

Primary domestic aluminum pro- 
duction for 1953 is now estimated 
by ODM at 1,260,000 tons, as com- 
pared with production of 937,000 
tons last year. Production in 1951 
was 837,000 tons, and in 1950, 719,- 
000 tons. 

Current and future reductions in 
aluminum requirements by military 
and atomic energy contractors will 
make more tonnage available to 
civilian manufacturers. 

Barring power difficulties in the 
Pacific Northwest, fourth-quarter 
availability of aluminum to civilian 
users should be the greatest in the 
fourth quarter than at any previ- 
ous time. 

(Resume reading on page 11) 
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Fall’s in the air . .> seaSons on 
big game are just aroundthe corner 
... and, right now is the time to stock, 
display and sell Savage Hi-Power 
Rifles. 

This Fall, during your peak selling 
season, Savage national advertising, 
featured by two-page color spreads 
in all the leading sportsmen’s publi- 
cations, will be pre-selling Savage- 
Stevens-Fox rifles and shotguns. . . 
sending buyers to your store. Place 
your order with your distributor now. 

SAVAGE ARMS CORPORATION 

Firearms Division « Chicopee Falls, Mass. 


‘First in the Field’’ 


AVAGE 


SAVAGE STEVENS + FOX Rifle r 
SAVAGE * WORCESTER Power and Hand Lown Mowers 


ji 















































SAVAGE MODEL 3 4 0 


Bolt Action Repeating Rifle. Cals.: .30-30, 
-222 Rem., .22 Hornet 









A fine modern rifle in design, a pear- 
ance, performance, and denendeiitiny. 
High in quality, yet the lowest priced hi- 
power rifle on the market. In addition to 
standard grade (shown) Model 340 is 
available in a DeLuxe model (340-S 
with special sights, sling screw eves for 
a Carrying strap, and checkered stock 


and forearm. 
$48.75 retail 













SAVAGE MODEL 9 & 
Hi-power, Hammerless, Lever Action 6-shot Repeater. 
Cals.: .300 Savage and .250-3000 Savage 

The famous Savage Model 99 is the 
world’s most wanted hi-power rifle be- 
cause of its lightning fast, hammerless 
lever action and unfailing dependabil- 
ity. It is a proven big game getter. 














$109.00 and up retail 
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366 395 
Surface Bolt Flush Bolt Flush Bolt 
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Nothing Better 
+eeFOR SECURING SALES 
STANLEY BOLTS 


1953 
October 
4- 7 Builders’ Hardware Exposition 
5- 8 Fishing & Hunting Show 
(Div. Nat. Hardware Show) 
5- 9 National Hardware Show 
11-14 Hardware Convention of: 
American Hardware Mfrs. Assn. 
National Wholesale Hardware 
Assn. 
19-23 Safety Congress & Exposition 
20-22 Packaging & Materials Handling 
Show 


November 
8-10 Pac. Northwest Hdwe. Convention 
12-14 Montana Hardware Convention 


1954 


January 
12-14 Garden Supply Show (Chicago) 
14-2! Housewares & Appliance Show 
17-20 Nat. Sporting Goods Show 
18-20 Western Hardware Show 
19-21 Minnesota Hardware Show 
24-26 International Hardware Show 
25-27 Ace Hardware Convention 
25-27 Texas Hardware Show 
26-28 Indiana Hardware Show 
26-28 Mountain States Hdwe. Convention 
26-28 No. Dakota Hardware Convention 
31-Feb. 2 North Coast Hardware Show 


February 


2- 3 Kentucky Hardware Show 
2- 4 Garden Supply Show (New York) 
2- 4 Wisconsin Hardware Show 


It makes good sales sense to keep a 





Convention Check List 


For complete details about the conventions listed by dates below, see 
the alphabetical listings following this quick check list 


N—o0SCOARA 


OO WONNO NH 


= 


15 
16-17 
16-18 


16-18 
16-18 
21-23 
22-24 
22-24 
23-25 
23-25 
23-25 


March 
2-4 
13-21 


April 
6- 8 
25-27 
25-27 

May 
17-19 


June 


17-19 


July 
12-15 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 




























Oklahoma Hardware Show 
Detroit Sportsmen's Show 
California Hardware Show 
Virginia Hardware Show 
Tri-State Hardware Show 
Ohio Hardware Show 

lowa Hardware Show 
Connecticut Hdwe. Convention 
Arkansas Hardware Show 
Pacific Southwest Hdwe. Show 
Michigan Hardware Show 
Nebraska Hardware Show 
New York Hardware Show 
Michigan Hdwe. Assn. 
Tennessee Hardware Conventior 
New England Hardware Show 
West Virginia Hdwe. Show 
Carolinas Hardware Show 
Il!inois Hardware Show 
Missouri Hardware Show 


Penn. & Atlantic Sbd. Hdwe. Show 
New England Sportsmen's Show 


So. Dakota Hardware Show 
Florida Hardware Show 
Georgia Hardware Show 


Industrial Supply Convention 


Texas Wholesale Hdwe. Assn. & 
Texas Hardware Boosters Club 


National Retail Hardware Assn 







Jan. 12-14 
man, Chi 
at the 71: 
mory, Par 
York City 
tional Gs 
Bureau, 1 
more, Md. 


tor. 


Industrial | 
Handling 
Boston, J) 
Society of 
Materials 


Industrial § 
17-19 at ] 
at the Wa 
ference Bx 
Square G: 
American 
Manufactu 
Bldg., Pit 
Hanson, g 
tional Indt 
1900 Arch 
H. R. Rine 
and the § 
tributors’ 
Bldg., Atl 
secretary-t 


National Bui 
tion, Oct. 
torium, Cl 
by the Nat 
Assn., Joh 
director, a 
of Archite: 
Mathewsor 
Administrs 
groups, 4 
York 17, } 











wide assortment of these sturdy 
Stanley Bolts in your stock. They 
are available in a complete variety 
of types and sizes to meet the needs 
of all your customers. Make a selec- 
tion from the big Stanley hardware 
Catalog. Your customers will ap- American Hardware Manufacturers 
preciate Stanley quality. Assn., annual joint convention with 
The Stanley Works, New Britain, Connecticut the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
Ss STAN LEY N. J. Convention headquarters, 
. Marlborough-Blenheim Hotel. Con- 

: ts : 
Reg. U.S. Pat, Off. ference Booth Plan at Convention 
HARDWARE ° TOOLS Hall. Arthur L. Faubel is secretary- 
ELECTRIC TOOLS © STEEL STRAPPING * STEEL treasurer of the manufacturers’ as- 
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National Events 


sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ ass0- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 
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7, 1953 


Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 7ist Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, direc- 
tor. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 20-22 at 
Boston, Mass. Sponsored by the 
Society of Industrial Packaging and 
Materials Handling Engineers. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bidg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


National Builders’ Hardware Exposi- 
tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 
Mathewson, executive secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 
York 17, N. Y. 


National Hardware Show, Oct. 5-9 at 
Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Hopsewares and Home Ap- 
pliance Show, Jan. 14-21 at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden- 
berg, executive secretary. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia, 


| 
t 
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Profitable 


| Shipping FasC these days! 


CLEVELAND 
7G hualig 
FASTENERS 


are being produced 
ata new pace, 


| meaning better service 
| . 


to distributors 

















MN Shipments of most items in the wide size 
ee / range of Cleveland Cap Screws, Set 


F-. Soe. Screws and Milled Studs are materi- 
MS 


ally stepped up. Faster production 


and new traffic controls assure 
prompter service on your in- 
quiries and orders. Many items 


N now in stock, ready to ship. 


\\ 
\S Stock List. 


Write or wire for our latest 


CLEVELAND 724% FASTENERS 




















Fd He (poor soul) % 


was out of 


i WILTON’S : 


Shop King Vises 
+ when they saw 


* itin 









ORDER NOW! Tic in with 
Wilton’s LiFe “‘Do It Yourself” 
promotion. You'll need more 
SHOP KINGS when 20,000,000 


homeowners see it in LIFE! 


YOU'LL SELL MORE...YOU'LL MAKE 
MORE...WITH WILTON’S SHOP KING! 

























































‘ Design Pat. Nos. 164,143 
write now for full details: 


WILTON too: ure. co. 


925 WRIGHTWOOD AVENUE 
DEPT. AQ 
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CHICAGO 14, ILLINOIS | 








Pa. Arthur L. Faubei is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Safety Exposition, 41st National 
Safety Congress and Exposition, 
Oct. 19-23 at Chicago. Industrial 
and home safety sessions at Conrad 
Hilton Hotel; commercial vehicle 
and transit safety sessions at La- 
Salle Hotel; farm safety sessions 


sessions at the Morrison Hotel, 
Sponsored by the National Safety 
Council, 435 N. Michigan Ave., Chi- 
cago 11. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
. Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 North La Salle St., Chicago 
2. Secretary, G. Marvin Shutt. 


Regional Events 


Ace Hardware Corp. 30th annual con- 
vention and exhibit, Jan. 25-27, at 
the Conrad Hilton Hotel, Chicago, 
Ill. James L. Prasch, Ace Hardware 
Corp. 2355 S. Blue Island Ave., 
Chicago 8 is convention manager. 


| Sports Shows—New England Sports- 


men’s and Boat Show, Feb. 6-14 at 
the Mechanics Bldg., Boston, Mass. 


Detroit Congress Sportsmen’s Show, 
March 13-21 at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 


State Events 


Arkansas’ Retail Hardware Assn. 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California, Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Cr 


‘arolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 
Southport, Conn. 





Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Intermountain Association, trade 
show and convention, Jan. 24-26 at 
Boise, Idaho. Hotel headquarters, 
Boise Hotel. Association secretary, 
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Leon L. Weeks, 308 Continental 
Bank Bldg., Boise. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely 
964 No. Pennsylvania St., Indian- 
apolis 4. 


Iowa Retail Hardware Association 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters, ses- 
sions, Savery Hotel. Secretary, 
Philip R. Jacobson, Mason City. 


Kentucky, Retail Hardware Assn., 
trade show and convention, Feb. 2-4, 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, Manager. 


Minnesota Retail Hardware Ass! 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. AS 
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RED SEAL MODEL — 2-2'12.-3-—— 






IR-COOLED 
O-W-ER 













A-D SERIES | _ HORSEPOWER 


These engines are the last word in depend- 
















able, trouble-free power, because they’re 
built UP to quality, not down to price. Designed 
for such heavy-duty vertical shaft applications 


LIKE OTHER RED SEAL IN- 
DUSTRIAL AIR-COOLED 
ENGINES, THE A-D SERIES 
| IS AVAILABLE WITH EXCLU- 














SIVE CONTEX EXTERNAL IG- as lawnmowers, weed cutters, portable saws, 
4 7 : ni yrs sage : and similar equipment where prime needs are 
CONDENSER ASSEMBLY quick, sure starts, long life, and servicing ease. 


MOUNTED OUTSIDE CRANK- 














CASE UNDER INSTANTLY- Oversize alloy steel crankshaft with Tocco- 
REMOVABLE CAP. hardened journals; heavy-duty bearing at 
pi take-off. Top quality throughout. 

















SEE CONTINENTAL AT BOOTHS 963-4, NATIONAL HARDWARE 
SHOW—GRAND CENTRAL PALACE—OCTOBER 5 THROUGH 9. 


















(Continental Motors [orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE * DETROIT 14, MICHIGAN 
YES—ANY EQUIPMENT IS BETTER WITH CONTINENTAL RED SEAL POWER 







































ow! packed fo sell 3 ways 


Ml 34,—20 Ml 
HANGER IRON 


in coils 


IN INDIVIDUAL 
PACKAGES 
Sturdy, attractive 
packages, shipped 
25 packages fo 


carton. 





Fig. 500C-1 


IN SALES-MAKING 
MERCHANDISER CARTON 


Merchandiser holds 24 
individually packaged 
coils, takes less than a 
square foot of counter 
space, Many users buy 
It complete for handy 
storage and constant 
use of its contents. 


Now, you can stock this fast moving product in any one or all of three ways to suit 
your customers’ preferences. 
sells fast 


Paine ‘34 — 20" Perforated Hanger Iron — %” wide, 20-gauge steel - 


because workmen like it. It's electrogalvanized — clean and rust-proof — has milled 


burr-free edges that are easy on the hands, and is compact for pocket or tool box 


Write for NEW CATALOG and the complete 
story on Paine products today. 





THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 
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sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Montana 


Hardware & Implement 
Assn., convention, Nov. 12-14, 1953, 
at the Northern Hotel, Billings. As- 
sociation secretary, Norman 0. 
Blevins, P.O. Box 1152, Helena. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


National Retail Hardware Assn. an- 
nual congress, July 12-15 at the 
Fairmount Hotel, San Francisco. 
Managing’ director, Russell R. 
Mueller, 964 No. Pennsylvania St., 
Indianapolis, Ind. 


Nebraska, Retail Hardware Assn., 
trade show and convention, Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel, 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 

| 15. 





Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K: Thomas, 515 
Midwest Bldg., Oklahoma City 


| Pacific Northwest Hardware & Imple- 
| ment Assn. convention, Nov. 8- 
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10, 1953, at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, J. Malcolm Smith, 614 Empire 
State Bldg., Spokane, Wash. 


Pacific Southwest, Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 

fonte-Haddon Hall, Atlantic City, 

N. J. Association secretary, W. 

Glenn Pearce, 1616 Walnut St., 

Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 6- 
8 at the Coliseum, Sioux Falls. As- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee, Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
trade show and convention, Jan. 25- 
27 at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn. trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 

Association secretary, H. A. Lewis, 

Stevens Point, Wis. 


_ equal. 


_ and experience of over 70 years of manu- 
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People who know quality ask for 
Griffin Hack Saw Blades 


heed know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 


















G. W. Griffin Co. has been making hack 
saw blades since 1880. The knowledge 


facturing goes into every Griffin Hack 
Saw Blade. 


Griffin Blades are 
available in High 
Speed Molybdenum 
or Standard Steel, 
hand and power sizes. 


aia La. 


FRANKLIN, NEW HAMPSHIRE 


Soles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, M. Y. 
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America's No.1 
Bowsaw... 

















“BUSHMAN” 


FAMOUS IMPORTED SWEDISH HARDWARE 


SEE US—BOOTH 205-6 
NAT. HARDWARE SHOW 
NEW YORK, OCT. 5-9 


From coast to coast, Hardware Dealers 
know the quality of America’s leading 
bow saw—the one and only “Gensco 
Bushman.” They like the wide range 
of saw types and sizes—the merchan- 
dising and point of sale displays back- 
ing their selling efforts. If you don’t 
stock Bushman Bow Saws now, you 
should —to please every customer and 
sell more saws. Write for literature and 
prices. 


FREE POINT OF SALE MERCHANDISER 

















Swedish 
Wood Chisels 


11 sizes of the world’s 
finest Swedish wood 
chisels with durable 
Tenite II handles. 
Blades are protected 
with strip-off plastic. 
Free display with only 
16 chisels. Write for 
literature. 


Builders’ Hardware 


This display free with purchase of only 
8 saws and 6 replacement blades. Three 
colors, made of wood and duron. Order 
this starter today. 


Swedish 






Famous Gensco 
Stenman Swedish 
Butts, Straps, Tees, 
Hasps, Bolts and 
other standard type 
builders’ hardware. 
Write for catalog. 








Swedish Mora 
Hunting Knives 


Inlaid Swedish steel blades, 
curly birch handles, plated 
brass bolsters, guards and 
butts. Top grain leather 
sheaths with metal reinforc- 
ing. Free display with seven 
knife assort- 
ment. Write for 
catalog sheet. 


GENSCO TOO 
GENERAL STEEL 


1802 North Kostner Avenu 













WAREHOUSE CO., 


Swedish 
Wood Screws 





Swedish, Gensco-Crown- 
Brand slotted wood screws 
in flat, round and oval head 


styles. Made in bright steel 


and brass. | 

Write for 

prices. 
| 
| 


tL DIVISION 
iN. 
Illinois 


e « Chicago 39, 
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‘Ord 


Compact Display 
Sells Horseshoes 


A selection of horseshoes. 
mounted on a 2 x 3-ft cloth-coy- 
ered board and mounted on a post, 
helps sell horseshoes for Krep. 
gel’s Hardware at 210 Second Ave, 
S. in Twin Falls, Idaho. 

Calling the collection his Horse. 
shoe Museum, Viggo Nielsen, 
manager, keeps the display in the 
center of the store where it is 
clearly visible to all of his local é 
city and rural area customers. 
Founded in 1907, the store has de. 
veloped a good trade with resi- 
dents of country areas. 






















Local Fire Prevention 


To cut local fire losses, the Fair- 
bury (lowa) Chamber of Commerce 
co-operates with the local fire de- 
partment in an annual city-wide 
fire inspection. Business men are 
notified by the chamber of fire 
hazards and are urged to take 
every measure possible to prevent 
fires. 

Inspectors visit and report on 
conditions in business places, ware- 
houses and churches. 





High Visibility Display 






















Although its fishing rod display is 
on a store wall, Ace Hardware in 
Waukegan, Ill., has it located at 
a high enough level for easy vist 
bility throughout the store. Sales 
clerks hand rods to customers 
wishing to handle them. 
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isplay 


Wide-awake hardware dealers are taking advantage of the 
growing popularity of McKay Proof and BBB Coil Chain 
packed in the new McK-Pail containers. Each pail holds 
exactly 100 pounds of chain of the fastest selling types 
and sizes. McK-Pails are all steel, weather-proof and have 
a bail handle. The resale value of the empty container is 
an extra profit and so much “‘gravy”’ to the dealer. Dealers 
stocking McK-Pails sell more chain . . . and sell it faster 
than ever. Send for the new McK-Pail Catalog Sheet. 


display is M 
d i 
rat THE Kay COMPANY 


pasy vier Since 1881 


e. Sales 440 McKAY BUILDING - PITTSBURGH 22, PA. 


ustomers 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 259 


(Continued from page 13) 


repairing. It consists of 7-oz. Red 
Head nail hammer, 4-in. screw 
driver with red plastic handle, 
plated wrench set with five posi- 
tions from %4 to 7% in., plated 6 in. 
combination slip joint plier, 7'4-in. 
measuring square with red plastic 
handle, and 10'4-in. metal cutting 
snip. Gray enameled rearrangeable 
peg hole board, 12x12 in., has’12 
holding pegs. Individually packed 
in reshippable corrugated carton. 
Peck, Stow & Wilcox Co. 


For more data circle No. 9 on postcard, p. 259 


Lawn Soaker Hose 
Lawnette, new lawn soaker hose, 
permanently attaches to plastic 
hand reel so any desired length can 
be unreeled. Unused part of hose 





is folded into shut-off slots in reel 
to stop flow of water. Hose is of % 
in. seamless plastic rolled flat with 
pin hole openings. Fittings are 
brass. Available in two models: 20- 
ft. hose for areas up to 400 sq. ft., 
and 50-ft. hose for areas up to 1,000 
sq. ft. Yardley Plastics Co. 


For more data circle No. 10 on postcard, p. 259 


Portable Mixer 


Deluxe portable mixer features 
knee action, which makes the two 
beaters completely self-adjusting in 


256 





length. It also permits beaters to 
climb angular sides of bowl and to 
get into hard-to-reach corners. 
Mixer has three speeds; on, off and 
speed action are controlled by 
handy dial on molded handle. Beat- 
ers snap in and out easily for quick 
cleaning. Only one beater is used 
for small, narrow-topped contain- 
ers. Tapered shape prevents batter 
from splashing or creeping up the 
shaft. Back heel rest permits set- 
ting on table. It comes with 8-ft. 
cord, wall bracket for hanging, and 
is priced at $19.95. John Oster Mfg. 
Co. 


For more data circle No. 11 on postcard, p. 259 


Electric Range 

This 30-in. electric range fea- 
tures large oven and surface cook- 
ing capacity. The 24-in. oven holds 
eight layers of cake and Fiberglas 
heat guard seal around oven per- 
mits baking on any rack position. 
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Stove has three 6-in. Corox units 
and one 8-in. unit. It has single dia] 
oven control, Tel-A-Glance surface 
controls, appliance outlet and full- 
width storage drawer mounted on 
nylon rollers. Model HE-244, its 
suggested retail price is $199.95, 
Westinghouse Electric Corp. 


For more data circle No. 12 on postcard, p. 259 


Fishing Tackle Box 


New fishing tackle box is molded 
of one-piece seamless fiber glass, 
with rounded corners and overlap- 
ping seam to make it.water-proof 
and sand-tight. Two automatic 
latches lock when lid is closed. 


‘Trays are double-cantilever, full- 


length, with adjustable dividers. 
Hardware is chromium-plated solid 
brass. Box is 16 in. long, 71% in. 
wide, 7 in high, and weighs 2% lb. 
Ocean City Mfg. Co. 


For more data circle No. 13 on postcard, p. 259 


Electric Clock 


Model No. 852, the Carlton, self- 
starting electric clocK is 414 in. 
high, 334 in. deep and 71% in. wide. 
Individually packed, it is available 





Swedish 
With U-L ap- 
proved motor and cord, it retails 
for $24.50 in all finishes. Penn- 
wood Numerchron Co. 


For more data circle No. 14 on postcard, p. 259 


in walnut, mahogany, 
blond and ebony. 


Potato Cutter 


New model of the Miracle French 
Fry potato cutter has two _ inter- 
changeable cutter blades that with 
one stroke of the handle slice 4 
potato into either 25 regular slices 
or 50 ribbon-shoestring segments. 
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Wicd Designed for your profit. 


is 414 in. 


4, in. wide. You can’t help but profit when you sell these Dexter key-in-knob sets, with rugged, 
s available 
lifetime service and striking beauty at ‘popular prices. And installation is simplicity 


itself. Illustrated above: No. 600 Pin Tumbler cylinder set for the ultimate in 





security; and (below) No. 300 Disc Tumbler cylinder set, for dependable security 
where price is a factor... now available Master Keyed. Write for a Dexter 


factory representative to call on you. 
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DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


Manucfactarate of Ancoricait Hiat abular Lack 


in Canada: Dexter Lock Canada Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V., 
Monterrey, Nueve Leon 
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WHAT'S NEW 








Improvements in new model in- 
cutter 
blades, stronger construction at all 


clude sharpened edge on 





stress points, and projecting knobs 
on pusher plate to feed potato com- 
pletely through cutter. Individual- 
ly boxed, it has suggested retail 
price of $3.98. Ekco Products Co. 


For more data circle No. 15 on postcard, p. 259 


Home Tool Sets 

Two new too! sets are added to 
company’s line, and along with five 
other chests plus a tool caddy, will 








be offered for Christmas selling. 
The new sets come in knotty pine 
cabinets and perforated construc- 
tion board backing. One set has 24 
tools plus a 4-in. electric drill and 
accessories, a total of 38 items. 
The other set has 34 tools. Stanley 
Tools. 


For more data circle No. 16 on postcard, p. 259 


Leaf Mulcher Attachments 


At no extra cost, leaf mulcher 
attachments will be standard equip- 
ment on all Whirlwind power mow- 
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ers. New machines include a 17-in. 
self-propelled snow plow and a 20- 
in. hand-propelled Whirlwind ro- 
tary mower. Line now consists of 
27 machines, ranging from 18-in. 
to 80-in. Whirlwind rotaries and 
from 18 in. to 27 ft. in the reels. 
Some machines in line wiil be re- 
duced in price up to 15 pct. Toro 
Mfg. Corp. 


For more data circle No. 17 on postcard, p. 259 


Shatterproof Levels 


These 24-in. shatterproof levels 
have been added to the Level-it 
line. Level bubbles are magnified 





by protective Lucite sheaths, which 
pick up light and allow easy read- 
ing. Elimination of metal guards 
permits bubbles to be read from 
practically any angle. Other fea- 
tures include: Noen-conductivity of 
electricity, non-corrosive, and con- 
crete will not adhere to plastic 
frame. Frame can be handled in 
zero weather without sticking to 
hands, and levels can be used in 
comfort after lying in sun for 


hours. Creative Plastics Corp. 
For more data circle No. 18 on postcard, p. 259 


Electric Alarm Clocks 


Brite-Dial (illustrated), Model 
7H-216K, electric alarm clock fea- 
tures illuminated dial with light 
intensity control, which can be ad- 
justed from bright to “off.” It has 
black plastic case, glass crystal, 
gold texture metal bezel, dark 
brown hands and vermilion sweep- 
second hand. It can also be used as 


night light. Retail, $9.98, plus tax, 
Boudoir, Model 7H-222L, is fully 
luminous alarm in a choice of case 
colors—blue, pink, green or white. 





It has shatterproof plastic crystal 
and retails for $7.95, plus tax. Gen- 
eral Electric Co. 
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Livestock Waterer 

New type, cast aluminum, auto- 
matic electric livestock waterer is 
offered for the farm trade. Pre- 
determined level in master bowl is 
maintained by pressure valve con- 
trolled by weight of water. Refill 
rate is 31% gal. per minute at 40 lb. 
pressure. Unlimited number of 
slave units can be supplied from 
single master bowl, for multiple 
watering points at different levels. 





slave 


Master and bowls have 
thermostatically controlled heating 
units. Rhinehart Mfg. Co. 
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Spatula Set 


Added to the Kitchen Jewel line, 
this No. 40 spatula set consists of 
stainless willow leaf offset spatula, 
stainless small pan spatula, and 
stainless pie and cake server. Im- 

(Continued on page 262) 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 


issue, quickly and easily. HARDWARE AGE brings 






























































you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 











BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 






































Please use this P. O. 
Box Address for Quick Post Office Box 60 
Check Cards Only Village Station 
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HARDWARE AGE 


NEW YORK 14, N. Y. 



































Postcard valid 8 weeks only. After that use own letterhead fully describing Item wanted. 9/17/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We connot service post cards with incomplete addresses. 


TTT 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 9/17/53 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 4 5 10 1 12 13 14 15 
16 17 19 20 25 26 27 28 29 30 
31 32 34 35 40 41 42 43 44 45 
46 47 50 55 56 57 59 60 
61 62 65 70 75 
76 77 80 85 



























































A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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FOR REPLACEMENTS ... 


HE uniform beauty, the bril- 


liant, reflective finish, and the 


Bvood visional properties of Penn- 
¥ vernon Window Glass make it first 
§ choice with many builders when se- 
@ lecting window glass to complete 
Hunusual and distinctive buildings. 


And Pennvernon is just as suitable 


FOR LITTLE JOBS... 


Sel “Pennvernon” 


for the windows of modest homes. 
Its freedom from distorting defects, 
its smooth, less porous surface which 
resists accumulation of dirt, and its 
permanent color add to the charm 
and livability of every home. 

To remind your customers of the 


many advantages of Pennvernon and 


not just window glass” 


to help you build up sales of this 
quality glass, Pittsburgh Plate Glass 
has made available for dealers at- 
tractive, sales-winning’ merchandis- 
ing helps. To get your supply of this 
point-of-sale material, get in touch 
with your jobber or the nearest 


Pittsburgh Plate Glass branch. 


Window Glass 


PAINTS - GLASS - CHEMICALS + BRUSHES 


Pennver 10h 


PLASTICS FIBER GLASS 


lr 
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PITTSBURGH 


IN CANADA: 


Pi. wae ae SS 


CANADIAN PITTSBURGH 


COMPANY 


INDUSTRIES LIMITED 

















































METAL FLOATS 


Engineered To Your Specifications 


@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 


@ Seamless copper ball 
floats carried in stock in 
diameters of 3", 4", 5", 
6", 7", 8", 10" and 12" 
for open tanks and pres- 
sures of 25, 50, 100 and 
150 Ib. Floats in spe- 
cial sizes and pressures— 


MADE TO ORDER. Stain- 


less steel ball floats FLAT CYLINDIRCAL 


larger than 12" diameter 
can be made up spe- 
cially. Write for METAL 
FLOAT catalog. 


ARTHUR HARRIS & CO. 
DEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
Since 1884 


i 


FLOAT MANUFACTURERS « 
ENGINEERS © METAL FABRI- 
CATORS © COPPERSMITHS 
e BRONZE FOUNDERS 






CYLINDRICAL 


CYLINDRICAL 








BUILD PROFITS, 
REPEAT SALES with 


Sun Kay steel Wool 





LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing, 






WHAT’S NEW 








ported rosewood handles have gloss 
finish and are fastened to blade 
with two brass compression rivets. 
Handle has hole for easy hanging. 
In green and red packages of 





French Velour with acetate covers, 
set retails for approximately $5. 
Clyde Cutlery Co. 
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Electric Range 

New 36-in. divided top electric 
range has controls for 7-heat speed 
surface units and outlet for appli- 
ances mounted on splasher back. 
Oven has non-tilt racks with safety 
stops; broiler has reversible rack 
which serves as a trivet for roast- 
ing. Utensils are stored in double 
compartment. Range is finished in 






































JEX HO 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The homemaker's and professional work. 
et’s economy buy for home, shop and general 
industrial use. 

Superior quality in all 


grades. Order from your Jobber or 5 
write for catalog. 















THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 

















white enamel, with chrome han- 
dles; oven in black porcelain 
enamel. Perfection Stove Co. 
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Special Paint Brush 


Flexi-brush has _ lightweight 
metal handle, 9 in. long ana 1 in. 
wide, with lamb’s wool applicator 
which gives coverage of a 2'%-in. 
paint brush. Handle bends to any 
angle so brush paints around cor- 
ners and other hard-to-reach places. 
It is designed for use on any wood 





or metal trim, furniture, pipes, 
windows, etc. It comes packed in 
attractive point-of-sale display box. 
Kwiksand, Ine. 

, 
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Liquid Solder 

This liquid solder, called Miracle 
Mender, requires no heat, dries 
metal-hard, and can be used to 
mend holes in screens, stop water 
leaks, repair household utensils, 
solder electric wires, etc. Flow 
brush dispenser prevents drying or 
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setting 
Sales 
records... 


| DEMPSTE PSTER | 
COMPLETE Wate |~ 
“SYSTEM LINE 








Multi-Stage 
Jetmaster 





Deep-Well 
Reciprocating 





Shallow-Well 
Reciprocating 








Deep-Well 
Jetmaster 


Shallow-Well 
Jetmaster 








Flowmaster | 
Hydrant 





Centrifugal 


Windmill 
GPM Powered Pumps 


Because Dempster Water Systems meet every 
water need — from windmill power and shallow- 
well pumps to the latest multi-stage ejector, 
extra-deep well submersible and high- -Capacity 
centrifugal pumps — Dempster dealers are in the 
best position to fulfill the requirements of 
their customers. Dependability is assured in all 
Dempster products because 
of Dempster design, engi- 
neering, quality materials, 
and workmanship. 


Dempster’s 75th Year! 
DEMPSTER MILL MFG. CO. 


WATER SUPPLY EQUIPMENT 
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Mnenettidlt! 


Bench Chain Vise 
—/e to 8 






Kit Yoke Vise 


clamps Gnywhere * 


? 


—to 2/2 






You like 
the fast turnover 













Extra-Utility Pipe Vises 


Compare these work-saver RIGID Vises with 
any others and you see why their bonus of extra 
utility has boomed demand. Kit vise is easily toted 
to the job, quickly clamped on edge of bench or 
plank, ready for use. All other RIGID vises have 
handy integral pipe benders and rests to make 
cutting and threading easier. Full-width firm- 
gripping jaws of top quality tool-steel, bodies of 
rugged special malleable—for years of service. 
9 models, yoke and chain, 23 sizes, meet every 
need. You profit by selling your customers more- 
for-their-money RIFAID Vises. 

See us—Booths 81-84 National Hardware Show 

THE RIDGE TOOL COMPANY ®* ELYRIA, OHIO 























Wor'<-Saver Pipe Tools 



















WHAT'S NEW 








® For more information on these products and services 
use free post card on page 259. 


caking of solder in tube. To use, 
simply remove cap and tip down 
until solder-filled brush appears. 
Unit retails for $1. Self-selling dis- 
play contains 12 units, each packed 
in individual corrugated container. 
Tipon Corp. 
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e 
Ornamental Grilles 
Ornamental griile work for deco- 
rative uses around windows and 
doorways and in the yard, has been 





placed on the market. The grille is 
made of alacrome metal, comes in 
7-ft. lengths 16 in. wide, and in a 
silvery-satin finish. Macklanburg- 
Duncan Co. 
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Replaceable Vise Jaws 


Standard jaws on Wilton machin- 
ist, jeweler, and combination bench 
and pipe vises can be replaced with 
smooth jaws of hard or soft steel, 





smooth jaws of brass or copper 
which are non-magnetic and non- 
sparking, and plastic fiber jaws for 
delicate work surfaces. Jaws are 
reversible. Wilton Tool Mfg. Co. 
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Electric Coffee Maker 


Coffee maker brews two to 10 
cups, then switch automatically 
resets itself to keep coffee warm. 


748d 


Bowls are one-piece construction 
with silver-like chrome finish and 
plastic lid. Lower bowl has built-in 
water measuring lines. Knapp- 
Monarch Co. 
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Spinning Reel 
No. 1750 Spin-Wondereel has 


protective cone similar to the De- 
luxe No. 1850 model. The new 





model reduces line twirl and pre- 
vents loose blossoming off spool or 
being snarled by a breeze. It has 
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automatic crank, used for both re- 
trieve and release. Finished in 
green, it has extra large grip, 0.010 
in. diameter monofilament (5 and 
61% Ib. test), and capacity of 150 
yd. Retails at $15. Shakespeare Co. 
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Foil Discs For Ranges 


Called Neat Heat, these foil discs 
help keep electric ranges clean. 
Doughnut-shaped discs of alumi- 
num foil fit under electric coils to 
catch grease splashes and spilled 
foods. When soiled, foil is thrown 
away. Package contains 25 discs, 





15 of 7-in. diameter and 10 of 9-in. 
diameter. Central States Paper & 
Bag Co. 
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Portable Saw 


Called Power-Guide, this portable 
saw weighs 12 lb., miters a 2 in. 
plank at 45°, and has shoe adjust- 
ment for slotting from 4 up to 
2 7/16 in. deep. It has an air cooled 





motor in an aluminum housing that 
delivers one full horsepower under 
peak load. It has 7 in. blade, and 
gear box is sealed in grease at 
factory. With special blades it will 
cut steel, tile brick, concrete oF 
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Dollars 
For You... 


Wherever there are floors—there are DIRTY 
FLOORS. And no matter what the floor... 
or where you find it . . . you’re sure to have 
the right cleaning equipment, engineered 
for the job — 


When You Feature... 





FLOOR CLEANING EQUIPMENT 


Here’s the outfit for the 
many users who 
prefer a round 
metal bucket. 
Built to stand 

up under hard- 
est use. Wringer 
with either hard 
wood or steel rollers, 
foot operated for 
greater pressure 
and easy handling 
of mop. 18- or 
24-quart sizes. 






























WHITE MOP WRINGER CO. 
2 Mohawk St., Fultonville, N. Y. 
Canadian Factory, Paris, Ontario, Canada 
WHITEY MOPZUM SAYS: 
Your Customers know... 
It’s RIGHT .. . if it’s 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 




































Exaggeration? Well, could be. But it gives you 
an idea how Tru-Test Bantam Rolls of 
super-quality, gummed, Kraft sealing-tape move 

off your counter. They sell fast because consumers 
find many uses for these handy rolls . . 
sealing cartons and packages for mailing or 
shipping . . . labeling fruit jars . . . sealing joints 
in dry walls . . . heavy-duty mending . . . and 
scores of other jobs. Retail for only 25c 
(slightly higher in some areas.) 1” to 3” widths. 
Ask your wholesaler about Tru-Test 
Bantam Rolls or write direct. 


MANUFACTURED BY TAPE, INC., GREEN BAY,, WISCONSIN 
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WHAT’S NEW 


corrugated metal. Measuring 12 
x 12% in., it sells for $59.95. Ram 
Tool Corp. 
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FOR THOSE PROFITABLE 
REPEAT SALES 


choose BALTIMORE BRUSHES — 
the line that guarantees satisfactory performance. 


Baltimore Brushes, Inc. offers you a complete line of finest 
quality brushes, made of pure bristles, vulcanized in rubber 
—for both professional and nonprofessional users. The 
Baltimore line is designed to give greater customer satisfaction 
and larger profits to you. 






























Screwdriver Gift Set 


Here is something to seil cus- 
tomers who give quantities of per- 
sonalized Christmas gifts. You can 









BALTIMORE BRUSH 
ASSORTMENTS 
easy to stock, easy to dis- 


play, and easy to sell. 
Priced for quick turn- 
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TRIM AND SASH BRUSH 
A high-quality, fast-moving brush. Sizes 1” to 24”. 








screwdriver set with their name 
imprinted in three lines on the bag, 
| one line on the handle. Set consists E 
of two reversible blades and han- 


















dle, in three-pocket plastic bag, ¥ 
packaged in gift box and mailing 5 
container, Sets are priced in quan- : « 
tities of 50 through 1,000. Vaco i 
. Products Co. 4 OK 11a 
: } For more data circle No. 31 on postcard, p. 259 z eng soak 
‘ 2 No, 3 08 . © diators, tank 
WALL BRUSH powerful bo 
| r ’ © wood, glas: 
Well balanced, substantial. A quality brush at a truly low Water- 
| sate i Home Workshop evened 
| 


price. Sizes — 24” to 6’. 





E No heat nece 





Here is a complete workshop in 
34% sq. ft. Consisting of seven 
power tools in one, it’s a lathe, 
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FLAT VARNISH BRUSH 


suitable for any varnish or enamel job. 100% pure bristles. 
Sizes — 4” to 3”. 


BALTIMORE BRUSHES 


ee ae ae ee ee er ee SS ae 


2 Northampton Street — Boston, Massachusetts 
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horizontal drill, bench saw, vertical 
drill press, shaper, disc sander, and 
=i, portable electric drill. Called the 

| Do-It Shop, it is 45% in. long, 8 
in. high and weighs 20 Ib. It sets 
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10¢ | 
top quality 
Ji) maximum profit 


Triple-tested—by U.S. Testing Labs, by 
Tip-Top Quality Control Lab, by millions of 
pleased users. OK 10¢ adhesives sell fast because 
they’re tops in eye appeal and value. 

They bring fast repeat sales because they’ 



























me 


| OK HOUSEHOLD CEMENT 
_ Assures permanent bond to glass, 
| china, fabrics, plastic, wood, 
} leather. Crystal-clear, all- 
) Purpose sure-holding 


cement. 
3 


7 


ee 


No. 1297—3-WING DISPLAY 
Holds 12 tubes. Can be sepa- 
rated into 3 individual panels. 






















SPEEDY SPRAYER 890 


iaphragms eliminate oily .pis- 
4 “ 4 motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
ibs. pressure. Never needs oiling. 
With gun, less motor, retail $346.50 


% 


. 





t | 
: ; 
' OK tiquip SoLpER } 


© Repairs leaks in plumbing, ra- 
> diators, tanks. Makes speedy 

powerful bond to metals, 
© wood, glass, tile, etc. 

Water-proof, gasoline- 
) proof, quick-drying. 
F No heat necessary. 
© Lasts indefinitely 








SPEEDY SPRAYER 444 


No job too big! 4 cv. ft. of 
clean, oil-free air at 40 Ibs. 
pressure. 2 h.p. motor or 
engine. With gun, less motor, 


retail $66.00 





a 
No. 1296—3-WING DISPLAY @ 
Holds 12 tubes. Can be sepa- |~ 
rated into 3 individual panels. | 














PAINT 
1% a MOBILE SPRAYER 950 
s. 

Cored or bung ideal Automatic Tank sprayer 
on ladder. With for home or commercial use. 
10’ air and paint Steel tank with '/s h.p. com- 
hose. Retail pressor. Removable wheels 
v0 and handle. With gun and 
motor, retail $97.50 













aed 














OK MODEL CEMENT 
Specially developed for model 
builders, hobbyists, crafts- 
men. Quick-drying, fast-and- 
Sure setting, crystal- 
Clear. Jumbo size tube .@ 
with nozzle tip. 

























No. 1298~—SELF-SERVICE DIS- w 2 BROWN CORPORATION 
PLAY CARTON. Holds 24 tubes, © > Ms 

a a i | 2665 Normandy Ave., Chicago 335, Ill. 

Specialists in Portable Sprayers for Over 30 Years 
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NEW, RUBBER-BASED IMER! 
S PRIMER GRI 





CEMENT FLOO 
PRIMER = 


It’s alkali-resistant 















x It’s moisture-resistant 


« It provides a better bond for the finish coat 
pAINTS 5 
ACME 

QUALITY 





Now, another outstanding product has been added to the 
i Acme Quality Floor and Porch Enamel line—new Cement 
ND i Floor Primer in gray. 

Because of its exceptional resistance to alkali and moisture, 
it’s the perfect primer for new or uncoated cement and con- ig 
crete floors. And it’s your perfect—and profitable—answer to 
the many requests for an easy, foolproof way to condition 
cement and concrete floors. 


Order, stock and sell this Cement Floor Primer. And, for the 
finish coat, sell ever-popular Acme Quality Floor and Porch 
Enamel, now available in 9 attractive colors. 


NEW COLOR CARD 
\ nnn rc 4 














BIG NEW PROMOTION -%& 
FOR ACME DEALERS ~ 


— — JUST OFF THE PRESSES, and just right to mail or 
hand out. Has space for your imprint. Contains 
chips of the 9 Acme Quality Floor and Porch 
II d II II 2 Enamel colors, including rich, new Indian Red, 
sell and sell and sell Floor and Pine Green and Gulf Blue. Also plugs new 
‘ oe Cement Floor Primer. Order your cards now 

“Sige from your Acme jobber. 


Interested in a promotion that will 


Porch Enamel? Send coupon for 


the facts. : es. 


Advertising Dept. B , ’ 
Acme Quality Paints, Inc. | am interested in the Acme Floor and Porch 


Detroit 11, Michigan Enamel Promotion. Rush me the details. 





BEA 
SE 


ACN 





4s 
y uF 


Name 


OME QUALITY PAINTS, INC. 1 === 
I 








DETROIT 11, MICHIGAN Address 
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GREAT, NEW, WALL AND CEILING FINISH! 
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_ BEAUTIFIES, COVER 

i SEALS...IN ONER 

19) ACME QUALITY PAINTS, INC. 
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Decorates interior walls and ceilings with both color 
and texture in a single coat. 


Beautifies and protects dry-wall construction, plaster, 
wallboard, plasterboard, interior masonry, etc. 


Seals and covers dry-wallboard seams, plaster cracks, 
dents, blemishes, unevenness and other minor im- 
perfections in new and old walls. (Open cracks should 
first be filled.) 


@ Comes ready-mixed in white and in 7 popular colors. 


As you know, there has long been a need for a good, 
one-coat, dry-wall finish, NeW Acme Quality Texture 
Paint fills this need to a “‘T.” 


It’s perfect for wallboard, plasterboard ... any new 
or previously painted surface. It offers your customers 
a durable, one-coat paint that covers imperfections and 
gives color and texture, too. It offers you a chance to 
profit from the growing popularity of stippled surfaces. 


Ask for Acme Quality Texture Paint from your regular 
Acme Paint supplier right away. 





COLOR CARD HANDOUT 


EXCELLENT SALES GETTER to mail or hand out to your customers. 
Describes new Acme Quality Texture Paint; tells how to use; shows 
colors available and pictures some of the textures which can be 
easily obtained. Order these handy cards from your jobber with 
your order of Texture Paint. Order today! 
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® For more information on these products and services 
use free post card on page 259. 


up quickly on work bench or 
kitchen table and can be stored in 
closet or carried in trunk of car. 
It is powered by industrial-type 
Cummins Ball Rite 44 Drill. It 
will sell for less than $80. Cum- 
mins-Chicago Corp. 
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Bed Table Alarm Clock 


This bed table alarm clock, 35% 
in. diameter, in tilted searchlight 
styling has ivory case with coffee- 


brown dial. Clock comes with lumi- 
nous numerals and hands, and 
plain. Sessions Clock Co. 


For more data circle No. 33 on postcard, p. 259 


Light-Duty Door Locks 


Light-duty locks and _ latches 
have been added to this manufac- 
turer’s line of builders’ hardware. 
“Homeguard” line is available in 


five functions. Locks and latches 
are made in cast brass, bronze and 
aluminum. Russell & Erwin Div., 
American Hardware Corp. 
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House Number Light 


Called the Home-Light, this fix- 
ture for home owners to be used 
above or on the side of the door. 


Easy to install, it is 9 in. long and 
4 in. in diameter. Light comes 
complete with house number, It 
retails for $10.95 with four num- 
bers; $11.95 with five numbers or 
letters. Davis Specialties Co. 
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Chucking Reamers 

New sizes have been added to 
the company’s regular line of 
straight shank, straight flute and 








spiral flute chucking reamers. 
Standard items in straight flute 


in., and in spiral flute type 5/64 
through 31/64 in. Whitman @ 
Barnes. 

For more data circle No. 36 on postcard, p. 259 


Cabinet Hardware Line 


Designed to harmonize with any 
architectural styling, this cabinet 
hardware line of anodized alu- 
minum has a satin finish that will 
last indefinitely. Line consists of 
cabinet pulls and knobs in three 
sizes. Knob sizes are 1, 1% and 
114 in. diameters. Pull sizes are 
2Y¥,, 3 and 3% in. with measures 





taken between centers of fastening 
screws. Display boards, 5°4x1l44 
in., finished in red lacquer, are 
available. Display boards come with 
easels and hangers for counter or 
wall. H. B. Ives Co. 


For more data circle No. 37 on postcard, p. 259 


Aluminum Paint 

This asphalt heavy-bodied alu- 
minum paint is designed for use on 
asphalt, bituminous and _ metal 


roofs. It is pigmented with 3.9 lb 
of aluminum pigment per gallon. 
One coat of Permite gives roof 





Exclusi: 
Bright 
strong, 
All po 
per bo 


type are sizes 3/64 through 31/64 extra life, keeps interiors cooler. 161 Beechw 


HARDWARE AGE, SEPTEMBER 17, 1953 HARDWARI 








cabinet 
ed alu- 
hat will 
sists of 
n three 
1% and 
izes are 
easures 


h 3.9 lb 
gallon. 
res root 
cooler. 


17, 1953 





CHECK YOUR STOCK Or 
THESE ITEMS ARE US 


GRIES E-Z _ self-screw 
UTILITY HOOKS * 


E-Z ome euece 
uTiirty HOOKS 






The only small 








Utility Hook 
for closets, kit- 
chens, stores, fac- 


tories and many other uses. Bright 
plated finish in packages or 
carded. No screws—No tools! 





GRIES 
one piece E=-Z CUP HOOKS 


Handsomely packaged, 6 to 

the card, in bright kitchen Fa 
colors: White, i 
yellow, red, blue, 
green, nickel, 
brass. Also 
| gross per box. 


The nut with 1001 uses! All 
popular thread sizes. Bright, 
smooth, economical. In at- 
tractive counter display as- 
sortment and packaged 100 per box. 


Exclusive “finger-grip" design. 
Bright finish; clean threads; 
strong, durable, dependable. 
All popular thread sizes, 100 
per box. 


COMPACT COUNTER DISPLAY“. N 
4 } ¢ . : va 


Assortment counter dis- 
plays of Wing Nuts or 
Cap Nuts hold four fast 
selling sizes for faster 
customer selection. 





CONTACT YOUR JOBBER TODAY! 


JOBBERS: Write for details and prices 
on these profitable items. 


GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, N. Y. 
NEw Rochelle 3-8600 
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AREA HEAT 


Cold feet are cold facts that sell Dearborn Area 
Heat! When you convince your customers that 
Dearborn Area Heat stops cold feet—puts “bare- 
foot comfort,” uniform warmth all over the house 
—you're on your way to bigger sales and profits. 


Because Dearborn Area Heat makes a lot of sense 
to your customers, it can make a lot of dollars for 
you. The big point is that every Dearborn Area 
Heat sale is a MULTIPLE SALE —as many as 
3 or more heaters per customer instead of a single 
unit sale. Plus the fact 
that every heater sale car- 
ries the extra sale of a 
Dearborn Automatic 

Control! 


By pushing Area Heat, 
every Dearborn dealer 
has the opportunity to 
double or triple his sales. 
Set your sights on the 
biggest sales year in your 
history —shoot for big 
MULTIPLE SALES and 
multiply your profits. If 
your Dearborn salesman 
hasn’t told you about 
Dearborn Area Heat — 
write, call or wire now! 







REGIONAL SALES OFFICES: 

Merchandise Mart, Dallas, Texas We’re putting the heat on 
5830 N. Pulaski Rd., Chicago, Ill. Dearborn Area Heat — 
513 Glenn Building, Atlanta, Ga. sak ial 

303 Merchandise Mart, building a fire under prof- 
Kansas City, Mo. its for you—with a strong 
aad _— a national advertising cam- 
os Angeles, Calif. ° ° a 
Merchandise Mert, paign in the nation’s top 

magazines. 


STOVE CO. 


1700 WEST COMMERCE STREET * DALLAS, TEXAS 











WHAT’S NEW 








Descriptive bulletin available upon 
request. Permit Paint Div., Alu- 
minum Industries, Inc. 


| For more data circle No. 38 on postcard, p. 259 





Kitchen Tool Set 


All items of solid stainless steel, 
this kitchen tool set has been added 
to the Farberware line of cook- 











ware. Five-piece set includes fork, 
three spoons and convenient rack 
for wall hanging. Packaged in a 
flat gift box, suitable for mailing 
the set retails for approximately 
$7.95. S. W. Farber, Inc. 
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Power Mower Changes 


Featured changes in the Savage 
line of power mowers include at- 
tachable leaf mulching device at no 
extra cost with gasoline powered 
models; new 2 hp. vertical shaft 
gasoline engine and extra large 
wheels on 20-in. model  (illus- 
trated); two new 18-in. models, 
one with new lightweight gasoline 
engine, one powered by electric mo- 
tor with adjustable two-way handle 
for cutting in either direction; and 
all-steel ribbed construction light- 








weight chassis on the 18 and 20-in, 
models. Lawn Mower Div., Savage 
Arms Corp. 
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New Paint Colors 


New medium-deep colors such as 
Lotus green, Pompeian rose and 
mocha, have been added to the 
Celoid semi-gloss 500 Series line 
of paints. The line is now offered 
in 18 colors and white. Cement and 
Stucco Finish, exterior paint line, 
is now available in seven colors as 
well as white. New shades include 
red, sandy, blue, etc. This line is 
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Super Sheen 


se 
. 


steel! 
; don Fret 7? 
Trip” Plate! 








SUPER-SHEEN CHROME PIPE! 


hl A 


6700 CENTRAL AVENUE ° 





Will not tarnish! 


poner om cAEAee POTS 


mays Sporting ew! 


guere cuemes PERO 


IT PAYS TO DISPLAY AND FEATURE 


ppe 


A wipe keer 


: 
St Clait METAL PRODUCTS Co. 


CLEVELAND 4, OHIO 





Super- Shew 
CHROME PIPE 


COUNTER or 
WINDOW DISPLAY 


Helpo you. aell MORE Chrome Pipe | 


Chrome pipe season is here! Earn extra profits with 
nationally famous Super-Sheen Chrome Pipe. Write 


today for your attractive, sales-building display—com- 
plete with one length of 4 x 12 Super-Sheen Chrome 


Pipe—absolutely free! And be sure to order enough pipe, 
elbows and collars to take care of the big demand! 


Made by the Nation’s Leading Manufacturer of Chrome Pipe... 
Blue Stove Pipe* Super-Lok Galvanized Furnace Pipe and Fittings. 


WRITE FOR INFORMATION 
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made with Good-Year Pliolite for 
yse on unglazed asbestos shingles, 
concrete, brick, ete. It is mildew 
resistant, alkali resistant and blis- 
ter resistant. Kyanize Paints, Inc. 
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Adjustable Sprinkler 

This flexible green vinyl plastic 
prinkler can be adjusted to any 
length. It features a solid red plas- 
tic reel which serves as a perma- 
nent storage unit and as a positive 
action cut-off valve. Water can be 
sopped easily and quickly at any 
given point by folding the hose and 





























Put these eye-catching self-service merchandisers 
19 work for you and watch sales soar! The 12V 
folds one dozen Burgess cells... also available 
Wcortons displaying 48 batteries (48V). Also 
the No. 501, featuring nine, popular, all-chrome 
burgess lights. All three displays specially de- 
figned to give maximum “sell” in a minimum of 
fOunter space 






inserting the fold in a special slot 
on the reel. Called Flexi-Spray, it 
comes in 20, 35 and 50 ft. lengths. 
It has eight jet water-spray open- 
ings around its circumference at 
10-in. intervals. Goodyear Tire & 
Rubber Co. 
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Screw Holding Device 

This device slips over any round- 
bladed screw driver, requires no 
more clearance than the blade, and 
has sufficient holding power to start 
and loosen screws. It slips up, and 
out of the way when not in use. De- 
vice is made in 3/16 in. size. Xce- 
lite, Ine. 
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Snow Remover 


This Heart Saver snow remover 
throws snow to right or left by 
applying a downward pressure on 
right or left flip handle. Made of 
heavy sheet steel, it has welded 
construction, 34 in. flip rods of 
tempered steel, rubber grips on 
push handle and flip rods. Wheels 





FOR FAST TURNOVER...REPEAT PROFITS 
YOU CAN DEPEND ON 


BURGESS fosteats 


) BURGESS NATIONAL ADVERTISING 


PRE-SELLS YOUR CUSTOMERS 


| In metropolitan newspapers and 
Sunday supplements alone, Burgess 
advertising reaches nearly 30% of the* 
nation’s population each week. In addi- 
tion, hard-selling Burgess advertise- 
ments headline the weekly issues of 





have solid rubber treads mounted 
on %% in, OD axle shaft. Handle 
and flip rods are dissembled for 
shipping; assembly time is 30 
seconds. Suggested retail price is 
$24.50. C. W. C. Products Co. 
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Sander-Polisher 

This Universal Model sander- 
polisher attachment fits any make 
1, in. electric drill. It operates at 
double the speed of the drill and 
employs orbital motion. It elimi- 
nates burrs, burns, swirls, mars, 






























THERE’S PROFIT APLENTY 












IN POPULAR DEPENDABLE 


BURGESS 
FLASHLIGHT BATTERIES 





Life, Post, Collier's, and all the lead- 
ing consumer magazines. Out- 
standing Products+A Hard 


Hitting Advertising a dasa Ged Gee abe ectucity tast 
More Sales For You! the pulling power of Burgess 
Flashlight Batteries in your own 
stére. Put one of those newly- 
designed Burgess counter displays 
in one of your key traffic spots. 
Then sit back and watch that cash 
register ring! Another Burgess suc- 
cess story that's being repeated in 
hardware stores throughout the 
nation. Customers always re- 

ber those familiar black and 
white stripes. That's why Burgess 
Batteries are naturals for quick, 
easy impulse soles. Why don't 
you get on the Burgess band- 
wagon ...today! 



















SPECIALLY DESIGNED 
FOR THE HARDWARE FIELD! 


New BURGESS Penlight 


It's the new sales sensation in 
pocket penlights. Beautiful all- 
chrome design. Uses Burgess No. 
7 botteries for repeat business. 
Complete with brilliant, 3-color 
a2, counter merchandiser. 



















MORE POWER TO YOU WITH 


BURGESS BATTERIES 
BURGESS BATTERY COMPANY 
FREEPORT, ILLINOIS 
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WITT CANS are guaranteed to outlast 3 to 5 ordinary 
Cans, Their ruggedness...over the years...fairly shouts 
the value and economy that users everywhere understand. 
WITT quality that is evident on inspection plus customer 
satisfaction that follows each purchase makes every WITT 
CAN another salesman added to your staff. Here are just 
a few models it will pay you to stock: 


ASH AND GARBAGE CANS 


& PAILS: Five Can sizes: 12%, 
16, 20, 27 and 33 gallons capacity. 
Garbage Pails: four sizes: 5, 
6-3/5, 8% and 10 gallons capacity. 





OILY WASTE CANS: 

Standard equipment in leading indus- 
trial plants. Made in 7 sizes, 5 to 30% 
gallons capacity with hand and foot- 
operated covers. Approved and labeled 
by Underwriters’ Laboratories, Inc. 
and Associated Factory Mutual Fire 
Insurance Companies. 
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ROLLER CANS: Ideal for storage and 


handling of liquids and solids. Three 
sizes: 20, 27, 33 gallons capacity. Can be 
furnished with — or corrugated 
bodies, iron or rubber wheel casters, and 
regular or flat covers. 





OTHER WITT PRODUCTS: underground 
Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, Mopping Pails, Extra Large 
Refuse Cans, Can Dollies and specially 
designed Cans. WRITE FOR FREE 
CATALOG. 






WITT CANS HAVE THE “RIGHT” ANGLE 


al 





to last... oe 








“Originators of the THE WITT CORNICE COMPANY 
Corrugated Can” | 914 WINCHELL AVE., CINCINNATI 14, OHIO 
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@ For more information 
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card on page 259. 

















kick and buck. Unit sands and fin- 
ishes ali woods, metals, plastics, 
plaster and other materials, as well 







































MAKE 

agains 

STERI 

clean ; 

shopp: 

tract 1 

contin 

as performs all rubbing, waxing and Bhs 

polishing operations. It has 3 2/3x7 nclia i 

in. working surface and_ uses otiies 

3 2/3x9 in. sandpaper. Retails for <a 
$15.95. Du-Fast, Inc. 
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SALT 1 

Oscillating Sprinkler Posters 

This new Swingin’ Spray oscil- perfect 

lating lawn sprinkler with Perma- — 3 

Sealed motor unit comes in model ype 

the we 


No. 700 Standard (illustrated, top), 
and No. 1000 Deluxe (bottom in 


illustration). Motor is separated STERI 


from water-intake system, prevent- 
ing impurities from contacting mo- AUGER-/ 


tor. Made of non-corrosive metals, ROCK 
it never needs oiling. Both in green 
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and yellow color scheme, Standard 
model covers area up to 40x50 ft, 
retails for $11.95; Deluxe covers 
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. BUILD 
; STORE 
~« |e TRAFFIC! 


plastics, 


, as well of Use and Sell 
STERLING Auger-Action ROCK SALT! 


Bring in More Customers and 
Extra Profits This Winter 


MAKE THE WEATHER WORK FOR YOU — not 
against you. When a storm ties up the town, use 
STERLING Axger-Action ROCK SALT yourself. A 
clean sidewalk looks like a safe haven to harassed 
shoppers. Actually, it’s a wonderful chance to at- 
tract mew customers who, in fair weather, would 
continue to patronize your competitor. 





: and 
post 




















And, of course, that’s the time to sell them 
STERLING Auger-Action ROCK SALT, too. Fea- 
ture two 10-lb. bags at a unit price—one for side- 


ixing and 
3 3 2/3xT 





e , rs walks and driveways, the other for the family car 
eens —to provide instant traction in snow or on ice. 
teard, p. 259 So order your STERLING Auger-Action ROCK 


SALT now. Be prepared when the first storm hits! 
- Posters on your windows. Stack-displays inside. A 
perfectly timed tie-in with STERLING weathercasts 

















> oscil- ‘ i 
ee over 33 radio stations before and during every 
‘ odel winter storm. Use Sterling! Sell Sterling! When 
pe the weather’s bad—it’s good business! 
ted, top), 
ottom in —==> 
separated iF 
ws I STERLING | 52 
_ prevent- gC,” UY arene 
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: als, 
¥ bye ROCK SALT 














4 ; : pe ge ee ae 
4 . INTERNATIONAL SALT CO., INC. ~~ SALT U 
i ’ DEPT. H, SCRANTON 2, PA. 
& C1) Please send me free display material for STERLING 
Auger-Action ROCK SALT. 


(1) Please have your representative contact me. 


Name 





Store Name. 


Street Address 
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40x50 ft., 
xe covers 


City Zone State 
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WINDFALL 


by stocking and 


























ROTARY SHOW PLOW 


Every time a blizzard hits, you strike it rich 
when you stock this low-cost, efficient Jacob- 
sen Rotary Snow Plow. Tested and proved, 
this solidly built plow wades into both pow- 
dery and slushy snow, pours out a steady 
snow stream to a maximum distance of 20 
feet. In average fresh snow, 4 to 10 inches 
deep, it clears 85 square feet per minute. 


















Now for the first time you can sell a snow 
plow which not only makes the most effective 
use of power to handle even bigger than av- 
erage snowfalls, but is also attractively priced 
to bring you big-volume sales. 








Step up your winter profits with the fast- 
selling Jacobsen Rotary Snow Plow. Order 
from your Jacobsen salesman or write us. 


facobsen MANUFACTURING COMPANY 


RACINE, WISCONSIN 
FAMOUS NAME IN POWER MOWERS FOR OVER 30 YEARS 
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NEW ! No. 703 
SELF-SERVE 
FLAMINGO COLOR 
SALES 
MERCHANDISER 


40% 
DEALER 
NET PROFIT 


RED HOT HOME REPAIR TOOL ASSORTMENT 
FEATURES BLUE DIAMOND PUTTY KNIVES AND 
SCRAPERS, WOOD SCRAPERS, COLORED GLASS 
CUTTERS, ETC. 





INCREASE YOUR PAINT AND WOOD SCRAPER 
SALES WITH THIS NEW SALES MERCHANDISER. 


\ ’ 1 dot. ; 
ment of ot 1%" Putty Knives 
1 doz. 2, 38-3" Seroper® 


LOOK! 


BLUE DIAMOND 
HANDLES ARE 
SEAMLESS 
SHATTER- 
PROOF 
PLASTIC 






DE-LUXE BLACK AND SILVER PUTTY KNIVES AND 
SCRAPERS THE BEST MONEY CAN BUY — DIS- 
PLAYED ON SELF-SERVE MERCHANDISER. 


SELF-SERVE COUNTER 
MERCHANDISER FOR 
FAST SELLING PLAS- 
TIC RAZOR BLADE 
SCRAPERS. 





FREE WRITE FOR 
THIS NEW 


CATALOG Lee ar ap 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 
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40x60 ft. area and retails for 
$13.95. Melnor Metal Products Co., 
Ine. 
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Wall Tape Machine 

This taping machine eliminates 
much of the hand work and speeds 
the finishing of dry wall joints. 





Machine, made of magnesium, 
weighs 8 lb. loaded with tape and 
joint cement. Machine holds 250 ft. 
of any standard width tape up to 
21% in. Size: overall length, 25 in., 
broadest point 8% in. wide, and 
depth of body 2% in. It has 2% in. 
handles. Goldblatt Tool Co. 


For more data circle No. 47 on postcard, p. 259 


Floor Covering 


This pebblestone pattern has 
been added to the Gold Seal line of 
floor coverings. Available by-the- 





yard, Pebblestone 888 is predomi- 
nantly red and 889 is predominant- 
ly green. The design features scat- 
tered speckles of color on hollow 
squares. Congoleum-Nairn, Inc. 

For more data circle No. 48 on postcard, Pp. 259 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


pensers and 12 rolls of 1%x2,592-in. 
tape. Deal “S” includes two deluxe 


a “ “« 





desk dispensers and 12 rolls %x 
1,296-in. tape. Minnesota Mining & 
Mfg. Co. 
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Moulding Merchandiser 
Here is an improved merchan- 
diser-display for Chromtrim metal 
mouldings. Unit holds trim up- 
right between wire partitions that 
keep different styles divided. Back 
of display is open at bottom for 
removing strips in low ceiling 
stores. Front has full color plastic- 
laminated design showing many 
uses for Chromtrim. Handy rack 





on front holds consumer folders; 
container on back holds nails, ete. 
Price strips show number and price 
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KESTER 
METAL MENDER 


IT SELLS for you 
§IT SELLS again and again 


The original small package of Acid-Core Solder 


introduced 30 years ago! Often imitated but never equaled. 


The flux is of the Kester proven formula .. . correct 


diameter (1/8th inch) for best work. 


FREE: “Soldering Simplified” 16 page booklet on 


Remember, Kester is not a solder with /ess Tin 
so that it can be offered to you at a lower price. 


how to solder most anything. Write for your supply. 
KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey @ Brantford, Canada 


SOLDER 




















NEW-TYPE 
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Cash in on the new trend in 
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PEASE-FABRICATED HOMES, Hamil- 
ton, Ohio, offer one of the most versatile 
and flexible homes on today's market. 
Keystone Tension Screens are cataloged 
as optional equipment. The Kirkwood 
model is shown here. 
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ALUMINUM FRAMELESS TENSION SCREENS 


modern screening ... feature the popular new 


Keystone Aluminum Frameless Tension Screens for all double-hung windows! 


Ideal for new or old homes . 


.. apartments... motels ... cottages ... everywhere! 


Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in 
installation time. A neat and attractive full-length, low-cost screen of out- 


standing Jong life. Seals tight—with exclusive free floating sill bar... 
. adjusts screen to uneven or off-level sill. Many more 


snug fit at bottom .. 


assures 


plus features that mean profits for you! Send today for details. 





Patented tension catch 
at sill holds Keystone Screen 
securely in place. 
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KEYSTONE WIRE CLOTH CO. 
Dept. J-10 , Hanover, Pa. 
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TO HELP YOU 





of each style moulding. Merchan- 
diser comes with assortments of 
aluminum or stainless steel mould- 
R. D. Werner Co., Inc. 


For more data circle No. 50 on postcard, p. 259 


ings. 


Level Packaging 

No. 5424 24-in. Accro-Lite mag- 
nesium level comes Christmas pack- 
aged at no extra cost. Attractive 
five-color Christmas sleeve fits over 
regular shelf carton and is easily 
removed for post holiday sales. 
Mayes Bros. Tool Mfg. Co. 


For more data circle No. 51 on postcard, p. 259 


Coffee Maker Display 

Here is a display designed for 
the new Golden Jubilee Coffeematic 
in the Universal line. Display is 


- 


UNIVERSAL 


( offemidllé 





free with each Coffeematic order, 
and comes packed one to a master 
carton of three 10-cup Coffeematics. 
In full color, display ties in with 
national ad theme. Landers, Frary 
& Clark. 
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Tool Catalog 

Catalog No. 51 shows complete 
line of Double Circle Tools. With 
colored cover, it has flexible binding 
and measures 814 x 10% in. Cata- 
log is indexed for quick reference. 
Containing 152 pages, it has techni- 
cal data section. Line of Double 
Circle Tools includes auger bits. 
counter bores, cut-off blades, count- 
tersinks, drill sets, glass drills, 
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» when you get in on 
ait tie ACME’s new 


|FULL DEALER MARK-UP! 


splay is 
BUILT FOR PROFIT 


























A BEAUTIFUL Just think! A complete line of sprayers and dusters with even A SAFE, SAFE 
SPRAYER the most popular models carrying a FULL dealer mark-up. SPRAYER 
The entire ACME GOLD . ; The new exclusive ACME 





SEAL line has been re- 
designed to offer spar- 
kling new, more attractive 
sprayers that will sell on 
sight. Every model has 
tye appeal. No shelf 


warmers here! 


golden seam makes this 
sprayer the safest sprayer 
ever built. No chance of 
an accident here. 

















ai 


1. The open top that goes on 
Be with a twist of the wrist. 

== 2, The compression gasket 
that insures complete safety. 
3. The new flexible draw pipe 
... Sprayer will operate in any 
position. 


ASK THE MAN WHO OWNS ONE! 


The customer who buys a new, ACME GOLD SEAL 


ic order, 


1 master A SPRAYER 

ematic. WITH MANY 
ri 

. NEW FEATURES! 


‘3, Frary 


4. The completely adjustable 
nozzle that offers a perfect 
spray with no blind spots. 


5. The most amazing easy-to- 
use valve in sprayer history. 


6. All parts remove for com- 


card, p. 259 plete cleaning. 





mail this today 








complete sprayer will recommend it highly to his neighbors oc ei teenie aici nant i is ign ni 
is. With ow” Se, because he will recognize ‘that the GOLD SEAL ! ACMELINE MFG. CO. : 
, binding 2) - sprayer is not an ordinary sprayer, but a highly | Traverse City, Mich. 

n. Cata- acme efficient, safe, long lasting garden tool. , Y: : 
eference. | Please send me more information on 
s techni- SPRAYERS AND DUSTERS : ACME sprayers without obligation. | 
: Double ACMELINE MFG. CO. e TRAVERSE CITY, MICH. | | 
yer bits. | : | 
s, count- NAME OF FIRM 
= drills, Sold only through the Hardware Wholesaler _. | 
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TO HELP YOU SELL 


® For more information on these products and services 
use free post card on page 259. 





lathe centers, lathe mandrels, ma- 
sonry drills, and many other 
tools. Chicago-Latrobe Twist Drill 
Works. 


For more data circle No. 53 on postcard, p. 259 


Ventilator Carton 


These window ventilators are 
now being shipped in red, white 
and blue cartons that can be used 


NAT 


FUE AAR he! DRAPES, RAIN = SNOW 
=“ 


a 


NAL SCREEN COMPANY 
FFOLK, VIRGINIA 


mOOW VENTILATORS 


to build eye-catching displays in 
the store or window. National 


Screen Co. 
For more data circle No. 54 on postcard, p. 259 


Paint Color Book 

This pocket-size color harmony 
book, called Color Harmonizer, is 
spiral bound volume that shows 
hundreds of new “go-together” col- 
ors at a glance. It uses 100 full page 
sheets of color and a window ar- 
rangement to bring three-color har- 


monies into view. Designed for pro- 
fessional painters to provide helpful 
decorating advice, it is based on 


280 


Quali-Kote, a latex-base paint, and 
Texture Finish. The book also 
shows a wide range of intermixes 
as well as the standard colors in 
both lines, a total of 93 colors. 
Sherwin-Williams Co. 

For more data circle No. 55 on postcard, p. 259 


Tool, Craft Set Catalog 


This complete catalog includes 
all the new items in the X-acto 
line of tools, craft sets and Indian- 
crafts. The 28-page catalog is 
priced at 20¢, but it is free to 
dealers who write in giving the 
name of their jobber. X-acto Cres- 
cent Products Co., Inc. 


For more data circle No. 56 on postcard, p. 259 


Freezer Selling Aids 


Freez-R-Pak Kit features useful 
freezing aids for local promotion. 
It includes selection of latest frozen 


food packaging material and equip- 
ment available to the home user, 
enough for a whole season; many 
of the containers are reusable. Kit 
is to be given by dealers with pur- 
chase of any Ben-Hur freezer. It 
answers the question of what pack- 
aging to use and where to get it. 
Included in kit are polyethylene 
containers, food wraps, aluminum 
foil pie plates, aluminum foil wrap- 
ping, freezer bags, juice decanter, 
freezer tape, etc. Ben-Hur Mfg. Co. 


For more data circle No. 57 on postcard, p. 259 


Security Lock Booklet 


Booklet for use by homeowners 
in selection of auxiliary locks for 
home security is available to help 
dealers increase lock sales. “The 
Key To Selecting Auxiliary Locks” 
describes functions and purposes 
of different type locks and illus- 
trates basic locking mechanisms. 
Copies available for distribution to 


customers. Yale & Towne Mfg. Co. 
For more data circle No. 58 on postcard, p. 259 


Faucet Seat Display 


Counter display carton reminds 
customers of dripping faucets and 
suggests purchase of swivel wash- 
ers and seats. Carton is printed in 
coral and dark blue on white, with 
reverse printing to give impres- 


sion of three-color job. Illustration 
shows how washers and seats are 


inserted. Snap Products Corp. 
For more data circle No. 59 on postcard, p. 259 


Door Closer Sales Kit 


Kit to promote fall and winter 
sales of new storm door closer in- 
cludes demonstration display, six 
closers and sales literature. Closer 


can be attached without changing 
parts to right or left hand door, 
hinge or opposite hinge side or 0? 
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sa) WIN ‘1000 IN WESTINGHOUSE 
s—a| LIGHT BULB DISPLAY CONTEST 


Build a display around the GIGANTIC 


‘20, 000 LIGHT BULB CONTEST 


for profits and prizes 


FIRST PRIZE ‘1000 
SECOND PRIZE *500 


Mfg. Co. 
card, p. 259 
NEXT FIVE PRIZES $100 EACH 
Next 45 prizes Westinghouse mixers, sandwich 
grills, waffle bakers and irons. 


Next 20 prizes are Westinghouse Highway Safety 
Kits. 


*20,000 









reminds 
cets and 
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rinted in 
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Now you can win a $1000 prize and build light bulb ~ : 
profits, too, by tying into the Fall Westinghouse Light Bulb % 

Pro Football Consumer Contest Promotion. Your customers 
win $20,000 in Cash prizes—778 in all. . . by identifying 





Westinghouse 


PRO FOOTBALL 
~ LIGHT BULB CONTEST 
DRIVES CUSTOMERS INTO 


RY YOUR STORE! 


V7 CASH PRIZES 













ustration 
seats are 
orp. 
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IN ALL 





it 

d winter 
‘loser in- 
play, six 
e. Closer 


— Section Ads 


= Sunday Comic LLU 


pro football teams and finishing a jingle. They mail their 
entry to Westinghouse with the wrapper from a 3-bulb 
carton, bought at your store. Westinghouse handles all 
details. You win prizes by building a display around this 
profit-making contest. Then you pass your success story on 
to Westinghouse in a statement of 100 words or less. A 
snapshot of display, tear sheets or any other materials 
give you a better chance of winning. All entries will be 
judged on ingenuity and sales results. Decision of the 
judges will be final. All entries must be postmarked by 
midnight, December 15th, 1953, and become the prop- 
erty of Westinghouse Electric Corporation. 


10 weeks of Pro Football . . . and Betty X 
Furness on “Westinghouse Studio One”. 





i start Oct. 11, TV 


=? in yourarea. SUPPORT! 


FREE CONTEST DISPLAY KIT GIVES 
rate YOU BASIC MATERIALS TO BUILD 
PRIZE-WINNING DISPLAY 












| Westinghouse Lamp Division, Dept. HA-9 
Bloomfield, N. J. 






Please rush my free Display Kit and “Hints to Win” Booklet. 
| am interested in entering the Westinghouse display contest. 


L] | now sell Westinghouse light bulbs. 


L] 1 am not yet a Westinghouse lamp dealer. 





BY" x 11" " 
35" x = wall to display card § NAME 
or window Win” withentry | 


banner Booklet blanks | ADDRESS 
changing : wy : 
Mims | You can BE SURE...iF 17s Westinghouse [am ZONE STATE, 
ide or on —_a_s a ee ee ee oe 
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See what's behind 


O HELP YO 











soffit. Closer has 1% in. cylinder, 
speed control valve and hold-open 
attachment, and comes in dull brass 











Only Flexscreen 
Gives You: 


THE ORIGINAL CURTAIN SCREEN... 
flexible folds of woven metal that 
glide open or shut at the touch 
of a hand. 


6 


ACCEPTED DESIGN LEADERSHIP ... 


graceful, traditional, adaptable to 
every fireplace. 


6 


THE NEW HOODED TYPE... 


just3 sizes fit 90% of all fireplaces 
— easy installation by customer. 


e 


COMPLETE PROFIT LINE... 


a full line of Flexscreens — with a 
full profit for you on every sale. 


SALES ASSISTANCE... 

through regular Flexscreen adver- 
tising to your best customers .. . 
a national service organization... 
and aggressive merchandising 
geared to your selling. 


FEATURE THE TRUE... 


or aluminum enamel finish. Sargent 











VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales—and plenty 
of them—with these Flexscreen leaders in the 
“packaged” fire-screen field. And, in the “custom” 
trade—Flexscreen attached types are volume 


sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
the original flexible metal screen—backed by 20 
years of forceful national advertising—and a 
reputation for leadership in quality, design and 


utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 
We provide all the sales tools you need to build a 
high volume, high profit business in a rapidly ex- 
panding market 


Get the facts . . . see your Flexscreen representa- 


tive—or write us at 953 North Street. 





REG. U.S. & CANADA PAT. OFF? 


BENNETT - IRELAND INC. 
© Non é 





& Co. 
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Air Conditioning Booklet _ 


Basic information on _ heating 
and cooling the home is contained 
in this 24-page air conditioning 
booklet. It discusses the principles 
of blended-air heating and blended- 
air conditioning, and points up 
economies that can be realized by 
| home owners who install summer 
cooling. Copies of booklet, Heating 
and Cooling Your Home, are avail- 
able free. Coleman Co. 


For more data circle No. 61 on postcard, p. 259 








| Auger Bit Packaging 

Set of six precision machined 
Acrabore auger bits are packed in 
| a white Styrafoam block with a 





| gpecial Christmas band that can 
| be removed for post Christmas 
| gales. Each set contains the follow- 
| ing sizes: 14, 5/16, 36, 14, 5% and 
3, in. John H. Graham & Co., Ine. 
| 
| 
| 
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Electric Tool Booklet 
| Here is a 40-page illustrated 
| booklet, “Easy Ways to Sell Black 
| & Decker Utility Portable Electric 
| Tools,” designed to educate dealers 
| and their sales personnel on how t0 
increase their power tool business 
through good sales procedure. Sales 
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Available In 
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.-- America’s finest 
quality line of housewares! 


the Dripcut line is growing in sales, demand and importance 

in store after store throughout the country. Now with 

the many new additions to this famous line of dripless 

servers, you'll find this a more profitable line than ever before. 
DECORATED ORIPCUTS. . gay and colorful three-color 
decorations on sparkling glass containers bring a new note 


600 SERIES 800 SERIES 














that can of smartness — creates added eye-appeal. They are 

hristmas wonderful gift items, either decorated or plain. a GRIPPY 

e follow- ¥ UTILITY HOLDER 
5/ ‘ 

, 5 and 

Co., Ine. 


CHOPETTE 
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GRATER & SHREDDER 





t i; 

lustrated 74) WRITE FOR ILLUSTRATED CATALOG SHEETS 

ell Black ; ON THE COMPLETE LINE OF DRIPCUT PRODUCTS 
Electric i 

e dealers , aby . 

n how to oe : 947 east 62nd street 
business ~ or . * | los angeles 1, california 
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PLATT A-D-J-U-S-T-A-B-L-E 
FINGER GRIP CLIPS 































THREE SIZES: 

Small 3 for 10¢ | 
Medium 8c ea. (2 for 15c) 
Large 10¢ each 
{Slightly higher on West Coast) 
Easy to Sell: Attractive 
Counter Displays 
ASK YOUR JOBBER 


ARTHUR I. PLATT 


170 Kenwood Avenue 
Fairfield, Conn. 


* Hold Anything with a Handle 
* Keep Shape Permanently 
* Adjusts in a Jiffy 


Millions of PLATT ADJUSTABLE FINGER GRIP 
CLIPS are now in use . . . holding all kinds of 
tools and implements. Millions more to be sold! 
Get your share of the Profits. 


power vise stand 
adds profit to 
“Pipe Cut-to-Sketch” business 


@ It threads 2” pipe 5% minutes faster than 
by hand. 
@ It threads sizes down to 4” with propor- 
tionate time savings. 
e It can pay for itself in less than 2 months. 
@ Its wrenchless chuck eliminates need 
for a wrench or chuck bar. 
e Its rugged construction and all steel 


unbreakable case guarantee a lifetime 
of dependable performance. 





For full facts that prove how much the Oster Power Vise Stand can profit 
you call your friendly Oster Wholesaler, or write us for a free factual booklet. 


THE MANUFACTURING CO. 


Main Office and Factory: 
2028 East 61st Street ¢ Cleveland 3, Ohio 





1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


TO HELP YOU SELL 











@ For more information 
on these products and 
service use free post 
card on page 259. 


manual points out the growing Do- 
It-Yourself market; gives answers 
to common customer questions; and 
gives the basic sales approach, 
types of prospects to be sold, uses 
of the tools and outstanding fea- 
tures to be stressed. Ideal for sales 
meeting use. Black & Decker Mfg. 
Co. 


For more data circle No. 63 on postcard, p. 259 


Fishing Rod Display 

Here is an all-metal stand de- 
signed to display up to 20 fishing 
rods. Rods are held secure by rub- 





ber clasps but can easily be removed 
for inspection. Stand measures 
30x16x29 in. and can be used on 
floor, in window or on counter top. 
Rubber feet prevent marring. En- 
ameled in green and yellow, stand 
costs dealer $9.95. True Temper 
Corp. 


For more data circle No. 64 on postcard, p. 259 


Housewares Catalog 


Androck line of flour sifters, 
glassware, wireware, egg beaters, 
strainers, kitchen tools and outdoor 
cooking equipment is featured in 
this catalog. Description and illus- 
tration of items are included in 24 
page, two-color catalog; individual 
pages and brochures are available 
for special grouping of items. New 
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¢ ALUMINUM LINE 


Priced like iron... 









Lasts like brass 






Here’s a more-for-the-money line that keeps 
sales stepping. Shown are four typical items. 
Non-rusting. Molded, not die cast. Enduring. 








Popular modern design. Yet not too modern 
to team up with traditional. 








Two good-looking finishes: (AL) Natural 
Polished Aluminum—goes well with the popu- 
lar Sargent 4500 Locks; and (B) Polished Brass. 








Order at once from your hardware jobber. Or, 
for details of advertising support, mailing 
material, ete., write Dept. 1J. 












SARGENT & COMPANY 
New York - NEW HAVEN, CONN. - Chicago 
Builders Hardware and Fine Tools since 1864 































TOOL BOX 


A tremendously popular box. Lightweight, 
yet reinforced to take the roughest wear and 
tear industrial workers can give it. Easy to 
get tools in and out. Double covers give 
access to entire box. Tote tray has full 












SPECIFICATIONS 


length form fitting tubular handle. Tray lifts cic eye wire wba baneaeoe eed 10 LBS. 
. eee RRR RE RE a AE etree 44 LBS. 

out easily. ic cwsamnecicors 4 BOXES TO A CARTON 
. IIE cy gansc ses sacs caevccusenceee sll” 2 OIA" 2 744" 

Box can be locked by placing padlock cmt Gam SPARKLING GREEN ENAMEL 
handles. Used extensively in every industrial CONSTRUCTION .............. HEAVY 24, 22, 20 GAUGE STEEL 
center of the nation. Every hobbyist and HANDLES ............ eee. PLATED 5/16" ROUND WIRE 


F al I 30a ohh 2 wits 'c oa raya ialig ree ae ea lene | TOTE TRAY 
shopman is a prospect. Get details from HINGES 


your jobber. Order today. SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA 
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TO HELP YOU SELL 








®@ For more information on these products and services 
use free post card on page 259. 


items are shown in stainless steel 
kitchen tools and cake cooler, 
chrome plate egg beaters and new 
colored cards of skewers. Washburn 
Co. 


For more data circle No. 65 on postcard, p. 259 


Porch Kit Display 


Point - of - purchase display for 
new R-V-Lite Enclose-A-Porch Kits 
uses actual R-V-Lite in a minia- 





ture, three-dimensional sun porch. 
Built against vertical panel printed 
to attract attention, porch enclos- 
ure is self-demonstrator, points out 
that for $22.50 a porch can be con- 
verted into extra winter living 
space. Within railing-enclosed sun 
deck consumer literature is stacked 
for easy pick-up by customers. Dis- 
play measures 15x22x10 in. and is 
shipped with supply of consumer 


literature, Arvey Corp. 
For more data circle No. 66 on postcard, p. 259 


Steel Furniture Aids 


This merchandising kit is de- 
signed as a special Christmas pro- 
motion for all-steel Cosco stools, 
utility tables and juvenile seating. 
Included in kit are giant, full-color 
banner which illustrates, describes 


286 


and prices every Cosco model; easel- 
mounted reprints of national ad- 
vertising; die-cut “spotties” of 
Santa Claus suggesting Cosco for 
Christmas; ready-to-use ad mats 
and radio commercials; and prod- 
uct mats, photos and copy slants for 
local advertising. Hamilton Mfg. 
Corp. 


For more data circle No. 67 on postcard, p. 259 


Paint Roller Pamphlets 


Two eight-page instruction pam- 
phlets cover all aspects of the use 
and handling of paint rollers. One 
brochure deals with interior paint- 
ing, the other with exterior paint- 
ing. Full details of the versatility 
of rollers in painting at home, in- 
structions for cleaning the rollers, 
and other pertinent information 
are supplied. Pamphlets can be 
used as sales aids for dealers, as 
hand-out pieces, or for special 
mailing. Space is provided on back 


cover for imprint. EF Z Paintr Corp. 
For more data circle No. 68 on postcard, p. 259 


Chrome Pipe Display 


Colorful counter or window dis- 
play is designed to boost Super- 
Sheen chrome pipe sales. Offered 


aE 





fi 


free, it comes complete with one 
length of 4x12 Super-Sheen pipe. 
Super-Sheen is triple plated, with 
chrome, nickel and copper on sheet 


steel. It will not tarnish. Avail- 
able in 3 to 7 in. sizes, complete 
with pipe, elbows and collars. St. 
Clair Metal Products Co. 


For more data circle No. 69 on postcard, p. 259 


Sealer-Primer Sales Aids 


Colorful counter cards and 
streamers are designed to promote 
the sale of Rez, sealer and primer 
made of synthetic resin. Cards can 
also serve as can toppers Cillus- 
trated). Cards and streamers point 
up clear Rez that seals new wood 
for even staining, better painting; 
white Rez that blondes and seals 





new wood; and color-toned Rez that 
seals and colors natural wood. 


Monsanto Chemical Co. 
For more data circle No. 70 on postcard, p. 259 


Pump Catalog 

This catalog, No. S-10, on Rapi- 
dayton submersible pumps for 
farms, homes and industry, gives 
complete specifications on al! pumps 
of 4/10 through 3 h.p. Other models 
are available with ratings up to 
2214, h.p. Capacities range from 300 
to 30,000 gal. per hour and lifts up 
to 2,400 ft. Sketches show cutaway 
view of a pump and typical installa- 
tion. Catalog contains statement of 
15-month warranty and company’s 
five-year exchange plan, Dayton 
Pump & Mfg. Co. 


For more data circle No. 71 on postcard, p. 259 


Garden Hose Display 


Called the Jewel Box Display, 
this unit displays five 25-ft. or five 
50-ft. coils of different colored 
Swanlite plastic garden hose. Each 
coil comes equipped with solid brass 
Maxivolume coupling. Colors in- 
clude Kelly green, light green, 
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How to make this 
your biggest 


glassware season! 


Use these Libbey merchandising 
aids to sell Highlanders... 


Display Units ..... 
Dealer Newspaper Mats .... 
Display Suggestions ..... 


Resource Sheet for Display he 
Props and Merchandise ag 







= | 
Tie-In Suggestions .... aa i | 
‘| eee = \\ re : Tue 
Television Scripts ..... oe eat = . _ 
4 7% }/ 

















fez that y, les = | == if 
wood. i : / = y] : 
— Lissey starts the Highlander promotion off with wt = ~ AS 
a big, full-color, full-page ad in Lire in November. \, SRE a ee 
Build prominent displays . . . use the mer- ’ WES | 
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These NEW SAFGARD 


Electric Fence Controllers 


have everything 
you have 


EXTRA STOPPING always wanted 
POWER 


FIVE MODELS | FOR QUICK SALES! 


to meet every need a 


POPULAR PRICES 
from $12.95 to $25.95 


EXCLUSIVE THREE-YEAR GUARANTEE 
Model SG 
Deluxe MultiSting Combination 2 FULL APPROVAL OF SAFETY AUTHORITIES 
ATTRACTIVE DISCOUNTS 


Suggested List $25.95 
With SAFGARD Electric Fence Controllers—you can 
meet the need of every farmer. The five models include 
high-line models, battery models and combination 
units. All have the approva! of Wisconsin Industrial 
Commission, and the National Electric Safety Code. 
All are made to the high standard of quality for which 
SAFGARD electrical equipment has been famous for 
more than 25 years. Sold by leading dealers. Get your 
stock of SAFGARD Controllers today. Write for details. 


Model SG 10 
Special Battery 
Suggested List $12.95 


gx 








— 
Don’t Miss the 


GAS HEATER 
Hit of the Year 


“The 


© 8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 

@ 22 Unvented Heaters 
10,000 BTU to 50,000 BTU 
Every Martin Heater is 
AGA Approved for Nat- 
ural, Liquified and Manu- 
factured Gases 


Write your jobber or 


direct for complete 
catalog Experience 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 








TO HELP YOU SELL 


cherry red, amber and aquamarine. 
Display box comes with instruc- 
tions for converting it into inter- 
nally lighted unit for attractive 
night-time display. Swan Rubber 
Co. 


For more data circle No. 72 on postcard, p. 259 





Plastic Pipe Literature 


Four-page brochure, Cresline 
Flexible Plastic Pipe, tells of pipe’s 
outstanding characteristics, gives 
its specifications and some of its 
uses. Illustrated throughout, it 
shows eight different types of pipe. 
gives engineering data, chemical 
resistance table and a list of ques- 
tions and answers on plastic pipe. 
Folder, called Just 5¢ A Day, tells 
how 5,000 turkeys, 65,000 broilers 
and 50 cattle can be watered for 
pennies a day with flexible plastic 
pipe. Crescent Plastics, Inc. 


For more data circle No. 73 on postcard, p. 259 


House Number Display 


Revolving counter rack is now 
available for display of Reflexite 
house numbers and letters. Rack is 


included with purchase of 200 let- 
ters and 60 numbers. Assortments 
are available without numbers for 
stores now stocking them. Reflezite 
Corp. 


For more data circle No. 74 on postcard, p. 259 


Tool Board Display 
Challenger combination window 

and counter display for Handi- 

Board with Tools, measures 21% 
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Rack is i: with built-in re —— . —— 
wire cutter, This ironing board cover is made of burnproof 


ASBESTON’ 


Here’s one cause of home fires that has been eliminated. 
Ironing boards are safe when covered with Asbeston— 
the fabric woven with rock asbestos fibres. 

Asbeston will not catch fire. 








What a safety story for more sales! Women everywhere 
approve. Proof, over 4,500,000 homes now enjoy 
the protection of Asbeston. 


AND—these covers last longer, they do much nicer, 
more professional work. Ironing goes faster, easier. 


Be sure the ironing board covers you buy are labeled 
**Asbeston’’. It’s the label that sells and sells for you. 


Manufacturers of quality ironing board covers of ASBESTON: 


4 ; COL Textile Mills Company 

200 let- i PRESC ‘ ; _ rane Supply Company 
ye Worcester Felt Pad Corporation 

rtments > MS * . General Textile Company 
” 5 . Gustin-Kramer Company 

Ers for Good kee . The tronaes Company 
‘ fr Y Notion Accessories, Inc 

ve flexite ME H. Lorch and Co., Inc 


THRU YOUR WHOLESALER Gibralter Household Products Co., Inc 


If it hasn't this label, it isn't 


ard, p. 259 BE: 
, | ee eee home-safe ASBESTON 
WIRE + FUSES Pa : ; Made by the Textile Division © 
; oe CORD SETS * WIRING DEVICES f 
DECORATIVE CHRISTMAS LIGHTING : UNITED STATES 


window 2 
Handi- ROYAL ELECTRIC COMPANY, Inc. ) .3 RUBBER COMPANY 


eg 21% Pawtuc k et: ° h 0 d e | S | an d 3 ~ pune Comer? Rockefeller Center, New York 20, N.Y. 
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GAS CIRCULATORS (vented and 
unvented) with and without radiants. | 
In all popular sizes and designs. . . . 
Exactly what your customers want... | 
at the price they want to pay. 


~ 





GAS LOGS — most beautiful on | 
the market. A real sales winner. Oak 
in 20" and 24". Birch in 20" and 26”. | 


CLAY BACKWALL HEATERS 
Sizes and styles to suit every prefer- 
ence and purse. 


FIREPLACE FURNISHINGS 
Complete line in all price ranges. Write for 
catalog. 








CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 





SPACE I119-A, Merchandise Mart, Chicago 
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TO HELP YOU SELL 








@ For more information 
on these products and 
service use free post 
card on page 259. 


in. high and 18 in. wide, and is 
lithographed in red, yellow and 
black. Mounted on 90-lb. board and 
varnished for durability, unit holds 








Handi-Board with Tools upright 
and with use of illustrations gives 
complete story. Penens Corp. 


For more data circle No. 75 on postcard, p. 259 


BRING DOWN THE 
HIGH SPOTS 


At 
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TILITY STOOL 








— Holds 500 Ibs. . . . yet 
| weighs only 4% Ibs. 
ng for hundreds of Four Pp 
Le uses for every room in v 
% ja 3 ne, Se feoning BOKE! 
ubular steel legs, 1” ark 
thick steel platform cov- markup 
ered with skid-proof PLUS 
hj ribbed rubber. Non-skid Post. th 
“ > 


non-marking, rubber feet. 
Platform trim in choice 
} of colors. Height 1014”. 
Absolutely tip-proof and 
slip-proof. 


BUCKLEY 


MANUFACTURING COMPANY 
4225 W. Lake St., Chicago, Ill. 


WHAT 


» 











Cash in on NEW) ro 
DAISY | ct 





Window Material Booklet 


Illustrated how-to-do-it booklet 
tells how, where and why to use 
R-V-Lite and Vimlite all-purpose 
window materials. It gives sugges- 
tions for farm and home use and 
gives building, remodeling and in- 


stallation ideas in simple, easy-to- | 





follow manner. The 28-page book 
gives illustrations and diagrams as 
well as scaled plans accompanied by 


HAR 


| make DAISY mats the fastest sellers—the 







HEAT-PROOF 


STOVE MATS 
in 6 


non-fading 


Wiywib 








7” light tri 
sors, 342” 
three piece: 
genuine lea 
appeal.” 





The most beautiful colors in rubber 


STEAK $I! 
Hollow-grou 
Steel. Pakk: 
cutting edg 
sight. 


best profit makers. Write for catalog and 
_— on complete palsy line. Includes 

tove Mats, Drainboard Mats, round and 
solid Utility Mats in Vivid-X blue, green, 
yellow, red, white and gray. Bath Matsin 
gorgeous Vivid-X pastels—peach, blue, 
yellow, white and green. 


SCHACHT RUBBER MFG. CO. 
Dept. H © Huntington, Ind. 
Attractive DAISY rubber mat Disploy 
Units available. Hold complete line 
\\. —mean more sales per foot ° 

4 counter space. 
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7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

4. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 34/2” yore | scissors, all 
three pieces nickelplated. Handsome 


genuine leather case. Great ‘‘woman 
appeal.” 


STEAK SET 
Hollow-ground blades of stainless 
Steel. Pakkawood handles; serrated 
papa edge. Women buy them on 
sight. 


Ask your jobber to show you the 
BOKER TREE BRAND LINE 


atologs Avoailoble n Request 













EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 





POCKET KNIVES 


Sell them once and you'll never 
carry another brand! Fine steel and 
ine looks in patterns to suit every 
aste. 


The Saturday Evening 


POST 


nized 
— Value 


ast. 1837 


BOKER 
Tree QD eranp 


Pv4,,, CUTLERY ue 


ron over 





H. BOKER & CO., INC. 


ABLIS 


101 Duane Street 


New York 7 NEY 
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Lowest priced... 
Largest selling... 


‘Nationally advertised 
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STYLE 1200 





Arvin Standard | 


Ameriea’s top volume team 
for 2-way promotions 


Both have finest fully automatic safety locks... 
Smart Horizon Blue enamel finish . . . Packed 
flat, one to a carton—one unit delivery. 


Manufactured by ARVIN INDUSTRIES, Inc., Columbus, Indiana 
Distributed by 


Salbmmanton & Co, ne. 


| 1107 Broadway, New York 10 « American Furniture Mart, Chicago 11 
Western Merchandise Mart, San Francisco 3 


Order now for immediate delivery 
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ICTOR 4-PACK | 
HELPS YOU SELL | 







PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND 











Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 








THREE BRAND NEW GLASS 


SPINNING RODS 


THE SENSATIONAL NEW 


241 SPIN-CAST ROD 


THE ADJUSTABLE LENGTH 


TROLLING RODS 


With the Exclusive Stay-Fast 


_TAPER-LOCK GUIDES 
and 2] OTHER HITS 








325A 2 
TACKLE BOX @ 
IT’S RED ’N RUGGED 


Retailers have acclaimed the all-new 


My Buddy Tackle -Box as the best profit- 











Ask your jobber about these 


maker they've ever had. It's scored an un- volume - builders. lf he cannot 
precedented hit with fishermen everywhere | supply you, write for Bulletin and 
—making it America's most desired fishing prices and name of nearest job- 
gear. For volume sales at full markup—stock her. Gash in on Promax in 1954 


and sell the My Buddy Tackle Box. 


WRITE TODAY FOR COMPLETE DETAILS 
se PREMAX PRODUCTS 
5 at 5 5G C NC DIVISION CHISHOLM-RYDER CO., INC. 


5321 HIGHLAND AVE., NIAGARA FALLS, N.Y. 
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TO HELP YOU SELL 






















@ For more information 


on these products and SHO 


service use free post 
card on page 259. 


—_— 


step-by-step procedures. Dealer 
gets sample book for display and a 
supply of coupon pads. Customer 
sends coupon and 10¢ and receives 
book. Arvey Corp. 


For more data circle No. 76 on postcard, p. 259 


Weather Strip Display NEW 


Carton counter display is de- GRAND CE! 
signed to boost weather strip sales. 
Illustration gives customers im- 
pression of looking at product. Car- 
ton holds six packages, each con- 












taining 18 ft. coil weather strip, 
nails and instructions, enough for 
average door or window. Macklan- 
burg-Duncan Co. 


For more data circle No. 77 on postcard, p. 259 













Lawn Mower Catalog 
Eight-page, three-color catalog, 
No. S-9, shows the 1954 Savage 
lawn mower line. It illustrates, de- 
scribes and gives specifications of 
power and hand mowers in the line. 
Mowers include 21-in. Yard Chief, 
18-in. Power Chief, 20-in. Rotor 
Chief, 18-in. Rotor Chief and 18-in. 
Dyna Chief. Savage Arms Corp. 


For more data circle No. 78 on postcard, p. 259 
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SEE OUR NEW 
1954 ITEMS 


BOOTHS 
245-246 
wholesale 


OCT. hol 
5th to gth _ 
write direct 
NEW YORK 


GRAND CENTRAL PALACE 


Through 
your 


Est. 1903 . 
sa Virsle 
~<a 1 Bow J A "ier 


MANUFACTURING COMPANY. INC. 
109-135 MEEKER AVE. NEWARK 5, N. J. 


New Economy 
HOSE Garden fics sie 
HANGER Hecrsholé 
TOOL 
HOLDER 


WINDOW 
VENTILATORS 


3 Complete Lines of 


PLANT BOXES 


Wall Mount 
Portable Picnic Detachable 


BOXES § or 


Push-Type 


HOSE REEL 


Sub-Irrigating 
Galvanized 


~~ SEED STARTER & 
AFRICAN VIOLET TRAYS 


Heavy-Duty 
Galvanized 


HUMIDIFIERS 


D, 
Oe Ws ae 
~ Burpee See nOrow 


and SELL! : 


a 


Big Boy Hybrid Tomato, created by Burpee, 
outsells other kinds wherever displayed. 
Gardeners gladly pay the higher price to 
grow tomatoes. as large as this—increasing 
your profit on seeds. 

Burpee Seeds—the best known, most advertised— 


put you ahead of competition with the newer, better 
flowers and vegetables gardeners want. 


Wholesale Seed Growers 


W. ATLEE BURPEE Co. PHILADELPHIA 32, PA.—CLINTON, IOWA—SANFORD, FLA.—RIVERSIDE, CALIF. 
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New Meeting Schedule Set For 


National Hardware Convention 


With registrations start- 
ing a day earlier for the an- 
nual National Hardware 
Convention at Atlantic City, 
N. J., Oct. 10-14, the schedule 
of meetings of the sponsor- 
ing associations has been re- 
vised so as to permit adjourn- 
ment a day earlier than 
formerly. 

Registrations open on Sat- 
urday, Oct. 10, at 1 p.m., but 
delivery of badges will be 
limited to members and man- 
ufacturers’ agents who reg- 
istered in advance. Adjourn- 
ment will be on Wednesday 
afternoon, Oct. 14, instead of 
customary Thursday noon. 

Efforts are being made to 
have the Pennsylvania Rail- 
road furnish a special train 
to connect at North Phila- 
delphia with the more im- 
portant trains to the West. 

The Conference Booth 
Plan, this year, will operate 
on Monday and Tuesday af- 
ternoons. Meetings of the 
National Wholesale Hard- 
ware Association will take 
place on Monday morning, 
and all day Wednesday. 

The American Hardware 
Manufacturers Association 
will meet on Monday night 
for the annual joint session 
with the wholesalers, and is 
advancing its annual busi- 
ness meeting to Tuesday 
morning from the customary 
Thursday morning. 

In place of having a sepa- 
rate session on Wednesday, 
the manufacturers will be 
guests of the wholesalers at 
their session. 

The National Association 
of Sheet Metal Distributors 
will hold their sessions on 
Monday and Tuesday morn- 
ings. 

Speaker at the joint open- 
ing session will be Clarence 


294 


Manion, former Dean of the 
Notre Dame Law _ School, 
whose address carries the in- 
teresting title, “How Is Your 
Constitution?” 

At the Tuesday morning 
session of the manufacturers, 
following their annual meet- 

(Continued on page 300) 





Pacific Southwest Group 
Names Grigg Secretary 


Otto H. Grigg was selected 
by the board of directors of 
Pacific Southwest Hardware 
Association to fill the vacan- 
cy left by Arne C. Kam- 
meier, former secretary of 
the organization. 

Mr. Grigg comes to the 
association from the Wm. 
Wrigley Jr. Co., where he 
has been employed for the 
past 14 years. During the re- 


cent months Mr. Grigg has 
been regional sales manager 
covering the West Coast 
area, 

Prior to this he had direct- 
ed the sales, merchandising 
and advertising in the Pacif- 
ic Northwest for the Wrigley 
Co. During the early years 
he worked in store planning 





OTTO H. GRIGG 


and layout with the Smart & 
Final Co. of southern Cali- 
fornia. 





Hardware Briefs: 





Constraction Starts on Large Hardware Store 
In South Texas; New Ace Store in Michigan 


Corpus Christi, Tex.—Con- 
struction has been launched 
recently on a building in the 
3100 block of South Alameda 
to house one of the largest 
retail hardware stores in 
South Texas. Robert A. Hum- 
ble, owner of Six Points 
Hardware, will open the new 
business under the name of 
Alameda Hardware Co. when 
the building is completed in 
October. 

The new store will be con- 
tain 9,000 sq. ft. of floor 
space plus storage facilities. 
Costing approximately $100,- 
000, the masonry building 
will have a 64-ft. front and 
be 140 ft. deep; part of it 
will be two stories high. The 
new store completely air-con- 


ditioned, is planned for ex- 
tensive self-service facilities. 

Iron River, Mich. — Com- 
pletely remodeled, the former 
Quirt hardware store, 212 W. 
Genesee St., recently held a 
three - day grand opening 
event as Iron River’s new 
Ace hardware store, a self- 
service operation. 

The store is owned by the 
Lakeland Supply Co. New 
color-coded and see-through 
fixtures have been installed 
and a check-out cashier’s 
counter is located at the 
main entrance. Louis Palmeri 
is manager of the store. 








Chippewa Falls, Wis.—A 
(Continued on page 392) 


Winkler Heads Sales 
At Goldenblum & Co. 


Herman Winkler, salesman 
covering the New York Met- 
ropolitan area for William 
Goldenblum & Co., Brooklyn, 
N. Y., wholesaler, has been 
promoted to the position of 
sales manager of the com- 
pany. 

Mr. Winkler joined the 
Goldenblum organization in 
1919 and had been a sales- 
man in the same area for 34 
years before his recent pro- 
motion. In his new capacity, 





HERMAN WINKLER 


he travels with a different 
one of the firm’s 30 salesmen 
each week. 





D. F. McGregor Resigns 
Post With Wholesaler 


Dave F. McGregor, buyer 
for McGregor Hardware Co., 
Springfield, Mo., wholesaler, 
resigned from that firm, ef- 
fective Aug. 31, to enter the 
retail variety store business. 

Mr. McGregor’s resigna- 
tion terminates the McGregor 
family’s connection with the 
McGregor Hardware Co. He 
is the great grandson of the 


firm’s founder, John Mce- 
Gregor. 

Mr. McGregor, formerly 
buyer of sporting goods, 


housewares, floor coverings, 
etc., had previously served on 
the company’s sales staff. 
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Hibbard Gets Assets 
Of Auburn Hardware 


Hibbard, Spencer, Bartlett 
& Co., Evanston, IIl., whole- 
saler, has acquired the assets 
of Auburn Hardware, Inc., 
Auburn, Ind., wholesaler, it 
was announced by O. W. Ahl, 
president of Hibbard. 

Hibbards will continue the 
business under the name of 
Auburn Hardware Co., Div. 
of Hibbard, Spencer, Bartlett 
& Co. Mr. Ahl announced 
that no change is contem- 
plated in management or 
company policies. 





Flora, Griger Promoted 
At Tinnerman Products 


Lawrence H. Flora has 
been appointed to the newly- 
created position of director of 





LAWRENCE H. FLORA 


sales of Tinnerman Products, 
Inc., Cleveland, Ohio, and 
Edward E. Griger has been 
named sales manager, it has 
been announced by A. H. Tia- 
nerman, president of the firm. 

Mr. Flora, director of en- 
gineering since early in the 
year, joined the company in 
1942 and served as head of 
the product development de- 
partment until 1949, when he 
was appointed chief engineer. 

In his new capacity, Mr. 
Flora will coordinate and in- 
tegrate field activities of the 
sales force and continue to 


direct the policy of the com- 
pany’s engineering depart- 
ment. 

Mr. Griger, who joined the 





EDWARD E. GRIGER 


firm in 1943, was named as- 
sistant sales manager in 
1947. In his new post, he 
replaces William H. Taylor 
who has resigned from the 
firnt to join Packard Motor 
Car Co. 





Star Mfg. Co. Names 
Lane Sales Manager 
Charles J. Lane has been 
appointed sales manager of 
the Star Mfg. Co., Div. of 
Illinois Iron & Bolt Co., Car- 
(Continued on page 296) 


Builders’ Hardware Men Meet 
In Cleveland October 4 to 7 


The joint convention and 
exposition of the National 
Contract Hardware Associa- 
tion and the American So- 
ciety of Architectural Hard- 
ware Consultants will be held 
in Cleveland Oct. 4-7. This 
will be the 17th annual con- 
vention of the builders’ hard- 
ware men and their eighth 
exposition. Exhibits will be 
at the Civic Auditorium; 
meetings at the Hotels Cleve- 
land, Statler and Auditorium. 

More manufacturers will 
exhibit at this year’s gather- 
ing and many of them will 
have larger space than pre- 
viously. Numerous new lines 
and numbers will be offered 
including both high quality 
and competitively priced 
goods. 

Executive committees of 
the two groups will hold in- 
dividual sessions on Sunday 
morning; the association’s 
representatives at the Statler 
and the society’s at the 
Cleveland. Directors of each 
group will hold sessions that 





Ohio Association Sponsors Annual Hardware 
Management School at Ohio State University 


The Ohio Hardware As- 
sociation, in cooperation with 
the Ohio Distributive Educa- 
tion Service and Ohio State 
University, recently held its 
Fourth Annual Hardware 
Management School at Co- 
lumbus, Ohio. 

The week-long school, for 
owners, managers and key 
personnel, met on the campus 
of Ohio State University and 
were housed at a campus 
fraternity house. 

The school was attended by 
representatives from 24 hard- 
ware stores in the state of 
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Ohio and one representative 
from Winterthur, Switzer- 
land. Jurg H. Hasler, Hasler 
& Co., Winterthur, is spend- 
ing six months in this coun- 
try studying retail hardware 
store operations. 

Designed to supply hard- 
ware men with modern, effi- 
cient means of managing 
their business, the school also 
affords its students the op- 
portunity of discussing man- 
agement problems with fel- 
low hardware dealers. 

Instructors were selected 
from industry and faculty of 

(Continued on page 299) 


morning, followed by indivi- 
dual luncheons. The boards 
of both groups will hold a 
joint meeting at 4 p.m. on 
Sunday at the Euclid Ball- 
room of the Statler. 

Delegates may register on 
Sunday in the lobby of the 
Civic Auditorium beginning 
at 2 p.m., registration for 
the ladies starting an hour 
earlier at both the Cleveland 
and the Statler. 

NCHA’s annual reception 
will be given at 6 p.m. Sun- 
day in the Grand Ballroom of 
the Cleveland. 

Monday at 9 a.m. the 
ASAHC will install its new 
officers and discuss industry 
problems in the Civic Audi- 
torium. 

Grand opening of the Na- 
tional Builder’s Hardware 
Exposition at the Civic Au- 
ditorium will be at 11 a.m. 
Monday. 

A joint open meeting of 
the Society and the Associa- 
tion in the Grand Ballroom 
of the Statler at 8 p.m. Mon- 
day will hear Henry La Cos- 
sitt, editor, writer and com- 
mentator, speak on America 
at Mid-Century. Evan J. 
Parker, president, American 
Hardware Corp., will give 
his appraisal of the builders’ 
hardware industry. 

A high-ranking government 
official has also been invited 
to discuss the national busi- 
ness situation. 

On Tuesday at 9 a.m. 
NCHA will install its new 
officers and discuss industry 
problems. Officers of 26 build- 
ers’ hardware clubs from all 
parts of the United States 
and Canada will meet at 
luncheon at 12:30 p.m. in the 
Ohio Room of the Hotel Au- 

(Continued on page 298) 
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an important 


Open displays of attractively packaged mer- 
chandise make customer selections easy and 
quick—if every item is accurately, legibly price- 
marked. More quick sales requiring only wrap- 
ping and cashier service mean more time for 
creative selling on items and departments re- 
quiring personal service. 


Easy, economical Monarch price-marking means 
better service all around. Saves hours of time, 
ends price misunderstandings. Monarch’s popu- 
lar hand-operated price-marking machines pro- 
duce neat, legible tickets, tags and labels for 
every item in the store. Easy for any employee 
to operate at full speed. Send the coupon today 
for more information, without obligation. 


The new Monarch “60” does a lot of work, 
accurately, speedily and at low cost. Price- 
marks 74 sizes and styles of Monarch tickets, 
tags and labels. Hand-operated. 


$110.00* 


F.O.B. Factory 


tags and labels. 


$75.00* F.O.B. Factory 











Monarch Junior Price-marking machine. Hand- 
operated. (Also available with motor drive.) 
Price-marks 60 sizes of 9 styles of tickets, 


*Prices quoted are for U.S., possessions and Mexico. 


State and City Tax when applicable, extra. 


FILL OUT AND MAIL 


D te MONARCH 





MARKING SYSTEM COMPANY, 216 S. Torrence St., Dayton 3, 






Ohio 


Please send sample Monarch tickets, tags and labels; also illustrated 
folders about fast, economical Monarch price-marking machines. 


STORE NAME 








ADDRESS 





POST OFFICE ZONE STATE 





HA-953 
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News of the Trade- adie 


Coleman Co. Adds Merchandising Department 
Headed by Warren; Denslow, Hansen Named 


The addition of a merchan- 


dising department to the 


sales division of the Coleman 





JULIAN F. WARREN 


Co., Inc., Wichita, Kan., has 
been announced by C. L. 
Burrows, sales vice-president 
of the company. Julian F. 
Warren has been named mer- 
chandise manager. 

Ford Denslow has been 
named product manager in 
charge of the merchandising 
of Coleman open market ap- 
pliances, and Robert T. Han- 
sen has been named product 
manager for central heating 


| and air conditioning. 


Mr. Warren, formerly sales 
manager of the Delco Appli- 
ance Div. of General Motors 
Corp., will direct the new 


| Coleman department in de- 
| veloping merchandising poii- 


cies, plans and programs for 
all lines of the firm’s prod- 
ucts. 

Mr. Warren began his ca- 


| reer in 1932 as a retail sales- 


man of heating equipment. 


| He later became zone man- 
ager of the Delco Div. and 





FORD DENSLOW 


in 1942 he was transferred 


to Delco general offices at 
Rochester, N. Y., where he 
was eventually made sales 


manager. 

Mr. Denslow, who joined 
Coleman in 1945, was previ- 
ously manager of the firm’s 
Hawaiian division with head- 
quarters in Honolulu. 

Mr. Hansen joined Cole- 
man from Acme Industries, 
where he was regional sales 
manager for 11. central 
states. From 1940 until 1950, 





ROBERT T. HANSEN 


he held positions in the sales 
and engineering departments 
of Airtemp Div. of the Chrys- 
ler Corp. Prior to 1940, he 
was with the Fairbanks- 
Morse Co. 





Star Mfg. Co. Names 
Lane Sales Manager 

(Continued from page 295) 
pentersville, Ill. He succeeds 
Henry S. Rice who has re- 
signed from the firm after 
having been associated with 
it for 30 years. 

Mr. Lane, who has been in 
charge of sales for the Star 
Div. during Mr. Rice’s illness, 
retains his regular position 
of manager of the firm’s Cut- 
ting Parts Div. R. E. Miller 
has been named assistant 
sales manager of both divi- 
sions. 


Jason Manages Plant 


Jerome J.-Jason has been 
advanced from general su- 
perintendent to manager of 
Ekco Product Co.’s plant at 
Byesville, Ohio. 
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MORE THAN 700 OF THE NATION’S LEADING MANUFACTURERS 
INVITE BUYERS TO MEET AND TALK WITH THEIR PRINCIPALS 
AT THE INDUSTRY'S GREATEST MERCHANDISING EVENT! 


We 








Oniy at the National Hardware Show can you 
preview the industry in all its aspects . . . see the 
hardware world in all its detail . . . fulfill your 
buying needs for an entire year. It’s the world’s 
largest showing of hardware and allied products 
. .. the most comprehensive merchandising exposi- 
tion ever held by the trade. 


Here, as a buyer, you may See ... Feel . . . and 
Compare the newest and best in hardware and 
allied lines, get the latest information on prices, 
production and delivery, secure new lines and 
franchises, learn about the latest merchandising 
plans and packaging presentations in more than 


\ 


4,000 lines of hardware and related items. 


And be sure not to miss the newest feature of the 
show ... the Lawn, Garden and Light Farm Equip- 
ment Division . . . where more than 50,000 sq. ft. 
of space will be devoted to lawn, garden and light 
farm equipment displayed by over 200 manufac- 
turers. 


Also be sure to see the complete line of fishing 
and hunting equipment at the Fishing and Hunt- 
ing Division . . . this year ‘at the 71st Regt. 
Armory, within five minutes of Grand Central 
Palace. 


Buyers, plan now to attend. Fill out and mail the registration coupon. Your admission 
badge, which will admit you without further registration, will be mailed to you. 












NATIONAL 
HARDWARE 
SHOW 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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jocccc ——— Registration Coupon -——-—--- > 


€ Save time by registering NOW. Fill in and mail this registration coupon t 
and your admission badge will be mailed to you. Please check below if | 
' you wish us to moke hotel reservations for you. (Please Print). 











NAME TITLE 
1 Fina 
STREET 
STATE 





) TYPE OF BUSINESS 
Please check below the classification of your business 


(1 Wholesaler DD Retailer C Dept. & Chain Store Buyer 
(0 Importer-Exporter [] Mfgrs’ Agent (J Manufacturer [1] Other 
(CD Please send us your hotel reservation blank, 





Minors under 18 yrs. of age will not be admitted under any circumstances 
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Best Plastic 
Pipe 
Around 






























Polyethelene Flexible 
Plastic Pipe 


Here is the quality standard flexible 
plastic pipe . . . it’s precision extruded 
- most uniform wall thickness . . 
smoothest interior surface. Available 
from 44” to 3” in easy to handle coils 
and 4” to 6” in 25’ lengths. 


EXCLUSIVE DESIGN FITTINGS 


PULA 


Scientifically engineered 
leakproof fittings, precision 
molded of high impact 
Styrene alloy ...insert + 
type couplers, adap- 
tors, T’s, elbows 
in all sizes. 





FRANKLIN 
PLASTICS, Inc. 


FRANKLIN, PA. 






Get the Pioneers in Plastic 
Inside Story — Molding and 
Write for 


Extrud 
Booklet and — ow 


FREE Sample 
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J. K. Bole Promoted By 
Republic Steel Corp. 


The appointment of Joseph 
K. Bole, Jr., as an assistant 


manager of sales of the bolt 





JOSEPH K. BOLE, JR. 


& nut div., Republic Steel 
Corp., Cleveland, Ohio, has 
been announced by Norman 
W. Foy, vice-president in 
charge of sales. 

Mr. Bole is presently as- 
sistant district manager of 
Republic’s Washington, D. C., 
office. He has been working 
for Republic and predecessor 
companies since 1928, during 
most of this period in various 
sales capacities. 

As a salesman, he has rep- 
resented Republic in Indian- 
apolis, Philadelphia, Detroit 
and Cleveland. 





News of the Trade-—__—_ — 


Mr. Foy also announced 
that Herbert D. Burdick wil] 
continue as an assistant man. 
ager of sales of the bolt & 
nut division. 


Builders’ Hardware Men 
Meet in Cleveland 
(Continued from page 295) 


ditorium for discussion of 
uniform methods of opera- 
tion for their groups. 

The Hotel Statler will be 
the scene, Tuesday night, of 
the annual banquet, fioor 
show and dance. 

The ASAHC forum session 
on Wednesday morning at 
the Civic Auditorium will 
have Robert Miller of the 
Russell & Erwin Div. as its 
moderator. 

Past presidents of NCHA 
and ASAHC will hold a 
luncheon at 12:30 p.m. 
Wednesday at the Hotel Au- 
ditorium. 

Registration for delegates 
of both NCHA and ASAHC 
will start Monday, Tuesday 
and Wednesday mornings at 
9 a.m. in the lobby of the 
Civic Auditorium. Ladies of 
the convention may register 
at the same hour at the 
Hotel Statler or at the Hotel 
Cleveland. 


San Rubber Co. Names New Officers 


ing 




















Shown above are the officers of the Sun Rubber Co. 
Barberton, Ohio, two of whom have been recently ap- 
pointed to their executive posts. Seated is T. W. Smith, 
Jr., president. Standing, left to right, are: W. R. Lantz, 
vice-president and director of purchases; W. T. Davis, 
newly-appointed vice-president and factory manager: W. 
S. Raymer, Jr., newly-appointed vice-president in charge 
of control and accounting; and Tom B. Roberts, vice- 
president in charge of sales promotion. 
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Cory Corp. Appoints 
Morgan Division Head 


W. D. Morgan has been 
appointed southwest division 
sales manager of the Cory 
Corp., Chicago, Ill. Mr. Mor- 
gan was formerly manager 
of the firm’s Kansas City ter- 
ritory. 

Mr. Morgan joined Cory as 
a salesman in the Chicago 
metropolitan area and later 
was advanced to the Kansas 
City post. In his new capac- 
ity, he will supervise all sales 
activity of Cory, Nicro and 
Fresh’nd-Aire products mar- 
keted in the company’s Kan- 
sas City, Oklahoma City, St. 
Louis, Houston, Dallas and 
New Orleans territories. 

Mr. Morgan will make his 
headquarters in Dallas, Tex. 


Ohio Group Sponsors 
Hardware School 
(Continued from page 295) 
the College of Commerce at 
the University. Special events 


at the school consisted of 
field trips through several 


hardware stores in the Co- 
lumbus area, as well as a 
plant visit to the Ternstedt 
Div. of General Motors Corp., 
which produces automobile 
hardware. 





Sherwin-Williams Names 
Drummond in Chicago 


D. W. Drummond has been 
appointed Chicago area sales 
manager for the Sherwin- 
Williams Co., Cleveland, Ohio, 
it was announced by Paul R. 
Bewie, western regional di- 
rector for the paint manu- 
facturing firm. 

Mr. Drummond joined the 
company in 1939 and follow- 
ing service in the Army from 
1941 to 1946, he was re-em- 
ployed in the firm’s executive 
headquarters in Cleveland. He 
served as manager of depart- 
ment store sales until 1948 
when he became manager of 
North central region depart- 
ment store and _ syndicate 
sales. 

In 1949 he took over man- 
agership of the firm’s Pitts- 
burgh, Pa., branch, later be- 


—News of the Trade 





coming division manager for 
western New York. 

In September, 1951, Mr. 
Drummond was named dealer 
sales manager for the North 
central region, with head- 
quarters in Cleveland. He 
held this post until his pres- 
ent appointment. In his new 
assignment he will make his 
headquarters at the com- 
pany’s regional offices in Chi- 
cago, 300 West Lake St. 


Bernard Named to Post 
At Hiller Engineering 


Robert N. Bernard has 
been appointed eastern sales 
and operations manager of 
Hiller Engineering Corp., 
Redwood City, Calif., accord- 
ing to Stanley Hiller, Jr., 
president. 

Mr. Bernard, at present, 
will handle Eastern promo- 
tion of the firm’s newly in- 
troduced Yard Hand, me- 
chanical gardener. 

Mr. Bernard was former 
sales manager for Masters 
Planter Co., Benton Harbor, 
Mich. 











Shown above are hardware store owners, managers and key personnel who attended 
the Fourth Annual Hardware Management School sponsored by the Ohio Hardware 
Association. Top row, left to right, are: I. P. Olmsted, Jr., Ohio Hardware Associa- 
tion, Columbus; K. L. Forbes, Xenia Hardware, Xenia; D. R. Allison, L. B. Allison & 
Son, West Salem; R. Phillips, Deaton Hardware Co., Yellow Springs; Dr. W. B. Logan, 
Ohio State University, Columbus; R. Reiter, Reiter Hardware, Bowling Green; D. K. 
Davis, Davis-Hughes Co., Richwood; W. Sheely, Indiana Hardware Association, Indian- 
apolis; J. B. Conklin, Ohio Hardware Association; J. P. Hartman, OHA; G. A. Henni- 
ger, Henniger Hardware, Cuyahoga Falls; W. Gilden Diller, Home Store, Elida; H. 
Kinzelman, Jr., Kay Hardware Co., Columbus; A. D. Roberts, A. D. Roberts & Sons, 
Toledo; R. J. Lewis, Jr., Westhafer’s Hardware, Uhrichsville; J. F. Kessing, Kessing’s 


Hardware Store, Cincinnati, and 
Middle row, same order, are: 


C. A. Trexel, Newark Drive-In Hardware, Newark. 
P. F. Koesling, Kirchner Hardware, Youngstown; Mary 


Jean Cowgill, OHA; R. A. Lormer, Lormer Hardware Co., Holland; W. Hartman, Hart- 
man Hardware, Batavia; J. H. Hasler, Hasler & Co., Winterthur, Switzerland; F. 
Ridenour, McMillen Hardware, Hilliards; F. D. Bostic, A. C. Johnson & Son, Fremont; 
Donna Burnham, OHA, and R. B. Abbott, Abbott Hardware, Clyde. Bottom row, same 
order, are: L. A. Hollowell, Reiter Hardware; R. Mills, Perry Hardware Co., New 
Lexington; R. Hannah, Hannah Hardware Co., Bethel; E. McNulty, Perry Hardware 
Co., and E. L. Roush, Roush Hardware, Columbus. 
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Lockefer Heads Sales 
Of Tennessee Company 

Frank V. Lockefer has 
been named director of sales 
of the Tennessee Fabricating 
Co., Memphis, Tenn. 





FRANK V. LOCKEFER 


Previously Mr. Lockefer 
was associated with the Mid- 
States Equipment Co., Chi- 
cago, Ill., and when the firm 
became the Mid-States 
Welder Mfg. Co., he was ap- 
pointed president and gen- 
eral manager. 

In his new position, Mr. 
Lockefer will direct national 
sales activities of the com- 
pany and make his headquar- 
ters at the firm’s general of- 
fices in Memphis. 





Carpenter, Thompson 
To Represent Kromex 


Allen B. Carpenter and 
O. M. Thompson have been 
appointed sales representa- 
tives for Kromex Industries, 
Cléveland, Ohio, it was an- 
nounced by S. H. Shaeffer, 
national sales manager of the 
firm. 

Mr. Carpenter will repre- 
sent Kromex- in Colorado, 
New Mexico, Utah, Montana, 
Wyoming and Idaho. 

Mr. Thompson will travel 
the Washington and Oregon 
territory for the firm. 


Leonard Resigns Post 
With Nationa! Presto 


Leonard Evans has re- 
signed as assistant sales 
manager of National Presto 
Industries, Inc., Eau Claire, 
Wis., effective immediately 
it was announced by the com- 
pany. 

No successor has 
named as yet. 


been 
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The NEW easy action 


SCREEN - - STORM 
DOOR 





5005 - BRASS LATCH & TRIM 
05005 - BRASS LATCH - STEEL PLATED TRIM 


e Simple installation 
e Easy action closing with door closer 
e Positive locking 
@ No die castings 
e Full polished finish 
e Excellent closet latch 


e Only 2—54"' 
Bore 2V¥e”’ 


holes required. 
deep. 







SEE THIS NEW LATCH AT 
NATIONAL HARDWARE EXPOSITION 
CLEVELAND — BOOTH # 210 


SAFE PADLUGK wo HARDWARE ci 
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i News of the Trade _ — 


_ Meeting Schedule Set 


For National Convention 
(Continued from page 294) 
ing, Arthur H. 
ident, Parade publication, 
will be the speaker. An ex- 
ponent of effective salesman 
ship, his address is entitled, 

“Use It or Lose It.” 

The wholesalers on Monday 
morning will have the foi- 
lowing program: 

S. D. May, Bluefield Hard- 
ware Co., Bluefield, W. Va., 
discussing, “The Use of Sales 
; T. M. Duer, 
Jr., John Duer & Sons, Inc., 
Baltimore, Md., discussing, 
“How We Conduct Sales 
Meetings to Keep Salesmen 
Informed.” 

There will also be a panel 
discussion of Warehouse 
Equipment and Operations, 
in which participants will 
be: moderator, James F. 
White, Rice & Miller Co., 
Bangor, Me., chairman, Com- 
mitee on Warehouse Opera- 
tions; Fred P. Luthe, Luthe 
Hardware Co., Des Moines, 
Iowa; Roger K. Becker, Ohio 
Valley Hardware & Roofing 
Co., Evansville, Ind., and 
Henry E. Sloss, Sloss and 
Brittain, San Francisco, 
Calif. 

For their all-day Wednes- 
day session, the wholesalers 


Motley, pres- 


will present the following 
discussions: “The Wholesal- 
ers’ Requirements in Con- 


nection with Catalogs’’ 
“Packaging Problems of 
Wholesalers,” by W. H. Ter- 
stegge, Stratton & Ter- 
stegge Co., Louisville, Ky., 
Committee on 
Packaging; “Are Current 
Gross Margins Adequate?” 
by Charles L. Hildreth, The 
Emery-Waterhouse Co., Port- 
land, Me. 

“Do-It-Yourself and Hard- 
ware Week,” by Russell R. 
Mueller, managing director, 
National Retail Hardware 
Association; and “Is We Is— 
Or Ts We Ain’t?” by Charles 
L. Wheeler, Salt Lake Hard- 
ware Co., Salt Lake City, 
Utah. 

At their Wednesday after- 
noon session, the wholesalers 
will have a two-man discus- 
sion on “The Flow of An 
Order,” in which varticipants 
will be E. W. Parker, The 
Wayne Hardware Co., Fort 


| Wayne, Ind., and Norman F. 


Luekins, The Geo. Worthing- 
ton Co., Cleveland. 


HARDWARE 


E. C. Kieswetter, W. A. L. 
Thompson Hardware Co., To- 
peka, Kan., as chairman of 
the Committee on Wholesal- 
ing, will report on its activi- 
ties. The session will con- 
clude with regular business 
activities of the Association, 

The National Assocation 
of Sheet Metal Distributors 
at its meetings on Monday 
morning will have discus- 
sions on the following sub- 
jects: 

Service and 
Our Business; What Can Be 
Done to Increase the Effi- 
ciency of Office and Ware- 
house Operations? ; The Stor- 
ing of Sheet Metal Prod- 
ucts; Our Experience with 
Dealers’ Sales Meetings; 
The Need for Recognition 
of The Distributors’ Func- 
tion in The Distribution of 
Steel. 

At their Tuesday morning 
session, the sheet metal dis- 
tributors will be addressed 
by Dr. H. H. Maynard, chair- 
man of the Department of 
Business Organization, The 
Ohio State University, on the 
subject, “Are You Working 
Too Hard?” 

Dr. Raymond Rodgers, 
Professor of Banking, Grad- 
uate School of Business 
Administration, New York 
University will discuss, “Im- 
proved World Outlook Neces- 


Its Place in 


sitates Business Inlook,” and 
J. V. Honeycutt, assistant 
vice - president, Bethlehem 


Steel Co., Inc., will talk on 
“Supply and Demand for 
Steel Mill Products.” 

This year’s entertainment 
program drops the Ladies 
Tuesday afternoon Card 
Party and Tea in favor of a 


Ladies Luncheon Party at 
1 p.m. on Tuesday in the 
Claridge Hotel. It will in- 


clude a talk by Miss Virgilia 
Peterson, moderator of the 
TV “Author Meets the Crit- 
ics” program. 

The balance of the enter- 
tainment program will be 
similar to that of previous 
years—informal dancing and 
a variety show, and chair 
rides for the ladies. 

A new feature, however, 
will be the Presidents’ Re- 
ception in the Claridge Hotel. 
from 5 to 7 p.m. on Sunday, 
Oct. 11. All delegates and 
their wives are invited as 
guests of the Associations. 
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—_—__—_____—_ News of the Trade 


Jones Directs Sales 

Of Garden-All Line 
Robert L. Jones has joined 

the Garden-All Tractor Co., 

Liberty, Ind., as general 

sales manager. 





ROBERT L. JONES 


Mr. Jones will direct de- 
velopment of more distribu- 
tor-dealerships for the com- 
pany’s Garden-All line 
throughout the country. 

Mr. Jones has been with 
the farm and garden ma- 
chinery industry for 20 
years, and has done sales 
management work for sev- 
eral major tractor com- 
panies. 


Marshall To Represent 
Flexible Steel Lacing 


John Marshall, mill supply 
salesman in the Portland, 
Ore., territory for five years, 
will represent the Flexible 
Steel Lacing Co., manufac- 
turer of fasteners for con- 
veyor and transmission belts. 

Mr. Marshall’s territory 
will be Oregon and Wash- 
ington. 


Hoover Co. Names Ball 
West Coast Manager 


Truman Ball has been ap- 
pointed area manager for the 
Hoover Co., North Canton, 
Ohio. He will make his head- 
quarters in San Francisco, 
Calif. 

Mr. Ball will travel north- 
ern California and neighbor- 
ing areas. 


Boston Hose Warehouse 


Boston Woven Hose & Rub- 
ber Co. has opened a ware- 
house at 685 Metal Rd., N.E., 
Atlanta, Ga., to serve the 
southeast, with Terry Hay- 





den as manager. Another 
regional warehouse will be 
opened soon at Dallas, Tex. 





Connelly Heads Sales 
For Shelby Spring Hinge 


Donald S. Connelly, assis- 
tant sales manager, has been 


appointed sales manager of | 


the Shelby Spring Hinge Co., 
Shelby, Ohio, it was an- 
nounced by L. D. Malone, 
president of the company. 
Mr. Connelly succeeds Wal- 
bridge Parsons, who has re- 
signed from that position 
after an association of 41 
years with the company. 





White Is Assistant 
To Cory President 


Cory Corp. has appointed 
John N. White, manufactur- 
ing executive, as manufac- 
turing assistant to the presi- 
dent. 

Mr. White will serve as 
liaison for J. W. Alsdorf, 
Cory president, with the 





JOHN N. WHITE 


Cory, Nicro, Fresh’nd-Aire 
and Flavor-Seal manufactur- 
ing plants. 





Matthews Appointed 
By Raybestos-Manhattan 


J. H. Matthews has been 
appointed executive  vice- 
president of Raybestos-Man- 
hattan, Inc., Passaic, N. J., 
at a recent meeting of the 
board of directors. 





Lux Building New Plant 


The Lux Clock Mfg. Co., 
Inc., Waterbury, Conn., has 
announced that its new Ten- 
nessee plant, now under con- 
struction at Lebanon, is 
scheduled to go into opera- 
tion on Nov. 1 of this year. 
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Open 35,000,000 Doors to 


ADJUSTO-SEAL SALES FOR YOU! 


ADJUSTO-SEAL is the world’s best weatherstrip .. . 
whether it’s with metal for door bottom use; or with 
plastic, for around doors and windows. Wool Pile 
fabric is self-adjusting to uneven surfaces. It forms a 
snug, draft-tight seal, yet slides smooth and friction- 
free over any surface ...even rugs and carpets. Won’t 
freeze shut in cold, damp weather. Won’t swell and 
stick when wet. Will not form a set. — 


CLENCH YOUR FIST...YOU’LL CLINCH THE SALE! 





This simple test demonstrates proshiealty 
ibers 


how the thousands of vertica in 
ADJUSTO-SEAL’s wool pile hug the most 
uneven surfaces to form a tight, draft- 
free seal. 

Customers will be quick to recognize 
the superiority that this unique method of 
manufacture gives ADJUSTO-SEAL. No 
— weatherstrip can pass the ‘‘clenched- 
ist’’ test. 











Get full details on this sure-to-sell product from your jobber, or write: 
SCHLEGEL merc. co., Dept. HA, Rochester, N.Y. + Oakville, Ontario, Canade 
Since 1885 
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% NATIONAL HARDWARE SHOW 
Lawn, Garden & Light Farm Equip. Div., 
4th Fl., Grand Central Palace, Oct. 5-9 


he practical, profitable, price-wise 
; 6 

rer er 

PENDEN, IMG 

FERTILIZER & LIME SOWERS 


World famous PENDER BRUSH KILLERS 
(Bush Cutting Tools), HAUL-RITE Wagon Boxes 


PENDER MANUFACTURING 
AND SUPPLY CO. 


Raleigh, N. C. 


ee 





S 
wae 
ROOT SAW 


NEW TOOL DIGS 
POST HOLES 


Exclusive ROOT tool bores 7” 
holes two feet deep in less 
than one minute! Auger has hard 
surfaced cutting edges. 


Ist on the Market 








ie < - 


CUTS BRUSH 
Double edged 20” 
brush blade and 


ea qi = leveling plat- 

Bel oo orm, cuts tall grass, 

ALL TOOLS brush, keeps fence 
rows clean and mows 
| 


awns. 


| Reef EASY TO ATTACH 





CUTS TREES, POSTS 
Cuts trees, posts up to 12” 
with this heavy duty 20” cord- 
wood saw. Z 
OTHER ROOT ACCESSORIES — CHAIN SAW, ROTARY TILLER, SELF 
PROPELLING ATTACHMENT, POST HOLE DIGGER, EDGER and GRINDER. 
ALSO AVAILABLE — ROOT 26” SAW UNIT. 


If your Jobber cannot supply you, write to— 


{ole} | MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 
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News of the Trade——___ 








HARDWARE BRIEFS — 








(Continued from page 294) 


two-day grand opening was 
recently held by the Mar- 
shall-Wells Store in this city. 
Formerly Trygg’s Hardware 
Store, the Marshall - Wells 
store has been completely re- 
decorated. 

Al Broulette is manager of 
the new store. 





Boyerstown, Pa. — L. H. 
Schmoyer has opened his 
greatly enlarged and reno- 
vated hardware store as a 
self - service hardware and 
housewares store. Floor 
space in the store has been 
nearly tripled, an entirely 
new front has been added, 
and modern type display 
units and fixtures have been 
installed. 





Leland, Miss. — After 45 
years in the hardware busi- 
ness in this city, Joe Turner 
has sold the Joe Turner 
Hardware Store to Sam 
Thomas and John Black, Mr. 
Thomas heads the new firm 
and Mr. Black is active man- 
ager of the store. 





Exeter, Neb.—Warren L. 
Jones has purchased the 
Goodbrod Hardware Store 
from George Goodbrod, who 
is retiring after more than 
25 years in the hardware 
business. 





Mt. Pleasant, Iowa — The 
Rukgaber hardware store has 
moved from its location on 
North Jefferson to the build- 
ing formerly occupied by the 
Lamm Shoe store on the 
north side of the square. 


Monticello, Ill. — Mr. and 
Mrs. Dwight Douglass have 
purchased the Glenn Madden 
Hardware & Appliance store. 
Mr. Douglass is the former 
manager of the Monticello 
Lumber Co. 





Opelousas, La.—The J. B. 
Sandoz Hardware Store has 
recently celebrated its 75th 
anniversary. The store was 
founded in 1878 by Jacques 
Benoit Sandoz, who died in 
1914, The store has remained 
in the Sandoz family through- 


HARDWARE 


out the years; first one son, 
then another, and presently a 
grandson is operating the 
business, 





Laurel, Md.—Robert Kra- 
eski has opened the Colonial 
Paint & Hardware Co. on 
C St. 





Atwood Kan. — The new 
Williams Bros. Hardware has 
recently held its grand open- 
ing. The store is managed by 
Charles Rieke. 





Redlands, Calif. — Larry 
Ikerman has sold his interest 
in the Luther & Larry Paint 
store, 2 Orange St., to his 
partner Luther Holden. Mr. 


Holden will continue to op- 
erate the store under the 
same name. 


Johnstown, Colo.—Sennett’s 
Hardware, owned by Ivan 
Sennett and managed by 
Chris Delzer, has been sold 
to Archie Miller of Loveland. 
Mr. Delzer will remain in 
the employ of the new owner. 

Hinton, W. Va.—The Dil- 
lon Hardware & Supply 
store, located on Ballengee 
St., has moved to 214 Temple 
St., where a grand opening is 
planned. 


Jamestown, N. D.—Chenery 
Hardware, Inc., the city’s 
oldest hardware store, is 
going out of business. The 
second oldest store in North 
Dakota, it is running a series 
of closing sales. 

Charlotte, N. C.—John R. 
Prince has been appointed 
general manager of the 
Southern Hardware Co., 137 
W. Trade St. The Southern 
Hardware is one of the city’s 
oldest retail firms, having 
been in business for 54 years. 





Aberdeen, Wash. — Bren- 
nan’s Crockery & Hardware 
store has recently observed 
its 29th anniversary with a 
store-wide sale and open 
house for the new balcony 
section of the store. The 
store has recently added 
nine new departments. 
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“‘THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO 
PLEASE EVERY 









Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 

line—blades made of the finest 
tempered steel, precision joined 

to proper-grip handles. 
Order your complete stock now. | 
Write for Free catalog showing | 
full line. 











ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 


iicaraae MORE THAN 
| 5000 DEALERS 
ARE DOING A PROFITABLE 
DOG COLLAR BUSINESS 
with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES. 
50% Profit on Selling Price 


Your initial investment for 12 FLEX- 
COLLARS and 9 FLEX-LEASHES to- 
gether with this rack and selection 
chart for over 100 breeds, costs you 











NTRO- ’ only $17.13. These items are high 
pucTorY profit makers. Just tear out this adver- 
NO. 5 tisement and put it in your Want Book. 


Flex-Collars 


Ask your jobber for this introductory 
self-service FLEX-LINE display. 


All introductory offers returnable| 
in 30 days if not fully satisfied. 
Larger self-service FLEX , 
LINE display assortments / 
and replacemeat stocks \: 
available at your jobbers. 

















HUNGERFORD PLASTICS CORP. 
ROCKAWAY, NEW JERSEY 
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De M Gives you 


Plus Sales this 
Christmas 





If you haven't received a copy, ask yourD&M 
wholesale distributor for this colorful illustrated 
folder. It’s packed with D & M sports equip- 
ment for you to feature at Christmastime. 


iC LON 


S&S 





THE DRAPER-MAYNARD CO., Cincinnati 32, Ohio 
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There’s only ONE Bhyge 


THE MARKING PENCIL 





















Extra-heavy leads that don’t fall out or break! 


LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use ail of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


wsossin. @ COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 
Extra Sleeve in every package 
of leads 


IN CANADA: LISTO PRODUCTS, LTD.. VAN 






LISTO PENCIL CORP. ALAMEDA, CALIFORNIA - 

































NEW! SELFSERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 





FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12¥%2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today] 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 
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HARDWARE BRIEFS 
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Miami Beach, Fla—wWiil- 
liam Gordon has opened a 
new hardware store at 14020 
W. Dixie Highway. 





North Adams, Mass.—Al- 
bert’s Hardware Store, owned 
by Albert M. Abraham, has 
moved from 86 Summer St. 
to 94-96 Summer St., where 
a formal opening was re- 
cently held. 

Kingstree, S. C.— The 
Montgomery Hardware Co. 
store recently held its grand 
opening at its location on 
Hampton Ave. The store is 
owned by Curtis Montgomery 
and Mrs. L. K. Montgomery. 





Volga, S. D. — Work has 
started on a new home for 
the Dahl Hardware Store to 
replace the structure dam- 
aged by fire last July. The 
new building will have a 50- 
ft. front by 100 ft. deep, 
with a brick front and ma- 
sonry construction through- 
out. 





Hawthorne, N. J.— Ken- 
neth Spittler and Nicholas 


Mathias Klein & Sons 
To Relocate Plant 


Mathias Klein & Sons. 
Chicago, manufacturer of 
hardware and electrical in- 
dustry tools and equipment, 
will relocate its plant in 
Skokie, Ill., on account of 
super highway construction. 

The new one-story build- 
ing of 110,000 sq. ft. of floor 
space, is to be completed 
about June 1, 1954. 


Fairchild Industries 
Expands On West Coast 


Fairchild Industries, divi- 
sion of Fairchild Camera & 
Instrument Corp., has ex- 
panded its West Coast op- 
erations with the appoint- 
ment of R. C. Hukenbeck as 
southern California district 
manager in charge of the 
new office, warehouse and 
service facilities at 53 W. 
Union St., Pasadena, Calif., 


De Salvo have opened the 
Goffle Hardware Store, 257 
Goffle Rd., as a partnership, 
The store is 50 x 100 ft. and 
modernly decorated. 





Willmar, Minn.—The Dahl- 
quist Hardware & Furniture 
store has been sold to David 
S. Martin of Kerkhoven. Mr. 
Martin, who formerly op- 
erated the Martin Sheet 
Metal shop, recently held a 
formal opening of the new 
store. 





McMinnville, Tenn.—Way- 
man E. Hillis and H. C. Me- 
Collum are the new owners 
of the Hillis Hardware Co. 
Mr. Hillis will manage the 
retail hardware business and 
Mr. McCollum will be in 
charge of the implement 
business and feed and seed 
store. 





Richmond, Va.—Russell L. 
Rabb, president of the Spot- 
less Co., Inc., has opened a 
self-service hardware store 
at 5409 Lakeside Ave. Wil- 
liam S. Cooper will manage 
the new store and Fred H. 
Hawley will be his assistant. 


for its portable electric tools. 
Mr. Huckenbeck was pre- 





R. C. HUKENBECK 


viously with Shapleigh 
Hardware Co., St. Louis, 
Mo., as tool buyer. 





Robinson Buys Company 


Robinson Industries, Cole- 
man, Mich., has purchased 
the Toughbuoy Co., Dubuque, 
Iowa, manufacturer of water 
closet floats. 
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ADJUSTABLE 


PROVEN MERCHANDISER 





Eliminate your display problems. Speed up your sales with 
adjustable displayers that will sell. Displayer sturdily 
constructed of both wood and plywood. Enameled ivory 
background. Natural finish platforms and oak exposure. 
Available in following sizes at NET prices. F.O.B. factory. 
Taxes if any extra. 


No. G4538 double side. 4 x 8 ft. with 10, 12, and 


Be We SND 6 vcweccsescncseseeee $154.30 
No. G4534 double side. 4 x 4 ft. with above glass 
EE 060668400 60050605 wnndeneeeees 99.75 


Overall Height 52"' on all Merchandisers. 


Write for complete HELLER STORE 
FIXTURE Catalog No. SH. 


W. C. HELLER & COMPANY 


MONTPELIER, OHIO 




















Wonderful 
Footscraper. 

Doorway Safety 
Precaution 


























Easy to 

keep clean. 14" x 24" 

Very modern. 18" x 30" 
20" x 36" 


Everybody wants a "Welcome Mat". Made of tough 
rubber, reinforced with chopped fabric cord. Waffle de- 
sign gives multiple scraping edges. Water and dirt drop 
through perforations. Stock up with this fast seller. 


At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 
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OFFER YOUR 
TRADE THESE 


HANDY-HOOK 


HANGING 
FIXTURES 


u 
i 


OVER 200 PROVEN 


HOOK FIXTURES, FOR 
EVERY POSSIBLE NEED. 


Here is about the hottest item of the year 
— 200 different Handy Hook fixtures for 


closets, kitchens, 





\ 


work shops, clothes 


garden tools, hat racks, shoe holders and 


many other uses. 


Write for full information today 
. . . or ask your jobber. 





Phone 
Walnut 1-5381 


6825 Miller Ave. 
Detroit 11, Mich. 
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Amazing New Reciprocal Action Saw! 
Combines UNEQUALLED PERFORMANCE ... 
VERSATILITY ... LOW PRICE 
to Help You Tap a Big Potential Market! 


New Powerful 


DALTON 


Portable * Electric 


JIG SAW 


Model D-400 

Complete with 

Rugged five different 
Precision-Built blades 


CUTS ANY MATERIAL 
SAWS ANY SHAPE 


List 
$44.95 


Slightly higher 














Sell to Hobbyists, Carpenters, 
Plumbers, Slociriclons, Tales on West Coast 
Makers, others. 
Heavy-Duty: 
COMPARE RIPS & CROSSCUTS 
these features with those of any 2°" LUMBER 
other saw in this price class: 


© Smooth Operation — Specially built Dayton motor assures smooth, 
steady cutting. 

®@ Reciprocal Action—Produces smooth flow of power to blade. 

@ One-Hand Control—Fits in palm of hand. You simply guide it. 
Makes fast, smooth, accurate cuts . . . no jumping or chattering. 

@ It Cuts—Wood, plastics, metals, composition boards, hard rubber, etc. 

© It Saws—Circles, curves, straight lines, intricate designs. On inside 
cuts, it maks its own starting hole. A _ built-in compressor blows 
sawdust away from guide line. 

© Versatile—Does work of a Rip, Crosscut, Coping, Jig, Scroll, Band 
and Keyhole saw. 

© Other top features: Blade changing is quick and easy; side mounted 
recessed finger switch; U. L. approved cord with anti-kink spring. 


Order from your jobber today, or write - - - 


‘ee DALTON MFG. CO., 20 S. Central, St. Louis 5, Mo. 














RAR RS 
Your customers are going to ask to, 
see the new Carlson “Rule for Right- 
handed People.” National adver- 
tising is calling attention to this new- 
est design in rules. The Carlson 3210 
RH rule with its 10 foot white blade 
is easier for right handers to use. 


r 
“-—— 





. BUILDS NEW INTEREST 
Ry ~ of IN STEEL TAPE RULES 
= a oe oe 
It’s designed with numerals on the blade reading from right to left 
(conventional rules read /eft to right). When you hold the 3210RH rule 
in your left hand and pencil In your right . . . numerals are rightside 
up for right handed marking. This is real convenience. And of course 
you get all the famous Carlson features on this fine rule: 
* 10 Second Blade Change * 10 ft. Crackproof White Blade 
* Easy-action Swing Tip * Automatic friction brake 
ORDER TODAY FROM YOUR HARDWARE JOBBER 
Produced under Patents 2089209, 2510939, 2629180 


CARLSON & SULLIVAN, INC. 


MONROVIA + CALIFORNIA 
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MANUFACTURERS AGENTS 








Bilhorn & Co. to Cover 
Four States for Keil 

Geo. Bilhorn & Co., Chi- 
cago, Ill., has been named to 


represent the Keil Lock Co., 
Inc., Charlestown, N. H., it 





GEORGE BILHORN, JR. 


was announced by H. Kap- 
low, Keil sales manager. 

The Bilhorn firm, headed 
by George Bilhorn, Jr., will 
handle the complete line of 
key duplicating machines, key 
blanks, locks, latches, inquir- 
ers and locksmiths’ supplies 
in Illinois, Indiana, eastern 
Wisconsin and the Upper 
Peninsula of Michigan. 

The firm maintains head- 
quarters at 4201 N. Winches- 
ter Ave., Chicago, 





Speco Names Eleven 
To Handle Ice Rem 


Eleven firms have been ap- 
pointed to handle the sales of 
Ice Rem, ice and snow melt- 
ing pellets, it was announced 
by the manufacturer, Speco, 
Inc., Cleveland, Ohio. 

The new appointees in- 
clude: Irvin S. Schultz, 1931 
Wrocklage St., Louisville, 
Ky.; Ralph B. Way, P. O. 
Box 077, Opportunity, Wash.; 
H. R. Goldstein, 85 Pierpont 
St., Rochester, N. Y.; Hess- 
ler & Co., 1737 Mohican St., 
Philadelphia, Pa. 

Also Freeman & Co., P. O. 
Box 132, Brookline, Mass.; 
David Levy, 5488 N. Umber- 
land St., Pittsburgh, Pa.; 
John E. Naumann Co., 1836 





Euclid Ave., Cleveland, Ohio; 





Bernie Leinoff, 644 Eleventh 
Ave. Paterson, N. J. 

Also Maurice Finley, 2509 
Quebec Ave., Minneapolis, 
Minn.; Edelston & Harmon, 
Merchandise Mart, Chicago, 
Ill., and Tom Coffey & Sons, 
P. O. Box 48, Kensington Sta- 
tion, Detroit, Mich. 





Eaton Sales to Handle 
Air Light Products 


The Eaton Sales Co., Sara- 
sota, Fla., has been ap- 
pointed to represent the Air 
Light Products Co., Omaha, 
Neb., in the South. 

The Eaton company will 
cover all the southeastern 
states, handling the complete 
line of Floatsand spinning 
and casting reels. 

At the same time the Air 
Light firm announced that 
Carl Brown, Los Angeles, 
Calif., has been appointed 
the firm’s West Coast repre- 
sentative. He will cover Cal- 
ifornia, Nevada, Utah, Ari- 
zona, Colorado and New 
Mexico, handling the manu- 
facturer’s entire line. 





Yoder Mfg. Co. Names 
Bernard in Southwest 


Jack Bernard, Dallas, Tex., 
has been named to represent 
the Yoder Mfg. Co., Little 
Rock, Ark., in Texas, Okla- 
homa and Louisiana. 

Mr. Bernard will handle 
the entire line of Yoder 
products, including Holly- 
wood sirens, tooters, Trike 
and bicycle goose horns, au- 
tomotive horns and hardware 
specialties. 





Tinfow & Co. Named 
By Acorn Mfg. Co. 


Lonnie Tinfow & (» 
South Orange, N. J., has 
been named to represent the 
Acorn Mfg. Co., Mansfield, 
Mass. 

The Tinfow firm will han- 
dle Acorn’s line of black iron 
builders and cabinet hard- 
ware in New Jersey and 
metropolitan New York. 
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Brand Sbanking Taw! 


MEYCO CONTROLLED CUT 
CARBIDE TIPPED 
SAFETY SAW 


* The latest addition to the famous 
MEYCO line of precision cutting 
tools. This new controlled cut, 
carbide tipped safety saw has 
many advantages: It’s SAFE: will 
not pull hand into the blade, will 
not grab and kick-back 
work. It’s ECONOMICAL: 
costs less to buy, longer 
life between grinds; cuts 
smoother, longer. Its 
CONTROLLED CUT 
regulates rate of feed, as- 
sures clean cut; makes 
chips instead of saw dust. 
Available at leading mill 
supply and hardware 
houses, or direct from fac- 
tory. Write for fully descrip- 
tive literature and price list. 
Ask for Catalog No. 40. 
























W. F. MEYERS CO., INC., BEDFORD, INDIANA 








Brink & Cotton adVISES 
you to stock fast-selling 


<> VISES 


superior in quality and budget- 
priced for quick sale. . . profits! 


Brink & Cotton has been making vises for 
over a quarter of a century. The only trouble 
with BC products is they last too long! Yes, 
thousands of BC vises over 25 years old, are 
still in service. You can’t beat that for cus- 
tomer satisfaction. 


BENCH 
VISES 


Patented design, 
suited for home, 
garage or farm. 
Jaws accurately 
machined, pol- 
ished and lacquered. Finished 
in green baked enamel. Packed 
in individual set-up box. 


No. 149—Opens to 13%,” 
No. 150—Opens to 244” 

































A very efficient tool for the pin point sol- 
dering of instruments, meters, gauges, 
small radios, printed circuits: or any fine soldering, 
especially where space is cramped or where there 
is little clearance. 


Length, 8/4" Weight, 7 oz. 
Standard tip is 1/4" diameter, 3/16" and 1/8” tips 
can be furnished as well as tips for special pur- 
poses, bent to any angle or in various shapes. 


VULCAN ELECTRIC CO. 


Danvers 3, Mass. 
Vulcan Electric Soldering Tools, Solder Pots, Glue 
Pots, Branding Irons, Vulcan Electric Heating Elements. 
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SWIVEL 
VISES 


Combination swivel action. 
Binding screw provides numer- 
ous swivel positions. Base fin- 
ished in black Japan and body 
in red baked enamel. Packed 
in individual set-up boxes. 


No. 153—Opens to 21,” 


WOODWORKER'S 
VISE 


Perfectly balanced, ruggedly 
built for hard use. Will not 
loosen or slip. Guides are cold 
rolled steel. Finished in green 
baked enamel. 


No. 176—Opens to 414” 








See your jobber or write 


tHe BRINK & COTTON mec. co 
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TREET @ BRIDGEPOR 


Manufacturers of Clamps—Vises—Hand Tools for 
Production, Maintenance, Service, Since 1925. 
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INTRODUCES 


gae%., WESTWOOD 


SLIDING DOOR CABINET Model SD-PL 











IDEAL’S CROWNING ACHIEVEMENT 
IN BATHROOM BEAUTY... 


Here’s bathroom cabinet beauty “‘picture-framed’’ in stain- 
less steel ... with TWICE the Space and Mirror Surface. 
The New “Westwood” sliding door cabinet is another 
\ reason why more dealers and distributors are 
selling the Ideal line for greater cabinet profits. 
SEND TODAY FOR FREE CATALOG 
IDEAL CABINET CORPORATION 
Division of DesLauriers Column Mould Co., Inc. 
2903 Central Street, Evanston, Illinois 























There’s PROFIT in 


PLUMBING SPECI 


BRASS 
CHROME 
PLATED 





: Adjustable 
WATER MIXERS 


A complete line of chrome- 
plated inexpensive water mix- 
ers to modernize old faucets 


FAUCET HANDLES 


Cross and lever replacement 
handles that actually fit all 
stems—Indexed “H” and “C” 





DRAIN PROTECTORS 
SINK STRAINERS 


Fits All ~— 
BASIN & BATH STOPPERS 


Now just 2 sizes of Fit-All rub- 
ber stoppers will fit all 9 sizes 
in both basin and bathtubs 


A full line of sink—bathtub 
and laundry tray strainers— 
all individually carded 





Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


N. BROAD STREET + PHILA. 32, PA. 










2701 


















News of the Trade 





NEWS OF 


MANUFACTURERS’ AGENTS 





Wetmore, Salesman For 
Oldham-Rust, Retires 
Frank J. Wetmore, sales- 


man for the Oldham-Rust Co., 
Inc., New York City, has re- 





FRANK J. WETMORE 


cently announced his retire- 
ment from that firm. 

Mr. Wetmore, a member of 
the HARDWARE AGE Fifty- 
Year Club, has been with the 
Oldham-Rust firm since 
March, 1930. His territory in- 
cluded New York City and 
Long Island. 

Mr. Wetmore started his 
hardware career in 1899 as a 
stock clerk with Sargent & 
Co. Later that year he joined 
Yale & Towne Mfg. Co. in 
the same capacity and ad- 
vanced to city salesman. 
From 1905 to 1911, he rep- 
resented Stauffer-Eshleman 


& Co., New Orleans, La,, 
wholesaler, in its builder’s 
hardware department. 

From 1914 to 1980, Mr. 
Wetmore was a partner in the 
firm of John K, Wilson Co., 
Baltimore, Md., traveling the 
South. 





Donovan-Mercer Co. To 
Hndle Dazey in West 


The Donovan-Mercer Co. 
has been appointed by the 
Dazey Corp., St. Louis, Mo., 
to handle its Kitchen Helps 
line in the states of Iowa, 
Nebraska and Kansas, and 
the cities of St. Joseph and 
Kansas City, Mo. 

Jack Donovan will cover 
Iowa, St. Joseph, and part 
of Kansas City. Jack Mercer 
will travel the states of Kan- 
sas and Nebraska and part 
of Kansas City. 





Reilly to Represent 
Paint Remover Line 


John A. Reilly, Jr., has 
been appointed to handle the 
Mr. Blister line of electric 
paint removers for the B & L 
Tool & Machine Co., Plain- 
ville, Conn. 

Mr. Reilly will cover the 
territory consisting of all of 
New England except Fair- 
field County, Conn. He will 
maintain headquarters at 37 
Sheridan Dr., Milton, Mass. 





Carlon Products Has 
New Plant In Oregon 


Carlon Products Corp., 
Cleveland, Ohio, has estab- 
lished a new manufacturing 
plant in Klamuth Falls, Ore., 
and has appointed Floyd 
Wilson as manager of its 
new Carlon division. 

The Klamuth Falls plant 
will manufacture plastic pipe 
and fittings for the com- 
pany’s northwest territory. 





Mirro Acquires New Line 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., has ac- 
quired all machinery, dies, 
processes, patents, trade- 
marks and inventory of the 
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United Aire-Ware line, de- 
veloped by United Aircraft 
Products, Inc., Dayton, Ohio, 
several years ago. 





Martin Joins Masury 


D. O. Martin has been 
added to the sales staff of 
John W. Masury & Son, Ine, 
Baltimore, Md. He will cover 
the Georgia territory. 





New Plant Completed 


General Filters, Inc., De- 
troit, Mich., has announced 
the completion of a new plant 
at Novi, Mich., marking the 
firm’s third expansion since 
the end of World War II. 
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EES SCREEN and STORM SASH 
HARDWARE 
o. 214 HANGERS .. ° 


For brick, veneer and stucco sll 
where there is no space at the top of cas- 
ing. No part of hanger extends above 
screen or storm sash. Hanger hooks are 
mortised into sides of casing. 


No. 2-F STORM 
SASH FASTENER 


Locks storm windows 
and also holds them open 
for ventilation. Made in 
rights and lefts, for use 
on either side or at bot- 
tom of sash. Finished in 


SS black Japan or Cadmium 
SSS plate. 


a 


Screen door and 
window pulls... 
finished in black, 
aluminum or 
brass. 


eZ 
No. 20 GOSSETT HANGERS 


For full length window screens and storm win- 

dows. Upper pieces (hooks) are made in rights 

and lefts, with flanges which guide the eyes into @ 
place. Lower pieces (eyes) are curved with large 

openings which engage hooks easily. 


Since 1874 
Order From Your Jobber 


Write Dept. HA-14 for Free Catalog 


. oD. KEES MEG. CO 
| 2 4 4a. « Be e 


BEATRICE NEDETASKRA 


INGTON 


ARE 


A =SS 


Insist on 


S0-HARD 
Se 


for dependability, 
uniformity and 
wide size 
range 


Send for 
PHILLIPS SCREW 
Catalog 


SOUTHINGTON HOWE. MFG. COMPANY 
Since 1867 »* Southington, Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 
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The FREE-WHEELING LOCK 


-and only 
Reddi-Mount 
can be installed 
as 


5-Pin Cylinder Push-Button Lock 
ee 


Fully Guaranteed 


J. CHESLER & SONS, 
BROOKLYN 37, NEW oh aa S. A. 

















OBITUARIES 








Charles W. Sager 


Charles W. Sager, 87, re- 
tired vice-president and di- 
rector of the Yale & Towne 





CHARLES W. SAGER 


Mfg. Co., Stamford, Conn., 
died Sept. 4 at his home in 
Los Angeles, Calif. 

Mr. Sager started his hard- 
ware career with the Bar- 
rows Lock Co. and bought 
the firm in 1890. In 1907 he 
bought the lock business of 
the Chicago Foundry Co. and 
changed the name to the 
Sager Lock Co. He directed 
the operations of both Sager 
and Barrows until 1926, when 
he sold them to Yale & Towne 
and was elected a vice-presi- 
dent and director. 

He continued to direct 
operations of the two com- 
panies under the Yale & 
Towne management until his 
retirement from business in 
1932. 

Survivors include his widow 
and a daughter. William 
Harphan, his brother-in-law, 
associated with the Sager- 
Barrows operations until his 
retirement in 1950, also sur- 
vives him. 


Harry Kotok 


Harry Kotok, 72, Vineland, 
N. J., hardware merchant 
for the past 33 years, died 
after a long illness. 

Mr. Kotok was first asso- 
ciated with the Shenberg & 
Rubinoff Feed Co. until 1920, 
when he established the Ko- 
tok Hardware Co. He had 
been a member of the Penn- 
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Atlantic Seaboard Hardware 


Association. 
Survivors include his 
widow, three sons, three 


daughters and a brother. 


George L. Earle 

George L. Earle, 70, for- 
mer president and sales man- 
ager of the North Wayne 
Tool Co., Oakland, Me., died 
on Sept. 9. 

Mr. Earle was active in 
the Central States Hardware 





GEORGE L. EARLE 
Club and had attended many 
annual conventions spon- 
sored jointly by manufactur- 
ers and wholesalers. 


Three sons survive. One 
son, George Earle, Jr., is in 





-News of the Trade 


charge of North Wayne Tool 
Co., and the other two sons 
are with the Earle Equip- 


ment Co., Detroit, Mich., 
manufacturer of road ma- 
chinery. 

Adam Stark 


Adam Stark, 87, manufac- 
turers’ representative in 
partnership with Wendall R. 
Ringheim, Minneapolis, 
Minn., died July 9. 





ADAM STARK 


Mr. Stark, between 1885 
and 1892, operated a retail 
hardware store with his 
brother in Naperville, Ill. In 
1892 he moved to Minne- 
apolis, where he joined Jan- 
ney-Semple-Hill & Co., whole- 
saler. Just before the turn 
of the century, he became 
associated with W. K. Mor- 
rison & Co. as the general 
buyer for the firm. 


lor the most part, Mr. 
Stark devoted his entire busi- 
ntss career to various phases 
of the hardware business. In 
1918 he became a manufac. 
turers’ representative, a 
business partnership oper. 
ated under his name and one 
in which he remained active 
until last year. 


C. Hugh Epperson 


C. Hugh Epperson, 51, cen- 
tral division manager of the 
Rubberset Co., Newark, N. J., 
died of a heart attack in St. 
Louis, Mo., on Aug. 30. 
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C. HUGH EPPERSON 


Mr. Epperson, with Rub- 
berset since 1938, had _ beet 
central division manage! 
since 1948. Upon joining the 
firm, he was associated with 
the western division sales 
force and represented the 
company in its San Fran- 
cisco area. 


Shakespeare Co. Holds Sales Convention 


Officials and territorial representatives of the Shakespeake Co., Kalamazoo, Mich., are 





shown above at the company’s recent annual sales convention held at the Harris Hotel 
in Kalamazoo. Seated, from left to right, are: R. A. Harrison, J. Rankin, A. Scott, C. 

. Harrison, E. Robinson, J. Smith and E. Hames. Middle row, 
same order, are: R. Phillips, V. Gaddis, D. Jansen, D. Culp, H. Rapley, R. Nulf, N. Hudson. 
W. Miller, B. Hardesty, J. Diebolt, R. Tackett, M. Penny, R. Distin, J. Sides, M. Sperl, T: 
Bubin, R. Arnholter. Top row, same order, are: T. Catron, R. Grant, L. Bartch, W 
Ewin, G. Thomas, D. Hellenga, R. Beebe, O. Clingan, H. Wiers, J. DeHamer and H 


Davis, H. Shakespeare, W. J 


DeWard. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 





Pictured below are members of the 
American Ladder institute attend- 
ing the group's annual meeting, at 
which W. A. Flint, Jr., was elected 
president. W. A. Patterson was 
elected vice-president; P. Johnson, 
secretary; C. E. Belanger, treasurer, 


v and L. P. Larson a trustee. 

































Inspecting a new 1954 Trimalawn lawn 
mower during the recent annual sales meet- 
ing of the Lawn Mower Div., of Reo Motors, 
Inc., Lansing, Mich., are, left to right, Wil- 
liam J. Blackburn, division sales manager; 
Neil L. Brown, central regional sales man- 
ager; R. E. Bradley, eastern regional sales 
manager; L. T. Beresford, western regional 
manager; and Sam Briggs, vice-president in 
charge of the Lawn Mower Div. 





Shown above are some of A 
the men who attended the 
recent annual sales meet- 

ing of the Nicholson File 

Co., Providence, R. I. 
Domestic sales manager, E. 

A. Neal, and his assistant, 

P. J. Roddy, front row left 

and right, were in charge 

of the program. 


At left are men who at 
tended the annual week 
long sales meeting of the 
American Pad & Textile 
Co., Greenfield, Ohio 
Seated, left to right, are 
q_sF. T. Wile, J. P. Gessner. 
N. C. Herrold, D. Worth- 
ington, L. Horan and J. A 
Waddell. Standing, same 
order, are: R. L. Logan, 
J. Van Canagan, T. H. W 
Abbott and J. H. Tate 
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Walseo.. A POPULAR 


LINE SHOWING 


GOOD PROFITS! 














No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., an 
10 ft. sizes. 


é‘ No. 380—A 6 ft. 
Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 
markings or the regular 
steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 


No. 505—The high-quality, 
low priced 50 ft. steel 
tape in chrome or zinc 
chromate finish case. 


No, 718—Walsco Utility Knife. Individually boxed, each 
dozen packed in colorful counter display carton. A sen- 


sational buy at 75¢ retail. 





No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock— 
Centers enameled in bril- 
liant colors, nickel plated 
steel shells and shackles. 





CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WALSCO LINE. 


THE WATERBURY LOCK & SPECIALTY CO. 


MILFORD, CONNECTICUT 
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OSCAR G. KNAPP, 
president, treasurer and 
general manager of the 
Clark Bros. Bolt Co., Mill- 
dale, Conn., was recently 
honored by the Industrial 
Fasteners Institute for his 
50 years of service to the 
bolt, nut and rivet indus- 
tries. Mr. Knapp as a boy 
did not have to look far 
afield from his native 
Southington, Conn., to find 
his spot in life. On the 
recommendation of the 
superintendent of schools 
and the chairman of the board of education, he 
obtained an interview with Edwin 8S. Todd, then 
secretary and later president of Clark Bros. Bolt 
Co. He was hired, in 1903, as an office boy at $5 per 
week, for his summer vacation. He progressed 
through many positions until October 1946 when 
he was named to his present position. Mr. Knapp 
first served as a member of the executive com- 
mittee of the Bolt, Nut & Rivet Institute in 1920. 
Ten years later, when the American Institute of 
Bolt, Nut and Rivet Manufacturers was founded, 
he was acting secretary. In 1949, when the name 
was changed to Industria] Fasteners Institute, 
Mr. Knapp was elected vice president and served 
two years. At present he is chairman of the Re 
search and Advertising committees. During 1% 
he served as an industry member of the Advisory 
Committee for the Bolt, Nut and Solid Rivet In- 
dustry for O.P.S. and N.P.A. He is active in busi- 
ness, civic and fraternal affairs of his community. 
In 1945, as chairman of the Manufacturers Divi- 
sion, he helped raise over $250,000 for the expal- 
sion program of the Southington Hospital. He was 
president of the Southington Community Chest 
for several years. He has life memberships in 


OSCAR G. KNAPP 
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several organizations. He belongs to the Society 
of Automotive Engineers, Parsons Golf Corp., the 
Exchange and Elks Club of Southington, the Hart- 
ford Club and the Country Club of Farmington. 


LEROY E. COFFIN, 
vice president of the 
Luthe Hardware Co., 
started work with the Des 
Moines wholesale hard- 
ware firm on Jan. 27, 1902, 
at the age of 23. He had 
six months’ previous ex- 
perience with the L. H. 
Scheeling Hardware Co., 
of Des Moines, before he 
went to work in the Luthe 
warehouse. In 1904 he was 
put in charge of the ware- 
house and has been a 
buyer of heavy lines. He 
was elected secretary of the company in 1926 and 
a year later was elected to his present position. 
Mr. Coffin will celebrate both his 50th wedding 
and 75th birthday anniversaries on Sept. 23. He 
likes to take long auto trips and enjoys the main- 
tenance of “the nicest lawn on my street.” He is a 
member of the Kiwanis Club and the Masons. 





LEROY E. COFFIN 


FRED W. DIXSON, the 
employee with the long- 
est service record in the 
Luthe Hardware Co., Des 
Moines, -Ia., wholesale 
hardware firm, started 
work on: Jan. 7, 1902. Mr. 
Dixson was 15 when he 
began work as an office 
boy. He was promoted to 
the city order desk and 
then to buying. He has 
been a buyer since 1921, 
specializing in house- 
wares, farm goods and 
some steel goods. Golf is 
the favorite recreation of Mr. Dixson, who will 
celebrate his 67th birthday on June 30. 





FRED W. DIXSON 








ALBERT C. HOFFMAN 
retired on May 1 after 
spending 51 years as a 
salesman with the same 
hardware business, the 
Nave Hardware Co., Hunt- 
ington, Ind. He began his 
career with the firm of 
Reichenbach & Wickenhi- 
ser where he worked for 
more than two years. He 
then took a short business 
course before entering the 
employ of the Nave Hard- 
ware Co. Mr. Hoffman 
recalls that a woman was as seldom seen in a hard- 




















ALBERT C. HOFFMAN 
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"See how easily it slides!” 
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».. when you use Kev 


DRAWER SLIDES 


Even the heaviest drawers slide open at a touch, 
without sticking, jam or sag when equipped with 
K-V drawer slides! The K-V slide has noiseless, 
self-lubricating genuine Oilite bronze bearings— 
lets the drawer float open and closed, makes sure 
the drawer never dislodges. All stopping points 
are protected with rubber bumpers. Drawers 
can be fully extended and easily removed. No 
mortising is necessary in installation. Cadmium 
plated finish. Sizes, in inches: 12, 14, 15, 16, 
i7,. 4%, 19, 2 Zi, Zz, 23, HA He, B, 27, . 
29, 30, 32, 34, 36, and 38. 


> 2 


THE NEW K=V supine poor 


SHEAVE WITH NYLON ROLLER 
AND OILITE BEARINGS 


Now K-V brings you the lifetime nylon sheave 
with genuine self-lubricating,Oilite bronze bear- 
ings! This sheave glides noiselessly at the touch 
of a finger, is the ultimate in roller sliding door 
equipment. Order No. 594 sheave with No. 465X 


brass track. Other size nylon sheaves available. 








Ask your jobber for K-Venience builders hardware 
or write for complete catalog. 


NUIRERT 


ARNOT 
Grand Rapids, Michigan 
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REMOVES—stubborn surface spots. 
CLEANS—dirt and grime. 
POLISHES—+to high dry lustre, covering 
minor scratches. Triple-action tonic for 
marred furniture —For Varnished, Shel- 
lacked or Lacquered surfaces— Al! in 
One Bottle! = Retails at $1.25 half pt.—$1.75 pt.—$2.75 qt. 
Packed | dozen to carton. 
Trade discount 40% F.O B. Factory; L. |. City, N. Y. 


ay Vel. @-10]) me) G0), le), Bd de)e) bias 


68 WEST S8th STREET e@ NEW YORK 19, N.Y 


CONSUMER TESTED 
and accepted for over 
Twelve years. Keep 
a stock on hand; it's 
always in demand. 
Nationally advertised. 
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E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 













ware store as in a barber shop at the turn of the 
century. The horseshoe and nail bar, for the use of 
blacksmiths, was an important part of the store 50 
years ago. Ready-made horseshoes were just com- 
ing in to replace the practice of smiths making 
their own. Stove pipe was made in the store’s tin 
shop for the trade during the winter months. Mr. 
Hoffman is now enjoying his leisure by caring for 
his shrubbery and flowers and tinkering in his 


basement hobby shop. 


FRANK L. EDWARDS, 
department manager and 
buyer of heavy hardware, 
stoves and floor coverings 
for the Higginbotham- 
Pearlstone Hardware Co., 
Dallas, Texas, first went to 
work in the trade for the 
M. F. Allen Hardware Co., 
Paris, Texas, in 1903. He 
remained there until 1907 
when he went to New Mex- 
ico, which was being home- 
steaded at that time. There 
he worked for the Rowe 
Hardware Co., Melrose, N. M.; the Logan-Whaley 
Hardware Co., Marshall, Texas; -< M. Boykin Hard- 
ware, Greenville, Texas, and then Vanpelt, Kirk & 
Mack, Winters, Texas. In January, 1912, he real- 
ized his ambition to become a salesman for the 
Simmons Hardware Co., St. Louis, and remained 
with the wholesale firm until 1919 when he became 
a partner in the firm of Marchbanks & Dehoney 
Hardware Co., Paris, Texas. From 1921 to 1943 he 
was connected with the National Hardware & Stove 
Co., Paris, Texas. In 1933 he was named secretary 
and in 1940, manager and vice president. He has 
been in his present position with the Higginbotham- 
Pearlstone company since June, 1942. Mr. Edwards 
will observe his 68th birthday next April 21. 


FRANK L. 


EDWARDS 


ERNEST DINGEL- 
STEDT, who heads the 
contract builders’ hard- 
ware department of the 
Canton Hardware _ Co., 
Canton, O., began his 
hardware career cn Nov. 
18, 1902, with the C. E. 
Oberlin hardware store in 
Massillon, O. He later 
joined the Hemperly hard- 
ware firm in Massillon in 
1907 and in Nov. 1914 en- 
tered the employ of Can- 
ton Hardware as a retail 
salesman. He has been in 
the builders’ hardware department since 1927. Mr. 
Dingelstedt is a regional director of the National 
Contract Hardware Association. Cultivating flow- 
ers is his favorite pastime. He observed his 65th 
birthday on July 22. 


ERNEST DINGELSTEDT 
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Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 


FLUE STOPPERS 


Order from 
Your Wholesaler 
or Write Us 
for References 





fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 





iwry |@-17/64"| 6°or7"| 3 bs. 7ox.| as. MM MAOL LG a eee 





No. 8 ROCKFORD, ILLINOIS 
Ivory | 8-3/4" | 7° or 8” 5 ibs. | 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 


McCORMICK 


Suggests You Feature It, Too! 








Because right now McCormick is busy 
pre-selling your customers on the new 
“Economy Size“! In... 

Better Homes & Gardens * Household 
American Home ¢ Pathfinder « Farm Journal 
Country Gentleman * Good Housekeeping 


270,750,000 readers— your customers included! 


~ Use it for 
major repairs! all 


McCormick & Co., inc 
Baltimore a Md. ; 


“Enos most AMYT 


34 oz. and 
oz. Economy Size. 


Available in regular 
New 2'2 


Product of 


McCORMICK & CO., INC. 


Baltimore 2, Md. 


ANOTHER 
SALES-TESTED 
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) aie % With colorful Polyethylene Plastic 
Receptacle for draining silverware vertically 
(\ Write for Catalog 2750-HA 
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| customers’ can use — 
| them for keeping © 
“small items neatly — 
stored . . . easily | 

- identified. Available 
in 6 sizes with a - 
choice of 24 com- , 
partment designs. © 
Write for samples - 
and prices today! « 
5 Specialists in plastic 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


most lines. Average hourly earn- 
ings in manufacturing industries 
advanced 1 pet in July to $1.77. 
Average weekly earnings dropped 
and unemployment remained sta- 
ble at 1,500,000. 


Sears Sets Records 
For Sales, Earnings 


Sears, Roebuck & Co. set a sales 
record in the 24 weeks ended on 
July 16 and also increased its earn- 
ings over the corresponding 1952 
period. 

The company’s report shows net 
sales for this year’s period at $1.33 
billion, compared to $1.20 biilion— 
the previous peak—in the 24 weeks 
to July 16, 1952. 


New York Retailers 
Get Real Scorching 

The nation’s “big market” lit- 
erally took a roasting early in 
September and late in August. 

In a “flash” feport, the Federal 
Reserve Board said the broiling 
sun, coupled with Labor Day fall- 
ing a week later than in 1952, 
dropped New York City retail 
sales 15 pet below levels of 1952. 


Business Loans Soar 


The total of commercial, indus- 
trial and agricultural loans at 
weekly reporting banks rose to 
$22.9 billion during the week end- 
ed Aug. 19, an increase of more 
than $1.9 billion, the Federal Re- 
serve Board reported. 





Per Capita Income Has Risen 141% Since 1929; 
Gap Between Incomes of U. S. Regions Narrows 


After the last election a loser 
told another man, who also lost, “I 
guess we ran out of poor people.” 
He said it as a joke. The Office 
of Business Economics at the Dept. 
of Commerce has finished a study 
that proved he was almost right. 

The Office, which just completed 
a study of income trends in vari- 
ous sections over the past twenty 
odd years, finds the difference be- 
tween “rich” and “poor” sections 
of the country is not as big as it 
was in 1929. 

The general level of per capita 
income rose from $680 a year in 
1929 to a high of $1,639 in 1952. 
The mean income was derived by 
adding all income paid to indi- 
viduals — wages, salaries, divi- 
dends, farm profits and other in- 
comes—and dividing it by the to- 
tal population. 

The southeast still is at the 
bottom of the economic ladder, 
but the gap isn’t as big as it once 
was. New England, the Middle 
Fast and the Far West didn’t keep 
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up with the national average. The 
increase in income from 1929 to 
1952 was 141 pet. Here’s how va- 
rious regions figured in the gain: 


Region Per Cent Gain 
New England 109 
Middle East 114 
Southeast 226 
Southwest 205 
Central 146 
Northwest 190 
Far West 128 


In 1929, the Middle East had 
the highest per capita income, 
about 26 pct above the national 
average. Other regions above the 
national average in 1929 were: 
Far West, 27 pct; New England, 
23 pet; and Central, 6 pct. 

Those getting less than the na- 
tional average were: Northwest, 
79 pet; Southwest, 68 pct; and 
Southeast, 51 pct. 

In 1952, the Far West was the 
leader, getting 20 pct above the 
national average. 





Retailers Had 6% 
Sales Gain in July 


The nation’s retailers sold $142 
billion worth of goods in July for 
$800 million increase over a year 
ago, reports the Commerce Dept. 
This represents a 6 pct gain. 

After allowance for seasonal fac- 
tors, July retail sales dropped 1.5 
pet below June levels and about 
equalled the average for the first 
half of the year. 

Durable goods stores accounted 
for $5.2 billion of the July sales. 
The $800 million gain in total sales, 
compared with July, 1952, was 
largely accounted for by increased 
sales in such durables as automo- 
biles, refrigerators and appliances. 


Currency Controller 
Decries Loose Credit 


Ray H. Godney, Controller of 
the Currency, criticizes those 
banks who are “too liberal” with 
personal credit—in terms of 
granting loans and in time pay- 
ments allowed—and suggests that 
more banks adopt realistic and 
conservative credit policies. 

Mr. Godney’s criticism was 
based on the big jump in con- 
sumer credit installment credit ex- 
tended by national banks in 1952 
—from $3 billion to $4 billion. 

“The lowering of credit stand- 
ards to build up loan volume and 
earnings is recognized by all 
sound bankers as a poor policy, 
and experience has shown such 
tendencies to be invariably cost- 
ly,” he says. 


Farm Machinery Sales 
Dropped 12% in 1952 


Shipments of farm machines and 
equipment to the domestic market 
last year amounted to $1,687 mil- 
lion, a decrease of 12 pet from the 
$1,918 million in 1951. 

Domestic shipments represented 
87 pct of manufacturers’ total ship- 
ments in both 1951 and 1952, the 
Dept. of Commerce announced. 
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YOU CAN BE 


“Champ” in the HARDWARE STORE field 


Tell Us Your Brand Story for 1953... 


win a Brand Name Retailer-of-the-Year Award 








125 Winners ...5 in Your Field 








“‘Retailing’s Most Coveted Honor! “’ 


Winners to he Honored on Brand Names Day—U.S. A., April 14, at a dinner in the 
Grand Ballroom of the Waldorf-Astoria Hotel, New York City. 


NO COST, ENTRY FEE, OR OBLIGATION 


BRAND NAMES FOUNDATION, INCORPORATED 
37 West 57th Street, New York 19, N. Y. 


Yes! I want to be considered for a 1953 Brand Name 
Retailer-of-the-Year award. 


Please send an entry form to help me tell you 
my brand story. I understand that I will also 
receive the free booklet, “Dividends from 
Brand Selling,” which includes full details 
about the awards. 


Enclosed is the story of my firm’s 1953 brand 
activities. I understand that I will receive the 
booklet, “Dividends from Brand Selling,” 
which includes full details about the awards. 


a 


Firm Name 





Type of Firm _—— 








Executive - 





Title ae 











Street ee ee ee cl 


City and State__ 





Send for full information and your free copy of the booklet, “Dividends from Brand Selling.” 
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New Business Total Near Post-War Peaks 


At the Same Time That Failures Increase 


A record number of new busi- 
nesses have been incorporated this 
year, reports Dun & Bradstreet, 
Inc. 

The 8,789 chartered in July were 
1.5 pet less than the June total but 
this was a 16.4 gain over the same 
month last year. 

The total for the first seven 
months of this year was 15 pct 
over the corresponding 1952 pe- 
riod. 

The current volume of incorpo- 
rations for the cumulative period 
at 63,260 was exceeded only in the 
immediate post World War II years 
of 1946 and 1947, with respective 
totals of 83,687 and 68,414. 

Another Dun & Bradstreet re- 


Personal Earnings 
Up 7% in Seven Months 


Paychecks and other personal 
payments across the country were 
being passed out at the record- 
breaking annual rate of $284 bil- 
lion in the first seven months of 
this year. 

This figure tops by seven pct the 
previous high for personal earnings 
—$269,700,000,000 in 1952. 

Reflected as “personal income” in 
this new government estimate are 
wages, salaries, dividends, interest, 
income of partnerships and pro- 
prietorships, rent, and other types 
of individual income. 

In July, personal income set a 
30-day record to boost the annual 
income rate to $288,100,000,000. 

Payrolls in industry rose by 
$1,500,000,000 in July to an annual 
rate $167.5 billion. Largest gains 
were in the manufacture of non- 
durables and in construction. 


Westinghouse To Again 
Make Room Conditioners 


Westinghouse Electric Corp. will 
re-enter the field of room air con- 
ditioning with a completely new 
line of small units in 1954, after an 
absence from the field since 1942. 

The new line will be shown to 
the company’s major appliance dis- 
tributors during the Distributor 
Convention in Mansfield, O., this 
fall, and will be available at the 
retail level early next year. 
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port on Business Failures shows 
that the mortality rate has been 
running higher than in the past 
two years. Commercial and indus- 
trial failures increased to 182 in 
the week ended Aug. 27 from 122 
in the preceding week. 

While casualties were ccnsider- 
ably higher than in the comparable 
weeks of 1952 and 1951, they re- 
mained 21 pct below the pre-war 
level of 229 in 1939. 

Mortality was heavier during the 
week ended Aug. 27 in all industry 
and trade groups except construc- 
tion. Sharp upturns lifted retail 
casualties to 89, from 56 in the 
previous week. More  busiresses 
failed than a year ago in ali lines. 





New Air Conditioner 
Emerson Radio & Phonograph 
Corp. plans to enter the room air- 
conditioning field next year, Benja- 
min Abrams, president, announces. 





Hardware Sales Even 
In Last Three Julys 


Dollar volume of hardware 
stores in July was estimated 
at $124 million—the same as 
in July of the two previous 
years. 

The cumulative total for 
the first six months, accord- 
ing to the estimates of the 
Dept. of Commerce was $1,432 
million ; $14 million less than 
in the first half of 1952 and 
$82 million less than in the 
first-half of 1951. 

The seasonally unadjusted 
estimates for the past three 
years are: 

(millions of dollars) 
19 


1952 1951 


January 166 166 192 
February 167 170 182 
March 200 190 211 
April 219 229 231 
May 234 244 248 
June 232 233 236 
July 214 214 214 
1432 1446 1514 

August 216 224 
September ; 224 226 
October 233 245 
November 219 236 
December 290 291 
2628 2736 
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Long Distance. Please! 

Your overhead is going up. 
Higher long distance tele- 
phone rates are scheduled to 
go into effect Oct. 1. 

The Bell system filed re- 
vised rates with the Federal 
Communications Commission 
for overtime, night and Sun- 
day calls that will boost such 
charges by about 8 pct. 











Residential Building 
Rose Sharply in July 

The lagging construction boom 
took a surprising boom in July. 

The total construction con- 
tract awards in the 37 eastern 
states were the highest of any 
month this year, the F. W. Dodge 
Corp. reports. 

The grand total was $1,793,- 
342,000 as compared with $1,- 
115,509,000 in June and $1,511,- 
285,000 in July 1952. 

Even the residential classifica- 
tion which had shown weakness 
for some time came up with 
$635,407,000 reported. This was 
the second highest residential 
month this year, surpassed only 
by April with $673,887,000. It 
was surpassed in 1952 only by 
April and May. 

Residential contract awards 
for the first seven months of the 
year were only 1 pct less than 
the same period last year. 


F. H. A. Plan Finances 
Old Houses For New 


The Federal Housing Adminis- 
tration announces liberalization of 
its insured mortgage plan to er- 
courage builders to take older 
houses for newer ones. 

F.H.A. Commissioner Guy T. 0. 
Hollyday says the broadened pro- 
gram will help builders finance re 
pairs on older houses and refinance 
existing mortgages on them. 

Under the new F.H.A. ruling, 4 
builder taking an old house as 4 
trade-in on a new house may get 
an F.H.A. insurance commitment 
covering 80 pct of the first $7,000 
of value plus 60 pct of the balance 
up to a total mortgage of $10,400. 
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Cost-of-Living Index 
Rises to New High 


The government’s cost of liv- 
ing index moved up 0.2 pct to 
a record high in the month 
ended in mid-July. The rise in 
the Bureau of Labor Statistics 
consumer price index was the 
fifth in a row. 

At 114.7 pet of the 1947-49 
average, the index was 0.5 pct 
above a year earlier and 12.7 
pet above the pre-Korea level 
in June, 1950. 

Chiefly responsible for the 
0.2 pet rise during’ the 
month were increases for hous- 
ing, medical care, transporta- 
tion, food and miscellaneous 
goods and_ services. Lower 
average prices were listed for 
reading and recreation and for 
clothing. 


Consumer Prices Up; 
Dollar Worth Less 


Consumers’ prices rose 0.7 pct 
from June to July, according to 
the 10-city index announced by 
the National Industrial Confer- 
ence Board. 

The Board’s index for July 
stood at 181.0. In June it was 
179.7 and in July 1952 the index 
was 180.4. Base date of the se- 
ries is January 1939 as 100. 

The purchasing value of the 
dollar was 55.2¢ for July 1953. 
(The dollar of January 1939 be- 
ing 100 cents.) 

Over the year, purchasing 
value was down 0.4 pct. The dol- 
lar in July, 1952, was worth 55.4 








cents in terms of the base figure 
(January 1939, as 100 cents). 


Dealers Received 
43% More TV Sets 


Shipments of television receiv- 
ers to dealers in the first six 
months of the year were 43 pct 
above the same 1952 period, re- 
ports the Radio-Electronics-Tele- 
vision Manufacturers Association. 
During the first 26 weeks of this 
year 3,022,250 TV sets were 
shipped to dealers throughout the 
country, compared with 2,118,510 
in the same 1952 period. 
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MORE 


ARE BEING SOLD 
Than at 
Any Time in 


SANETTE HISTORY 


THANKS to your enthusiastic 
acceptance of the finest step-on 
cans ever made, Sanette sales are 
at an all-time high . . . proof of 
the sales-appeal of these important 
advantages: 


1 Sanettes are priced at levels 
your customers will pay. 


You can give your customers 
greater selectivity. 


and best-selling models and 
colors. 


You can order all your step-on 


3 The cream of the most popular 
4 cans from one resource... 


avoid duplications .. . get 
greater turnover . . . simplify 
stockkeeping. 


5 Maintained retail prices and 
full mark-up give you higher 
profit margins. 


More stores are selling more 
Sanettes than ever before . . . sold 
exclusively to the hardware trade 
through the jobber. 


In WHITE, 
RED, YELLOW 
With or Without 

Mirror-like, Genuine 


CHROME COVERS 


SANETTE 
WAXED BAGS 


A continuous source of 
profit for you. These 
moisture-resistant bags 
are steady sellers ... 
bring in customers for 
other housewares. 
Packed in colorful 50- 
bag dispensers. 


MASTER METAL PRODUCTS, INC 
321 Chicago St., Box 95, Buffalo 5, N. Y. 
Exclusive Makers of Quality Step-on 
Cans for over 29 years 
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with Genuine CHROME Cover and 
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Wholesale Hardware Trade Showed 7% Gain 
Over Last Year; Inventories Were 13% Greater 


While wholesale hardware sales 
in July slipped 6 pct from the previ- 
ous month, they were 7 pct above 
sales in July, 1952. 

The cumulative total for the first 
seven months was 5 pct greater 
than the total for the like period of 
1952, reports the Bureau of the 
Census, Dept. of Commerce. 

The sales total was compiled from 
reports of 175 wholesale hardware 
firms. 

The 148 firms that also reported 
their 
stock on hand at the end of July 
than at the end of the previous 
month, but their stocks were 13 pct 


inventories had 1 pct less 


greater than at the end of July, 
1952. 

Days’ supply of merchandise on 
hand increased, for the whole coun- 
try, from 91 days in June to 98 
days at the end of July. At the 
same time, last year, wholesalers’ 
had a 94 days’ stock on hand. 

Wholesalers in the Middle Atlan- 
tic states had an 85 days’ supply 
on hand at the end of July but job- 
bers in the Mountain States had 
enough stock for 122 days. 

West North Central wholesalers 
showed a 15 pct sales gain in July 
over the same month last year and 
Middle Atlantic Wholesalers showed 
the next highest gain with 13 pet. 


Little Recent Change in Dept. Store Sales; 
Dollar Volume Since Jan. 1 Has Risen 4% 


Department store sales across 
the nation for the week ended Aug. 
22 were unchanged from a year 
ago, reports the Federal Reserve 
Board. For four weeks ended Aug. 
22 there was no change in sales 
compared with a year ago. In the 
period Jan. 1 through Aug. 22, 
however, sales were up 4 pct over 
the like 1952 period. 

Declines in the Aug. 22 week, 
compared to the same week a year 
ago, occurred in New York, down 
2 pet; Richmond, down 3 pct; Min- 
neapolis, down 9 pct; Kansas City, 
off 1 pet, and San Francisco, down 
5 pet. The largest gain occurred in 
Atlanta, which brought home a 7 
pet jump in sales. 

The following figures show dol- 
lar sales percentage changes from 
a year ago: 
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Fed. Res. Disirct, Jan.- 

Area, and City June Aug.1 Aug. 8 Aug. 22 
Downtown Washington... - - +§ - 
Baltimere... 
Richmond. . 

Atlanta District 
Birmingham 
Jacksonville 
Miami... . 

Atlanta... 
Augusta... 
New Orleans 
Nashville... . 

Chicago District 
Indianapolis . 
ree 
Milwaukee. . . 

St. Louis District 
Little Rock. . 
Louisville... . 

St. Louis 

Minneapolis District 
Minneapolis-St. Paul. . 
Minneapolis City 
St. Paul City... 
*Duluth-Superior 

Kansas City District. . + 
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Oklahoma City 
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San Francisco-Oakland 
San Francisco City. 
Oakland City... 
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Salt Lake City. . 
Seattle 
Spokane 
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*—Corporate city limits. All others metropolitan areas. 
t—Data not available. 


Less Copper Must Be 
Withheld For Military 

The National 
thority reports it has ordered suv. 
stantial reductions in the amounts 
of copper and copper-base alloy 
products which producers must 
reserve for military and atomic 
orders in the first quarter, 1954, 

N. P. A. says the cuts were so 
ordered because experience has 
shown the amounts of copper 
products set aside for the use of 
defense and atomic subcontrac- 
tors have been more than suff- 
cient to meet their needs. 

After Dec 31, 1953, producers 
of brass mill products will be re- 
quired to reserve 11 to 32 pct of 
their production of various items 
like sheet, rod and wire for mili- 
tary and atomic use. Until the 
end of the year, they must set 
aside 15 to 40 pct of their output 
of these items for military and 
atomic use. 

N. P. A. did not 
change in set-aside for seamless 
alloyed pipe and tubing. 


Production Au- 


order any 


Government Eases 
Order on Mill Products 


The government announced re- 
laxation of controls of 70 steel 
mill products. The Commerce 
Dept.’s Office of International 
Trade said 50 of the items may 
be sent anywhere except Hong 
Kong, Macao, Soviet Russia and 
her satellites under a general ex- 
port license. 

With the exception of alloy 
nails, all the commodities af- 
fected are made of carbon steel 
or iron. 


Factory Employees’ 
Wages Hit Record $1.77 


The Bureau of Labor Statistics 
reports factory production work- 
ers’ earnings reached the record 
average of $1.77 an hour in mi¢- 
July. 

This includes overtime and 
other premium pay and represents 
a gain of 21 pct in the three years 
of the Korean War. The average 
work week was 40.4 hours. 

The average weekly earning* 
were $6.07, or 9 pet, higher than 
last July. 
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Purchasing Agents Note Drop in Backlog 


Of Orders; See Pressure to Cut Inventories 


August order backlogs of a large 
number of industrial companies 
were lower—as were their produc- 
tion schedules, reports the Na- 
tional Association of Purcnasing 
Agents. A fall and winter upswing 
in business activity may be slow in 
developing, the agents say. 

A third of the agents polled by 
the association report decreased 
backlogs, the largest number to 
note such a condition since June, 
1952. About 22 pct of the buying 
executives reported lower produc- 
tion schedules—again the largest 
number reporting since June last 
year. 

The agents generally agree in- 
creased activity in the fall and 
winter might be delayed. Although 
unworked material inventories are 


down, they say, there is steady 
pressure to reduce these still more. 

On prices there are no drastic 
changes anticipated—up or down: 

On the up side: Aluminum, bolts, 
brushes, calcium chloride, steel 
castings, cellophane, some chemi- 
cals, containers, electrical equip- 
ment, forgings, fuel oil, gasoline, 
lead, machinery, nails, lube oils, 
linseed, sulphite-base paper, rail- 
road equipment, steel-base fabri- 
cated parts, tools, valves. 

Reported down: Appliances, used 
cars, babbitt, brass and bronze in- 
gots, carboloy tools, carnauba wax, 
coal, copper, ethyl ether, cattle 
grains, glycerin, fir, low-grade 
pine, oxygen, plasticizers, rubber 
rutile, fine textiles, tin, welded fit- 
tings and copper wire. 


Union Tool Changes Brand of Top Tool Line 


To 'Green Thumb’; Sees Home Market Greatest 


The 50-year-old ‘Union’ brand 
name on the first quality line of 
garden, lawn and field cultivating 
tools of the Union Fork & Hoe Co., 
Columbus, O., has been changed to 
“Green Thumb.” 

“Changing markets demand 
changed products,” a company 
spokesman stated in explaining the 
change. “The largest and most 
profitable market for steel goods 
has moved from the farm to the 
home lawn and garden and this 
new market will continue to grow. 
We are moving to grow with it.” 

The new line has natural fin- 
ished ash handles with an identify- 
ing green tip, or “thumb,” garden 
green and gold bronze trim and a 
new feature of a replacement guar- 
antee prominently displayed on 
every tool. 

“This clearly worded guarantee,” 
the company states, “is another 
step in helping dealers to sell the 
new steel goods market. The aver- 
age home gardener does not know, 
and can’t, himself, detect the full 
difference between the highest 


quality tool and an inferior grade. 
... We have always guaranteed our 
tools, but this is the first time any- 
one has made such a guarantee an 
effective dealer help and time saver 
at the point of sale.” 





322 


The company has just issued a 
new 68-page catalog in which the 
dealer is offered his choice of a 
color-matched selection of Green 
Thumb lawn and garden tools and 
small hand tools, with natural fin- 
ish handles, and the equivalent pat- 
terns in its blue-handled Speed]ine 
brand. 

Small and medium-sized retailers 
are being advised to concentrate 
most of their stock in one line with 
matched finish. 

“The day of mixed stocks is 
passing,” stated John T. Mains, 
Union’s vice president in charge of 
sales. “The most successful retail- 
ers now sell from mass-displays of 
matching tools. They have come to 
realize that the way to sell more 
than one tool to a customer, and to 
keep customers coming back, is to 
merchandise every tool as one of a 
matched set.” 


Wholesale Prices Softer 


Wholesale prices eased off a 
slight 0.1 pet in the week ended 
Aug. 25, reports the Bureau of 
Labor Statistics. The drop brought 
the average of market prices to 
110.7 pet of the 1947-49 average. 
All commodities, including food, 
share in the drop. 








Dollar Value Slides 
Another Two Notches 


The dollar’s value has dropped 
again—this time to 55.2 cents 
in terms of what it will buy. The 
National Industrial Conference 
Board reports the purchasing 
power of the dollar over the 
year dropped 0.4 pct. The dollar 
is rated in terms of what it 
would buy in 1939, when it had 
a 100 cents value. 

In July, 1952, the dollar was 
worth 55.4 cents. 














Whirlpool Increases 
Price on Small Washer 

A retail price increase of $10 on 
the Whirlpool 24 inch wide deluxe 
automatic washing machine has 
been announced by Whirlpool Corp. 
This completely automatic eight 
pound capacity model is designed 
for use in small homes, apartments 
or wherever space is limited. 

Price of the deluxe washer, in- 
cluding the increase, is $269.95, 
while the model with suds miser 
attachment will retail for $20 more. 


Black Panther Makes 
Revision in Prices 


Black Panther Tool Co., Milwau- 
kee Wisc., has announced a revision 
of prices, effective Sept. 1, which 
permits all products in its line to be 
sold to dealers on a 40 pct discount 
from list by jobbers. The only ex- 
ceptions are such machinery items 
as electric floor polishers. 

This procedure has been adopted 
to assure dealers of a more gener- 
ous mark-up and establish more 
uniform retail prices for consumers. 


Employment Peak Holds 


Nation-wide employment  cot- 
tinues to hold at peak levels. In 
August, 63,408,000 workers were 
on payrolls—more than 1,000,000 
more than in August, 1952. Un- 
employment is running less than 
two pct of the total work force— 
a record low. Only 1.9 pct of all 
civilian workers were out of jobs 
in August, as compared with 2.5 
pet a year ago, the Census Bureau 
reports. 
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Get Set for Quick Profits! 









IMPERIAL LAWN-EDGE TRIMMER! 


You'll find plenty of de- © Tempered steel blade 
mand for this nationally has extra keen cutting 
famous Lawn-Edge Trim- edge. 

mer which makes quick, © Sturdy, durable handle 
easy work of trimming has convenient D-Grip. 
over-hanging grass along © Specify Imperial on all 
sidewalks. Stock up now your garden tool and 
and be ready to meet harness hardware or- 
the big demand for this ders. Imperial’s quality 
sure-fire seller. Place or- line costs no more — 
ders with your jobber yet serves you and your 
today—or write to— customers better! 





Every Home-owner Is A Prospect! 


for a Columbiana 


CAM-LOCK HYDRANT 


@ For watering: troughs, gardens, lawns, 
barns, irrigation, etc. 


@Cam-Lock handle prevents water wast- 
ing. Valve stem operates by direct cam 
action. No delicate adjustments, no 
springs.’ Ordinary screwdriver adjusts 
packing gland. 


® Bronze valve body threaded for 1” pipe. 
Drain hole tapped for ¥%” fitting. 


® Non-corrosive internal valve parts re- 
movable without digging. Cup leather 
treated for long life. Rubber segment 
valve specially processed to resist 
water's “action. 


® Spout threaded. for 1” pipe or hose. %” 
brass reducer available. 


@ 2, 3, 3%, ACS ond 6-4. ~sizes. 


= 





















MANUFACTURED BY 
COLUMBIANA PUMP CO. 
COLUMBIANA, OHIO, U.S.A. 
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IMPERIAL BIT & SNAP CO. © RACINE, WIS. 















Every Home-Owner Needs An 


| 





50 YEARS of 
PROFITABLE SALES 


mice-killer. 


Look at the profit you make! You sell carton of 14 25¢ 


a, 


It will pay you to push Mouse SEEpD*. . . the proven 





packages of Mouse SEEp* for $3.50 and it costs you only 


$2.00. You make $1.50 on every 
$2.00. 75% profit! MousE SEEp* 
kills usually within 24 hours (not 
several days). “‘A saucer and 
Mouse SEEp* is all you need.” 
Excellent results for over 50 
years. Insist on MousE SEED* 
—made only by Reardon. 
Order now. If your whole- 
saler hasn’t it, write us, 
giving his name. 


Wholesalers: write 
for complete information, 








*Reg. U. S. Pat. Off. 


309 North Main St., Port Chester, N. ¥. 5%” x 6%" 


















Sales-making 
cellophane win- 

dow package. 
Colorful display car- 









W. G. REARDON LABORATORIES, INC. ton; occupies a 














CHATTANOOGA 
WHEELBARROW CO. 


A Half Century of Experience 
A Complete Line 





WHEELBARROWS e@ CONCRETE CARTS 
FERTILIZER CARTS @ DRAG SCRAPERS 
WAREHOUSE TRUCKS @ PLATFORM TRUCKS 
WAREHOUSE SKIDS @ BARREL SKIDS 


BOAT TRAILERS 


CHATTANOOGA WHEELBARROW (CO. 


od F-waee., belelcy Wand 4,1, 1 33) 3: 
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display 






... THAT PAINTS 
AROUND CORNERS 
Now ...a flexible paint brush that bends 
to any angle . . . makes it easy to paint 
those spots an ordinary brush just can't 
reach. Makes painting easier and quicker. 
The Paint Brush with a thousand uses! 
SEE YOUR JOBBER 
OR WRITE 


KWIKSAND inc. 


529 MERCHANTS ROAD 
ROCHESTER, N. Y. 































( Here's the one that 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
p l] FRY wood or plaster. Pays 
dealers a bigger profit. 
WiLL NOT SHRINK SELLS BETTER because 
‘e a . 


a Si ies 














Most dealers — 
“Our sales of Dur- 
tne ly de 
r Putty keep 
b)ing, year B¥ter 


Durhain’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many goectios materials may shrink, 
fall out or chip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria] users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


































Average Family Had 
$3,700 Income in 1951 

The average American family 
income hit $3,700 in 1951, rising 
from $2,500 in 1944, according to 


| figures released by the Commerce 


Dept. and based on an analysis of 
eight consecutive yearly income 
surveys. 

Where only one family in eight 
had income over $5,000 in 1944 the 
proportion had more than doubled 
by 1951. 

The Department brushed off the 
fact that higher prices are effective 
by stating that “the purchasing 
power of the average family prob- 
ably was about as high in 1951 as 
it was during the period of peak 
economic activity of World War II.” 

Despite these rises 3.7 million of 
the nation’s 40.4 million families 
in 1951 still had income under 
$1,000. 


Home Washer Output 
Fell 25% in July 


Factory sales of standard-size 
household washers in July totalled 
228,268 units, according to figures 
for its membership announced by 
the American Home Laundry Man- 
ufacturers’ Association. This was a 
decrease of 24.9 pct from sales of 
304,086 washers in the preceding 
month, and an advance of 10 pct 
over 207,593 in July, 1952. 

Factory sales of automatic tum- 
bler dryers in July aggregated 33,- 
296 units, as against 32,789 in 
June, up 1.5 pet, and compared to 
33,858 in July Jast year, a decrease 
of 1.7 pet. 

Ironers sold in July totalled 
9,626, down 23.2 pct from 12,529 in 
June and off 35.9 pet from sales of 
15,025 in the comparison month of 
1952. 


Ticklish Research 


Don’t throw away your chicken 
feathers. 

Dr. Alan Woodin, research chem- 
ist at the University of Southern 
California, reports he’s just com- 
pleted a year’s study of the struc- 
ture of chicken feathers under a 
research grant financed by Rubber- 
set Co., Salisbury, Md. 

Dr. Woodlin says he finds the 
feathers can be made into paint 


' brushes and brooms. 
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C.1.0. President Warns 
Of Deflation Danger 


Walter P. Reuther, president of 
the C. I. ©. Automobile Workers’ 
Union and of the C. I. O., warns 
that tapering off of demand for 
defense items “makes even great- 
er the danger of a snowballing de- 
flation when the full impact of 
reduced defense expenditures is 
felt.” 

Mr. Reuther said sound tax and 
wage policies designed to maxi- 
mize mass consumption by low 
income families must be devel- 
oped without delay if the present 
inflationary spiral is not to be 
replaced by a disastrous deflation- 
ary spiral. 


Plastic Makers to Try 
For Freight Rate Cut 


Transportation charges on las- 
tics have increased about 300 pct, 
the Proprietary Plastics Manufac- 
turer’s Association, consisting of 
leading housewares manufacturers, 
were told by Gregory Macdonald. 

Mr. Macdonald, who addressed 
the plastics manufacturers during 
the Atlantic City Housewares Show, 
correlated this transportation in- 
crease to show how delivery charges 
amounted to almost 10 pet of the 
invoice value of plastics. 

Mr. Macdonald was engaged by 
the association and a generalized 
survey has been started which is to 
serve as the basis of an appeal for 
a downward rate revision. 
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Master Painters and Homeowners Use 
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ose CABINET THAT SELLS MORE OIL 
SATIN TONE 1A COLORS FOR YOU ON SIGHT 





COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
- SPECIFIC TINTS RESULTING FROM 
—— VARIOUS COMBINATIONS OF 


Olk COLORS AND WHITE 
Ready to Use for all in- 
terior and exterior sur- $ .80 
faces and wall paper GAL. 


ONE COAT COVERS * Delivered in Zone 1 within | 


150 miles of Cleveland 


HOUSE PAINTS $2.45 and $1.45 a Galion* 
ENAMELS $2.30 a Gallon* 


Write for Color Cards and Prices on Full line 


Attention Salesmen: A few choice territories available! 


«| [De Shettield Zany 


months. 3302 EAST 87th ST. 
me you 






Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 
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gives complete satisfacti 
Wayne’s “Swift Cutter” 

Blade is one piece, 
mered, 

























stones. This means a lon 
cutting edge. Also 
“Monitor Heel” 
hang and balance. 


in assortments of : Grass 


34”-38" ; 
Weed 20"-24” to 


“Swift Cutter” 
customers better results 
price. 
saler today. 


FREE SHIRT 
A free Hathaway shirt to Mr. 


man in your area who sells North 
Please send his name, company 


Oakland 1 





competitively priced and one that 


high carbon steel, 
ground sharp with natural abrasive 


has exclusive 
feature and perfect 


Available in plain set, 
full set and single or double bead, | 


Order through your whole- 


Write for free catalog on com- 
plete line of over 65 tools. 


Ray Von Bargen, 
Carlson’s Hardware, Cincinnati, Ohio. 
your shirt size. Also, free shirt to jobber sales- 


NORTH WAYNE TOOL CO. 


Maine 


) 


HOW TO SELL 
COMPETITIVELY 


Today your customers want a 
top quality scythe at a rock bottom 
If you are to get their scythe 


a product 
on. North 
is it. 


roll ham- 


factory 


ger lasting 


half set, 





2" <3)” to 


Bush 14”-18” to 20”-22”; | 
28”-30". 
Don’t miss scythe sales. 
which g 


Sell the 
rives your 
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Send us 
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Finest knapsack sprayer made. 


Zine-grip steel or 

copper tank. 

Be sure to —_ our 
864 and 

865 at the NA- 

TIONAL HAR D- 


A 
YORK city, (4TH 
FLOOR) 


D. B. SMITH 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 
1265 $ y St., 

















5 GAL. KNAPSACK SPRAYER 


Recommended 
by Experiment | 


develops high pressure with little effort. 








1 2, Canada 


















Stations and 
Extension 
Services 


Pump lever 
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Plastic Sales Test 
On Color Preferences 


Consumers still list red as their 
top color preference but they now 
prefer the new flame red to the 
time-tested vermilion red, it was 
announced by the Monsanto Chemi- 
cal Co.’s Plastic Division. 

The so-called “high styled colors” 
such as gray and lime finished at 
the bottom of the heap in a recent 
sales test conducted by Monsanto 
to determine color preference in 
styrene plastics housewares. 

In almost every case, standard 
colors were seen giving way to new 
shades. 

The color preference test was 
conducted at W. T. Grant stores in 
six eastern cities and sales were 
carefully tabulated by a survey 
firm. Buyers were offered three 
standard housewares—a_ cutlery 
dish, a snack server and tumbler— 
molded of Lustrex styrene in seven 
colors. 

Red and yellow consistently were 
the big sellers. But the new flame, 
a softer, lighter red, outsold stand- 
ard vermilion by about three to 
two. Forest green, gray and lime 
were the slowest movers of the lot 
tested. 


Favorable Business 
Future Predicted 


Two economists voiced optimis- 
tic predictions for the second half 
of the year at the annual business 
meeting of members of the New 
York chapter of the American Sta- 
tistical Association. 

Dr. Martin R. Gainsbrugh, chief 
economist of the National Indus- 
trial Conference Board, said the 
abolition of direct controls and the 
confidence of business in the Eisen- 
hower Administration would help 
prevent any downturn from becom- 
ing a recession. He listed the fol- 
lowing reasons for an optimistic 
outlook : 

The abnormally high personal 
saving rate; the possibility that 
tax reductions would accompany 
any decline in Federal spending; 
the high level of defense spending 
for several more years despite a 
relative decline; the probability 
that construction activity will con- 
tinue at about five pct ahead of last 
year. 
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Bfair 


LAWN MOWERS 


Made in 
New England 
Since 1879 





BLAIR Homestead 
16” or 18” cut 


Also available: BLAIR Reel and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 


Telephone 2-7449 
Springfield 7, Mass. 











McGill ‘CANT MISS” 


mouse &trat traps 


SPRING 
THIS 
ON EM! 


2-Color 
ting 
ear, Selected 
Wood 
pendable 


Write 
Today For 
Complete 













Information 
McGILL METAL PRODUCTS CO. 
MARENGO-ILLINOIS 
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STOCK AND DISPLAY THE 





E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 
























4oF 


Retail 


Rugged warn 


for less— 
Plus a free display! 


Tuese low-priced putty knives 
and wall scrapers have eye-catch- 
ing orange and black baked 
enamel finish . .. comfortable life- 
time welded steel handles. Sell 
fast from hardwood self-service 
display — free with $9.00 assort- 
ment of 30 tools. Ask your jobber 
for Warner No. 1010 assortment, 
or write to the factory. 





ACCURACY 


WARNED 


WARNER MANUFACTURING CO. 


TOOLS 802 16th Ave. S. E., Minneapolis 14, Minn. 














MOLINE SELF-LOCKING 


Roller Bearing ROPE HOISTS 


Easy operation and durability are built into 
Moline Hoists. Sheaves revolve on hardened 
steel rollers. Body and fittings are high 
strength malleable iron. Positive locking de- 
vice prevents slipping, yet releases instantly 
for speedy operation. Heavy steel side 
plates and hardened steel axles add rug- 
gedness. Available either with rope reaved 
or without rope. Finished in bright alumi- 
num enamel. Write for Moline Bulletin 249, 
which describes these hoists and other 
Moline hoisting accessories including pulleys 
and blocks. 


MOLINE IRON WORKS, Moline, Illinois 


All - purpose rope 
hoists for Farm, 
Shop and Con- 
struction. Twelve 
models, four and 
six sheave, for 
rope %" to 4”. 








TROUBLES 


ELIMINATE 
DRAFT 














with New 
A. R. WOOD 


DRAFT-RING ) vu 


PATENTED 
perfect 
and will not freeze shut or soot up. Creates 





The New, Draft-King is the biggest improve- 
ment in chimney caps in mony years. Spe- 
cial, patented design eliminates downdrafts, 
backdrafts, pilot blowouts and condensation w ve 
In flues and units. It acts as a spark arrester 
an even stack temperature, improves com- 
galvanized steel or aluminum, it modernizes 

appearance of any chimney or ventilator, CHIMNEYS 
dangerous guy wires. Field-tested for 3 

years in all parts of the country, on all FLUES 


bustion and cuts fuel costs. Constructed of FOR 
and eliminates the need for fall flues and 
types of units and under most severe 


weather conditions. Draft-King works per- 

fectly on all kinds of heating units and ven- VENTILATORS 
tilating systems for homes, commercial ° 
buildings, farm buildings, trailer houses, 

etc. 


Write for more 
Distributed by your favorite information, to: 


wholesaler or jobber. 


A. R. WOOD MFG. CO. 





BOX HA 97 
LUVERNE 
MINNESOTA 
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A WIRE FORM MAY 
SHOW YOU THE WAY 


Wire forms by Brooks have 
shown many manufacturers the 
way to better prefabricated as- 
semblies at less cost than cast- 
ings, stampings, or milling. The 
stress and tolerance facts on 
Brooks wire forms will surprise 
you. Let us apply them to your 
problem. 


M. S. Brooks & Sons, at Chester, Conn. | 


Since 1 


"BROOKS HOOKS. | 


OO COMPLETE 
ENSEMBLE 


ENSEMBLE AS-193 


CURTAIN SCREEN 
ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY 





| pared for 


Catalog in Two Forms 

The Holiday Gift Catalog, pre- 
distribution by dealers 
by the Geo. Worthington Co., Cleve- 


| land wholesale firm, is available in 
| two forms, as a 24-page gift cata- 
| log or a 40-page gift and toy cata- 


log. 

Along with the catalog, the 
wholesale firm is providing dealers 
with a complete display kit which 
includes a large selection of silk- 
screened window banners and 
streamers and price cards. 

The rotogravure catalog is print- 
ed in red and green. 





Oakes Toy Catalog Ad 
_ To Appear in Life 

A three-page, four-color adver 
tisement will be used on Santa’s 
Own Toy Book, published by Oakes 
Consumer Catalogs, 650 S. Clark 
St., Chicago 5, in the Nov. 16 issue 
of Life. 

This Christmas catalog is made 
available by a network of indepen- 
dent distributors throughout the 


Sharp Climb in Sales 
Of Westinghouse Line 


Sales of Westinghouse electric 
housewares in July were 99 pct 
higher than sales during July of 
1952, while sales of electric house- 
wares and electric bed coverings 
combined were 103 pct higher than 
sales of these combined items in 


| the previous July. 


It was also announced by Ralph 
Z. Sorenson, manager of electric 


| housewares for the Westinghouse 





Electric Appliance Division, that 


| sales in the first seven months of 


this year were running 47 pct 
greater than last year. 


Vacuum Output Falls 


Factory sales of standard-size 
household vacuum cleaners in July 
totaled 159,446 units, a decrease of 
19.3 pet from 197,506 sold in June, 
the Vacuum Cleaner Mannfactur- 











Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Worthington Holiday 
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country for distribution by dealers 
in their areas. The publishers an- 
nounced an expected final certified 
imprint publication of 5,000,000 
copies. 

A package promotion for dealers 
consists of window trim, in-store 








} ‘THIS SPACE FOR POSTAL INDICIA - 
AND MAILING INFORMATION: , 





banners and pennants, price tags 
to cover the items appearing in the 
Life ad, a 44 by 28 in. blow-up of 
the Life ad and the dealer’s identi- 
fication on the top of the blow-up. 


ers’ Association reports. 

July sales compared to 188,715 
units in the same month of 1952, 
down 15.5 pet. 


Booklet Answers 
Fair Trade Questions 


A new 16-page booklet, “Ques- 
tions They Ask About Fair Trade 
and the Answers” are being dis- 
tributed by the Bureau of Educa- 
tion on Fair Trade, 205 E. 42nd 
St., New York 17. 

The booklet covers the economic, 
social and legal aspects of fair 
trade, in question-and-answer form. 

It is being distributed to retail- 
ers, wholesalers and manufacturers 
concerned with fair trade. Up to 
25 copies are available without 
charge on request. Orders for 
over 25 copies will be filled at the 
rate of 2¢ a booklet. 

The Bureau of Fair Trade was 
established by the National Asso- 
ciation of Retail Druggists. 
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SPRING 
HINGES 
ARE THE 


BUTTON TIPS 
STANDARD 
TYPE 

No. 29 











Popular sizes 
’ carried in stock 


e Any size mate 
to order 


Individually packed with 
screws in individual cloth 
bags attached to each plate. 


ROCKWOOD 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 
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. always look to the Wilcox-Crittenden 
1953 Catalog “M.” It is the industry’s most 
informative book on Heavy and Shelf 
Hardware, including pulleys, wire rope 

sockets, connecting links, 
thimbles, shackles, blocks, 
hooks, turnbuckles, ring 
bolts, and other “Depend- 
able” W-C fittings. Cat- 
alog “M” is yours for the 


asking. 


WILCOX-CRITTENDEN 


“A Century of Dependability” 











77 South Main Street, Middletown, Connecticut 





DEALER 
$ DOLLARS > 





| THE TAMING 


of the 


SCREW! 


BIG PROFITS ——=<—» 
FoR You; 


—_— FITS IN WHEREVER 
Get set for a PARADE OF ~|~—s THE =BLADE FITS! 


| PROFITS! Sell the screwholder 

attachment that fits ANY round standard screwdriver in its size range! 
| (they'll sell like hotcakes!) Rugged, “wedge-grip" that's slim, trim for 
e-a-s-y screw starting and removal in close quarters. Slides up and out of 
the way when not in use. Available in 3/16''. Other major sizes to follow 
(Put ‘em up with your Xcelite display for ‘bonus’ sales. You'll sell more 
Xcelite tools, too!) 


WRITE TODAY TO: 


XCELITE, INCORPORATED 


(formerly Park Metal- 
ware Co., Inc.) Dept. 
G, Orchard Park, New 
York. 








—— umm . 


i ZEEE ke ee bee) 
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ARMSTRONG BROS. 


Better PIPE TOOLS — 





Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplifies pipe threading 
close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 
clearance and _ correct throat 
angle. They start and cut easily, 
hold their sharpness and “spin” 
off pipe without jamming or 
tearing threads. 







Write fer’ 
Cotoleg 


ARMSTRONG BROS. . 
ARI OS. TOOL co 


“The Tool Holder Peopie”’ 
5214 W ARMSTRONG AVENUE + CHICAGO 30, ILL. 






















Ask your 
jobber's salesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 
with unique SCREW DRIVER 
TESTER and 100 famous 


Fuller Screw Drivers! 


TOOL CO., INC. 


bster Avenue New York 67 


n display at the Hardware 
Show—Booths 251-252 


| the National 
| Show, in New York, Sept. 17-27. 





Promotions 


Manufacturers’ New Merchandising Plans 








Christmas Promotion 
On Cosco Products 


Hamilton Mfg. Co., Columbus, 
Ind., will open a heavy Christmas 
promotion with a _ double-page 
spread in the Dec. 7 issue of Life 
and the December Woman’s Home 
Companion. 

The ad shows 20 Cosco stools, 
utility tables and juvenile seatings. 


Arvin Starts Heavy 


Advertising Campaign 

TV and radio will be allotted the 
bulk of advertising space Arvin In- 
dustries, Inc., has contracted for in 
an intensive advertising and mer- 
chandising campaign to be used 


| this fall and early winter. 


Emphasis will be on Arvin radios 
and TV sets, electric housewares 
and metal furniture. The program 
will be kicked off in September is- 


' sues of national consumer maga- 


zines. 


Sherwin-Williams 
Sponsoring Bolger 

Ray Bolger, dancing comedian, 
will make his bow as a featured 
television star, Oct. 8, in a new 
half-hour TV show co-sponsored 
by Sherwin-Williams and affiliated 
companies (Acme Quality Paints, 
Lowe Brothers Co., Martin-Senour 
Co., W. H. Lawrence & Co., John 
Lucas & Co. and Rogers Paint 
Products) and by the American 
Tobacco Co. 


Martin-Senour Ties-in 
With Furnishings Show 


The Martin-Senour Co., Chicago 
paint manufacturers, will launch a 


| merchandising program in a tie-in 


with Todays’ Woman magazine and 
Home Furnishings 


The program includes editorial 
publicity and a full-page, 4-color ad 
in the October issue of Today’s 
Woman, direct consumer contact at 
the furnishings show and a mer- 
chandising follow-through retail 
stores. 


The company will feature its 
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newly expanded palette for Neu- 
Tone enamel type paints and Nu- 
Hue wood stains as paint decora- 
tion for two fully furnished apart- 
ments decorated by Today’s Woman, 
at the New York furnishings show. 


Ekco Price Promotion 
On Stainless Tableware 


A limited-time price promotion 
on its best domestic stainless table- 
ware has been announced by Ekco 
Products Co. 

New 16-piece starter sets in 
Ekco’s three Diamondware pat- 
terns—New Look, Patina and Sil- 
ver Grape—have been priced to re- 
tail, during the period of the offer, 
at $11.98. Retail value of the 16 
pieces, at regularly maintained open 
stock prices, is $13.48. 


National Campaign 
On Easy-Off Cleaner 


The Wolcott Co., Hartford, 
Conn., will begin its fall ad sched- 
ule on Easy-Off Oven Cleaner and 
three other products, GlasSpray, 
CopperKleen and ChromeKleen, in 
the Sept. 5 issue of Saturday Eve- 
ning Post. Life will carry a half 
page, in color, in the Oct. 19 issue. 

Other ads will appear on a con- 
tinuing schedule in Better Homes 
& Gardens, Good Housekeeping, 
Ladies’ Home Journal, Better Liv- 
ing, Everywoman’s, Family Circle, 
American Family, Sunset and 
Western Family. 

Newspaper advertising is sched- 
uled for 130 dailies during Sep- 
tember, October and November. 


Lawn Sweeper Campaign 


The Parker Sweeper Co., 54 
Bechtle Ave., Springfield 99, O., has 
started its fall promotional cam- 
paign in 10 national consumer 
magazines on its lawn sweepers. 

The promotion will urge dealers 
to take advantage of one of the two 
special demonstrator plans being 
offered, as well as use of demon- 
strators for rental purposes. A kit 
of dealer aids has been prepared. 
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Heavy Promotion On 
New Yale Tubulars 

The Yale & Towne Mfg. Co. will 
make the greatest merchandising 
effort ever undertaken by the com- 
pany in the distribution of a single 
line of locks, on its new line of key- 
in-the-knob tubular locks. 

A seven-front merchandising and 
promotion program on the new 
“5200-Fairfield Design Series” will 
involve hardware wholesalers, re- 


tailers, architects, builders, con- 
tractors, locksmiths and home 
owners. 


Full-page ads announcing the 
new locks to the public are sched- 
uled for Saturday Evening Post 
and Time. 

The new tubular locks are being 
produced for the residential hous- 
ing market, for both original and 
replacement installations. They are 
available in brass and aluminum, 
with a chromium finish for bath- 
room and kitchen doors. 


$20 Gift Certificate 
Offering by Skil 

As part of a dealers’ sales aid 
program for the Fall and Christ- 
mas season, The Skil Corp., manu- 
facturers of portable power tools, 
is offering a $20 gift certificate 
free to purchasers of Skil Home 
Shop or Home Builder saws. 

The $20 merchandise certificate 
will apply on the purchase of a Skil 
saw table and kit, which converts 


HARDWARE HUMOR 
By Hardware Age 





"In the first place my husband 

claims | was out of my mind when 

| bought it. So how can you hold 
me responsible?" 





the saw into a tilting arbor bench 
tool for precision sawing, shaping 
and sanding. The gift certificate 
offer will expire Dec. 31, 1953, and 
the certificate must be redeemed by 
March 31, 1954. 

The program will be supported 
by ads in Life, Saturday Evening 
Post, Better Homes & Gardens, 
Popular Mechanics, Popular Sci- 
ence, Family Handyman, Home- 
craft and Home Owner. The gift 
certificate offer will also be adver- 
tised in the newspaper supplements, 
such as This Week and Parade. 


G-E Offers Prizes For 
National Bake-off 


General Electric Co. will again 
join with Pillsbury Mills in pro- 
moting Pillsbury’s Fifth Grand 
National baking and recipe contest. 

The contest, similar to those held 
for the last four years, will be cli- 
maxed with a bake-off on G-E 
ranges at New York’s Waldorf- 
Astoria, Dec. 14. 

To qualify for the G-E bonus 
prizes of $53,000 in appliances, 
given in addition to the 558 Pills- 
bury prizes worth $100,000. con- 
testants must obtain their regis- 
tration blanks at a G-E appliance 
dealer’s store. All entries must be 
postmarked not later than Oct. 15. 

Each of the 100 recipe contest 
winners will receive an expense- 
paid trip to New York City for the 
bake-off, a two-day stay at the 
Waldorf-Astoria, and a $100 cash 
prize. 

Each will also receive a G-E 
Stratoliner range and a G-E mixer. 


Kate For Universal 


Some Universal electric house- 
wares will be featured on a 15- 
minute segment of the Kate Smith 
Show, from coast-to-coast. Fea- 
tured will be the Coffeematic, Cook- 
a-matic, Steam N Dry Iron and 
electric blankets during the fall 
selling season. 


Bruce Fall Ad Campaign 


The fall campaign on Bruce 
Household Products will consist 
chiefly of 600 and 100 line ads in 
over 125 metropolitan newspapers 
throughout the fall houseclean- 
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In-Stock-Service on small or 
i large quantities * Cap Screws 
: * Machine Screws * Sheet 





STAINLESS STEEL 
FASTENINGS 
OF ALL TYPES 
RIGHT OFF THE SHELF 


ak 


Metal & Wood Screws * Set 
Screws © Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 
Fast service on 
machine products. 
WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


special screw 





New Catalog now 
ovailable—write today 


g STAINLESS SCREW CO. 
SO G-am (hmmm fom AR mory 4-1240 


232 Union Avenue © Paterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-9041 


DEPEND ON TURNBUCKLES 
To Save You Money and Time 
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~ LOCKEASE" 
Graphited LOCK FLUID 


Fér year-round lock main- 
tenance and besi protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 








your jobber. 


American Grease Stick Co. AGs 


Muskegon, Michigan 





PRODUCTS 








as? Stainless DOOR-EASE Stic 


Lubricant in two sizes, 1S¢ and 
39c; AMERICAN Dripless Oil in 
4-02. oiler, 29c. 





(size: 


Every Progressive Hardware 
Store should have a Hobby 


department. 


Retailing from 25¢ te $30.00 





Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 


X-acto Crascent Products Co., Inc. 
{ 440 Fourth Avenue, New York 16, New York 


No. 205 HOBBY WORK BENCH 
20” x 10” x 1544”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 

















ing season. Half-page ads are 
also scheduled for fall issues of 
Woman’s Home Companion, Mc- 
Call’s and Ebony. 

Other local advertising will con- 
sist of radio spots and one-minute 
TV films and participations. 


Shaver Promotion 


Remington Rand has launched a 
100-day merchandising campaign 
on its Remington 60 DeLuxe elec- 
tric shaver. National advertising 
and network television will high- 
light the program. 

Point-of-sale materia] available 
to dealers will include a four-color 
motion display powered by a clock 
motor. 


Heavy Ad Campaign On 
Martin-Senour Paints 

The Martin-Senour Paint Co. will 
start the largest advertising cam- 
paign of its 75-year history this 
fall. 

The ads will appear in a list of 
shelter and farm publications in- 
cluding Life, Woman’s Home Com- 
panion, Saturday Evening Post, 
American Home, Better Homes & 
Gardens, Good Housekeeping, Coun- 
try Gentleman, Household, Success- 
ful Farming, Progressive Farmer, 
Today’s Woman, Sunset, House 
Beautiful, Building Manual, Living 
For Young Homemakers and House 
& Garden. 


Five Hardware Stores Will be Honored 
In 1953 Retailer-of-the-Year Competition 


The 1953 Brand Name Retailer- 
of-the-Year competition, to select 
the five top merchandisers of brand 
name merchandise in each of 25 re- 
tail fields, has gotten underway. 

A Retailer - of - the - Year bronze 
plaque and four Certificates of Dis- 
tinction will be given to five firms 
in the hardware field on Brand 
Names Day, April 14, 1954, for out- 
standing year-round promotion of 
manufacturers’ advertised brands. 

The annual competition is receiv- 
ing the active support of trade 
magazines, manufacturers, newspa- 
pers, radio stations, retail trade 
associations and chambers of com- 
merce. 

There is no cost of entry fee for 
the retailer who wants to enter. He 
can file an entry by describing his 
present promotional program, or 
future plans, on his own letterhead 
or the official entry blank available 
from the Foundation, 37 W. 57th 
St., New York 19, N. Y. 

A committee appointed by the 
Foundation will screen all entries. 
Those retailers in all categories 
whose stories indicate the most 
vigorous and continuous brand ac- 
tivity will be named finalists. These 
firms will be asked to submit 
detailed presentations containing 
samples of their promotional ac- 
tivity during 1953. 

Karl Haugen, President, Schla- 
fer’s, Inc., Appleton, Wis., hard- 
ware store, last year’s Retailer-of- 





the-Year in the hardware field, will 
be a member of the judging com- 
mittee that will examine the pres- 
entations submitted by finalists and 
will select the winners in each 
category. 

Presentations will be judged on: 
(1) the way in which a dealer is 
establishing his firm as a reputable 
brand headquarters in his commu- 
nity; (2) how he is presenting the 
principles back of manufacturers’ 
brands to employees; and (3) the 
manner in which he coordinates his 
advertising and promotion in bring- 
ing the brand name story to the 
public. 

There was a great increase in the 
number of hardware stores that en- 
tered last year’s competition and 
even more are expected to submit 
entries this year. 


100,000 More Federal 
Workers to be Dropped 

This is a consumer market that 
will shrink. It’s the civil service 
market that is being cut by fed- 
eral economies. 

Philip Young, chairman of the 
Civil Service Commission, says the 
federal payroll will be cut by an 
additional $300 million in the 
1954 fiscal year, releasing 100,000 
employees from federal service. 

Since the change in adminis- 
tration, he reports, about 80,000 
employees already have _ been 
dropped. 





HARDWARE AGE, SEPTEMBER 17, 1953 


























The Eas 


Balti 


A com 


Our fully 
to deale 








There's 
chandis 
AGE br 


HAR 





HARDWAR 





On 


Co. will 
ig cam- 
ry this 


list of 
ons in- 
le Com- 
y Post, 
omes & 
y, Coun- 
JUCCESS- 
varmer, 

House 
Living 
1 House 


jd, will 
g com- 
e pres- 
sts and 
1 each 


red on: 
aler is 
putable 
ommu- 
ing the 
turers’ 
3) the 
tes his 
bring- 
to the 


in the 
hat en- 
nm and 
submit 


od 

2t that 
service 
yy fed: 


of the 
ys the 
by an 
n the 
00,000 
vice. 
minis- 
80,000 
been 


1953 


oy 











| 


The Eastern’ Venetian Blind Co: 
Baltimore 30, Maryland 





BUILDERS’ 
HARDWARE 








., For long-range planning 


The advanced modern designs of this hard- 
ware not only fit today’s architectural theme 
but the needs of the future as well. 


A complete line of over 300 hardware products 


Our fully illustrated catalog or attractive wall chart will be mailed 
to dealers on request—try this great selling aid now. 








« ’ The GLUE with the 


on MIGHTY GRIP 


4 ee) will build mighty sales for you 


Customers are pre-sold on Rogers Glue . . because, A 
constant national advertising in mumerous high--S an 7 
circulation magazines tells your customers about a 

the superior qualities of Rogers Glue — its clear, @) ra) = 
pure, smooth consistency; its tremendous “‘gorilla =: “free = 


grip.’’ For only the finest materials are utilized 
in making Rogers Glue . . . only the best man- 
ufacturing processes are used. . Y 
And you don't share pre-sold buyers of Rogers A A 
Glue with chain stores, group buyers or mail 

order houses. Rogers’ policy of selling exclu- 

sively to the hardware trade means more / 


sales for you . . . protects your 


SALES RECORD), 





Rogers Glue business against 








cut-price competition. 
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we Glukey says: ‘‘Keep plenty of Rogers Glue 
O - 


(e) aud 


on hand to satisfy customer demand . . . 
reap steady profits.'’ Order some today. 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





3,885 Ibs. 
Shearing Strength per Square Inch 





RSHALLTOWN 





TROWELS 


MARSHALLTOWN, IOWA 


MARSHALLTOWN TROWEL COMPANY -e« 











RAN 
Better Buy 


<> 


The Profit Line 


mmmmmme"FOR EVERY FISHERMAN AND EVERY KIND OF FISHING” 
Utica, N. Y. | 


HORROCKS-IBBOTSON CO. 


Manufacturers of the largest line of fishing tackle In the World 











Sell GARDNER'S Clean-Out Augers 


For Greater Satisfaction 


Made in five, lengths, eight to 
twenty-five feet . . . complete 
with adjustable tubular han- 
dies. Series 1940, spring wire 

. Series 1950, music wire 
The ideal tool for cleaning 
clogged drains and closets. 





For greater customer satisfac- 
tion — hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. 21ieiscoR oui" 

















HARDWARE AGE 


Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


100 East 42nd Street 


New York 17, N. Y. 
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YOU'LL FIND IT 


PROFITABLE 


to send us your Fence and 
Metal Specialties orders 











To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year | 
more hardware dealers are making extra profits | 
through this arrangement. Are you getting your | 
share? Write for catalogs today. 


HO 


Iron Picket Fence 














Stewart Iron Railing 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 








Gripper Clips 
1 ae on tds ; — = 





GIBSON GOOD TOOLS, INC. 








75 Pearl St., Sidney, N. Y. 











CHAMPION ALL-METAL 


ELECTRIC 


SPRAY GUN 
ithe single unit that pines 

in and sprays everything! 
FOR HOME & INDUSTRY 
Nationally advertised; 
world’s best selling all 
metal self - contained 
1s Gun! Cord and ce 
Plug UL approved. ed 
WRITE TODAY aoe 
or ure an = 
dealer discounts. $12.95 otait 


CHAMPION IMPLEMENT CORP. 


8th Fl., 175 E. 87th St., New York 28 

























GRAND 
DOOR HOLDERS 








MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, iHinets 
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Jacobsen Mower Sales 
Outstrips Production 
A complete sellout of its 1953 


production of power lawn mowers | 
has been reported by Jacobsen Mfg. | 


Co., Racine, Wis. 


On a dollar basis, sales were | 
| slightly higher than 


while number 
showed the greatest advance. The 
reason for the spread between dol- 
lar volume and unit sales was a 


| price reduction early in the season. | 
| It is estimated that 15 to 20 pct | 
of this year’s sales were replace- 


ment machines. There seems to be 


| quite a demand for reconditioned, 
used mowers selling for $35 to $50, | 


the company reports. Next year, 


| Jacobsen believes, this replacement 


market will be considerably higher 


| —perhaps 30 to 35 pct of total 


sales. 


Oscar T. Jacobsen, president, 


stated that he believes lawn mower | 


production will be higher next year. 
He also stated that he believes 
prices will be slightly increased as 
a result of increased production 
costs. 


Home Mortgage Loans 
To Set Postwar Mark 


U. S. Savings & Loan League 
predicts that home mortgage lend- 


ing in the current year will top all | 


postwar years. The volume of mort- 
gage lending by all types of lenders 
during the first four months was 
described as “largest on record.” 
(Resume reading on page 15) 


HARDWARE HUMOR 
By Hardware Age 


































































"You realize, of course, | can't 
pay you what you're worth—mini- 
mum wage law, you know—" 








MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


Cr ‘eam: ti, if. 7 i 


HOLDTITE (Liquid Sandpaper) 








BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 





last year, | 
of mowers sold | 


Write For Special Combination Deal 


GILLESPIE VARNISH CO. 


131 Dey S#., Jersey City, N. J. 














METAL FOLDING PLAY SETS 





Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicago 1! 











CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/," to |" Sizes 
Write for Catalog 


PITTSBURGH NIPPLE WORKS, INC. 
1455 Spring Garden Ave., Pittsburgh 12, po 














Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand _re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


in each issue 


dealers. 
feature 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 


out the nation. 
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NO-MAR GATE 




























nm Deal MOUNTING | 
co. A unique accessory, pat- 
,N. J, - ‘ ented by us, holds gate 
FREE CATALOG! Our 1953 edi- safely without wood 
tion featuring Play Yards, Doll screws. Adjustable. Easy 
ee Bassinets, Swings, Toy Blocks. to mount. Will not harm 
SETS any surface. Sold as 





extra. Ask Your Jobber 
North Girard, Pa. o Write us. 


Che Perfection Line L. HOPKINS MFG. CO., pepr. Ha-93 
























A PROFITABLE ITEM TO CARRY 


C7 GOLie See Your 
Sealed Beam fy Ain Jobber 


ieee Portable Electric 
Hand Lamp 
\ 













SY ond SAFE 


ond PRACTICAL to use thot sales tests show 






TERPROOFS, 


hicago 11 








it NEW LIFE, gives it a long 
olf and hunting equipment, etc. 
the name implies: 
You should know MORE 


about LEATHER LIFE 







of uses ond SO EA 


There’s profit for you in this new and highly 








YOU EVER KNEW 
t ABOUT “LEATHER LIFE”’ 
ond sales representatives still cpen 
LEATHER LIFE ¢co., Manufacturers 


but it won't be the last for this is one of the 


real PRACTICAL new item finds of the year. 


THIS IS THE FIRST TIME 
An amazing ceroso!l SPRAY that PRESERVES 
410-420 ASTOR STREET, NORRISTOWN, PA. 


leather of all kinds! Wonderful for shoes, sport- 
today on. Get in on the profit soles wagon 


This $1.69 retailer is NEWS ond will stay news 
on the front counter soles of alert stores from 
YY LEATHER LIFE does what 


WEATHER-PROOFS ond MILDEW-PROOFS 
AMAZING results. Write today for all the facts. 


lasting natural shine, WA 























5 popular Big Beam model with the hermetically = : 8 
sealed beam bulb. It’s ideal for sportsmen, j 33 2 
. motorists and home owners. The entire line of & og 3 
Sizes Big Beam portable hand lamps is advertised one, 166 3 2 = 
. Ri . ° = fe z 
in America’s leading consumer magazines. LESS BATTERY = 
. INC. U-C LITE MFG. CO., 1036 W. Hubbord St. +» Chicago 22, Ill. 
12, Pa. =] ame 
4H = saan — _ 
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ee ee 


DISTRIBUTION THROUGH JOBBERS 


2 claola ince 1886 


—ewre 




































/S ieee 
ze | 
You Make News | 
re 
| What you do is news to thousands of other | | 
ic, hardware dealers who read HARDWARE AGE. | | 
= They’re interested in knowing of your plans | | 
to remodel, of new partners, stores sold or ete oe eee cat to oe ee 1 
e- bought, anniversaries, etc. -~ — bracket. Accessible. Durable. Built i 
5. Write us a short note about any of your aatle ican arlene 
activities you feel would be of interest to DISTRIBUTORS! We invi 
3 e te 
re others who read the News of the Trade regu- inquiry. The Hi-N-Dry is fae | 
al larly in HA. Don’t worry about style. Just straight for the top in the Sump | 
give us the facts briefly ; we'll do the rest. Ad- | | pep en Rigerey =~ ag = 
1e dress your note to the Editor, HARDWARE AGE, . 
" 100 E. 42nd St., New York 17, N. Y. THE GORMAN-RUPP COMPANY 
fe me eat oe ee eee ee 
is 
d- 
h- - . 
BRASS & ALUMINUM ‘BOUND - OPEN HAND WatES 
oem est Peruv hogony, double et WVV.\te) st xa 
i ae gy 
ae EXACT LEVEL & TOOL MFG. CO., INC., . HIGH BRIDGE, N. J.— World's Largest Manufacturer of 
HARDWARE AGE, SEPTEMBER 17, 1953 








Classified Opportunities Section 





Help Wanted, Accounts Wanted 


Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........... $5.00 
Each additional word........... 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
ae a a $2.00 
Each additional word........... 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence ond replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for. remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close [5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted 


Representatives Wanted 





Accounts Wanted 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of 
agree Acz, 100 E. 42nd St., New York 17, 





SALESMAN NOW CALLING ON RETAIL 
HARDWARE stores and lumber yards to 
sell complete line of screen and combination door 
closers. States of Mississippi, Louisiana, Arkan- 
sas, Oklahoma, Texas, Washington, Oregon, open. 
In reply, state lines now handled and territory 
covered. Address: Box B-371, care of HARDWARE 
Ace, 100 East 42nd St.. New York 17, N. 





OLD ESTABLISHED BUILDERS HARD- 
WARE CONCERN located in New York City 
requires a salesman for the territory of South 
Jersey, Philadelphia, Baltimore and Washington 
Line consists of locksets, front door sets of pop- 
ular makes, etc. All replies will be kept strictly 
confidential. Write fully to Address: Box B-418, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y 





se WANTED: MAN NOW CALL- 
NG ON hardware and variety stores. To carry 
Wine of nice dog collars, dog harness, toy hol- 
ster sets, and other novelty items. Li 1 com- 
missions. Address: Box B-376, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURER OF HAND _. TOOLS 
PRESENTLY selling to hardware wholesalers is 
interested in securing new sales agents for sev- 
eral eastern and southern states. Must be estab- 
lished, having limited number of allied lines. Ad- 
dress Box £388, care of —". Acz, 100 
East 42nd Street, New York 17, N. 





SALESMEN CALLING ON HARDWARE, 
HOUSE FURNISHING, Paint Jobbers_ and 
Chain stores to handle very competitive Paint, 
Varnish and Artist Brush line. A few choice pro- 
tected territories open for experienced men who 
have right connections. Address: Box B-408, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


SALES REPRESENTATIVES TO HANDLE 
FULL lockset line for old established, well rated 
eastern manufacturer selling to Hardware and 
Lumber Trade. Commission all lines handled and 
type of account solicited. All replies confiden- 
tial. Address: Box B-393, care of Harpware AGz, 
100 East 42nd Street, New York 17, N. Y 


MANUFACTURER’S REPRESENTATIVES 
CALLING ON HARDWARE STORES, Plumb- 
ing and electrical supply stores, automotive stores, 
chains and industrials to sell high quality Shef- 
field steel hack saw blades, hack saw frames, band 
saws, etc. Exclusive territories open. In reply 
give limits of territory covered. E. R. Samsey & 
Co., Toledo 14, Ohio. 


HARDWARE SALESMEN INTERESTED 
IN CARRYING a line of hand made splint 
baskets for an old established New England firm. 
Protected territories. Address: Box B-414, care 











of Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y. 
MANUFACTURER OF COMPETITIVE 


CAST BRASS and Tubular Products such 
as Built-in and Exposed Bath—Lavatory and Sink 
Fixtures—Gate—Globe and Stop and Waste 
Valves—“P” and “S” traps—sink strainers— 
plugs—and many other cast and tubular items, 
requires several established manufacturers’ Rep- 
resentatives to sell Jobbers of plumbing, heating 
and mill supplies. Territories open for men living 
in areas of Cleveland, St. Louis, Pittsburgh; also 
state of Texas and states of Georgia and Florida: 
State all references, lines handled and territory 
actually covered. Address: Box B-410, care of 
7 AGE, 100 East 42nd Street, New York 
17, ; 


MEN NOW CALLING ON HARDWARE, 
PLUMBING, Sheet Metal Auto Body, Industrial 
trade to add a fine line of Solders and related 
Lead products. Territory still open in Iowa, 
Nebraska, Missouri, Louisiana, Mississippi, and 
Alabama. Straight commission and protected area. 
Address: Lead Sales Co., 2915 Chouteau Avenue, 
St. Louis 3, Mo. 5 


SALESMEN WANTED: Established firm has 
openings for aggressive salesmen calling reg- 
ularly on hardware, variety, grocery or bakery 
trade. Can be carried as supplement to present 
line on commission basis. Have both traffic and 
maintenance items available. CONTACT O. L. 
DEWEY COMPANY, 415 State Street, Syra- 
cuse, New York. 











SALESMAN WANTED: TO CARRY COM- 
PLETE line of Furniture Hardware to Furni- 
ture Manufacturers. Men now calling on Furni- 
ture Manufacturers and Jobbers with kindred 
lines would be satisfactory. Address: Box B-406, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 


SALESMAN WANTED: With following to 
wholesale hardware and garden supplies. Com- 
plete line of inexpensive English lawn mowers 
on a direct basis. Quality guaranteed good type 
Sheffield steel. All sizes. Address: Box B-420, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 





WANTED: Salesman with experience in the 
Hardware and Industrial Distributor Field to 
represent well established manufacturer of hack 
saw blades and kindred items. Middle western 
territory. Excellent remuneration. Full partic- 
ulars with reply. Address: Box B-403, care of 
7h Acz, 100 East 42nd Street, New York 
17, ¥ 





NEW YORK JOBBER CARRING LEADING 
BRANDS TOOLS.—Hardware is seeking Live 
Wire Salesman with reputation and following, for 
Bronx and Westchester, Brooklyn and Long Island 
& Out of Town. Our plan makes Selling easy for 
you. Commission basis. Carrying allied lines not 
objectionable. Address: Box B-416, care of Harp- 
wate Acz, 100 East 42nd Street, New York 17, 
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Accounts Wanted 


CONNECTICUT MAN 26, ESTABLISHED 
IN central Conn. Wholesale hdwe, houseware, 
etc., sales traveling 80% this state and plus, 
for past six years. Desire substantial lines or 
connection to cover central Conn. College, re- 
liable, references. Address: Box B-404, care of 
Harpware Ace, 100 East 42nd Street, New York 
17, M.. Y. 

SALES REPRESENTATIVE, many years ex- 
perienced selling to the hardware, housewares, 
dept. and furniture stores. Wants additional line 
to present one. Metropolitan New York City, 
North Jersey and Conn. Address: Box B-413, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, ¥. 








MANUFACTURERS REPRESENTATIVE 
COVERING INDIANA, Kentucky and Western 
Ohio interested in adding to present lines—build- 
ing and hardware supply. Aggressive represen- 
tation guaranteed. Harold W. Kaplan & Asso 
ciates, 5649 Haverford Avenue, Indianapolis, Ind. 


MANUFACTURERS’ REPRESENTATIVE 
—Contacting retail hardware dealers in Virginia 
and North Carolina for past five years. Well 
known in established territory urgently need one 





good line for this trade. Consistent coverage 
guaranteed. Address: A. C. Cavedo, #35 Mal. 
vern Avenue, Richmond 21, Virginia. 





EXPERIENCED SALESMAN 


calling on hardware wholesalers, garden supply whole- 
salers and related outlets is looking for a manufacturer 
of quality products who needs sound and aggressive 
coverage. | have sold majority of accounts listed in 
HARDWARE AGE Verified list of Hardware Whole- 
salers. Replies confidential. A. W. FRANCIS CO., 
BOX 266, SOMERSET, PENNA. 











i WOULD LIKE TO REPRESENT A MAN- 
UFACTURER OF AN established product to sell 
Hardware Jobbers Mill Supply Distributors, and 
large consumers in New York State (except N. Y. 
City area) where I have consistently contacted 
and sold for over twenty years. These friendly 
accounts should prove of value to anyone requir- 
ing my services. Address: Box B-329, care of 
a Acz, 100 East 42nd St., New York 17, 





HARDWARE COVERAGE 
SOUTHEASTERN STATES 


Experienced, epqressine, capable sales personnel, with 
thorough knowledge of trade and of general hardware 
and aie. eed one or two good accounts. Com- 
mission om 
McCUTCHEON-SIMPSON, —- 
2891 N.W. 75th Street Miami 4 » Florida 
Established: 1945 











FLORIDA 


MANUFACTURER'S AGENTS — ACTIVE FOL- 
LOWING — FREQUENT COVERAGE, COMM 
BASIS—WILL GET DARN GOOD _ BUSINESS 
FOR ONE MORE HARDWARE LINE. AYAIL- 
ABLE FOR INTERVIEW AT HARDWARE SHOW. 


KENLAST & CO. 
11403 N. E. 8th Avenue, Miami, Florida 











DESIRE TO ACT AS DISTRIBUTOR FOR 
SUBSTANTAL hardware items; can arrange for 
managing, warehousing, selling and devote full 
time to line. Located in industrial center of Long 
Island, N. Y. Examination as to reliability and 
dependability welcome. Address: Box B-401, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Phiiadelphia © Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 
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Classified Opportunities Section 











Accounts Wanted 


Positions Wanted 


Business Opportunities 








WANT MAJOR MERCHANDISE LINE. 
Many years experience and wide acquaintance 
with wholesale > Tobacco, Hardware, Paper, 
Grocery Jobbers in Iowa and Nebraska. Can give 
best references as to ability and coverage. Inter- 
ested only in line having trade acceptance in this 
field. Richard A. Timberlake, 718 Jefferson Ave 
nue, Des Moines 14, Iowa. 





NATIONALLY KNOWN MICHIGAN MAN- 
UFACTURER’S REPRESENTATIVE traveling 
3 men and covering wholesale hardware, mill sup- 
ply, automotive and chain store accounts desires 
one additional line. Strong sales force for the past 
20 years carrying a limited number of lines. Ad- 
dress: Box B-392, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 








CONCENTRATED PERSONAL COVERAGE 
OF NORTH CAROLINA AND VIRGINIA 


I would like to represent an established product to 
sell Hardware Jobbers in North Carolina and Virginia. 
Straight commission and exclusive territory arrange- 
ment. No imports, only interested in standard mer- 
chandise and well noted urfg. Address reply to 
ANDREW G. BOSEMAN, Mfg. Agent, P. O. Box 
472, Enfield, N. C. 











ESTABLISHED SALES AGENCY WANTS 
ADDITIONAL reputable direct factory line for 
metropolitan New York and New Jersey on ex- 
clusive basis. We have strong following among 
department stores, chains, hardware and house 
ware jobbers, and numerous specialty volume out- 
lets. Our policy: Few Lines and Frequent Cover- 
age. Address: Box B-382, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 








WANTED: FOR LOUISIANA, MISSIS- 
SIPPI AND EAST TEXAS, experienced Hard- 
ware—Houseware man, will open manufacturers 
agency and is interested in representing hardware 
and kindred lines. Trade to be worked regularly, 
calling on Wholesale and Retail hardware, Furni- 
ture, Five and Ten Stores and Building Material. 
Address: Box B-383, care of Harpware Ace, 100 
East 42nd Street, New York 7, we Ges 





Positions Wanted 





EXPERIENCED SALES REPRESENTA- 
TIVE—Desires position with manufacturer. At 
present covering over 1500 retail hardware, plumb- 
ing and paint dealers Chicago area. Also ac- 
quaintance with all hdwe. jobbers Chicago and 
surrounding territory of 150 miles. Further in- 
formation. Available upon request. Address: Box 
B-364, care of Harpware AGE, 100 East 42nd St., 
New York 17, N. Y. 


EXPERIENCED HARDWARE MAN, COL- 
LEGE GRADUATE, business administration, 
now managing and buying for two stores; Chicago 
area, desires permanent affiliation. Both retail and 
wholesaler hardware experience. Knowledge of 
Plumbing supplies and installations. Address: Box 
B-407, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 


SITUATION WANTED— BUYER. MANY 
YEARS experience buying housewares, cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box B-419, care of 
me A Ace, 100 East 42nd Street, New York 
ip Gs Be 








Help Wanted 


HARDWARE SALESMEN. Large, agegres- 
sive, hardware wholesaler, now in process of 
expansion offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 
etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
ee AGE, 100 East 42nd Street, New York 


ASSISTANT SALES MANAGER 


Superior opportunity with one of the country’s leading 
manufacturers of soldering products. Salary good. 
Prospects even better. Hardware experience an ad- 
vantage, but not essential. Tell your complete story 
in first letter. Strictly confidential. 


Address Box B-42!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y- 




















YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable 
new business or add a traffic building 
tool rental department in your store. Pro- 
fessionally pl d and pre-tested sales 
aids get you started right. Puts you ahead 
of competition. "Do it Yourself With 
Rental Tools" market is ready made and 
waiting. For complete details on ex- 
clusive franchise for your area write 


Allied RenTool Service 
Yardley 1, Pa. 











FOR SALE 


Extensive Mill Supply business doing $700, 
000 annual gross. Central New England. Very 
profitable business with excellent lines of mer- 
chandise. Occupy large building with extensive 
parking lot. Sale necessary due to health. 
Principals apply to 
Address Box B-409, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











HARDWARE—One of best in thriving Corpus 
Christi, Texas. Choice Community center location 
with ample parking. Netted $27,000.00 in 1952. 
Clean stock that turns three times per year and 
better. Price $110,000.00 for inventory and fix- 
tures. Harold Carr, 308 Chenoweth, Corpus 
Christi, Texas. 





RETAIL STORE—SPECIALIZED TRADES 
Wonderful opportunity for expansion. Three year 
lease—100% location. North side Chicago. Leav 
ing City. Address: Box B-415, care of Harpware 
AGez, 100 East 42nd Street, New 17, N. Y. 





Business Opportunities 


YOUNG MAN, MARRIED WIITH 10 years 
experience as store manager and purchasing agent 
for wholesale and retail store, handling paint, 
plumbing, electrical builder supplies and general 
hardware desires position in store. Address: Box 
B-412, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 











SHARON REFILLABLE ASSORTMENT 
SERVICE UNIT FRANCHISES available in a 
few select territories. See our advancement on 


“page 72. Write for details. Sharon Bolt & Screw 


to., Boston, Mass. 
HARDWARE—ESTABLISHED 70 YEARS 





handles appliances, builders, farm supplies, double 
store; $24,000 clean stock; doing | ne busiuess; 
rent $125; lease; price $27,000. APPI.E CO., 


BROKERS, CLEVELAND, OHIO. 


MANUFACTURING BUSINESS FOR SALE 
in N. Penna. Making a sporting goods 
item, fully patented, and the only one in the field 
Promotion for the past 3 years has been very 
successful. 1952 sales show 76% increase over 
1951. All equipment and stock will run around 
$18,000. Will furnish all details to any reliable 
person who is really interested. Best of reason 
for selling. Address: Box B-405, care of Harp 
ae AGE, 100 East 42nd Street, New York 17, 








HARDWARE STORE FOR SALE 


Owner wants to retire Situated in 
northern New Jersey. 15 minutes from 
New York City. Will give long lease on 
building. 
Address Box B-4i!, care of HARDWARE AGE 
100 EaSt 42nd St., New York 17, N. Y. 











100 E. 42 St. 





The Hardware Dealers’ Magazine 





Hardware dealers all over the country have discovered that it pays to keep your 
eyes on Harpware Acz for ideas and advice that mean more money in your pocket. 

elp on price control problems, new merchandising ideas, market news, more new 
merchandise descriptions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features of Hanpwarg AcE 
that have caused more dealers to invest in subscriptions to Harpware Acg than 
to any other hardware magazine. 


HARDWARE AGE 


New York 17, N. Y. 
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SEU AMERICA’S MOST POPULAR CHARCOAL BROILER 


Cash in on this fast grow- 
ing hobby. COOK ’N’ 
KETTLE is America’s fast- 
est selling charcoal broiler. 
Heat retaining cast iron. 
Every customer will make 
other sales for you. Hun- 
dreds are sold each year 
as gifts. Display cards, ad- 
mats and litera- 
ture furnished. 
Nationally ad- 
vertised. Write 
for complete 
information. 





‘oole) Gi, miele) h-ya|, omm wrom:( ya. t mmtt elite 











































































HYPONX 


PLANT FOOD 





lorate, is clean, odorless and SAF 


Now demanded by millions for houseplants, flowers, ve etables 
ardens. Produces vigorous, beautiful growth in all plan 's quickly. Pays 
lealer 331%, profit. Attractively poseens for display. Does not deter- 

ch Dissolves instantly in water for use 

‘l-oz. makes 6 gallons liquid plant food. 







lawns, 


~~ wee 72 t wt ls... $4sbe ik 
-02. p es. 72 to case wt. anon 80 case ob 
3-oz. can 25c¢..... 36 to case wt. 12 Ibs...... $6.00 case SePEENeOS OY 
7-02. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case — on 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 4s soveanste 


Also packed in 10-Ib., 25-lb., 50-Ib. and 100-ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., 





Inc., 


Copley, Ohio, U.S.A. 














feed saving; 
UL-Approved ; 


retails at $29.50. 


931 Albany St., Caldwell, 





WANTED 
» Keone founr 


Automatic Temperature!—Automatic Filling! 
The answer to ALL Stock-Watering problems !—9% 
10% 
Guaranteed. 


here (110-120V-AC) stops weed shorts .. . 


Sold thru Jobbers.—Write: 
INTERNATIONAL ELECTRIC FENCE CO. 


Profit- 


Minded DEALERS 


. FOR CATTLE, 
SHEEP, HORSES 


production; non-freezing ; 
Sell for $84.50 up. 


more 


—-s 

_ 
also & BULL-TIGHT 
for 

ELECTRIC FENCERS 

=~ Witte. 
Hold stock where others fail!—6 guaranteed 
models including low-priced battery units. 
Patented ‘‘Weed-Kutter’’ model 106 shown 





Idaho 














Index to Advertisers 





A 

Ace Rubber Prod., Inc. .. 35 
Acme Quality Paints, Inc. 268-269 
Acme Shear Co. ............ . 103 
Acmeline Mfg. Co. ......... 279 
ee 304 
Aluminum Co. of America 

Screen Cloth Div. ........ 94-95 





American Cabinet Hdwe. Corp... 87 
American Chain & Cable Co. 6 
American Grease Stick Co. 332 
| Ames Company, O. ... . 16 
Animal Trap Co. of America . 292 | 
Armstrong Bros Tool Co. . 330 
Artwire Creations, Inc. .. . 315 | 
Arvin Industries, Inc. ... 291 
Atlas Tack Corp. ..... 222 
B 
Ballonoff Metal Prod. Co. . 283 | 
Baltimore Brushes, Inc. . 266 | 
Bassick Co., The ..... .. 226 
Ben-Hur Mfg. Co. .. oe 
Bennett-lreland, Inc. . 282 
Bethlehem Steel Co. : 223 
Black & Decker Mfg. Co. . ‘12- 73 
BT WP GS kv cvisccese . 326 
Boker & Co., Inc., H... . 291 
Bommer Spring Hinge Co., Inc. 329 








Bready Tractor & implement Co... 321 


Bridgeport Brass Co. ..... - ta 
Bridgeport Hdwe. Mfg. Corp. . 213 
Brink & Cotton Mfg. Co. . 307 
Brooks & Sons, M. he aS .. 328 
Brown Corp., Ww. . 267 
Brown, Inc., John ‘Glark : .. 244 
Bruce Co... BO etal .. 169 
Bruning Co., Inc., Charles -- a 
Buckley Mfg. Co. ....... .. 290 
Burgess Battery Co. ...... .. 273 
Burgess Vibrocrafters, Inc 200-201 
die ee . 216 
Burpee Co., Atlee W 293 
c 
Calbar Paint & Varnish Co. 325 
Cal-Dak Co., Inc., The.. . 228 
Campbell Chain Co. . . 215 
Capitol Mfg. & Supply Co. . i 
Carlisle Mfg. Co. ........ . 293 
Carlon Prod. Corp. ...... salad a 
Carlson & Sullivan, Inc. . 306 
Casco Prod. Corp. 16-17 
Central Screw Co. .. ae 
Century Drill & Tool Works Div... 77 
Champion Hdwe. Co. . at ol 
Champion Implement Corp. .. 334 
Chattanooga Impl. & Mfg. Co... 290 
Chattanooga Wheelbarrow Co... 323 
Chesler & Sons, Inc., J. .... 309 


Chicago-Latrobe .......... osweow 








Hurricane 


ROTARY POWER MOWER 


PARTS and SERVICE 
When you sell the quality Hurri- 
cane line you're sure of /asting 
customer satisfaction. Hurricanes 
are built for lifetime service. No 
model ever becomes obsolete. The 
newest improvements fit the oldest 
Hurricane made. Parts are always 
available for all machines . . 
orders shipped from the factory 
the day received! 


Write for Hurricane facts: 


NATIONAL METAL PRODUCTS CO., 


Dept. HA, 2722 Cherry St. 





338 











Hurricane Customers 
Are Satisfied Customers 





INC. 
Kansas City 8, Mo. 


Chicago Roller Skate Co. .. 234 
Chi-Namel Paint & Varnish Co... 62 
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Congoleum-Nairn, Inc. 199 





Continental Motors Corp. . 251 
Cook'N'Tools, Inc. ... 338 
Corbin Div., P. & F 84-85 
Cory Corp. sh . 244 
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[he KITCHEN APPLIANCE 
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All-Time High 
in SALES 


Write for 
Details! 


FEATURE 








SLICERS 


DEPT. 369 ° WALDEN, NEW YORK 








RECIPE SCALE 
reu Tdeal Gift 


A scale every housewife admires and 
will want for dependable success in 
cooking. Ingredients accurately measured 
by weight including shortening. Has 
kilo graduations for continental recipes. 
Capacity 8 lbs. by 2 ozs. Colors red or 
white. Body Styron plastic. 


Consult your jobber 
HANSON SCALE CO. (Est. 1888) 


Northbrook, Illinois 











Saves time. Avoids Mistakes. Instantly tells unit 
selling prices at any desired % profit, at any given 
cost . . . per unit, gross or dozen. Instantly tells 
what to pay for goods to be sold at any price with 
any % markup. Simply set arrow at cost each, per 
doz. or gross. Then read selling price each at any % 
of profit you want. 

Conversion scale shows % of sale price corresponding 
to given % of cost and vice versa. Order today direct $ 
from this ad. Special discounts on larger quantities. 


‘I 
POSTPAID 


90 
Dozen 








PARISIAN NOVELTY COMPANY 





















HARDWARE SALES AGENTS 


- + + many excellent territories available! 





Sturdy portable hack saw attachment 
for electric hand drill. Multi-purpose 
tool with multi-sales appeal. 


EASILY SAWS METAL, WOOD and PLASTIC 


Retails at 


$14.95 


(Dealer inquiries 
invited ) 


H. R. GREENE & SONS bept.8 


Successful sales agents 
wanted for protected terri- 
tories. Write for complete in- 
formation. 





3800 LINCOLN WAY WEST ¢ SOUTH BEND, INDIANA 
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Check these features with the 
shelf hardware line you're now carrying... - 
Delivery —-immediate shipments made on all orders. ) 
Packaging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. ’ 
Lew Prices—no leader items, but consistent low prices. 
Soles Aids —free display and merchandise boards. 


Y 





SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete line of rust-proof shelf hard. 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it, 
we'll send him our new illustrated catalog and revised price list, 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 


JOSEPH HALL CO. 


3420 MARKET STREET 


PHILA. 4, PA 





FREE 

QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 
Gives facts on the complete 
GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- 
drivers, Automatic Push Drills 

and other fine tools. 





TOOLS FOR CRAFTSMEN 


GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





sold through 
wholesalers only 


4A IWECOLUMBIAN VISES MEE CO 
“es CLEVELAND 4, OHIO 


t maker of vises 





If your dealer can’t 


PROTRACTOR LEVELS 


Eliminates ‘‘guessing’’ at difficult angles. Makes 
Work Easier for all tradesmen! Just one simple turn 
of the dial and you have the angle or drop per foot 


mene FOR you want — quickly, easily, accurately! 





supply you Write 
Dept. A 


J. H. SCHARF MFG. CO. 
pha, Nebroska 


MAGNELITE LEVELS 
Unbreakable frame of extruded magnesium—1/3 lighter 
than aluminum. Replaceable Vial Units. Available in 9 
sizes — 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches. 








Eastern 


FINE DRAPERY HARDWARE 


The Eastern Venetian Blind Co: 
Baltimore 30, Maryland 














A “DO IT VOURSELF”? REPEAT ITEM 


Betyre # egy oe gb Peas es a 4 BTICKS -1 SCRAPER 
DECTO-STICK 
-# URNITURES - #4 
‘REPAIR KIT 
: can 
Fitting # Colori: 
DENTS NICKS 


ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. Takes 
any finish. 
Cellophane bag contains ¢ sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 


display card. 
SOLD THROUGH JOBBERS 


DECTO PRODUCTS COMPANY, SALEM 8, MASS. 
Makers also of Decto RUN-SMOOTH 


Fast Colors 

{No Shrinking 

game (No Heat Requiréd 
A Colors Easily Blended 











DOMES oF 
SILENCE 


Best-known, quickest-selling 


FURNITURE GLIDES 
REMC Bakelite Fur- 


niture Rests 
and Caster Cups; Upholstery Nalis; 
Thumb Tacks; Screw Bumpers. 








PINTLE TYPE Sizes, 1/2”, 2” 


REMCO BAKELITE FURNITURE RESTS 


PINTLE TYPE Sizes, 2”, 236” DRIVE ON TYPL—Suzes, 2”, 296” 





Ask your jobber or write— 





DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 








HARDWARE AGE, SEPTEMBER 17, 1953 
















AAPIIUL packaged 





EXTRA PROFIT 


for you- 7 WAYS oo 
1. Make inventory easier — cut losses aa 7 ad a 


2. Provide accurate count rm Cia Ces Oi 


3. Eliminate damage a 
= 4. Increase unit sales 
pe: 5. Save stacking space 
= 6. Easier to handle — less work 
7. Cost you nothing extra 
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“ohh s 4 <A . ag f - : 
Write for information and prices on CAPITOL'S 
complete line of packaged fittings. 
en ce, ee = a —F ; . 
| Pe irre A a a = KK : 


. ee Sea 
: (aga hag } | | —— ee p MFG. & SUPPLY co. 


COLUMBUS, OHIO 






{de 






COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 









“You get the newest 
and best things first from 
BOSS,” is the way more 
than one dealer expresses 
his preference for the 
most complete kerosene 
heating and cooking 





appliance line. 





Poitable Koxosone 
Reom Hoatons 


eee With Sensational New 
KING SIZE Jet-Hot Burners 


The most complete and modern heater line 
available—8 great new BOSS Portable 
Kerosene Room Heaters. Each one features 
amazing KING SIZE Jet-Hot adjustable 
wickless or needle valve burners, producing 
more heat . .. more comfort . . . with money- 


saving thriftiness. 


You owe it to yourself and your profits to see 
the heaters that are “‘the talk-of-the-trade.”’ 
Like all BOSS products, they’re 

advertised and promoted to 

be real salesmakers. 


Be dune of dale... 
... positive of profits with BOSS. THE HUENEFELD CO. 


See your BOSS jobber '7-HOT . a CINCINNATI 25, OHIO 


or write us direct for information 





- Sell a ee ee 





